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FACTORY - ASSEMBLI 
BARN EQUIPME 

FOR LL 
ngper teen 


Don’t Be Caught Short 
THE STARLINE WAY ORDER STARLINE HAY TOOLS 


Starline Loose Get Ready for a 
— 9 bales at 4 barn roof can Big Hay Tool Season 


_— all that any 
Tine Hay Fork — STARLINE HAY TOOLS — A y 




















safely support. A of a complete line of quality B 
Equipment—®equipment that is assembled at the fac 
and reaches the customer ready to install. Your sal 
completed over-the-counter. 


alle: , 
Starline VENTILATORS — 
Come assembled, ready to in- 
stall. 





STARLINE HAY CARRIER No. 493 
—Runs on any steel Track. Wide 
throat permits Fork Pulley to enter 
at any angle. Springless, rust- 
proof gravity lock grips on pulley 
frame, not on sheave. Allows load 
to swing without wearing rope. 





Starline LITTER CARRIER — 
Easiest and fastest to raise and 
lower. 





Valve paddle locks 
up. Easiest 
to clean. 





Starline WATER BOWL — 
Slanting valve paddle easiest 
for the cow to work. Paddle 
locks up — makes bowl easiest 
to clean. Cow drinks day or 
night, gives 10 to 20% more 


Starline LOOSE: TINE HAY FORK 


Handles larger loads of loosegshort. dry, <pRLine NELy, 
slippery hay and cleans uf the rack. $ ¢ 
Handles Clover, Alfalfa, and. Soy Bean 
milk. STARLINE LIFETIME ALL-STEEL hay without losing all the lanves. Can 


PULLEY No. 250 — Replace old . 
Pulleys with this indestructible, be tripped from the rack — n@ extra man 


self-oiling, knot- passing Pulley. needed in the loft. Fork Lock lets go at 
10 gauge steel sheave runs on , 
oil-filled maple bearing. Held rigid a jerk of the trip rope. EmptyeFork comes 
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between the 10-gauge side plates. down. closed. Tines of forged steel 11/," 
x 2". Two sizes—No. 52% with 26-in. 
Prevents bearing from turning on Tines. No. 532 with 32-in. Pines. 











‘ axle bolt. Sheave turns freely 
without binding. Rolled edges 
Cannon Ball Self-Oiling DOOR prevent chafing the rope. 
HANGERS — Roll like .a ball 
in self-cleaning Track. 
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Advertisements of 


Starline factory- STARLINE DAN SAYS: Y 


assembled equipment P 
"For fast profitable sales, ’ TRADE oe Manx 


in leading Farm 
stock STARLINE." d Rog. U. S. Patont Office 


Papers urge millions 
Harvard, Illinois § ae 
ie ARLI NE 5 INC. Albany, New York STALL AND STANCHIO 























of farmers to see 
their Starline dealers. 
















The 
folk 
thei 


is a 


—W 
and 


serv 
cyli 
pen 


ers 


MAY 20. 


Hardware Ag 
at the Post 









ht Short 
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These two are getting the eye wherever 
folks are looking for hardware to spruce up 
their homes. Sales records show their style 
is apparently what people want. 

Or—if it’s knob sets your customers want 
—we can’t do better than suggest the Dixian 
and Rawsian designs shown below. 

On all four: typical YALE security and 
service features—armored front, adjustable 
cylinder, self-lubricating latchbolt, com- 
pensating hub, triplex spindle. 

Your distributor has them. Your custom- 
ers want them. The conclusion is obvious. 
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KNOB SETS! 
left DD77501—right CR77501 


1948 


jf MAY 20, 





The name Yale hefis make the sale 
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ee | Hardware Age, 
D STANCHIO at the Post Office at Philadelphia under the 


ublished every other Thursday 4 Chilton Co. (Inc.), Chestnut and 56th Sts., Philadelphia 39, Pa. Entered as second class matter March 24, 1933, 
ct of March 5, 1879 (Printed in U.S. A.) $1.00 per year. Single copies, 25¢ each. 


Vol. 161, No. 11. 
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You ordered the TA-33 — and here it is, built to your specifica- 
tions for cost, stone assortment, turnover and profit — ready 
to bring you extra profits for the 1948 season. 


Here's what you ordered, and here's what you get in this 
custom-built new profit-maker: 





First: an all-electric-furnace scythestone assortment in gen- We oe ae 
uine grinding wheel abrasives for faster, easier sharpening. . e = we ze. 
, é 


6 shapes —the right stones in the right quantities. 


Second: a purchase-balanced selection of 33 stones in | 
Third: a modest-priced assortment — Dealer cost Ce, ae | 





MARDe, N 


$10.63.* Dealer profit $5.72.* A quick mover with- NC Seay, 
out profit-freezing carryovers. 
But more, the TA-33 Display is a "stopper" that 

sells on sight. And it's Norton-built with the same 

Crystolon and Alundum abrasives — with the 

same Norton "know-how" that produces their 

celebrated industrial grinding wheels. 

Ask your jobber to include a TA-33 Scythe- 

stone Assortment in your next order and 


get it into your tool display for real new 
—A "RIGHT SIZE", "RIGHT CHOICE" 


profits — now! 


* Slightly higher west of Denver. ALL-ELECTRIC-FURNACE 
SCYTHESTONE ASSORTMENT 














BY [i NORTON ABRASIVES 





BEHR-MANNING + TROY,N.Y. 


(DIVISION OF NORTON COMPANY) 


ALSO QUALITY COATED ABRASIVES SINCE 1 
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— Self Sealing 
FLAT WALL FINISH 


®@ PRIMES, SEALS, FINISHES IN 1 COAT! 
® HIDES SOLIDLY IN 1 COAT over plaster, 


wallboard, wallpaper, painted walls, calcimine, 


brick, cement, wood, metal, etc. 


IN WHITE AND Kenn 2, ie id 


Mo, 
° E; BEAUTIFUL  Gaarantoed b ) 
wast ITH i) DECORATOR COLORS Good Housekeeping 
MA DE Stor 4s ADVERTISED ~~ 





> See 2 tiem > 











LOWELL 
POWER 


SPRAYERS 


LOWELL 











POWER SPRAVERS 


NEW! Streamlined Designs 
NEW! Improved Performance 
NEW! Prospects and Markets 


Welded tanks, double agitation, im- 
proved high pressure pumps, and 
greater power capacity—these are just 
a few of the sales advantages the new 
Lowell SprayCats give you. The most 
advanced line of power sprayers ever 
built—now available for immediate 
delivery. And you can sell them for 
every spraying purpose—weed killers, 

ae , insecticides, fungicides, agricultural 
Lowell SprayCet Medel, 6480- For larger spraying jobs, 16:50 Pnetw chemicals, disinfectants, white wash 


discharge with 25 ft. 14" oil and chemical-proof spray hose and No. 6360 or cold water paints. 
double-nozzle spray gun. 





Lowell SprayCat Model 6415—Compactly designed. Lowell SprayCat Model 6255—Easy to handle; easy to 


Shown, 100 gal. model, either 2 or 4 g.p.m. discharge, 25 store. Automotive-type, pneumatic-tired wheels don’t sink 
ft. 3%"' oil and chemical-proof spray hose. No. 6060 in soil or cut sod. In 50 or 30 gal. models with 2 or 4 g.p.m. 
single-nozzle adjustable spray gun. Also 50 or 30 gal. discharge, 25 ft. 34" oil and chemical-proof spray hose. 
models with 2 g.p.m. discharge. No. 6060 single-nozzle adjustable spray gun. 


Fully illustrated folder with com- ——— i 
plete details . . . selling facts. Spates 
Write 589 E. Illinois, Chicago 
11, Illinois. 


Note: All SprayCat Power Sprayers can be 
fitted with Lowell 11 and 20 foot booms for 
speedy, large coverage. 





. 2 
MVaniufacti Ung fa 0. 


World's Largest Manufacturer of Sprayers and Dusters Exclusively 





© Lowell Mfg. Co., 1948 
HARDWARE AGE 














MAY 20 


AVERS 


nm, im- 
$s, and 
ire just 
he new 
€ most 
rs ever 
1ediate 
em for 
killers, 
ultural 
- wash 


asy to 
’t sink 
g.p.m. 

hose. 


ARE AGE 











MAY 20, 




















SAGER “’2-bore” 


locksets — latchsets 


The most frequent comment 





made about the new Sager “2- 


Bore” Tubulars is their fine snappy 

action. Three things are responsible: 

(1) long experience in lock design and 

construction; (2) “inside’’ knowledge 

gained through years of research; (3) use of 
only prime, time-tested metals. These factors 

account for that notable quality and efficiency 
of operation which places Sager “2-bores” so 
assuredly in first rank position. You'll find 

them tops for fast installation and tops for 

beauty. And for the budget-wise builder 


the Sager ‘‘2-bore” line—in de- 





signs for every interior use—is 


naturally topmost in value. 


























oy PATE rob jist vindow dss’ 


Here’s a window glass that’s a quality glass. It has excellent visional prop- 
erties. Both sides of the sheet have a brilliant surface finish. It may be glazed 









either side out. 15, 0 
So, sell the window glass that meets the most exacting requirements of It’s a sal 
good sheet glass. Sell “Pennvernon” — not just “window glass” —and you'll at about 
have more satisfied customers. poe a 
to put uy 

that gre 

ance, ne 

& time of : 

es oo But R 

PENNVERNON | “~~ WINDOW GLASS Ph cage 
— i Reynold 


PAINTS +: GLASS - CHEMICALS - BRUSHES °<: PLASTICS 
G . MADE BY 


REYNOLD 


PITTSBURGH PLATE GLASS COMPANY 
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This 6 color display will help you sell more 


REYNOLDS /erime ALUMINUM GUTTERS 


| THE GREATEST /MPROVEMENT 
~ (NW RAIN CARRYING EQUIPMENT 


” 2] AVAILABLE NOW ! 


~ 


Fes 


. < aca na 


RUST PROOF : NEEDS NO PAINTING? J) 
NO STAINING - LOW INITIAL COST 4 


* REYNOLDS /ifetime ALUMINUM 


CAVES TROUGH, CONDUCTOR PIPE and FITTINGS, 


po SUPERIOR IN PERFORMANCE ...ON EVERY COUNT || 
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It’s a sales “natural” —rustproof gutters 
at about half the price of other rust- 
proof materials—gutters that are easier 
to put up, lighter on the eaves— gutters 
that greatly improve outside appear- 
ance, never stain a wall, deliver a life- 
time of service without painting! 

But Reynolds gives you even more 
than product and price superiority. 
Reynolds backs this natural with 4-color 


15,000,000 FEET ALREADY SOLD! 


age ia as 


\ eat oh 


REYNOLDS [itetime ALUMINUM OFFERS 


low initiel cost — no maintenance worries 
becutiful in natural finish — yet easily painted if desired 


traditional slip-joint application no soldering required 


Va to Vo the weight of old-fashioned gutters — lighter to hondle 


lighter on the eove 


tet 


ait 
pfetine te 
Brianne reo0uc! 


REYHOLOS METALS COMPANY 


heowrevesee t) gemrwcer 





full page national advertising and pow- 
erful merchandising — to make these 
gutters a top-volume item in your store. 

The market is big—both new homes 
and replacements. The demand is ac- 
tive, eager. And you can get delivery 
right now. Which means that profits 
can start right now—if yow don’t delay. 
Check your supplier today. Or write 
for information and literature. 


MADE BY THE WORLD’S LARGEST PRODUCER OF ALUMINUM BUILDING PRODUCTS: 
REYNOLDS METALS COMPANY, BUILDING PRODUCTS DIVISION, LOUISVILLE 1, KY. 
— OFFICES IN 32 PRINCIPAL CITIES 
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“This colorful 
window and floor 
display is the ‘best traffic- 
stopper’ I have 

ever seen.” 








GUTTERS IN FOUR TYPES 
—downspouts and 
fittings to match! 





HALF-ROUND 
PLAIN OR 
EMBOSSED 








COLONIAL 
BOX TYPE 











0.G 
STYLE 
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Yes, it's the well-known O'Malley Faucet 
Repair Sets that's brought peace and 
quiet—not to mention the water and fuel 
saved—to thousands of homes. 

But, we've changed the name—so that 
people will know at a glance what it's for. 
Once they know this—well, do you know 
of ANY home where there's not a leaky 
faucet once in a while? 


Nothing has been changed in the de- 
sign. It's still the popular easy-to-use, 
inexpensive, high quality tool... equipped 
with an adjusting nut on threaded shank 
which provides automatic pressure feed 
and eliminates any downward hand pres- 
sure when repairing faucet seats. Renews 
worn, scale encrusted faucet seats with 
the patented cutter head that rolls the 
brass away and polishes at the same time 
leaving no scratches and insuring a per- 
fectly smooth surface for the new washer. 











Attached to a self-selling card with easy-to-follow instructions and 
packed in a colorful space-saving sales-creating display carton. Available for 
immediate delivery. Attractive margin of profit for dealers. Sold 1 dozen to a 
display carton. As important to every home as a can opener. Order from 
your jobber today. 


See the New O'Malley tool — entirely different in design, function .. . 
and priced for less than anything of its kind on the market. Turn to page 173 
for complete details. 








EDWARD O’MALLEY VALVE CO. 


7600 GREENWOOD AVE. CHICAGO 19, ILLINOIS 


Northwestern Rep New York Office California Rep. Canadian Rep. 
PACKERS SALES CO. 1133 Broadway E. M. ROBITSCHER DORKEN BROS. & CO 
304 Hughes Bldg. Eastern Sales Mgr. 290 7th St 408 McGill St. 
Portland, Ore. HARRY M. PETERSON San Francisco, Cal Montreal, Can. 
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A PRODUCT OF Hoqoerwood Mills 


WM. E. HOOPER & SONS CO. 
New Yok PHILADELPHIA Chicago 
Mills WOODBERRY, BALTIMORE, MD. 
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Z, WALL BRUSH, BRISTLE 
Finest Chinese bristles, boiled, 
straightened and mixed in cor- 
rect proportions, make Rub- 
berset bristle brushes uniform- 
ly excellent. | 


/, STUCCO BRUSH, NYLON 
Nylon filaments, when crimped 
with Rubberset’s exclusive Per- 


manent Wave, give maximum 


paint pick-up. 


Which of these 4 BRUSHES is best! for 


THE ANSWER IS any one of them! 


Any one of these four brushes will help you do a first- 
rate paint job on walls, ceilings, exteriors. 


They’ve all got the features—some of them pictured U B BE SET 
below—that make Rubberset Brushes outstanding. 

Be sure you get these features in your next wall or Made only by the ait 
stucco brush. 





Be sure you get a Rubberset Brush—made only by the oe — 
Rubberset Company. + , . 
os Angel 





Only 
Rupeerser 


has all 
these 
features 
































1. Full stock of carefully selected 2. Bristles are locked everlastingly in 3. Properly shaped handles give bet- 4. Minim 
lengths of bristle gives speedy, even place, with Rubberset’s exclusive set- ter balance, and “‘feel’’. Won’t splin- outside o! 
flow of paint-material over large sur- ting compound. Try the “‘pliers test”’ ter, shrink or warp, because they're of paint. 


face areas. yourself, made of hard wood. 
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35, WALL BRUSH, NYLON 
For long wear, especially 
when the going gets rough, 
there’s nothing like a Rub- 
berset*Nylon Brush. 





for large areas 2 











FY, 


STUCCO BRUSH, BRISTLE 
The one-piece construction of 
handle and plug of this Rubber- 
set stucco brush makes for 
unusual strength. Rubberset 
Stucco Brushes are made with 
both open and solid center con- 
struction. 


BRUSHES 


Rubberset Company 
The Rubberset Company, 56 Ferry Street, Newark 5, N. J. Established 1873. 
Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada— Branches: 
Los Angeles, Cal., St. Louis, Mo. 











4. Minimum of short length bristles on | 5. Soft, feather tips of filaments keep © Look for the name, Rubberset — 


outside of brush prevents splattering ridges and furrows to a minimum. not just ‘Set in Rubber.” Only a gen- 
of paint. Bristle tips are flagged, nylon tips are uine Rubberset Brush carries the 
“apered. Rubberset guarantee. 
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These two brush 
assortments sal 
like H—- 


. Hotcakes 


And no wonder! They’ve proven them- 
selves successful. 


Each assortment is made up entirely of 
best-selling brushes. 


The handsome display box makes these 
best-selling brushes sell even better. Be- 
cause it invites customers to handle 
them—and buy them. 


Be sure both these assortments are 
working for you! Order them from 
your wholesalers now! 


Kusserser 
BRUSHES 


Made only by the Rubberset Company 
56 Ferry Street, Newark 5, New Jersey— 
Established 1873. Factories: Newark, N.J., 
Salisbury, Md., Gravenhurst, Ont., Canada. 
Branches: Los Angeles, Cal., Chicago, Ill. 


14 





VARNISH BRUSH 
ASSORTMENT #20 


4 doz. brushes of finest 
hog bristles. Display box 
measures 92 x 9. 





Fy MgeRseT 


BRUSHES 





WALL BRUSH 
ASSORTMENT #55 


12 brushes of finest hog 
bristles. Display box 
measures 1144 x. 11%. 


/* “Mine 


2 doz. 1" Varnish 
YOUR PROFIT- $ 5.0 
—=]J 
Genuine nw 
- \ 


TRADE MARK 


j ui Ne 
/ RUSBERSET 


BRUSHES 


Your selling price $21.32 
Your cost 13.67 


YOUR PROFIT—36% $ 7.65 
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Sales -Sational, New C & D Star! 





MAY 20, 1948 


‘‘Alkyum'’—the new, magic ingredient—product of many years of pain- 


staking research and development, which only COOK & DUNN paints contain! 


‘“Alkyum’’—the kingpin of COOK & DUNN’s new formulations that has prop- 


erties of durability and gloss retention that will amaze you! 


To be specific: COOK & DUNN paints based on Alkyum retain their gloss for 


a minimum of 2 years, outdoors. 


What a wallop at the point of sale!—Durability, particularly exterior dura- 


bility, and retention of appearance, are what every consumer wants above 
all else. 

So order today—or write us for full dealership facts. 

C & D paint products are widely advertised to painters and home- 


owners over the radio, on outdoor signs, in attention-getting ads, 
You have swell backing with COOK & DUNN. 


COOK & DUNN PAINT CORP. 


SAINT FRANCIS STREET, NEWARK, NEW JERSEY 
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DEALERS DO BETTER w't# DOBBINS 


RS 
THE COMPLETE LINE OF HAND AND SMALL POWER SPRAYERS AND DUSTE 








2-WAY CAP 


DIRECTS DUST Qader 
THE LEAVES, TOO 4 


THIS PROVEN DUSTER ..- 


SELLS Zaster... DOES THE JOB Betton 


MANY EXCLUSIVE, PATENTED SALES FEATURES 


Quick, easy nozzle adjustment permits under-leaf and over-leaf 
application. All dust insecticides (heavy and light) handled effec- 
tively by this popular hand model, without waste—penetrating 
the hard-to-reach places. Gives uniform discharge from very start 
of forward stroke of plunger—a patented feature. Permanently 
lubricated pressure seal valve plunger in pump assures long and 


satisfactory service. Dust in chamber thoroughly agitated by air 


BOTH HAND 
AND 
CRANK TYPE MODELS 


blast at each plunger stroke. Insecticides and carriers remain prop- 
erly mixed for efficient coverage. 

Large filler opening prevents spilling . . . extra capacity means 
fewer fillings. Dust-tight cap with lugs for easy turning. Comfort- 


able all-steel pump handle, securely welded to rod, cannot break 









or become loose. Has powder chamber of heavy steel construction, 


Efficient attractively painted. Thoroughly tested and proved for dusting 


Dependable 


Economical 


all garden and field crops or special home uses. Ideal for dispensing 
poultry inhalants, dusting melons, cucumbers, squash, potatoes, 


beans, cauliflower, celery, etc. Highly recommended for applica- 





tion of DDT and all other dust insecticides. 


DEALERS PROSPER WITH DOBBINS 


"©. 122 oss . ° ° . 
A choice of hand and crank style dusters, plus a wide selection of hand and small 


i 
tasut ovs 






power sprayers in various models and sizes, enable Dobbins dealers to meet every 
practical need. It will pay live dealers to order now! Build customer satisfaction, 


repeat sales and greater profits with Dobbins complete line. See your jobber today! 


DOBBINS MANUFACTURING COMPANY 
ELKHART, INDIANA AND NORTH ST. PAUL, MINNESOTA 
Address all inuiries to Dept. 501, Elkhart, Indiana 


Obbins 


e@eeeeeveeeeeeeee eevee eeeveveveeeeeeeeeeeveeveeeeveeeeeeeeevneeeeeeeeeeceeeeevneeeeeeeeneeee ee 
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a hose to more than reach 
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SUPERIOR PRODUCTS 
TO HELP BUILD UP YOUR 
SALES VOLUME 


Trust Youngstown Manufacturing 
to be on the lookout for new prod- 
ucts, to offer you a complete line of re- 
lated items. Get in the habit of order- 
ing SUPERIOR metal trim, and these 
other fast-moving SUPERIOR prod- 
ucts—it’s the profit-wise thing to do. 





A FREE SAMPLE 


: : Sy 
‘ , IPE STRAPS DISPLAY UNIT 








me Available for per bb, p Our free sample display units are 
” Romex 85 ackaged available in two sizes. If you carry 
B-x 85 >0 Ibs, Per box: 20 to 30 sections of SUPERIOR trim 
3/8” ‘os es Ibs. Per box in stock, we will furnish a display 
» !/2 on 0 Ibs. Per box unit like the one shown here. If you 
we 3/4 . be Ibs. Per box carry from 10 to 20 designs, a smaller 
° I 16-18 “> Ibs. per box display unit is yours for the asking 
7 -_ ° To Order The samples on both units are 5 






long, mounted on hooks, clearl; 
numbered, and easily detached for 


Please send us Literature and Prices on{_]4[_]2[_]3 


demonstration purposes. A catalog 
and price list fic neatly inside the 
display, as shown, and there is space 


Dept. 4 Complete information on 
for other papers, too. 


FREE Sample Display Units [_] 


Write today for complete infor- 
mation on how to get this attractive, 
no-cost merchandising aid. 


Company 





Your Name 


Address YOUNGSTOWN MANUFACTURING, INC. 


66-76 S. PROSPECT ST. YOUNGSTOWN, OH!0 
MAKERS OF SUPERIOR METAL TRIM SINCE 1930 


- HARDWARE AGi 








City. State 
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reordering? 


REMEMBER... 








SCREENING 


to fit every screening need! 


Now you can make every screening sale — and fill every screening order—with Firestone 
Velon, the amazing new screening material. Velon comes in eleven widths — 20”, 

22”, 24”, 26”, 28”, 30”, 32”, 36”, 42”, 48”, 60”— for doors, windows and screened 
porches. Velon comes in three colors — forest green, bronze brown and aluminum 

grey to blend with interior and exterior home color. Velon screening comes in 

two gauges —.015 and .012 — and one mesh — 18 x 14. Each gauge is priced competitively 


Remember to tell your customers that Velon screening won't rot, rust or 

stain the house front — never needs painting. Velon is impervious to sun, wind, 
water, salt spray. And Velon’s amazing impact strength and rapid recovery 

is proved by this actual photograph of a 235 pound man who stood on a framed 


Velon screen for 15 minutes with no dent, break or damage to the screen! 







Ask your wholesaler for free merchandising aids to help you a Ua 
: > S Guaranteed by *\ 

Good Housekeeping / 

‘“ - 





do a bonanza business in Firestone Velon screening. 
” 45 soveanseo HS 


*TRADE MARK 
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Pick up Production 


You can pick up faster than you can pick out! Grab a 
handful of screws, set them, drive them — and grab another 
handful! That’s the sort of pick up you get with Corbin 
Uniform ‘Quality. Never a worry about culls or duds 
because Corbin Screws are quality-checked at every step 
in manufacture. 

Now available in metals, finishes, types and sizes to 


meet your needs. Ask about Corbin Sems. v.83 


CORBIN SCREW 
\ DIVISION 


Warehouses: New Britain, New York, Chicago 
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Stop Waste of Hoor Space 


WITH VANISHING DOORS 


R-W No. 719 Hangers and Track for Single, Parallel or 
Bi-Parting Sliding Closet or Wardrobe Doors 





MAY 20, 
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Dead’ Space Here 


It’s no wonder that vanishing 
doors are being used more than 
ever in residential building . . . 
because hinged doors waste floor 
space! With vanishing doors slid- 
ing out of the way, there’s no 
hindrance to the locating of fur- 
niture, fixtures, pictures, rugs. 
Nothing gets “behind the door.”’ 
Used for closets, they permit 
direct access to entire contents. 

Richards-Wilcox No. 719 Van- 
ishing Door Hangers and Wood 














PLAN FOR 
PARALLEL DOOR INSTALLATION 

















OVER 68 YEARS 


1948 


# 





Lined Steel Track, for doors %%” 
or more thick, can be used in 
ordinary 2” x 4” studded walls! 
Hangers require no oiling —wheels 
have Oilite self-lubricating bear- 
ings, roll on self-centering wood 
track lining without metal to 
metal contact. Blueprints below 
show the amazing simplicity of 
vanishing door installation with 
R-W Hangers and Track. For 
complete information—or consul- 
tation without obligation — call 
or write the nearest R-W office. 
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LAN FOR ATTACHMENT TO SIDE WALL 


N° 19 FLOOR GUIDE 
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Ck ch NOW with a Wediingliaae Tiered 


3,771,000 farmsteads are now electrified, 
1,427 new connections are being added 
every day! You can channel your share of 
this flood through your store. How? By 
becoming the local headquarters for 
electrical farm products known to 
millions. Valuable Westinghouse dealer 
franchises are still available in many 
fertile areas. You may qualify for one of 
these profitable franchises. When you do, 


Westinghouse goes all the way to help you 
make the most out of it... they offer one 
of the most complete lines of electrical 
merchandise hase, awa easy-to-understand 
sales training material; sales-clinching 
advertising and promotional helps; every- 
thing necessary to supply farmers with 
all their electrical needs . . . and to ad- 
vise them, with authority, on their elec- 
trification plans. 
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Your Sales will ZOOM with these Farm Favorites 


More sales .. . easier sales . . . satisfied customers 
... that’s the experience of Westinghouse dealers. 
Why?... because farmers know Westinghouse and 
_ Westinghouse knows farmers... knows what they 
want... designs and builds with farmer prefer- 
ences in mind. Westinghouse research and develop- 


Westi ghouse 


PLANTS IN 25 CITIES... OFFICES EVERYWHERE 
RURAL ELECTRIFICATION DEPARTMENT 
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ment have been preparing the seedbed and care- 
fully cultivating the farm market for years. Never 
was there a greater opportunity for wide-awake 
dealers to step in and reap the harvest. See your 
Westinghousedistributor for complete details about 
a Westinghouse Farm Electric Dealer Franchise. 

J-91722 


° 
Westinghouse Electric Corporation 
Rural Electrification Dept.HA-5 
P. O. Box 868, Pittsburgh 30, Pa. 


I am interested in a Westinghouse Farm Electric Dealer 
Franchise. Please have a representative call. 
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CWE DRIVER FITS ALL SIZES OF 
REED & PRINCE RECESSED-HEA® SCREWS 


Wreerie: auto-race driving or screw-driving — 
you waste time and speed when you have to change 
drivers! When you use the Reed & Prince ONE 
DRIVER method, you do not need to change drivers 
for varying screw sizes. There is no fumbling, no 
shifting, no wasting time. Remember, ONE Reed & 
Prince driver fits ALL Reed & Prince recessed head 
screws and bolts. Good workmen appreciate this fast, 
modern, efficient method — and it shows up to ad- 
vantage on®*your time sheet. 


ANUFACTURING 
° WORCESTER, cass’ 
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MANUFACTURING 
Recessed and Slotted 
Wood Screws Sheet Metal Screws 
Machine Screws Stove Bolts 
Also 
Cap Screws Set Screws 
Machine Screw Nuts Wing Nuts 
Rivets and Burrs Rods 
Screw Drivers and Bits 
Specialties 
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Unbreakable Amber Handle 
SCREW DRIVERS 


TOUGHEST 
DRIVER 


Your jobber’s salesman has actual samples of this 
eye-catching display, complete with drivers. 

Look for him, and place your order! Put this 

“Cash Register Companion” on an 8-hour daily shift 
promoting the quality and low prices on these 
brand new Fuller screw drivers. Start collecting 


those extra sales at your cash register—today! 


Write to Fuller—“the Largest Producers of Unbreakable Amber Handle 
Tools in the World’—for complete catalog and name of nearest jobber. 


FULLER TOOL COMPANY, INC. 
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BUILDS BETTER 


CRESCENT TOOLS 


%* “State, extent, or duration of 
being engaged in a particular 
study or work; knowledge, 
skill or technique resulting 
from experience.” 


— WEBSTER 


@ Symbolic of the vast amount of experi- 
ence accumulated by Crescent workers, are 
hands which have increased in skill with 
years of doing. Owners of such hands have 
seen the Company grow immensely in capac- 
ity and precision production since its in- 
corporation in 1907. Many old-timers, with 
service records from 20 to 40 years and 
more, are still active members of the 
Crescent staff. It is this group which helped 
make quality a Crescent tradition, and which 
indoctrinated its younger fellow workers with the credo of 
“quality before quantity”. 

Many other members of the Company are well on their 
way to joining the Crescent long-service group, which com- 
prises about 25% of the entire personnel. World-wide 
acceptance of Crescent Tools has been built upon the con- 
scientious application of skill and knowledge gained 
through experience. When you specify “Crescent”, you may 
be sure you are getting quality tools produced by the com- 
bined efforts, skill and experience of all Crescent employees. 


o 
CRESCENT TOOL COMPANY «+ Jamestown, N. Y. 


‘CRESCENT TOOLS 
Cive things lo Work 


V4 


% “CRESCENT” is our trade-mark registered in the United States and foreign countries for wrenches and other tools. “Crescent” 


tools are made only by Crescent Tool Company of Jamestown, N.Y., and are sold by leading distributors everywhere. 
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OF FINE TOOLS 
WHITMAN & BARNES is pardonably proud of having reached 
the age of 100 years! Its pride is further heightened by the 
knowledge that without the continuous loyal support of its cus- 














tomers, this record could not have been made possible. + + « 
To carry on as an active manufacturer, an institution like 
Whitman & Barnes must build products which when placed into 
use, perform so well that appreciative customers will buy them 
again, and again, and again. « « « To its customers who buy 
and use the drills, reamers, and punches it makes, Whitman & 
Barnes gives deserving credit for having assisted it to bring to a 
conclusion its first one hundred years of service to industry, 


There is a “W & B” distributor near you. 


<ws> 
HUTT AT & BARE 


DETROIT 
NEW YORK ° CHICAGO e LOS ANGELES 
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WAY TO BUY | 
BATTERIES © 


The unique RCA Carry-Kit Package 
of eight sealed-in-steel “A” batteries 


Because RCA sealed-in-steel Radio “A” Batteries 
stay fresh for years, you can sell them easily—and with 
confidence—in this new RCA Carry-Kit package of 
eight cells. 

The new RCA Carry-Kit stimulates large unit-of- 
sales purchases ... assures an ample supply of RCA 


VS-036’s when they’re needed. It’s one of the ways 
RCA is helping you get your share of what has been 
predicted the greatest portable year in history. 


You'll need a good supply of RCA Carry-Kits to meet 
the demand. Order your stock today from your local 
RCA Distributor and be prepared for the business. 


SELL RCA BATTERIES—THE COMPLETE LINE FOR THE RADIO AND ELECTRONIC TRADE 


—_;—5—_8-_ 


Flashlight Portable A’s Portable B's Portable AB's 


TUBE DEPARTMENT 


3 


Farm A's Farm B’s Farm AB’s Industrial 


RADIO CORPORATION of AMERICA 


HARRISON. HN. J. 
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‘Look at the prices: 


yk at the merchandise : 
Remember what satistaction the famous 
Sentinel line gives your customers be- 
of fine workmanship and modern 
You'll say, too—" ot” —as your 
yusiness grows: Sold un- 
in states where 


profit margin. 


Loc 


and watch | 
der Fair Trade Agreements 
applicable, with ample 
ails $7.95. 
tails $2.50. 
retails 
$4.95. 
leather 


Watch, ret 


THE E. INGRAH AM COMPANY 
BRISTOL, CONNEC TICUT 
Established 1831 
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Pence Abccessories 


A COMPLETE LINE OF BEST SELLERS 













No. 85 CAST-ALUMINUM 
GRIDIRON i 


PICNIC 
BROILERS 


* Complete with Carrying Case * Lightweight 
* Easy to refuel * Simple and Safe %* Durable 








CAMP GRIDS 
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CAMPFIRE FORKS EXTENSION FORKS 





ANDROCK 


THE WASHBURN COMPANY 


WORCESTER, MASS. © ROCKFORD, ILL. : 
mee. Blithe é aati le CO Oe cilbis : 
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Capitalize on Actionrod’s 
good looks. Put the rod out 
where it can be seen... 
picked up ... whipped 
through a practice cast. 
Ask your jobber salesman 
to line you up this special 
display stand. 
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FOR SALES ACTION—FEATURE ACTIONROD 
Actionrod has many “extras” to offer—many plus fea- 
tures that help cinch sales. They include: 


Nameplate Disc Service—the owner's name en- 


graved on the handle butt. 
Gvuide-Aligner—avtomatically lines up guides with 
handle. 


-Wedge-Type Reel Lock—reel clamps in seat with 


constant pressure. No slipping. 
Positive Blade Lock—anchors blade in handle and 
keeps it there. ~ 
Actionrod is a Complete Line— 
Prices from $10.95 to $25.00 


ORCHARD INDUSTRIES, INC. 
18404 MORANG ROAD, DETROIT 5, MICHIGAN 


Action baits by the makers of Actionrod! 





BOTTOM-SCRATCHER X KICK-N-KACKLE 


—Gets the deep feeders. —Wonderful new surface bait 





Each comes in strong, transparent 


plastic box. Write for catalog. LIST $1 2§ 
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Just as Globe meets the official demand for 
college football equipment that meets all the 
specifications of weight, shape, ruggedness 
and quality leather, Globe has also a low- 
priced line for youngsters. Your window 
display of Globe 1947 Juvenile Football 
Equipment will stop many a dreamy-eyed kid. 





Here are but a few representative samples of 
Globe juvenile helmets, shoulder pads and 
official size Varsity footballs. Write for cata- 
log on complete juvenile line. Stock now for 
Fall profits. Ask your jobber for quotations on 
both college and juvenile complete line of 
football equipment by Globe. Your customers 
will ask for it by name. 
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New models . . . new designs . . . new values . . . new and better 
ways to build rifles and shotguns. Constant, continuing, gunmak- 
ing progress—supported by national advertising —keeps Savage- 
Stevens “First in the Field” among your customers. 


SAVAGE ARMS CORPORATION 
Firearms Division 


CHICOPEE FALLS, MASS. 








Savage Model 99 Hi-Power Lever Action Rifle 
First—to design and build a lightweight, 
streamlined, lever action rotary magazine 
rifle to shoot the hi-power, flat shooting, 
Savage-developed .250-3000 and Savage 
-300 cartridges. 






Savage Model 745 
Lightweight Auto-loading Shotgun 
First —to introduce a lightweight 12 gauge 
auto-loading shotgun for upland game and 

skeet. 






Stevens Model 325 .30-30 Carbine 
First —to place on the market an accurate, 
hi-power bolt action. carbine style rifle 
that’s priced “within the reach of all.” 






Stevens Model 87 Auto-loading ‘’22”’ 
First—to pioneer a .22 cal. auto-loading 
rifle in the low price field. 


Stevens Double and Single Barrel Shotguns 
Models 311-94 (Tenite - Stocked) 
Models 530-107 (Walnut - Stocked) 
First—to adapt beautiful, durable Tenite 
for stocks and forearms on medium priced 

shotguns. 












Stevens Model 59 .410 Bolt Action Shotgun 
First —to produce a bolt action, tubular 
magazine shotgun in popular .410 gauge. 


‘ ‘ ‘x ¥. | ar a) 
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oe: AN REATER V f p i. 


f 







Stevens Model 22-410 
Over-and-Under Rifie and Shotgun 
First —to combine a .22 cal. rifle and .410 


gauge shotgun in one compact, lightweight, PY ‘ Y {BN er 
takedown gun. tle & AN 4 ? * i os 


Write for new catalog describing and illustrating the 
complete line of Savage-Stevens rifles and shotguns. 


MAY 20, 1948 
























ut et ! £ 
nie SS 
== 





Near YOU are located numerous 
vacation spots with summer homes, 
cabins or camps. Owners of these 
summer dwellings are among the 
best prospects for water systems. 











In addition, tourist camps, motor MOTOR COURTS 
NEED courts, roadside restaurants, ‘‘one- NEED 
Lhnrwng Water stop” service stations and homes 


a Pee Fe beyond the city water mains all 
ce > eS eel 


need running water. 





DON'T WAIT! Take advantage 
NOW of your opportunity to 
SELL DEMING WATER SYSTEMS ps Me i 
TO YOUR SUMMER MARKETS. “ONE-STOP”. 


ao CAMPS SERVICE STATIONS 
THE DEMING COMPANY NEED 


a 
. . . bd 
pfinmnng Water oe a PUMMHMME WOK 
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To America® Industry 
The State of Utah takes ple re present 
ing to America® IndustTy an opportunity for ne dev jopment 
and expansions: 
state of prides itsel the quality 
of its people» th us and ady jability of 
its Taw terials» its nlimit rr its yuneque ed 
pransportatiom facilities: an friendly attitu 
These factors» ogethet with me advantages 
rounding i e nation’s most 
ine industries to 







jnterestin® area, 
jocate our State. 
A new industrial economy is gevelopins in our 
nt tantial yndation ¢ the pasic 
d peo le consti-~ 
Herbert 
B. Maw 
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SEND NOW 
FOR FLOOR 











OCTOBER - 12 - 
GRAND CENTRAL PALACE, NEW YORK 


NATIONAL HARDWARE SHOW, INC. 
331 MADISON AVE., NEW YORK 17, N.Y. MURRAY HILL 2-4802 
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the original Jimmy-proof lock! 
35 years of burglar-resistance! 





iReltre lamer sagelale| 


SOLID BRONZE! 


| Can’t be cracked 


| or jimmied open! 





EXCLUSIVE! This patented Segal automatic 

cylinder guard snaps a shutter over the spindle 
hole when cylinder is removed. This important 
extra protection is available only on SEGALOCKS 











And there’s a bigger market for security than 

you may realize. For security of a man’s family 

and belongings. For security of his business. 

FBI figures show the burglary rate in cities today 

is 15.3% higher than before the war. And, in 

rural areas, burglaries have jumped 13.7% in the last year alone. 
Many of your customers are looking right now for the security of 
a SEGALOCK. You can sell it to them with absolute confidence in 
a lock that’s been tried and tested throughout the world. 
There’s profitable volume waiting for you—when you display 
SEGALOCK and tell your customers about its protective features. 


CASH IN ON THESE PROFIT-MAKERS NOW! 





catalog Hardware of Quality since 1856 


and prices. wt Division of SEGAL LOCK & HARDWARE CO., Inc. 
395 BROADWAY, NEW YORK 13,N. Y. 








Standard Segalock, No. 666. 


Double-cylinder Segalock, No. 
688, for glass or thin panelled 
doors. 


Automatic Chain Segalock, 
No. C-666. Key releases both 
lock and chain simultaneously. 


fe Rp RRIRE Lt 
; 





Cross-Bolt Segalock, No. 999. 
Sets flush with edge of door. 
Same lock with double-cylin- 
der is No. 996. The ideal lock 
for fire doors or doors opening 


out. 











@ The captain of the ship could bring her in blind- 
folded — he’s made this port a hundred times. But 
an authorized pilot comes aboard just the same to 


guide the vessel through harbor channels—to be sure. 


Hardware dealers, too, recognize the advantage of 






being certain about the quality of the merchandise 


they sell. That’s why Hodell ranks tops with men 





To be sure... 
SELL HODELL 
---to be SURE! 






who insist on dependability and unquestioned quatity 






To be certain of maximum } 
chain sales display Hodell 
chains. Their reputation 
and popular acceptance 
will identify your store 
to your customers as a 
buying center for quality 
merchandise. So sell 
Hodell for their sake 
. . and for yours! 


in chains. 157 varieties, welded or weldless, with 













or without attachments .. . there’s a Hodell chain 






for every chain job. Because this name has been a 







standard of excellence since 1886 chain buyers know 







it pays to say “Hodell”—to be sure. 





JACK » SASH + SAFETY - LADDER - PUMP + LIBERTY MACHINE - PROOF COIL - STEEL LOADING 
LIBERTY COIL - PASSING LINK - BULLDOG - SAMSON - FLAT LINK - REGISTER - DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. WHI 


ATLANTA 
LOVISVILLI 


CLEVELAND 3, OHIO 
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g The label that 


spells confidence! 





with Wheeling 
&alvanizeq 
roofings 


WHEELING CORRUGATING COMPANY + WHEELING, W. VA. 


ATLANTA BOSTON BUFFALO CHICAGO CLEVELAND COLUMBUS DETROIT KANSAS CITY 
LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK PHILADELPHIA PITTSBURGH RICHMOND ST. LOUIS 
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“And I know that my customers like Bethlehem fence. My stock of this 
item moves fast, and that’s the real test.” 


There are good reasons why Bethlehem 
fence is a fast seller. It's strong and 
durable, made carefully from full-gauge 
steel wire. It has a tightly-bonded coat- 
ing of zinc. 

Bethlehem fence has the popular cut- 
stay, hinge-joint construction. It’s easy 
to put up, whether on level or rolling 
ground. It stays tight, and makes a neat 


job, especially when Bethlehem steel 
fence posts are used. 

There’s a design and size of Bethle- 
hem fence for every need on the farm— 
poultry, cattle, hogs, etc. Place your 
order now with your jobber. And don’t 
forget to have him ship a supply of the 
other Bethlehem products for the farm. 
They're listed at the right. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM FENCE 





Bethlehem Products 


for the Farm 
* Pipe 
%& Fence Posts 
% Barbed Wire 
%& Bolts and Nuts 
¥% Nails and Staples 
% GalvanizedSheets 
%& Woven-Wire Fence 
% Silver Star Bale Ties 
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“ONCE | GET A FARMER 
TO TRY ONE, HE’S SOLD!” 


THAT’S WHAT JERRY KEYES SAYS ABOUT 








FARM WELDERS (2° 


Selling G-E Farm Welders is a highly profitable operation 
for Jerry Keyes of Keyes Electrical Service in Bridgeton, N. J. 
Let him tell you why: 

“First of all, there’s a good market for farm welders and 
it’s getting bigger every day. More and more of my custom- 
ers are beginning to realize they can save a lot of time and 
money by doing their own welding. So, when they start 
talking ‘welding’ to me, I’m ready with the best unit on the 
market—the G-E Farm Welder. Then, once I get them to try 
it out, they’re sold! And they stay sold, too, because the 
G-E Farm Welder is built specifically for farmers, The profit COPYRIGHT 1948 
margin’s good, too. I plan to push welders every chance I get.” ene eT 





THEY’RE BACKED BY THIS “CAN’T MISS” PROMOTION! 



















Full-color sound movie! G-E has prepared a 28-minute movie called 
“Welding on the Farm” to help you sell G-E Farm Welders. Arrange 
to have a gathering of your best prospects—show them this full-color 
sound movie. Then invite them to try the welder themselves. There's 
no better way to sell welders. Point of Sale Promotion! A full-size, 
full-color floor display (shown in the illustration above). A supply 
of G-E Farm Welder pamphlets to keep on your counter. Newspaper 
mats for your own advertising. All available from your distributors! 


National Farm Paper Advertising! G-E Farm Welders are being 
aggressively sold through full-page advertising in 14 national, re- 
gional, and state farm papers. Cash in on this valuable publicity 
now! Phone or write your » ie Roce today. If you don’t know where 
he’s located, mail the coupon below. We'll be glad to direct you to him! 





FARM APPARATUS LINE 





G-E MOTORS G-E MOTOR CONTROLS G-E TIME SWITCHES 


Be ke tectee onc nts aeggenginaelaataii ita 
General Electric Co. 
Section 667-6C, Apparatus Dept. 
Schenectady 5, N. Y. 

OK! You've got me interested in your 
farm welder. Please tell me where my 
distributor is located. 


S&S 


| GENERAL @ ELECTRIC 
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NAME 





ADDRESS. 





CITY STATE. 














LOOK! COMPLETE 2-MINUTE DEMONSTRATION OF ™ /, 


itachi” 








Then, show your customer how the 

Twin-O-Matic operates: “Dial your 
waffles light or dark with the handy dial 
on top. When the indicator says BAKE, 
pour batter into the top half.” 








a} No question about the big news in 

the Manning-Bowman Twin-O- 
Matic! It makes two full-size waffles in 
the time it takes to make one! So point 
out this feature first... ia 





S . 7 
Next, rotate the waffler. Explain: Note the cool bakelite handles and 
“Now you pour batter into the empty gleaming chrome finish—typical 

section. close cover. and return the waffler of the quality details in all Manning: 

to its original position. Concealed over- Bowman toasters, percolators, broilers, 
flow troughs catch surplus batter.” irons, automatic grills and heating pads! 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. * In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 


THE LINE THAT'S ALWAYS IN DEMAND 
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convenie 
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AND I'LL BET 


IT KEEPS ITS FINISH! 











TOP QUALITY FEATURES SELL SHIRLEY! 
he aaa A 


= x @ When women stop to marvel at the gleaming beauty of 
QUALITY FEATURES ¢ $x Wi? Ns FP 1 men stop art 








% your Shirley display, call their attention to the sleek, 
LIKE THESE HELP YOU SELL SHIRLEY } | A > errr , . 
ts sda smooth appearance of Shirley cabinet design . . . the flush 
ee , { sue? : : 
Shirley's wide tumbler deck provides a d Picks Fists fitting doors and ledges that leave no dust catching cracks. 
convenient, safe ledge for setting glasses, a bata Sei ¥y You'll interest them immediately —and all will agree Shirley 
oaraeraueaearen eee till ahinets are a s SSE Ore 
bottles or small dishes out of the way of ad A cabinets are a snap to keep clean! 





other dishes on the drainboard. AND, Be sure to tell men the secret of Shirley’s “super-durable” 
there's ghenty of Gish veom inside these finish—how rigidly tested, synthetic enamels are bonded 
sin cain ek tinge and baked onto chemically cleaned metal. Phat’s why 
Shirley’s high lustre. chip-and-rust-resistant surface still 





room to work. i— 2 . mae ‘ ‘ 
remains bright and shining long after other kitchens need 


The fact that all Shirley sinks and cabi- re 
7 refinishing. 
nets come to you “in a package” makes ' an =e 
¥ You’re not on the spot when you sell Shirley. Prospects 


handles and the whole line easy to handle. ‘* Shi 

a . & can see Shirley has every feature they seek—beauty, style, 
sh—typical : ' : il 

| Manning- 
rs, broilers, 


‘ating pads! SHIRLEY CORPORATION + INDIANAPOLIS 2, IND. 
STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 
COPYRIGHT, 1948 SHIRLEY CORP., INDIANAPOLIS 
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efficiency, quality and economy. 

























Fast-selling Self-Polishing Simoniz has 
been given a tremendous ‘‘push" by an ex- 
panded 4-way national promotion in lead- 
ing magazines, in newspapers, on radio 
and billboards. Housewives everywhere 
are buying it . . . moving Self-Polishing 


Simoniz off dealers’ shelves at a record 
pace! 


Be ready to fill this unprecedented demand 
for the product that gives floors the same 
lasting beauty Simoniz gives to cars. Get 
set for big-volume, big-profit sales. Order 
Self-Polishing Simoniz today! 


THE SIMONIZ COMPANY, CHICAGO 16, ILL. 


Bint OF ga 


< & 
‘Guaranteed by 
Good Housekeepin 
<2 
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Household SIMONI " 
*Calors-to- Match 
forniture and woodwork 
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As Seen in THE SATURDAY EVENING POST 
Full page, four colors, in the April 17 
issue. Self-Polishing Simoniz advertis- 
ing appears regularly in 14 leading 
national magazines and Sunday News- 
paper Magazine Supplements. 


self-polishing 
SEMONI ic fe lye ling bay! 


suswhant 
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Also manufacturers of 
LEH Electric Water Heaters 
and L&H KEROGAS Oil Ranges. 








r beauty, style, smartness that attracts women . . . the 

“look of tomorrow caught in a product of today.” It’s 
this rare quality, this plus-value, abundantly noticeable in 
the new L&H Automatic Electric Range that pays off in 
profits for you time and again. In other respects . . . out- 
standing performance, time-and-work saving features, qual- 
ity construction, the new L&H is similarly out-in-front . . . 
gives you a big edge on competition. It’s a truly great 
range, superlatively typical of the progressiveness that has 
made the L&H line a profit and prestige leader for dealers 


for more than seventy-three years. 


A. J. LINDEMANN & HOVERSON CO., Milwaukee 7, Wisconsin 


THE RANGE THAT 


~ Automatie 


ELECTRIC RANGE 


MAKES GOOD COOKS BETTER 


Vew 
IN DESIGN 
Vl ets 
IN PERFORMANCE 
Vlew 
IN PROFIT-POTENTIALS 


All the features 
the finest range should have 





MONOTUBE HINGED SURFACE UNITS, 
FASTER AND EASIEST TO CLEAN 





SUPER **5000"' OVEN, EXTRA LARGE, 
RECESSED BROILER AND BAKE UNITS 





DUC-COOK COMBINATION DEEP WELL 


COOKER AND SURFACE UNIT 





VARI-SPEED SWITCHES, 


UNLIMITED RANGE OF COOKING HEATS 
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Sales-making 
space heater 
that both 
radiates 
and circulates 









Sales appeal is doubled with this new run- Single-opening air shutter that keeps 


ning mate for the Comforteer unvented, direct- out dirt from floor. 


type circulator announced last season. . 
yP Other safety and convenience features. 


The comforteer Radiant-Circulator Gas 
Heater draws cold air from the floor level, 
heats it, and furnishes comfortable warmth 


With the Comforteer Radiant-Circulator 
Gas Heater, there is no installation problem. 
: Each model leaves the factory all set for your 
two ways — without smoke or odor: q 

: type of gas: 
1. It pours out quick, penetrating radiant heat ; 


INLAND Comforteer 
SPACE HEATERS 


Model 225A for natural gas; 

2. It combines this with circulating heat Model 225B for manufactured gas; 
that warms the air throughout the room. Model 225C for mixed gas; 

Model 225D for bottled gas 


Inland Comforteer Circulator Gas Heater 

four complete, self-contained models 
AGA-approved. Easily moved from room 
to room. Interior baffle helps assur« 
even heat distribution, prevents flam 


Selling features include: 
Order by model number direct from the 


> > flective “ 7 > . . 

Polished reflective pan that throws the factory—now, to be sure of having adequate mable objects from accidentally falling 
adi; a rn , - ‘ae into the burner. Slotted, raised - port 
radiant rays in four directions, stock for the coming heating season. Write Seoner is dene ean tote tat pcm 


and true material — cast iron. Hand 
some neutral brown finish. Write on 
your letterhead for prices and terms. 


Slotted, raised-port burner that oper- for literature that gives prices and terms. 


ate ver a Wi le range f Ra yressures. ° 
sig a Inland Steel Container Company 


Heat-resistant neutral brown finish. Cortez and Bienville Sts. © New Orleans 19, La. 


Inland 


TeeHn 


Space Heaters 


New Comforteer 
Bathroom Heater’ 
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& * 
Lers talk about you—and the money You know it will! 


you can make — selling water systems : ’ a 
4 i é And don’t you think that associating 
to people on farms, in suburban homes, Badal ; 

: ; yourself with a company that’s known 
and in rural businesses. ae , a A 
for its enlightened dealer policies —its 

% be ‘ " $ x ~ és . 
Don t you think that selling a product dealer assistance program — its aggres- 
with a name that’s a household word will sive national advertising — will be a big 
give you a real edge over competitive help to you? You know it will! 


dealers in your area? You know it will! nen ; ape 
y ; ~~ : That's why we think this fact can 
Don’t you think that lining up with 4 ‘ ‘ 

. ae i mean a lot of profitable business for you: 
the biggest, strongest outfit in the field - hg 
A several franchises in choice territories are 
one that has the research and engineer- ee 
: : “ now available for .. 
ing resources to keep its products out 


in front —will help you make a go of it? General Motors Delco Water Systems 
ee eae ae ee ee ie te ee ee, ee ee eee 71 
7 Delco Appliance Division, Dept. HA-81 
General Motors Corporation, Rochester 1, N. Y. 
Gentlemen: | 
| Please let me know if there is a Delco Water Systems franchise | 
| available in my area. If so, | would like to know more about it. | 
| Name | 
| | 
| Street | 
| | 
| City e P. O. Zone State | 












WANTS A 
DUPONT SPO 


It’s a fact that we are producing more Du Pont 
Sponges than ever before. Yet your customers 
still find there is a shortage. The reason is 
simple: everybody wants Du Pont Sponges 





because they are ideal for washing walls, 
windows, dishes and automobiles. And these 
sponges are soft, yet firm and long wearing. 
We’re doing the best we can to supply all 
the Du Pont Cellulose Sponges you need, so 
keep right on asking for them. Insist on the 
best . . . insist on a genuine ‘“‘Du Pont.” 


BETTER THINGS FOR BETTER LIVING 
«»-THROUGH CHEMISTRY 








Ome & Me SS © Ul 
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INSECT-O-BLITZ, The Demonstrated 


AEROSOL QUALITY LEADER because... 


INSECT-O-BLITZ 1S HIGH pressurRE 
AEROSOL FOR HIGH EFFICIENCY 


The whole aerosoi insecticide principle is based on 
enough pressure in the bomb to disperse a fine 
mist of insect-killing material. A true aerosol ex- 
pels a mist so fine that it spreads through the room, 
seeking out flying insects wherever they may be 
hiding. Insect-O-Blitz is just such a HIGH PRESSURE 
insecticide. We have not and will not put out a low 
pressure aerosol until we are SURE that it will be as 
efficient as our present HIGH PRESSURE Insect-O-Blitz. 


INSECT-O-BLITZ CONTAINS 16 OUNCES 
FOR GREATER ECONOMY 


The selling price of an aerosol bomb is not the whole 
story. It’s what you get for the selling price that 
counts. Remember that some aerosol bombs contain 
12 ounces and some 16. Insect-O-Blitz contains 16 
ounces. So, when you compare prices, compare values 
ounce for ounce and you'll agree Insect-O-Blitz gives 
you greater economy. 


Display and Demonstrate INSECT-O-BLITZ 


for Fast Turnover and High Profit! 


High Efficiency HIGH PRESSURE Aerosol Insect-O- 
Blitz in FULL 16-OUNCE containers insures your cus- 
tomers complete satisfaction both for QUALITY and 
ECONOMY. To cash in on the new 40% Insect-O-Blitz 












This sales-catching 
counter display 
piece is available 
to all Insect-O-Blitz 
dealers. Ask your 
wholesaler or write 
us for a supply. 


CHECK THESE IMPORTANT 
INSECT-O-BLITZ FEATURES: 


trade discount, install an Insect-O-Blitz window and 
counter display. Teach one of your clerks to demon- 
strate Insect-O-Blitz and watch your Insect-O-Blitz 


sales increase. 











@ Sturdy Screw-Type 
Valve...No leaking. 
Easy to operate. Trouble- 
free satisfaction for your 
customers. 


@ Government Approved 
.»-Formulation of 2% 
Pyrethrum (0.4% Pyre- 
thrins) and 3% DDT 
combined with High- 
Pressure Freon Aerosol. 


Same potent formula smaller-content, tin beer- NAME Se 
iy tocngg lle gual Te 
Trade Discount Increased to 40% I 
INSECTICIDE DIVISION lh ——_——— STate____ 
INDUSTRIAL MANAGEMENT CORP. My Firm is (check one) [] Retailer [] Wholesaler [] Jobber 
458 SO. SPRING STREET » LOS ANGELES 13, CALIFORNIA 4% SE Se eS ee ee ee oe 


MAY 20, 1948 


© Nationally Known... 
Advertised brand. 
Insect-O-Blitz is recog- 
nized as one of the most 
effective, trouble-free 
high-pressure aerosols 
on the market. 


@ Full 16 Ounces...Of 
high-pressure Aerosol in 
sturdy steel container. 

Not to be confused with 


The BROADWAY PASADENA (California) department store “Displayed and Demonstrated" 
Insect-O-Blitz with this window display, inside floor displays and a demonstrator. Sales 
doubled after one week and increased over six times after two weeks of promotion. 


i Wi ES ES Be Oe 


INDUSTRIAL MANAGEMENT CORPORATION, Insecticide Division, Dept. Key-5 
458 So. Spring Street, Los Angeles 13, California 





Please send me full particulars about the Insect-O-Blitz More-Liberal-Than-Ever discounts, 


and where | may order a supply. 











[_] Manufacturers Agent 
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NHE FIRST HUNDRED YEARS 
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.-Whehiyotihigve friends like ours! We're the 
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business neo of our friends have been 
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with us almagt our W ele hundred years. 
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QUALITY SCISSORS & SHEARS 
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SEE THIS WEW 
NOTCHED BAR! 


Cue 


EWE ELAbES 
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Cahir 


Up Go Your 
Sales and 
Profits! 
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POWERFUL JUNE ADVERTISING CAMPAIGN LAUNCHES 


hnbloved Gilletve 


Lovis-Walcott Fight Broadcast and Smashing Full-Color 
Magazine Spreads Feature Great New Shaving Advance 


NNOUNCEMENT of the improved 

Gillette Super-Speed Razor Set 
headlines Gillette advertising ‘for 
June! Featured also as Father’s Day 
gift items are the improved Gillette 
Aristocrat and Gillette Milord 
Razor Sets, plus the new Gillette 
Dispenser in cartons of five. Lead- 
ing national magazines carry the 





Gillette 


Arilocral Gillette Par< 
$379 Mitord Vs 


? (Your cost per container 


(Your cost 
of 12 sets $22.44) 


per set. $2.68) 


news in four-color spreads and full 
pages. So will Gillette-sponsored 
broadcasts of the Louis-Walcott 
championship fight, the Belmont 
Stakes and other sports events. 
Make the most of this campaign. 
Have plenty of improved Gillette 
Razor Sets on display. Gillette Safety 
Razor Company, Boston 6, Mass. 








Improved De Luxe Models 
In Handsome Cases 


@ The superb Aristocrat and popular 
Milord models, both gold-plated, 
now have the new notched bar for 
instant blade changing. Each set con- 
tains the handy Dispenser with 10 
Gillette Blue Blades. 











WE TELL EM look swe?’ feel 2142?’ be swe?’ YOU SELL 'EM 
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SyperSpeed 
Kazor Ser 


Gillette One-Piece Razor 
And Handy Dispenser With 
10 Gillette Blue Blades h _— 


REGULAR SD Vatut 


(Your cost, per carton of 
12 sets $9.00) 





toa! QB p 


package 





ZIP! How you'll sell these new 20-blade 
Gillette Dispensers. Don't forget to 
remind customers that a carton at 
$4.90 makes a swell Father's Day gift. 
Your cost, per carton of five Dispensers 
(100 blades) $3.68 


Copyright 1948, by Gillette Safety Razor Co. 
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Tee guarantee behind the General Seat is made possible by 
completely integrated manufacturing operations affording absolute 
control of workmanship and materials from forest to finished product. 


The nine-plys of hardwood veneers in this virtually indestructible seat 
are cut from standing timber owned or controlled by the company, 
and processed through several of the eleven modern plants main- 
tained by the General Plywood Corporation. The waterproof resins 
which bond together, under heat and pressure, the nine-plys of the 
General Seat are produced under rigid company specifications. which 
are the result of continuous research by skilled chemical engineers. 


It is for these reasons that the construction of the General Seat is 
the strongest to be found in any seat on the market today. 


a ee ADDRESS INQUIRIES TO 
THE PLYWOOD IN THIS SEAT IS 
GUARANTEED FoR Two YeARS GENERAL PLYWOOD CORPORATION 


AGAINST SPLITTING AND BREAKING | LOUISVILLE 2, KENTUCKY 





GENERAL PLYWOOD CORPORATION 
LOUISVILLE 2, KENTUCKY 


EXCLUSIVE DISTRIBUTORS 


BEST SEAT CORPORATION 


305 EAST 63rd ST.. NEW YORK 21. N.Y. MAY 2¢ 











HERE’S VITAMINS 
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Moore than just a box with a mirror, a Grote bath- 


room cabinet is attractive in appearance, designed for 
practical use and constructed with built-in features 
that makes sales and profits for dealers. Recessed or 


iy il surface type models — lighted or unlighted models — 
#4 in a wide range of prices — and every Grote recessed 


8 cabinet is seamless, deep drawn of one piece of heavy 


gauge steel. 
| 


BATHROOM 
CABINETS 


4) 
@ 
6) 


) 




















y CHECK THESE SELLING — | THE WALL OF THE BATHROOM—BUT 
g PROFIT MAKING FEATURES A LUXURIOUS UTILITY THAT BRINGS 
OF GROTE CABINETS a5 
c BEAUTY IN YOUR BATHROOM » 
tL Stainless steel mirror frame. ne 
: T lity plate gl irrors. 
. Sey ee pee Every Grote cabinet, regardless of price 
1” Rustproofed piano hinges. a ee ; 
S bracket, is a superior piece of merchandise 
L” Adjustable shelf brackets, P ; } : 
e that is designed for most attractive dis- 
4” Chrome plated round bar door stop. 
1 play for ready sale and dealer profits. 
i” Bulb edge crystal glass shelves. 
¥ is Sufficient lighting for the entire Send for the Grote 
bathroom. 
S piace ‘ , Catalog of Modern 
eamless drawn cabinets of one-piece . 
1 heavy gauge cold rolled steel and Sethreom Cabinets. 


finished in high luster baked enamel. 





MAY 20, 1948 53 











...on the demand for 


The eye-catching box cuts selling 
and handling time. It’s just tie them 


up and out they go! 


Libbey HEAT-TREATED Tumblers 


andl wha demind! 











97% of the women interviewed in a recent 
survey preferred Libbey Heat-Treated Tum- 
blers over all \others. That means easy sales. . 
fast profits for you when you prominently dis- 
play these amazing glasses. 


The demand has been built by the famous 
“Bounce Tumbler” advertisements in LIFE. 
People in your neighborhood . . . potential cus- 
tomers . . . are waiting to buy Libbey Heat- 
Treated Tumblers. Cash in on this demand! 


LIBBEY GLASS 


Copyright 1948, Libbey Glass, Division of Owens-tilinois Glass Company, Toledo |, Obie 





Display is simple! The carton reminds cus- 
tomers that Libbey “Bounce Tumblers” last 
from 3 to 5 times longer than ordinary tum- 
blers, and of the famous Libbey guarantee: 
“A new glass if the ‘Safedge’ ever chips.” 


The Merchandising Packet for Libbey 
Heat-Treated Tumblers is yours with your 
order. It contains useful, pre-tested aids to 
help you with your selling. Place your order 
for Libbey Heat-Treated Tumblers now! 


BOUNCE TUMBLERS 
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the woman who tries it, buys It: 


... that’s why this is 
the hottest iron promotion in years! 





DEALERS! No longer is it necessary to talk yourself blue 
in the face to make an electric iron sale. Now you simply 
suggest the customer take the Lend-Iron home for a 
48-hour free trial and convince herself through actual 
use. About 50% of the irons in use today are over 6 
years old and weigh 5 or 6 lbs. The easiest way to sell 
a new light iron is by actual demonstration of the latest 
Arvin Iron features at the low price of $9.95. It’s easier 
to sell ’em this way! 

Get the Lend-Iron Kit from your Arvin distributor 
today. Bring in new customers. Build store traffic. 
Provide free home demonstration of the Arvin Iron 
without added cost to you. Prove Arvin Iron advan- 
tages to users of old type irons. 


@ Complete Lend-lron Kit 

Consists of: 

* 5 Automatic Electric Irons at regular generous 
trade discount. 

* 1 Arvin Lend-Iron plainly marked “Courtesy of 
your Arvin Dealer’”’ at a special low price. 

* Free promotional material consisting of counter 
card, window streamer, 6-color iron display, hand- 
out folders, and a newspaper ad-mat. 

* Special Lend-Iron carrying carton. / . —— 


@ If you handle iron repairs... 


If you handle iron service, the Lend-Iron Plan is a 
“natural.’”” When customers bring in old irons for ‘ 

repair, loan them an Arvin Lend-Iron temporarily. Nationally . 
You build good will and sales. Arvin helps with spe- c 

cial promotional material. advertised 


Write, wire or phone your Arvin distributor or write direct 


NOBLITT-SPARKS INDUSTRIES, 


Columbus, Indiana 


One year guarantee - 


INC. 


Underwriters’ listed. 







Copyright 1948, Noblitt-Sparks Industries, Inc. 


Noblitt-Sparks Industries, Inc., Columbus, Indiana. 


Please rush further details on the Arvin Lend-Iron plan and name of nearest Arvin distributor. 


SRN ce an ee ad ia Te ates tne go Address 
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Action! 


M_ RECIPES FOR DELICIOUS 


terete (SF ee) nomy Ne Is 


Telegram. Formerly on the MeCalls 
Magazine editorial staff, and noted 
for her beautiful food arrangement~ 


for photographs wher name and ree. 
ipes are famous with million-, y 


"Many women today write that food, 
costs and living budgets are taking 
the variety out of their menus. So 
Margaret Mitchell, Director of the 
Wcar-Ever Test Kitchens, hus asked 
me to pass along to you, through 
her, some of my most popular econ- 
omy meal recipes. 


"And surprisingly enough, you 
cin create economy meals that will 
be Jelicious enough for company 
and delight the family too. The ree- 
ipes are not only thrifty, but easy to 


prepare, TE know youll use them 


often.” 
- 





Drop a Post Card wi T03W ear-Ever Bldg, \ 4 


New Kensington, Pa.,-aying: “Send me Ger- 
trude Lynn's recipes for Eeonomy Meals.” 
Be sure to give your name and address, 


é e 


Like thousands of leading Home 
Economists, Gertrude Lynn’s test 


kitchen is well equipped with fast “a 
and eren-heating Wear-Ever Alu- . : 
minum utenails, : U 


Carvel 
are a Si 


They’re 


4 ~ / with her 
» LL om felinscan ; most sm; 
| —" ~A “ ed practical 


meat cou 


wrae ever : 7 —_ 
al Pog ’ : 5 gaining 
Awa : . 
tractivel 
wee Woge-Ever aluminum ute nsils are wrought by tremendous pressure from . , f ‘ om ; - 
thick-sheet, extra-hard aluminum alloy. Wear-Ever heats so quickly. ..s0 smoothly, ; ? pec SIX OI elf 
u can even melt baking chocolate in a Wear-Ever saucepan, over low heat, In * - ; ? by 
ve F wr 
fact, with Wear-Ever aluminum, most cooking is done over low heet, This uni- r - counter 
formity of heat helps assure perfeet cooking results. The years will not dull ) ypes Z P , +s e 
Wear-Ever Aluminum’s bright, friendly-to-food cheerfulness, nor your enthu- ae oe F , ‘ ; tising in 
siasm for Wear-Fver's durability. Millions of women will tell you that an invest- . , d ‘ 
ment in Wear-Ever quality utensils, saves money for a lifetime, : : Bette r Ho 
THE ALUMINUM COOKING UTENSIL COMPANY, NEW KENSINGTON, PENNSYLVANIA a STOWINE 
in on. C 


are a goo 
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Cutlery is Packaged to 


Carvel Hall Steak Knives 
are a sight sale to any housewife. 
They’re so beautiful they'll go well 
with her finest silver ...enhance the 
most smartly appointed table . . . so 
practical they'll fill a great need with 
meat courses. As a gift item they're 
gaining popularity every day, at- 
tractively packed in plastic cases of 
six or eight, fitting into compelling 
counter displays. National adver- 
tising in Good Housekeeping and 
Betler Homes § Gardens has started 
a growing demand that you can cash 
in on. Carvel Hall Steak Knives 


are a good bet to build your profits. 


MAY 20, 1948 


Kitchen Cleaverettes with 
mirror-polished blades and colorful 
plastic handles catch any feminine 
eye. Fine steel blade, keen, long- 
lasting edge butchers fowl, fish or 
meat, minces vegetables, tenderizes 
meats. Packaged in new, colorful, 


sales-making display carton. 


DeLuxe Cleavers do many 
household jobs but are larger and 
heavier than Cleaver- 
ettes. They’re attrac- Briddel 
tively packaged to sell <« 

...and when shown on emma 


your counters, aisle 


tables or in your windows, they 
move quickly to satisfied customers. 
Write today for details on all three of 


these fast-selling Briddell products. 
g I 





See Your Jobber for 
the Briddell Line 
Steak Knives + Butcher Knives + 
Cleavers * Boning Knives + Ice 
Picks * Ice Chippers + Oyster 
Knives ¢ Clam Knives «+ Awls 
¢ Scimiter Knives + Corn Knives 
* Machetes. « Oyster Tongs 
Clam Rakes 











CHAS. D. 


 Briddell 


INCORPORATED 
CRISFIELD, MARYLAND 


Bine Dnlity Cullery 
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Acme 
FAUCET WASHERS 
Self Merchandiser”’ 


Most popular washer 
assortment today. Col- 
orful display holds 20 
“see-thru" cellophane 
bags. Each bag con 
tains 4 assorted size 
Genuine, World Re- 
nowned Acme Washers 
and one brass screw. 
Can't be topped for 
real value and instant 
sales appeal. 


=" his seeeeeeeeee as 





gum THAT LEA 
#68 Gooet! 


No. 5 Lucky Strike 
HOSE WASHERS 


Colorful “on the spot” 
salesman — reminding 
your customers of their 
needs in Garden Hose 
Washers. 

12 Garden Hose Washers 
in each envelope; 25 
labeled envelopes to a 
sales-stimulating 2 color 
display carton. 





For TOP QUALITY RUBBER pRonycrs priced TO MOVE 


to my Jobber 


LAVELLE stands for more than 35 years leader- 
ship in the Plumbers’ Rubber Specialty Field. 


LAVELLE leadership makes your sales job 
easier with distinctive packaging, colorful dis- 
plays—a constant reminder to your customers 
at the point-of-sale. 


Talk LAVELLE to your jobber, today. 


Fit One—Fit All 
TANK BALLS 
LAVELLE quality through and 
through — with special tapered 
seat for smooth operation on all 
size flush valves. Tough, black 
compound assures long life — 

satisfied customers. 


COLORFUL COUNTER UNIT. Reminds — 
and sells your customers on this important 
need at a glance. Holds 12 individually 
packaged tank balls. 


.420 North Wood Street — Chicago 22, Illinois 


TANK BALLS — FAUCET WASHERS — FORCE CUPS — HOSE WASHERS — BASIN STOPPERS — REPAIR ASSORTMENTS 
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“837 SPAR ADVERTISING 


EVERYWHERE 


because it’s 
running 

consistently 
in these 
national 
publications @ 


ex! 







* Saturday Evening Post » Better Homes & Gardens 


* Successful Farming * Time . 
* Good Housekeeping « Popular Mechanics 


‘ th 
’ linching profitable 87 Spar sales wi 
YOu LL SEE reese peresconnyh 3 window displays, newspaper 


advertising and other selling aids developed by the 
Devoe Merchandising Division. 


YOU'LL SEE aed Spar sales top the astounding records set 


’ . ing D 87 Spar and ordering 
HOUTLL SEE tne Poine of ordering Devos a7 § 


Nation-Wide Sensation! 


ion-wide ac- 
der Devoe 87 Spar won nation-wi ‘ 
wd tee from Devran—the Fae yee Ae 
: Devoe scientists—a mira ad 
pong ness, unharmed even by alcohol! Pale 
clear as glass! Dries in 4 hours! 


Another Devoe Product 
Distributed by 
Peaslee-Gaulbert Paint & Varnish Company 
Truscon Laboratories 
Wadsworth, Howland & Company 


DEVOE & RAYNOLDS COMPANY, INC. 
787 First Avenue, New York 17, N. Y. 















DIF 


VARNISH VALUE 
ONLY 


ALIZSO LCL Iy | 
DEVOE EVER MADE 


TOUGH! HARD! 
UNHARMED BY LIQuiDS! 


DRIES IN 4 HOURS 


(May vary from 3 to 6 hours depending 
on conditions) 





















Users from coast to coast ac- 
claim Devoe 87 Spar as the 
post-war varnish miracle! 
Devran’ the amazing new resin 
created in the Devoe Labora- 
tories makes it the most dam- 
age-resistant varnish in gen- 
erations! 

















































USE TEST 
COUPON TODAY 


This offer gives 
you enough to 
finish a piece of furniture or 20 
sq. ft. of woodwork, floor or 
linoleum! Mail coupon today 
to Devoe with 25¢ for full Ye 
pint of Devoe 87 Spar! 












*Patent applied for 



































87 SPAR TEST COUPON 


Devoe & Raynolds Company, Inc 
Dept. 00, 787 First Avenue 
New York 17, N. Y 


Enclosed is 25¢ for a ‘¢-pint test sample of 
Devoe 87 Spar Varnish (retail value 53¢.) 


ee State 


THIS OFFER EXPIRES APRIL 10, 1948 











ANOTHER DEVOE PRODUCT 


DEVOE & RAYNOLDS COMPANY INC 
787 First Avenue 


New York 17, N Y 
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nvaury erry WALLEY SUPPLY CO. "333! 
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Devoe follow-through 


BUILDS PROFITS 
at POINT-OF-SALE! 


Experienced dealers can tell you there’s a big extra advantage in 
being a DEVOE agent. Devoe is one of the best-known, most 
firmly established paint manufacturers in America. Devoe is also 
an organization with generations of know-how when it comes to 
merchandising knowledge. Devoe is on the dealer’s team right 
through to the actual sale! For Devoe doesn’t stop with fine prod- 
ucts, nationally advertised in important publications. Devoe is 
ready—and ahead of the field—with a complete range of point- 
of-sale profit builders that help you right across the board. 

Your Devoe Representative has been trained to be a helpful 
business adviser. To arrange an interview write today to Dept. D 
on your own letterhead. A Devoe Representative will call without 
obligation to give you the full story of all the ways Devoe helps 
you build profitable sales. ' 







DEVOE & RAYNOLDS COMPANY, INC. 


787 FIRST AVENUE, NEW YORK 17, N.Y. 
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200-58 SERIES 


7 
SOLID 
BRASS 


e 
GLASS KNOB 


y a 





200-38 SERIES 

> . 
SOLID 
BRASS 





200-34 SERIES 
>, s 

\ «SOLID 
Oo BRASS 


The profit motive can be traced back to 
the beginnings of history. . . 
but the profit possibilities then were rather limited. 
Today, however, with the production line 
assembly and extensive coverage of transportation, 
the possibilities are vastly greater, 
particularly when a manufacturer such as 
Allied Hardware offers a superior product 
for the same price or lower. 


Buy Allied and make more customer friends. 


MORTISE LOCKSETS 


Our entire line of mortise locks is 
made of the finest material obtainable 
with careful attention shown to detail. 
The trim, face plate, latchbolt and 
deadlock are all solid brass . . . with 
one exception, the 200-14 series, which 
has a brass plated on steel trim. All 
other parts, including the case, are 
wrought steel. 


You will find that all our other prod- 
ucts, particularly the tubular lockets, 
letter drops and door knockers, have 
the same high quality at a reasonable 
price. 





200-28 SERIES 
A. . 
QO) SOLID 


0 ALLIED’S PRODUCTS ARE SOLD THROUGH JOBBERS ONLY No. 200-12 Passage Set and No. 





200-26 SERIES 200-24 SERIES 200-14 SERIES BROAD BEVEL LOCKSETS 
“ 200-32—PASSAGE 

BRASS 210-32—CLOSET 

250-32'/, BATHROOM 


. 
}) SOLID © ‘ne (Ay STEEL WITH 
FRENCH oes e | PLATED TRIM 
SHANK KNOB These sets have solid brass es- 
| } ii | e{ cutcheons, knobs, face plates, 
©) oy ) latchbolts and deadbolts. All 
other parts, including the case, 
are wrought steel. Locks have 
double compression springs. 











250-122 Bathroom Set are the 
same as the above except that 


ALLIED HARDWARE CORP BATHROOM the trim is brass plated on steel, 
” 


762-780 WYTHE AVE.,BROOKLYN 11, N. Y. 
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ESTAB. 1836 


HENRYCHENE 


LITTLE FALLS, N. Y., 





Sales Representative 
for the Eastern, 
Mid-Western, Central 
Plate! 

Far Western States 
JOHN H. GRAHAM 
& CO., INC. 

105 Duane Street, 
New York 8, N. Y. 
Southern Representative 


SANFORD BROTHERS 


Chattanooga, Tenn. 


y HAMMER 
CORP. 


U.S. A. 






































OFFICIAL PITCHING 
HORSESHOES 





Diamond Super Ringer 


The most complete line and the quality 
line of pitching horseshoes and acces- 
sories. For professionals and amateurs. 


WRITE FOR CATALOG 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 
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FHIERE ARE THE ADVANTAGES 
that SELL Milescraft Trowels 





These exclusive features were developed three 
ways. By our purchase of additional manufacturing 
facilities. (The complete trowel division of the 
E. C. Atkins & Co.—The Atkins Trowel Line.) From 
the joint experience of Atkins and Milescraft Engi- 
neers. Third, from extensive field research . . . the 
man on the job wants these features: 


1. SWEDISH SPRING STEEL BLADES. The steel 
for all Milescraft Lite-Wate Finishing Trowels is 
imported direct from Sweden. There is no finer spring 
steel in the world. 











2. COMFORTABLE HANDLE . . . HARDENED 
RIVETS. The wooden handle is lightweight, splinter- 
less and comfortable. The heads of the rivets are 
hardened to the same degree as the spring steel blade. 


3. FORGED ALUMINUM MOUNTINGS. The 
aluminum mounting is drop-forged. They withstand 
the severe deformation shown without breaking or 
cracking. You can bend the handle of these trowels 
to fit any size hand. 

See your favorite jobber for more information 
about Milescraft Lite-Wate Finishing Trowels. 


CEMENT AND PLASTER FINISHING TROWELS 





Model #95 A—4” x 12” 


Model +97 A—4” x 14” 


SOLD THROUGH JOBBERS ONLY 


MILES MANUFACTURING COMPANY 


10409 MEECH AVENUE 


MAY 20, 1948 


CLEVELAND 5, OHIO U.S. A. 
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SELL THE BEST! 


Mole 


Hay Tools 


. « are in constant demand by jobbers, 
dealers and farmers who insist on Qual- 
ity, because they embody the best in 
materials, design and workmanship. They 
are known by farmers everywhere for 
their proved-in-service, year in and year 
out performance records. 


HEAVY DUTY 
HAY CARRIER No. 932 


The easiest operating, lightest pull- 
ing, hay carrier on the market. 
Extra strong construction assures 
long rope life, reduced pulling, 
years of trouble free service. Double 
swivel action—reversible. 





LOOSE TINE FLEXIBLE 
GRAPPLE FORK No. 894-895 


Handles baled hay as well as loose 
hay. Four high crabon, extra stiff 
tines, No. 894 has six foot spread— 
No. 895 seven and a half foot. 
Equipped with Moline positive ac- 
tion trip lock and heavy flexible 
steel chains. 


DOUBLE HARPOON 

FORK No. 891 
The No. 891 is made to handle large 
loads. Tines are 31 inches long and 17 
inches apart. Also featured are No. 890 
for smaller loads and the 892 Husky, 
heavy duty fork for lifting extra large 
loads. 


KNOT PASSING PULLEY 
No, 857 
This 5!/2 inch sheave is 134 inch thick, hard 
maple, kiln dried and oiled to prevent 
cracking and warping. Frame designed with 
large opening to allow knot to pass through. 


Write Dept. HAI0 today for prices 
and complete Hay Tool catalog. 
"Seventy Years of Service" 


IRON worRKS : 
MOLINE, ILLINOIS, u.s 
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Stock Parts 





"A" SECTION 
PULLEYS 





"O" SECTION 
PULLEYS 





A complete line of Power 
Transmission Equipment . . 
carried in stock for your ser- 
vice to your customers. 
Chicago DIE CASTING 
offers you the most complete 
line of Power Driven Equip- 
ment... all from one source. 






“B'' SECTION 
PULLEYS 


STEP 
PULLEYS 


MULTIPLE 
PULLEYS 


for use on— 
Washing Machines 
Power Equipment 
Ventilating Fans 
Lawn Mowers 






CROWN FACE 
PULLEYS 


Compressors g 

Oil Burners FLEXIBLE 
Stokers COUPLINGS 
Pumps—Etc. 


\o~ 





SHAFT 
COLLARS 


Ask Your Jobber 
for Catalog 47-A 


or write direct to the factory 





KNOBS 





HAND 
WHEELS 


SHAFT SUPPORTS 








PILLOW BLOCKS JOURNAL BEARINGS 


DIE CASTING MFG. COMPANY 
2510 West Monroe Street, Chicago 12, Illinois 
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More sales, more profits 
with fast-selling 


UG Kagpy | i) 


Ii 
IL 








Vere 


H-20 


formerly 340 


the all-steel, 
adjustable 
floor jack that 


withstands a 


14-TON TEST 


NX 
> \ 
Double ¥ 


Pinned 
For 
Extra 








=~ 


for new home 
construction 





RUGGED construction, top grade material and many 
new, exclusive features make these four Parker Hack 
Saws your customers’ on-sight, first choices for heavy 
duty, all ‘round service. Each one has a patented, 
forged one piece end and forged one piece stud, 
exclusive features with Parker Saws. There are no 
welded clips to break off and no pins to come loose. 
Square studs completely eliminate blade twist. Blades 
can be faced in four directions. Adjustable frames 
permit use of 8” to 12” blades. Wing nuts allow for 
easy and secure adjustment. Like all items in the 
Parker Line of Quality Small Hand Tools, these im- 
proved Hack Saws are sure-fire profit builders for you. 
Cash in on this 


fast seller NOW! 


es D\ Write for details! Fy the Pas rke i 


AKRON PRODUCTS CO. 
22 Center St., Seville, Ohio PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. A; 
HARDWARE AGE MAY 2 
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e Shaping 
e Grooving | 


e Face Sanding RS FS 


e Drum Sanding 













@ Drum Grinding 
e Wire Brushing 


NEW MallSaw Table Stand 
Latest accessory for Mode! 
60 MallSaw. Height 39"; 
Table area: 16" x 18"; 
Capacity: 1-15/16", 





























Every man who has a flare for making or fixing things is a prospect for this 
new Model 60 MallSaw and revolutionary new table stand that multiplies the 
applications and usefulness of this tool almost unbelievably. 


While held in the hand or used as a table saw, this powerful tool will cross- 
cut, angle-cut or rip wood, cut corrugated galvanized steel with a friction 
blade, hardened steel, tile, porcelain, glass and concrete with abrasive wheel. 
As a table saw, it can be equipped with interchangeable attachments for 
shaping, grooving, drum and face sanding, wire brushing, sharpening tools 
and knives, drum grinding and other jobs. 

Metal table is rigidly constructed, yet easily carried by one man, Has 16-inch 
by 18-inch top fitted with miter gauge and rip guide. Convenient switch 
extension. 

Nationally advertised in Country Gentle- 
man, American Builder, Carpenter and 
many other publications. 


Write at once for literature and be the 
first in your communily with this fast- 
selling equipment. Demonstrations can be 
arranged. 
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NEW, SELF-SELLING METCO 5) 
No. 76 Dispensing Display Assortment jax 


5/16x) | 13/16 x 





110 | .90 


| ; 
™ FAST.SeiLiNG METCO WRENCHES My YY 


This sales-boosting metal dispensing-display rack can be depended upon to do a bang-up sell- 

ing job day in, day out! Attractively lithographed in 3 colors, it contains a complete stock of 

popular size Metco Box-End, Open-End and Combination Wrenches. All fast moving, much-in- 
demand numbers. Metco Wrenches are made of top-quality Metalite tool steel, heat treated 
and finished in rust resisting nickel-chrome finish. All are unconditionally guaranteed against 
defects in materials and workmanship. Wall rack holds up to 6 wrenches in each size. Slot 
above hooks shows size and price at a glance. 


Here is the easy .. . economical . . . PROFITABLE way to stock and 
sell popular Metco “‘Balanced'’ Wrenches. Order your No. 76 Assort 
ment from your jobber today—and watch the profits come rolling in! 











* No Duplication of Sizes 


* No Obsolete or Slow — "Uy 
Moving Sizes a. 
* Priced to Sell b E 
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COMBINATION ) Pesca | vtante | abarhe| 


| 

{ | | . | 

j ufo | s/s | WN WV 

00 | 95 90 | 80 | 75 | 65 


BOX END 


i | | 
15/16 x 1 | 13/16x7/8 | 5/8x3/4 | 1/2x9/16 | 3/8 x 7/16 


1.10 90 80 | 75 70 1.00 
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A COMPLETE WRENCH DEPARTMENT fer only $38.14 


76 Popular Metco "Balanced" Wrenches 
THIS PROFIT-MAKING ASSORTMENT CONTAINS: 





BOX-END WRENCHES OPEN-END WRENCHES COMBINATION WRENCHES 
Quantity Size Quantity Size Quantity Size 
6 Yex7/l6 6 Yx7 16 4 7 16 
—— 4 Vy 16 6 9 16 4 Vy 
‘fp - 6 y 6 ax % 4 9 16 
—— 4 13/16 4 13/16 x 4 5/g 
\ 4 15/16x1 4 15/161 4 11/16 
4 } 








OR WRITE DIRECTLY TO 
i apoio ]) [hile], Mies, ier \cle) 








Why keep it under your hat? 


You wouldn’t consider hiding the word “paint” on your store sign 
. . . because paint is what you're selling! 
For the same reason, it’s a mistake to keep it a secret imside your 





store. Every label, on every can, on every shelf should say paint vo 
and sell paint. thru 
Do they? Take a look at your shelves. We think you’ll discover, cust 
as have so many other independent dealers, that the Sapolin label, they 
with its big white brush, says paint instantly. It does everything user 
a good label should do—names the paint inside, tells what it does, Cha 
pictures uses, gives complete directions and selling description, 
; bade a Rul 
and lists surfaces for which it is recommended. : 
Better packaging 1s only one of many advantages offered by the tion 
Sapolin line—advantages that mean continuous profits, continued Pos 
independence! Mec 
If you are an independent paint dealer, you'll want to know 
more about these advantages. Write today. . 
Displ 
SAPOLIN PAINTS INc., 229 E. 42nd St., New York 17, New York. rel 
carte 
how 
SO! 





A COMPLETE LINE OF PAINTS FOR EVERY PURPOSE 
WAREHOUSES: Brooklyn, N. Y.; Jacksonville, Fla.; Houston, Tex.; Los Angeles, Cal. 





Cat 


70 HARDWARE AGE MAY 2 











RE AGE 









WHERE DO C 


ARLSON RULE customers 


COME FROM?...- 








fii: ar 


Whee ae ok 


~ ee EN 575 
in) ~ [Raa 
i Ca ry 
eT Vis 






af . 
Ah b La LJ 
— 






ys 

c* 4 

= NY 
SY — 2kS 


ro — | 


+ 





FOR EVERY CUSTOMER who enters your store Progressive Architecture, Engineering News 
thru these advertising portals, there are ten Record and others will carry Carlson Rule 
customers who buy Carlson Rules because advertisements this year. They have a com- 
they have been told about them by satisfied bined circulation of almost 8 million readers 
users. They have seen the 10-Second Blade and will carry greater than 28 million sales 
Change. They know the quality of Carlson messages to the public. 

Rules. Nevertheless, twelve of the leading na- Carlson Rules are sold only through regu- 
tional magazines including Saturday Evening _ lar hardware channels. Our policy of distribu- 
Post, Liberty, Popular Science, Popular tion assures complete cooperation to the entire 
Mechanics, Practical Builder, The Carpenter, hardware trade. 














Display and sell Carlson Rules. They 
are packed in colorful individual 
boxes with six boxes to the display 
carton which graphically illustrates 
how to change blade in 10-Seconds. 


SOLD THROUGH LEADING 
HARDWARE STORES 


l6ths & 32nds 

Metric & English 
Metric & English 
Metric both edges 


Degg bee hath aes 128ME i a tng a 2\ Meter Metric both edges 
Carlson & Sullivan, j Ii. a ee 
MONROVIA, CALIF. WHITE CHIEF TAPE LINES ARE. MANUFACTURED UNDER U. S. PATENT 2089209 
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Beautiful, Practical 
CABINET HARDWARE 


4, 
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“ALUMALOY” 


ALUMINUM ALLOY 


SCREEN DOOR BRACES 


Spring and summer — that’s the time 
for big screen door brace demand. 


And this new “ALUMALOY’* brace 





J 





@ Distinctive practical design, and fine finish, 





plus low cost, keep the Frantz line of Cabinet will make a big hit with your 
. ; customers. Just tell them it’s made of 
Hardware always in demand. You'll find many aluminum alloy ...that this brace won't 


fast selling numbers, and hundreds of other rust, won't corsode. 42 inches long. 


It’s a real value, made to retail for 


profitable items, illustrated and described in the only 15 cents. Have a stock on hand 








1948 catalog of Frantz Guaranteed Builders . oe See Cane. ies toeay See your 
jobber— or write us for his name. 
Hardware. Packed two-ways: 1 dozen per box, 
with screws...or 72 in shipping carton. 
SEND FOR NEW FREE CATALOG * TRADE MARK REG. U.S. PAT. OFF. 
Have you received your copy of 
the new Frantz Catalog? If not, > ORDER THESE “/eceveGccchlea BEST SELLERS. 100 te 
send for one today. You'll find \ 
c 
it handy to have around... an 
invaluable aid in ordering. Every 
item is clearly illustrated and 
fully described. 
Wrought Nut EYE Bolts— Turnbuckles — ‘‘Alumaloy"™ 
Maximum Strength— Bright Bodies — Steel Hooks and 
Zine Plated. Eyes. 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS Michigan City, Indiana 
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i ight 
_Pin Tumbler Rim Nig 
3567 Solid brass cylinder 


Eagle No. ; 
a plated iron y 


i id bronz : 
Leech. Also available with brass 


bolt as No. 354743- 









TO SHOW ’EM IS TO SELL ’EM 
WITH A LINE-UP LIKE THIS 


When your customers need auxiliary security, the Eagle 

line provides the answer in smart, dependable night latches and 
dead locks. Available in a variety of styles and finishes 

to harmonize with any setting, these modern locks give you 

the line you need to meet your customers’ requirements. 

Ask your wholesaler about Eagle’s tie-in merchandising 


display featuring these and other popular Eagle sellers. 


Americo’s First Lockmokers « Since 1833 





EAGLE INDUSTRIES, INC. « Subsiciory of Bowser, Inc » National Sales Representative of The Eagle Lock Company 


110 North Franklin Street, Chicago 6, Illinois 
MAY 20, 1948 73 








NEW 2/0707 MANUAL |: 


Now Ready! | ..: 


BIGGER... BETTER 
DISSTON || MANY EXTRA FEATURES 


N ILE 
pete VS Saw 64 fact-packed pages of information for tool 


we A a U A L users. They tell... 


ene eo e How to equip a workshop 





populari 
have be 

















met 


A! 








at 


Th} 








» # 


| e How to choose tools 


e How to use saws—hand, circular, band, back, 
compass, coping, hack saws, etc. 


e How to set and sharpen saws 














e How to make work bench, tool cabinet, 
mitre box, coping saddle, saw horse 
e How to make 22 different wood joints SELL | 
e How to cut odd shapes of wood and metal — ; 
e How to choose the right file for each job sane dl 
HOW TO CHOOSE AND USE TOOLS +p Mtr as cit Dee Scientif 
temperes 





e How to use try squares and bevels longer. 
setting 
e How to choose the most suitable wood for the True taj 


work in hand 
WRITE TODAY for sample copy, or 
order a supply. $2.50 per hundred for print- 
ing your name and address on cover, plus 


e How to care for tools and get best service 





from them 


trans ation. Please use your letterhead .. . mo , . 
se ee ca e PLUS many other helpful tool-using facts. 
enclose check or money order to eliminate 


bookkeeping. 








Also NEW—Afttractive 
Embossed Metal Display Sign 


Aluminum border, black background, raised 
letters in orange. Size 2” x 10’. 


Available FREE to Disston retailers. 





TELLS | + 


554 























FEATURED IN IRs sAvuRDAY BYENINC 


MAY 22" ISSUE OF OST 


and in other National Magazines 


The demand for the New “DISSTON SAW, TOOL AND FILE 
MANUAL!” is certain to outdistance that of all previous editions whose 
popularity can be measured by the approximately 2,000,000 copies that 


have been distributed. Requests come from carpenters, home crafts- 
workers, farmers, Industrial Vocational 


Schools, students and apprentices and many 
other tool users. Don’t disappoint your 
customers when they ask for copies. Be 
ready with an adequate supply. Order as 





ES 





for tool 
many as you can use profitably. 
| On Page 64 readers are told: 
=}““YOUR HARDWARE RETAILER IS 
A GOOD MAN TO KNOW” 
d, back, 


LISSTON 


t, The Saw Most Carpenters Use 


lad 
SELL THESE FEATURES TO YOUR CUSTOMERS 


edge to back and from butt to 





Blades are Disston Steel, made 


ies 5 ae 





point on back, with even gauge 


etal in the Disston Steel Mill to 
b assure highest quality, uni- along entire tooth edge—easier, 
formity and long life. faster, truer cutting. 
Scientifically hardened and Carefully balanced . . . carrying 
tempered throughout. Stay sharp _— force of thrust direct to cut- 
longer. Require less frequent _ ting edge. 
setting and filing. Cross-cut and rip, in all stand- 
for the True taper ground from tooth ard sizes and tooth spacings. 
service SELL Sy 
DISSTON | 
STEEL | 
2. SKILL | 
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HENRY DISSTON & SONS, INC. 
554 Tacony, Philadelphia 35, Pa., U.S. A. 
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Every tool user Should 

ann ‘nteresting book It's a co 
eed te edition of the fomons 
= ae Tool and File Manual 
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y People, Contains 64 rm 
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—_ sharpen Saws, on monk 
oe) lece the night wood for th 
Plus much other valuable infor. 
lished in” experts and pub. 
Disston Hans peng the famous 
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wrice direct + FREE Copy, or 


have a copy 
















& D-23 


HAND saw 









. » use. Enjoy thy 

be ag +—— you Buy r ‘Diseroe 
rt ou 5 3 L 

ood San ee «y DISSTON STEEL, SKILL 











ESTABLISHED 1840 


‘HENRY DISSTON & SONS, INC. 
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The portable AEROTHERM is your answer to cus- 
tomers’ demands for low-cost comfort the year 
round. There are a dozen uses for this summer fan 
and winter heater. Its compact, single-unit design is 
ideal for comfort—conditioning any room in the 
house ... just the thing for office, too! A healthful 
supply of circulating air—warm or cool—is pro- 


duced by a simple flick of the double-action switch. 


There’s no let-down for demand on AEROTHERM. 
It sells in summer or winter for round-the-calendar 
profits. Get on the money wagon today—write for 


attractive details. 


E. A. LABORATORIES, INC. 


BROOKLYN 5, NEW YORK 
BRANCHES: Ei Monte, California - Chicago, Illinois 
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Now with no “go-hetweens”, our di- 
rect-to-dealer sales plan gives you a 
10% to 25° > greater mark-up on 
cost for the entire 
H&R line. Be sure to 
write or wire for 
complete prices and 
catalog. 


GUARANTEE 
AGAINST PRICE 
DECLINE 


The possibility of a price 
decline this year is remote, 
but the protection as given on. 
our price sheet is a further 
safeguard of your large muar- 
gins. 


NEW RE-PRICED 
RE-STYLED LINE 


The entire H&R line of rifles, 
including the “Series Fifty,” 
shotguns and revolvers is re- 
designed and re-styled to in- 
corporate new streamlining 
and utility features. This is 
an outstanding high quality 
reasonably priced, extra- 
profit line of firearms. 


ADVERTISING SUPPORT 


Extensively advertised in large space in 
national magazines the superiority of 
H&R arms is being impressed on your 
public in a year ’round campaign. In- 


Quality Arms 
Since 1871 


cluded are such publications as Country lar Mechanics, Popular Science, Boys” 
Gentleman, Field & Stream, Outdoor Life, Open Road, American Rifleman 
Life, Farm Journal, Sports Afield, Popu- and True. 





HARRINGTON & RICHARDSON ARMS CQO. 
| | 335 PARK AVENUE, WORCESTER 2, MASSACHUSETTS | 
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Cash In This Summer With The coc cciincccccs vin in neighbor, 


N init 





Dealer-Distributor 


If YOU Want To Be 
FIRST 
With The 
BEST, LATEST 
NEWEST 
Watch For Next 
Month’s Double Page 
“‘Playing-Heart” 
Advertisement 
In this Magazine 
Announcing 
This Scientific Electronic 
Development. 


Olin Industries, Inc., 
Electrical Products Division, 
New Haven, Conn. 











COPYRIGHT OLIN INDUSTRIES, INC. 19486 








Full Details Announced 
Next Month in this Magazine 


1948 Retail Market Potential 
$52,000,000 
That’s a Tremendous Market 
A Big Slice of Which 
is Available To You. 


All Fun-Loving Americans 
Are Customers for This 


N EW “*Playing-Heart” 














forms the “‘playing-heart” of your radio 


las ora 




















1. Corbon Electrode 


2. Mix Coke 4. Zine Electrode 


e LAST LONGER + COST NO MORE 
eNO TAPE OR SEALING WAX TO BREAK 
e TRIPLE SEALED 














EARN EXTRA PROFITS! 


YOU can increase profits materially with Eagle’s unsurpassed 


line of quality toy balloons and balls. Modern, timely creations 


— backed by more than three decades of know how — assure 





you of a profitable ball and balloon business when you stock 


the Eagle line. Sold by leading pee 


ASHLAND, 


EAGLE RUBBER COMPANY, Inc. 


OoHl0 => => 
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The Improved 


HURD SUPER-CASTE 


Will 
Increase 
Your 



















| Sima Fishing Tackle 


Sales! 

























—_—nr 
THINGS YOUR CUSTOMERS WILL \ . os I ae iM % 
LIKE ABOUT THE HURD SUPER-CASTER Fa {- AY 
Modern Appearance © Built-in Reel « Thumb- / Ny so YS 
Button Drag ¢ Light Weight « Interchangeable Nee [7 / > \ = 
Rods «© Pistol Grip ¢ Super-Smooth Operation « ES : P ; \\ — 
Corrosion Resistant Materials ¢ Highest Quality / GZ j 7 ><—— —— 

4/7 - . - — 





The Hurd Super-Caster on display in your store will stimulate 
interest in your entire line of fishing tackle. Its modern, 
streamlined appearance has a quality appeal that attracts sports- ; ‘ 

men to your showing—leads them naturally into the type of ‘ 
conversation that results in more sales. 


Interest in the Super-Caster runs high because there is nothing else 
like it. Its many unique features have sold thousands on sight—even to 
fishermen who have “everything.” Improvements in the Super-Caster for 1948 
include a new true-running spool of greater capacity, more finely finished pistol 
grip handles and improved quality throughout. 


Patent 1145625. Other Patents Pending. The right to make specification changes ls reserved, without obligation, 


D LOCK & MANUFACTURING COMPANY, Sporting Goods Division, New Center Building + Detroit 2, Michigan 
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Art Linkletter’s going to spread the | gc 
| 


® The big General Electric Range promotion 
for May-June is ready to go! Tie in with 


popular Art Linkletter! He'll talk for you! Lae 






1 ‘Speed Cooking P= ngel” 
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On its way to more than 19,000,000 customers! 


Send for color reprints now. 


Here you are, boys! The Art Linkletter “plug for G-E Ranges” 
advertisement that'll be in leading magazines in May and June! 

Many insertions in full color! All told, a total circulation of 
19,649,862! Special range plugs on the coast-to-coast radio hook- 


up for “The G-E House Party,” too! 


Reprints in color are available. Write your General Electric 


distributor, today! 





the | good word about Speed Cooking’! 








eS 4 ' 
promotion work for you! 

















All this can add up to lots of extra traflic for you—if you go 
along with the push! Here are a few suggestions. Probably 


you can think of even more ways-to make this G-E Range 


Get acquainted yourself with the G-E 
* Airliner.” Run through a “test” dem 
onstration wth an imaginary customer 

so you're sure you're thoroughly fa- 


miliar with all the chief selling points. 


Put a G-E *Airliner” in your window 
where your customers can see it. Com- 
bine with it the effective G-E Rang« 
displays which are available at your 


G-E distributor's. 


Art Linkletter’s ready—and so are we 
—fora BIG May-June range jamboree! 
So get set—and let’s go, for your share 
of that big store traffic. Talk G-E Ranges 


Talk about salesmen! 
You've got one when Art Linkletter starts things rolling! 

And during May and June, he’s doing just that with a 
big. special General Electric Range promotion! 

The ad on the opposite page is the lead-off! There'll also be 
big doings on ‘The G-E House Party.” where that genial guy, 


Linkletter. is M. C. 





Make the most of this “Speed Cooking” push! 


3 Display full-color reprints of the Art 
* Linkletter ad in your window and on 


your counters, 





4 Send out post cards lo prospects, eall 
* ing attention to the Art Linkletter ad 
(Available through your G-E distribu 
tor.) Invite prospects to come in for a 
special demonstration, where you will 

go over the features emphasized in the 


advertisement, 





Tell your customers to listen to The 
G-E House Party.” On the air every 
day, Monday through Friday, 3:30 
p.m, E.D.S.T., the CBS network. 


(Swell show! Loads of fun!) 





—demonstrate G-E Ranges — feature 
G-E Ranges in your store! General 
Electric Company, Appliance and Mer. 


chandise Dept., Bridgeport 2, Conn. 


GENERAL € ELECTRIC 
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MODERN 


WATER SOFTENERS 


They’re built of the very best materials obtainable... 
carefully engineered for years of trouble-free service 
... with exclusive features that greatly simplify opera- 
tion. This all adds up to quick customer preference 
for MODERN ... easy sales... at a good profit for you. 
Only MODERN has these outstanding features 
REGENETROL . . an improved single control valve that 









brine refill, and service. Simple... trouble-free... 
easy to use. 
SIGNALARM . . . a timing device that rings an alarm 
when rinse period is completed. Saves time... prevents 
waste of water and capacity. 
MODERNEX .. . an extra high capacity black syn- 
thetic zeolite that softens water to zero hardness, 
removes iron, and filters out silt and sediment. 
There’s a full line of models and sizes . . . brine tank 
or dry salt types . . . with or without these special 
features. They’re priced to meet keenest competition. 
If your jobber can’t supply you, send us his name. 
We'll see that you get service. 


MODERN WATER EQUIPMENT COMPANY 
542 Grant Place Chicago 14, Illinois 



















. - we also make a full line of gas and electric 

/ water heaters from 20 to 82 gallon capacities. Also a 
es 5 gallon 110 volt plug-in electric water heater for use 
® where hot water is needed in modest quantities. Our 

full line catalog gives full details. Write for your copy. 
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DON’T LET THIS HAPPEN TO YOu! 











‘IT don’t have any more Soilax now!”’ 














does the entire regenerating job . . . brining; rinsing, , 








TOCK EXTRA 


SOILAX 
FOR SPRING! 


HE spring cleaning rush means extra-big Soilax 

sales, extra-big Soilax profits! So, don’t get 

caught short—stock plenty of Soilax right now 
and keep stocked up! 


Soilax is a product you can stock with complete 
confidence. You can be sure that Soilax is tops in 
quality, for it is made by a company with one of 
the oldest and finest reputations in the cleaner 
business. And you can be sure Soilax is tops with 
your customers, too—dealers coast-to-coast report 
Soilax is the fastest selling cleaner in the hardware 
and paint store field! 





ORDER SOILAX NOW! 


Order from your jobber or from 
Economics Laboratory Inc., St. Paul, Minn. 
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© 1940 The New Yorker Magazine, In 


“...but you ought to see the Rheem 
‘Design For Better Business ’” 


Retailers get all wrapped up in our new plan. 
They like the Rheem store displays, they see 
how Rheem cooperative advertising builds up 
sales, then they try all the other Rheem sales 
promotion aids. They find it a better way to do 


Rheem k) 


Water Heaters 


HOME COMFORT APPLIANCES Son wore Aspliances 


9 plants in U.S.A.— Also Brisbane, Melbourne, Heating Appliances 
Sydney, Rio de Janeiro and Singapore. Cooling Appliances 


MAY 20, 1948 


business. So why don’t you get wrapped up 
in it too? 





RHEEM MANUFACTURING COMPANY 
Dept. HA-5 
570 LEXINGTON AVE., NEW YORK 22,N.Y. 


I’d like to get familiar with your plan. Please send me full 
details about the Rheem Design For Better Business. 


Name_— sinaiiatenimabitaiiataes 

( Please Print) 
Address_ 
City -State 
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provide CORBIN quality hardware for all interior doors in the moderately priced home 
—with the following advantages: 
1. Corbin Tubulars on open and close test found working per- 
fectly after more than a half million operations. 
2. Rounded strike lip provides easier, smoother latch function. 
3. All sizes are standard to fit pre-mortised fir doors. 
4. Available in brass or bronze and in all popular finishes. 





Look at | 
plication 
and you’ 

Nearly 
office, sh 

Vimlit 
ed for g 
material. 
help you 















200-345 
Standard Latch Set 
Brass knobs with French shank 


Rae F. Cork in 


THE ‘statin vanowane poe 
































€ tye Gitta, Covintettont ee » Singa 1849: _ 
200F -345 cece = ~ Bedroom or Bathroom , 
Stendard Letch [Heoon BUILDINGS DESERVE GOOD — Lock Set with STI 
Set with an — — locking button and 


glass knobs 





emergency release 


itt 
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OFFICE AND FACTORY PARTITIONS + PLAYHOUSES, CABANAS, BUILDINGS + INDUSTRIAL ENCLOSURES 


is an material 


Look at the pictures on this page. Recommend Vimlite for these ap- 
‘ ° 7 13: - : Celanese Corporation of America 
plications as well as for poultry and farm buildings and cold frames, 
and you'll develop a year ’round Vimlite business. 
Nearly everybody has a use for Vimlite—on the farm; in the home, 
office, shop and factory. 


| 

Dept. F, 180 Madison Ave., New York 16, N. Y. 

| 

| 
Vimlite is a tough, flexible, Celanese* plastic glazing—wire reinforc- NAME ___ . — 

| 

| 

| 

| 


Te 


Please send me______copies of Vimlite folders. 


ed for greater strength and longer life. It’s an outdoor and indoor ADDRESS 
material. Mail coupon for supply of Vimlite counter folders, that will 
help you sell. 


CITY STATI 











My supplier is 
Se 











TEMPORARY WINDOWS ¢ WINDBREAKS AND SCREENS WINDOW AND STORE DISPLAYS 
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KNIFE — 





wi ek Bie 
The “SPRING TEST” 


tells the difference! 


Unfortunately, many knives look alike — 
sight alone is not enough. 





— STAYS SET 


That's Why 
GENEVA FORGE CUTLERY — 


Inferior blades, when bent, will take a 
“set'’ and remain set—any GENEVA 
FORGE blade can be bent and it will 
spring right back into shape! 


Why? Because GENEVA FORGE blades are 
not only made of genuine Type ‘'B"’ Stain- 
less Steel, but heat treated, furnace 
hardened and drawn-tempered. 


ONLY the most expensive, hardest, 
toughest, keenest cutlery is so made 
and so treated! 


THE 
TRADE-MARK 
OF 


GENEVA FORGE QUALITY 


— SPRINGS BACK! 


MAKERS OF 


PRODUCTS CO., 1949 N. CICERO AVE., CHICAGO 39, ILL. 
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No. 803—3” CLIPPER 

No. 243—3” CLIPPER 

No. 244—3” SHEEPS TOE 
No. 353—3” PARING 

No. 8247—4” VEGETABLE 
No. 8347—4” UTILITY 
No. 597—31/,” GRAPEFRUIT 
No. 570—7” BUTCHER 
No. 680—8” SLICER 

No. 938E—8” SLICER 

No. 728—POT FORK 


EVERY ITEM 
IN THE 
GENEVA FORGE 
LINE 
WILL STAND THE 


“SPRING TEST” 


Naturally, you want quality—in Geneva Forge Cutlery, you GET quality. 


It's the kind that costs no more. It's the kind that attracts business and 
builds repeat business. Quality always multiplies sales. Geneva Forge 
quality is actually tangible—it's something you can show and prove. 


Geneva Forge blades are made of the finest quality stainless steel, 
keen-edged and lastingly sharp. They bend and spring as a true blade 
should—YET THEY COST NO MORE THAN THE ORDINARY KIND. 


There is NO cutlery that offers more than GENEVA FORGE, nor, need 
any customer be satisfied with less. Pictured above — and listed 
—are a few of the Geneva Forge line. Remember, there’s a GENEVA 


FORGE knife for every use—and, at a price everyone can afford. 





GENEVA FORGE CUTLERY 
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LIKE THIS > 


CHIPPED BATH TUBS 





@ OR THIS 


OR CRACKS AND ALL 
PORCELAIN SURFACES 


QUICK TURNOVER—QUICK PROFITS 


You'll pick up plenty of extra sales—and profits—with 
this Magic Money Maker—MAGIC PORCELAIN GLAZE. 
Because MAGIC is “tops” for repairing ugly chipped 
spots on bath tubs, sinks, refrigerators, washing machines, 
stoves and other porcelain surfaces, customers buy it 
again and again. Pure white, waterproof, 
MAGIC PORCELAIN GLAZE dries rock- FR 
hard —fast! Easy to use. Won't chip. [Ii 
“MAGIC” sells itself from an attractive py™ 

display carton. Packaged in 1-oz. (25c) aes |, 
bottles, 4-oz. and 8-oz. cans. Mail at- WIGS Sy 
tached coupon today for added sales 
and extra profits in ‘48. 














OTHER MAGIC 
€ MONEY MAKERS 


Iron Cement, White Tile 
Cement. Crystal Clear Ce- 
ment. Wood Putty. Wall 
Paper Spot Remover. Plas- 
tic Body Solder. Liquid 
Casein Glue. Crack Filler 
liquid Solder. Spot Putty. 


MAGIC IRON CEMENT COMPANY |) 


1366 E€. 34th STREET °® CLEVELAND 14, OHIO 
I am interested in MAGIC PORCELAIN GLAZE and other 


Magic Money Makers. Send more information as to discounts 
and sales helps. 


NAME bao — 





ADDRESS 








CITY_ ae 
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COLOSSUS 


NATURAL 


This year it’s More Painting 

. More Washing ... More 
and More Cleaning. Folks 
everywhere are decorating 
their own homes. 


There is a wealth of PROFIT 
for dealers who stock these 
nationally known COLOSSUS 
SPONGES. - 













FREE SALES DISPENSER 


Acts as colorful salesman picturing 
suggested household uses for sponges Waa 







Each Colossus Sponge is individually 
labeled with price tag and sales 
message to customer 







THE HOUSE OF RHODES 50th _Atnniversare 


| 1898—1948 4 
PRODUCERS OF BEAVER STEEL WOOL 


we i 
(jsf WRITE FOR BULLETIN No. 107 
NAME OF NEAREST JOBBER UPON REQUEST 





JAMES H. RHODES & COMPANY 


48-02 TWENTY-NINTH ST. 
LONG ISLAND CITY 1, N.Y. 


157 W. HUBBARD ST. 
CHICAGO 10, ILLINOIS 
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TO HELP YOU SELL... 


Order 1 and 2-column newspaper mats FREE! Display 





*Tater Baker with cheery three-color label on cover .. . 
and with color label on trivet, showing actual photo of five 
*taters in place, with full directions. 


ASK YOUR JOBBER OR WRITE DIRECT TO - - 
NEW YORK—200 Fifth Avenue « CHICAGO—Merchandise Mart 


See us at the Housewares Show—Atlantic City—May 30 thru June 4 


MAY 20, 1948 


AS A 
BAKED 
POTATO! 


NEW! REVOLUTIONARY! 


Up to their old pre-war tricks, Everedy again brings 
out a new kitchen item that’s a ‘““‘WOW!”’ This 
handsome, gleaming chrome ’Tater Baker eased 

into the market at the Chicago Show and 

then exploded sales estimates—selling 
faster than the well-known hot-cakes! 

The reason’s easy to see. It’s packed with 

appeals that dig out your customer’s 

money—retails at $2.95 (slightly higher 
in the West). Re-orders pouring in tell 
us that all you have to do 
is show the new ’Tater 


Baker and mention these 


POINTS... 


’ TOP-OF-STOVE, 1-BURNER OVEN 


MADE FOR ’TATER BAKING - - 
BUT WONDERFUL FOR BUNS, AS 
A FOOD WARMER, ETC, 


NO OVEN HEATING 
SAVES FUEL BILLS 


ALWAYS BRIGHT AND SHINING... 
NEW -LOOKING 


IT’S AN EVEREDY ITEM 

















e EAST STREET ¢ FREDERICK, MD. 
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UNIVERSAL 
Specdliners L~ 
THE NATION’S FASTEST RANGES 


Here is far and away the foremost, the finest, the fastest 
Electric Range line made today. Typical is this com- 
pletely automatic Range. It’s tops in streamlined de- 
sign, in performance, in new greater convenience and 
utility. It completely outfeatures the field with its fast, 
easy-to-clean ““Monotube” Super-Heat Thrift Units... 
new large Tru-Bake Oven with push-button preheat 
control ... new temperature-controlled, automatically- 
timed Thermo-Chef Auxiliary Oven... oversize ther- 
mostatically-controlled warming cabinet ...and amaz- 
ingly efficient Automaticook for completely automatic 
cooking and baking. Give Universal “Speedliners” 
top billing in your. window . . . on your sales floor. 





SENSATIONAL UNIVERSAL BANTAM... 


BIG RANGE PERFORMANCE AT SMALL RANGE COST! 


The amazing new Universal Bantam _ roast a 20-lb. turkey... bake four cakes 
Electric Range brings you the first big _—. . . cook a complete meal for the entire 


Opportunity in years to expand your 
Electric Range market. Here for the 
first time is a space-saving Electric 
Range that plugs into any appliance 
outlet, that meets every cooking re- 
quirement. It bakes... it broils... it 
roasts... it cooks. Its thermostatically- 
controlled, heavily insulated oven will 








family. It’s a “natural” for small apart- 
ments and new G.I. homes... for sum- 
mer camps and cottages... for farm 
and rural summer cooking . . . for aux- 
iliary cooking capacity ... for motels 
and tourist cabins. It gives you five 
brand new sales targets ...extra Range 
volume . . . extra profit. 
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COMPLETE LINE 


OF ELECTRIC RANGES AND WATER HEATERS! 
















Model for model and feature for feature Universal has heater end for rural homes. And there’s the sensa- 

the most saleable, most complete line of Ranges and tional Universal Bantam—that for the first time pro- 

Water Heaters ever offered. It’s the one line and the vides big range cooking at small range cost and plugs 

only line that enables you to sell all of the market — into any appliance outlet. 

that meets all of the demands of all of your customers. For extra volume and for profitable combination 
There are nine outstanding models of the famous sales there’s the famous companion line of Universal 





“Speedliner” Electric Range. Each one is designed to Water Heaters with a model to fit every need and 
fit a particular market demand. There’s one for every pocketbook. Available in Round, Square, High Boy 
customer, every type of home, every pocketbook! and Table Top models these Water Heaters are a fit- 










There’s the de luxe twin oven “Speedliner” for extra- ting match for the amazing ‘“Speedliner” Ranges in 
capacity cooking ...there’s the feature-full apart- features and performance. Remember, Universal is 
ment model for small kitchens . . .chere’s the specially America’s most outstanding line ... most complete 






designed combination model with coal, wood or oil line...the line of greatest sales opportunities for you! 








COMPLETE WATER HEATER LINE 
FOR EXTRA SALES ...FOR EXTRA PROFITS! 


Feature Universal Automatic Electric Water Heaters to 
supplement Range volume and for profitable combination 
sales. With High Boy and Table Top models . . . with both 
Round and Square types you have the right Water Heater 
for every sale. Streamlined heavy gauge rustproof cabinet 
.-.300-Ib. tested Monel Metal or copper-bearing galvanized 
steel tank...cost-saving heat trap...cold water baffle plate 
...immersion type copper sheathed Super-Heat elements 
.-.fust-preventing Magnesium Anodic Rod for longer tank 
life... heavy verminproof, fireproof insulation ...depend- 
able thermostatic control keeps water at “just right” tem- 
peraturé ‘round the clock. 86 gal., 50 gal., 30 gal. capacity. 



























cet i attar! Han Patttindee 


A Hot — bid Pad p Post! 


POWERFUL MAGAZINE, NEWSPAPER AND RADIO ADVERTISING 


Right through the year Universal gives you on the billboards ...and with penetrating 
all-out support in the big national maga- coast-to-coast radio advertising. Tie in your 
zines...in key city and rural newspapers... store. See your Universal Distributor today. 

















LANDERS, FRARY & CLARK « NEW BRITAIN, CONN. 
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tling. 


save valuable coal and oil. 


6. Innerseal comes in a neutral color that 
blends harmoniously with any color 
scheme. 


7. Innerseal is the best weather 


€ pull it. Be ready to cash in 
on this easy-to-sell item when cold weather arrives— th 

order through your jobber today. na F 
(oct FEES EESPEPESEPETESLEELE PEEP LELELEPEE: x 


Here are some sure-fire selling points... 


1, Innerseal lasts longer than similar weather stripping 
because of its unique molded rubber construction. 


2. Innerseal is easy to install. Anyone handy with 
hammer and nails can do it. 


3. Innerseal is completely waterproof — effectively 
excludes seepage from rain or melting snow. 


4. Innerseal stops windows and doors from rat- 


5. Innersealed homes are more comfortable — 


stripping money can buy. 


Stock Bridgeport Innerseal 
Home Weather Stripping Now 






























Innerseal will reel out of fi 
the attractive, compact dis- }} 
play carton as fastas youcan Wi 
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A Live sponge rubber bead molded 
6 for life onto a flange woven of rust- 
+ resistant spring wire and strong cot- 
ton thread all dipped in latex. 


WU 
Agsprl 
FABRICS, INC. 


BRIDGEPORT 1, CONNECTICUT, 





Codd these 


dealers. Order this new money-maker, 
model $33, today, or write Dept. HA-5 
for complete information. 


Cambrite 
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You’ve got everybody's number when 
you sell CAMBRITE house numbers. 
There’s a customer in every home and 
building in town! 


Home owners go for CAMBRITE because 
these glazed tile numbers are up-to- 
the-minute, good-looking and always 
visible, day or night. 

CAMBRITE house numbers are smartly 
designed in black on white—sealed 
forever under a smooth satiny glaze. 
They add a quality touch to any home. 


Black japanned aluminum frames are 
available to fit 1 to 5 numbers. 


Attractive profits await CAMBRITE 




























THE CAMBRIDGE TILE MFG. CO. 


CINCINNATI 15, OHIO 
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America’s Leading Paint Brushes 
Are Back For A Repeat Performance 


@ Like the sterling mark on silver, Gold Stripe’s 
diagonal stripe of gold tells you there’s nothing 
finer. Recognized as the standard of brush qual- 
ity, Gold Stripe assures ready sale, volume busi- 
ness and high profits. Stock Gold Stripe with 
confidence. Order from your nearest Pittsburgh 
branch today. 


| VALUABLE BOOKLET FREE! 


You'll want this valuable book, ‘‘How To Sell More 
Brushes'’. Page after page of inside information on 
how to sell more paint brushes. Shows the way to repeat 
profits and tie-in sales. Reveals the ‘‘know-how"’ on 
talking shop with your customers. Write for FREI 
copy today. Address ‘Gold Stripe Brushes, Dept. D-2, 
Baltimore 29, Maryland’’. 





New Gold Stripe 
Life-saver Jacket! 


Improved fiber jacket keeps brush live- 
ly, straight and clean. Complete use 
and care instructions on each jacket. 
And all dressed up in eye-appeal! 


Cpold Shipe BRUSHES 


BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 
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TIP-TOP SOLDER and CEMENT 
Can Bring You Quicker SALES, 
More REPEAT BUSINESS! 


For those larger profits, stock the fast moving TIP-TOP 
line of Liquid Solder and Household Cement. There’s a 
bigger market than ever for this nationally accepted line. 


With TIP-TOP Liquid Solder and Cement your cus- 
tomers can make quick, permanent mends on broken 
articles hard to replace. TIP-TOP Solder is the ORIG- 
INAL and SUPERIOR LIQUID SOLDER — has a thou- 
sand different uses. TIP-TOP Solder and Cement are a 
“must” in every home, workshop and office. 


TIP-TOP LIQUID SOLDER 





The ORIGINAL and FINEST 
liquid solder on the market. 
Gasoline proof and heat proof 
—strong and durable. Quick 
drying. Comes in bright alu- 
minum tubes — 12 tubes on 
large colorful counter display 
card, 


TIP-TOP HOUSEHOLD CEMENT | 


A water-clear cement of high- 
est quality. Waterproof, flex- 
ible, long-lasting. Mends glass, 
china, fabrics, plastics. Packed 
in attractive metal tubes . . ! 
12 tubes on large counter dis- 
play card. 


‘‘OK’’ 10¢ LINE Also Big Profit Maker 


"Ok" 
Liquid Solder 


“—" 
Household 
Cement 





TIP-TOP’S “OK” 10c LINE 
gives tremendous customer sat- 
isfaction — brings you large 
repeat business. OK Liquid 
Solder and OK Household 





"Ok" 
Model 
Airplane 
Cement 





Cement come either 12 tubes 
on display card or single tube 
on “bin-type” display card. OK 
Model Cement packed in col- 
orful counter display box. 


You'll make faster, easier sales with the TIP-TOP 
lines. Stock these profit-makers right away. Send for 


complete information today. 


TIP-TOP PRODUCTS CO. 


OMAHA, NEBRASKA 
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Nothing like color to catch the eye, 
clinch the sale! That's why the 
bright, new multi-color cello- 
phane wrappers of SAF-T-HED 
and AMERICAN THUMB 
TACKS work pure sales magic 
for you! 

Nothing like LIFE Magazine to move 
merchandise right out of your 
store! That's why AMERICAN 
TACK adds LIFE to its already 
whopping-big schedule of na- 
tional magazines. 


The Only 

Nationally- 
Advertised 4 
Thumb . 
Tacks 





10° retail 


| Exclusive SAF-T-HED Feature 


Guaranteed “PIN CAN'T PASS THRU HEAD” 


10° 


retail 


Write for catalog giving 
complete listing of these 
and many other types and 
packings of tacks, furniture, 
upholstery, and ornamental 
nails, etc. $ & 10c sellers! 


COLOR) + 








Point Up Your Tack Sales 
With These Outstanding Items 














<Som ~~ ay 
Guaranteed by ye 
Good Housekeeping 
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IT LASTS! 


GET EXTRA VOLUME! 
Bull Dog Splicing Compound 
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Housekeeping 
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Strength, elasticity, high di- 


and so does the GOOD WILL you build with 


BULL DOG FRICTION TAPE | ““““"“*"*"" 


vulcanizing into a solid, water- 


Your customers like Bull Dog Friction Tape be- tight joint make Bull Dog Splic- 


Sales cause it stays sticky and usable — doesn’t dry out 


tems © | or harden in the roll. High tensile strength, great 
> am adhesion and non-ravelling qualities help make item. It's a profit maker worth 


ing Compound a big-demand 


it tops in dependability ...and therefore a first 


Reg pushing! Suggest it to every 


choice with householders, maintenance men and 
. 3 urchaser of friction tape! 
mechanics. For fast sales turnover and bigger vol- ” - 


ume, give Bull Dog Friction Tape “spotlight” display! 


Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 
PLANT: CAMBRIDGE, MASS., U.S.A. © P.O, BOX 1071, BOSTON 3, MASS. 
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Internally by Heavy 
Transverse Ribs 
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Packed 
Individually, 
12 In Shipping 

Container 
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Color Combina- 
tlon enhanced by 
attractive green 
enameled base 


THERE’S 







No. 156 


ALSO: “Gold-Label", ‘‘Dart” 
* and “Brass King” Noz- 
les. ‘‘Long-Grip” Couplings and 
Menders, Brass Hose Clamps. 


are, ; THE SHERMAN 


S) TULIP" sprinkler 


Colorful...Durable...Low Priced 


Most Improved Sprinkler 
On The Market 


The “Tulip” 


oble 


is one of today’s most dur- 


sprinklers. Handsome, new, all- 
metal base has strong reenforcing ribs 
with leaves an integral part. Perforated 
brass spray cap can be removed for 
cleaning if necessary. Nothing to rust 
— no moving parts to wear. Equally ef- 
P ficient in watering either large areas or 
Hundreds of thousands 


small patches. 


now in use. Write for latest bulletin. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Michigan 


LAWN HOSE GOODS 
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A SELF-SELLING PACKAGE 
TO BRING YOU ADDED PROFITS! 


The Dobbins 24-Nozzle Display Carton pays 
off handsomely on every inch of counter 
Attractively designed in 
two colors, it is quick to catch the eye of 
. is indispensable in 
achieving maximum sales on an item that 


space it occupies. 
€ your customers, 


you are sure to have many calls for. 


The Dobbins Flat Spray Nozzle is inter- 
changeable with standard cap furnished. 
Fits most makes of sprayers. Highly recom- 
mended for applying DDT solutions as a 
residual spray, for 2.4-D weed spraying, or 





DOBBINS MANUFACTURING COMPANY 


DEPARTMENT 





for spraying livestock. Ideal for applying 
whitewash or cold water paints. Delivers a 
flat, fan-shaped spray, without heavy jets at 
the edges, and without atomizing the spray 
solutions when applied at normal pressure. 


An adequate supply of this popular 
item is a “must” for the dealer who 
sells spraying equipment, if his 
stock of useful accessories is to 
be complete. Be prepared! Order 
@ supply of cartons today through 
your jobber, 
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ene pendability and 
low cost service — wer unit that gives 
the Jacobsen-Lawn Queen and Bantam mow- 
ers their quick-starting, smooth-1 lag ‘sip. 


The Jacobsen 2-cycle engine has only three moving parts — piston, connect- 
ing rod, crankshaft — no valves, valve springs, rocker arms, push rods or cam 
gears. The extreme simplicity of this durable, economical unit means the 


utmost in dependability. 


MANUFACTURING COMPANY > RACINE, WISCONSIN om 
SUBSIDIARIES , 


Worthington Mower Company, Stroudsburg, Pennsylvania 
Johnston Lawn Mower Corporation, Ottumwa, lowa 


facol Sex. BANTAM 


Delivered price, $122.50. Slightly higher in West. 
Prices exclusive of tax and subject to change. 
Weighing only 80 pounds. the highly maneuverable 
Bantam power mower. with 18-inch wide cutting unit, 
is driven by a 1 hp. Jacobsen 2-cycle engine. Simple 
V-belt drive . . . generous use of anti-friction bear- 
ings . . - positive traction control — the Bantam is 
economical both in gas consumption and upkeep cost. 


—pacolsen ALL STEEL HAND MOWER 


Delivered prices: 16-inch, $30.50. 18-inch, $31.50. 
Slightly higher in West. Prices exclusive of tax and 
subject to change. 

Equipped with big cushion rubber tires, the light, strong 
Jacobsen All-Steel hand mower is designed for easy op- 
eration. Precision-built, ball-bearing mounted cutting 
unit gives a smooth, even cut. Single micrometer screws 
on each side of cutter bar permit quick, easy adjustment. 












Sacobsen 
LAWN QUEEN 


Delivered Price, $142.50. 
Slightly higher in West. 
Prices exclusive of tax and 
subject to change. 





Smooth-running, easy to handle, 
the Lawn Queen has a 1! hp. fa- 
mous Jacobsen 2-cycle engine and 
20-inch wide cutting unit. Moist 
proof, dirt-proof ignition and easy- 
working, automatic recoil pull start- 
er makes starting fast and simple. 
Flexible V-belt drive delivers posi- 
tive power to drive clutch. 
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Order a supply, today, for 


quick sell-out. 


TEL-O-POST 


COMPANY 
132 Ash St., Akron 8, Ohio 
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Sales are Garter 


with 


Sprinklers 7 
Nozzles and 
Garden Hose @ 
Accessories im 


Allen “JUSTRITE” Cast Brass 
Garden Hose Nozzles 


This precision-machined nozzle sprays 
perfectly without drip or back spray. 
It adjusts quickly for a straight stream 
or light or heavy sprays—and com- 
plete shut-off. Leak proof and de- 
pendable. 


Allen “ZENITH” Revolving 
Lawn Sprinkler 


The Zenith sprinkles a S-Q-U-A-R-E 
area effectively! Highly polished 
brass heads and arms and re-designed 
base provide extra sales appeal. 
Capacity: 4 to 5% gallons per min- 
ute. Waters area 27 to 35 feet across. 





ADS MAKE SALES FOR YOU 


Allen Sprinklers and garden hose 
accessories are advertised in these 
leading magazines of nation-wide 
readership: 

Better Homes &Gardens 3,142,915 Readers 
American Home 2,457,628 Readers 
Flower Grower 178,035 Readers 






Ask your Jobber. 
Newspaper mats are yours 
for the asking. 


W. D. ALLEN 


MANUFACTURING CO. 


Established 1887 
66 Reade Street 
New York City 7, New York 


566 West Lake Street 
Chicago 6, Illinois 
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House Beautiful 

Flower Grower 

House and Garden: 

The Home Garden 
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| Western Buyer 
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TOOLS are America's favorites 


because they have the famous non-tiring “up 
| and down” action and tilting stud which keeps 
ours blades sharp and in constant tension. 


Doo-Klip products are favorites with dealers 
everywhere because price is maintained, assuring 
you your full profit. Seasonal advertising cam- 


sell more shears for you. 


rip. 
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Revere Ware is as practical as it is beautiful. it saves time and 
fuel in any kitchen. And these famous “waterless” cooking 
utensils are practically indestructible. They won‘t burn through 
and they resist pitting, staining, rusting and warping. This 
unequalled combination of Revere engineering and Revere 
design together with Revere’s dramatic, 4-color advertising 
has made Revere Copper-Clad Stainless Steel Ware one of the 
greatest profit-builders in the housewares business. New items, 
soon to be introduced, are going to create still greater traffic. 
Watch for them! 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division « Rome, New York 

















Louder than Words’ 


From the viewpoint of YOUR sales to consumers, there is only one “best” 
. the product which has the most customer-appeal features that can 
be easily proved. 


PERFECTION Products are proved several ways . . . First—proved before 
shipment, in the largest and most effective research center in this industry. 
Second—proved in use by more customers than have bought any competitive 
line. It is easy for YOU to prove them to new customers with several simple 


but convincing demonstrations (described in PERFECTION’S 60th anni- 


versary catalog), four of which are illustrated here. 


Long after customers forget minor details of purchases from you, their 
Perfections remain active reminders that the product name and your store 
stand for lasting satisfaction in future dealings. To be remembered for 
such qualities is profit insurance on ALL of your business in years to come. ' 





rieuen rove POFFOCtiON Stove Company cerciccs ox 


Manufacturers of Ranges, Cookstoves, Home Heaters, Water Heaters 
and Winter Air-Conditioning Furnaces. 





re 


ATLANTA e CLEVELAND @e CHICAGO e JERSEY CITY e KANSAS CITY e OAKLAND @ ST. PAUL 


q Quick heat response. The 
whistling teakettle test (you 
can almost play a tune on 
it) demonstrates that heat 
output changes as quickly as 
you can turn the control 
wheel. You can prove if. 


Easy to light—easy to clean. 

Just tilt back the top of a 

High-Power burner. Lighting 

is instantaneous, heat is avail- 

able immediately. Accessi- 

bility makes cleaning simple. 
You can prove it. 








q Safe, odorless burners. The 
spilled water test (you drop 
a spoonful right into the 
high flame) demonstrates 
that High-Power Burners will 
not flare up. Freedom from 
odor in operation is convinc- 
ingly shown by dropping 
rubber bands into the flame. 
The odor is consumed ... 

You con prove it. 


Will not blacken pans. Even) 

a pan of cold water on the 

hottest High-Power flame 

will remain clean and spar- 

kling. Women love this... 
You can prove it. 
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best new idea in irons... 


plus one word-YALE! 


WE couldn’t pack in any more TipToe photos! . . . or cover any 
more of TipToe’s features—the patented, exclusive hinged soleplate 
that gives a woman a large iron for flat work and a small iron for 
fine detail in the same iron! . . . the out-of-the-way reversible 

cord . . . the sculptured Bakelite handle, kept cool by a ventilated 
deck . . . cast-in heating elements... light weight (only 3 Ibs!) 
—But if all this isn’t enough, the word YALE on TipToe should be! 
Already accounting for a major portion of appliance profits 
wherever properly pushed . . . widely and well known through 
newspaper advertising, full color pages in Ladies’ Home Journal 
every month . .. TipToe provides any hardware dealer ample 
opportunity for promotion and profit . .. And no hardware dealer 


who knows the meaning of YALE, need know any more! 


TipToe py YALe 


Made by The Yale & Towne Mfg. Co., makers of famous YALE locks, builders 
hardware, and other products since 1868... Empire State Bldg., New York City 
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V-5 Edger sands floor 
edges quickly and rents for 
about $2.00 per day. 


“Income from rentals of my 
Clarke Floor Maintenance 
Machines actually pays my 
store rent,” says a hardware 
store owner in Oklahoma 
City.* “Clarke’s low initial 
cost and rugged dependability 
makes it easy for substantial 
rental profits. Clarke’s 
national advertising creates a 
desire for rentals and brings 
people into my store. I just display the machines . . . they 
are quickly seen and rented. On the MV-8 Floor Sander 
alone my 1947 rental income was double my investment.” 
This dealer is only one of the 11,500 dealers handling 
Clarke . . . the ‘Golden Egg”’ Line. They all feature Clarke 
and constantly add more machines because this equip- 
ment brings in steady profits with practically no effort. 
These profits can be yours—write today for complete 
information on the “Golden Egg”’ Line! 
*Name furnished upon request 





344 CLAY AVENUE © MUSKEGON, MICHIGAN 


MV-8 Sanger. . 
ful, ruggéd, h 
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WHAT THE "GOLDEN EGG” 
PLAN CAN DO FOR YOU 


A complete group of floor maintenance 
machines at low initial cost. 


Profitable, easy rental with a minimum of 
service attention. 


Rugged dependability —long life guaran- 
tee with each machine. 


Complete rental promotional material— 
displays, folders, record books, banners 
and ad mats, 


. Manufactured by Clarke . . . builders of 


highest quality sanding and floor maintenance 
machines for more than a quarter of a century. 


Sales and Service Branches 
in All Principal Cities 
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These ten clauses in our 
policy insure successful 
operations for independent 


ALSTON-LUCAS dealers. 


Highest quality pigments 
Latest developments in vehicles 


World’s newest, modern plants 


Top-quality finishes 


Prompt service from strategic locations 
Prices that meet all compétition 

No “company stores” 

Recognition of territory 

National advertising, intense local promotion 


Reliable territorial service men 


Alston-Lucas Paints 


Lyons, Illinois «+ Oklahoma City, Oklahoma 


Atlanta, Georgia + Worcester, Massachusetts 





For Production ewe | 


“Photo by Courtesy of the Continental Baking Company’ 


Today, more than ever 
before, production efficiency is the key to 
profits . . . and this applies to the farmer and 
the “little fellow” as well as to “big business”. 


Better work gloves help to promote better 
production efficiency, for skilled hands that 
can work in comfort with full protection can 
do a better job. 

Riegel’'s WAGON BRAND Work Gloves are 
the best you can buy. .. comfortable, durable 
and economical . . . qualities that are made 
possible by complete Riegel control in one 
plant, from the raw cotton tothe finished glove. 
To get “The Right Glove for Every Job”, 
specify Riegel’s WAGON BRAND. 


a ot ge Age 
a 28 aca 


5 an es <6&& 


REPEATER—1153. 

Can be switched from 
one hand to the other 
giving practically two 
pairs of wear for one. 
Industrial users find 
the reversible feature 
most economical and 
practical. 


‘Riegel WORK GLOVES 


RIEGEL TEXTILE CORPORATION 342 Madison Ave., New York 17, N. Y. 
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These Bolts are too brittle 
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These Bolts are too soft 











profitable repeat business for dealers. 


BUFFALO BOLT COMPANY 
North Tonawanda, N.Y. 
SALES OFFICES IN PRINCIPAL CITIES 


Export Sales Office: Buffalo International Corp., 
50 Church Street, New York City 


Circle ® Bolts and Nuts are carefully in- 
spected for size and strength. Their uni- 
formity appeals to customers and develops 
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PRICED FOR PROFIT... 
... PACKAGED 
FOR SALES 


RETAILER’S COST *12.17 


All units are provided with stickers on which retailer 
may insert his own prices. When sold at normal re- 
tail prices, markup is 50% of cost and profit is 3314% 
of selling price. 
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Here’s the best file retailing unit on the Cellophane-wrapped refills for container always CHI 
, 
market! Made of wood for durability. Stream- available at regular list and discount. Order from ial 
. —_— . Phila 
lined to take up minimum counter space. Painted your wholesaler — at once. ™ 
Tel. S 

bright orange to attract maximum attention. Each ts . 
file wrapped in cellophane for protection and to —*|MPORTANT—You pay only the regular price of the files Jos 
keep it “looking its best.” —no charge to you for container or cellophane wrapping. — 
JU 
acteetl G 

gi<fo, NICHOLSON FILE CO. + 25 ACORN STREET + PROVIDENCE 1, RHODE ISLAND seals. 
vw. 8.A. (In Canada, Port Hope, Ont.) aa <a 
ogee 
T 
: Gl 
NICHOLSON F ILES FOR EVERY PURPOSE 
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KENNEL CHAIN 


“Chain for your dog? Yes, sir. Lead, runner, 
kennel, choker or coupler? Is it a large dog, 
medium or small?” 

AMERICAN CHAIN Offers just about every 
kind of dog chain there is, made of good strong 
Tenso, or Elwel twist link welded chain. 

You might be surprised at how many of your 
customers own dogs—and how many would 
respond to the suggestion that they buy a 
chain for it. Dog chains are ‘in season” the 
year ’round. 

Ask your AMERICAN CHAIN distributor about 
dog chains. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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FTC Likely to Force the Steel Industry 
To Abandon Basing Point Practice 


HE Iron Age. our affiliate in the 
Chilton organization, issued on 
May 19 a statement on the Fed- 
eral Trade Commission's efforts 
to eliminate the basing point sys- 
tem used for many years by the 
steel industry. This was widely 
quoted by the daily press and over 
the radio. Two paragraphs are 
especially important to wholesale 
and retail hardware distributors 
who have long. and most satisfac- 
torily. operated under the basing 
point arrangement. These para- 
graphs state: 
“Higher freight rates and 
agitation by governmental agen- 


cies against the basing point 
system are driving some steel 
users to seriously consider mov- 
ing their plants. So far some 
of the plants planning to move 
to steel centers are small ones. 
But this may presage a whole- 
sale trend later. Thus when the 
safety of the country demands 
a general move towards dis- 
persion of industry, government 
aims and_ stiff freight rate 
changes are causing or are 
likely to cause just the reverse 
— concentration near large 
steel areas. 

“More ominous to the steel 


industry is the information 
obtained by The Iron Age that 
the chief legal aid for the Fed- 
eral Trade Commission is work- 
ing on a cease and desist order 
to present to the commission 
for approval. If present inten- 
tions are carried out an order 
on steel firms to (1) establish 
an f.o.b. mill price policy, 
(2) abandon the basing point 
system of selling steel, (3) con- 
form to the Supreme Court 
decision in the Cement Case and 
(4) cease other practices at- 
tached in the FTC case against 
the steel industry is likely.” 


Atlantic City Housewares Show Was Huge 
But Actual Buying Was Only Moderate 


Hk recent Atlantic City House- 

wares Show required 140,000 
square feet for the exhibits and 
taxed the available display space 
of both the main floor arena and 
the basement. It was a good look- 
ing show and those displaying 
were, in the .main, representative 


of the housewares industry—with 
only a few of the leaders missing 
from the ranks. Major electrical 
appliance displays were on the 
slim side. 

While there were quite a few 
strictly sales agents displaying 
they were less numerous than in 


previous Atlantic City housewares 
displays —- a factor which caused 
many to express approval. 
Interestingly enough, these 
strictly sales agents’ booths fea- 
tured, primarily, “promotion” 
lines that seemed to attract a lit- 
tle better than average interest 
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among the show’s visiting buyers. 

Buying was very moderate, ac- 
cording to reports I gathered, and 
many exhibitors were frankly dis- 
appointed — even though they 
frequently admitted that their 
current production was_ inade- 
quate to promise much in the way 
of deliveries on new or additional 


business. Even so, their selling 
instincts made more volume desir- 
able. It was widely conceded that 
the timing was not quite right for 
the larger buyers -—- about a 
month too soon. On this point, it 
is encouraging to learn, entirely 
unofficially however, that the 1949 
Atlantic City show will probably 


be held in the middle of July 
which should be a definite im- 
provement. 

The winter show is scheduled 
to be held on the Navy Pier, Chi- 
cago, January 13 to 20, 1949. This 
will also be welcome news as it 
provides the benefits of having the 
entire exhibit on one floor. 


A Consumer Cites His Experience in "One of the Fifteen 
Only First Class Hardware Stores in the U.S." 


friend, with extensive experi- 
ences in the merchandising 
much_ interested 
in the editorial comments that 
appeared in the February 26th 
issue of HARDWARE AGE dealing 
with the Fortune article declaring 
“There Are Only Fifteen First 
Hardware Stores in the 
U.S.” He writes, of an experience 
he had in trying to make a pur- 
chase in one of the 15 selected 
by Fortune's contributor and has 
this to say: 


field, was very 


Class 


“T want to write and com- 
mend you for taking exception 
to the Fortune statement. There 
is a world of misinformation 
being fed to the public on many 


Co's United Automobile Work- 
ers are setting up $15,000,000 
worth of co-operative supermar- 
kets. The program calls for one 
in connection with 
every UAW local in the country 
meaning wherever automobiles, 


such co-op 


trucks and airplanes are manufac- 
tured or assembled. 


subjects and it is unfortunate 
that those who know the facts 
are seldom able to present them 
to the same group of readers 
that got the misinformation. 

“Blank’s here in our city is 
a fine store and I am glad it 
was included in the Fortune 
list. However, just before I 
read the article, | had an expe- 
rience that made the inclusion 
of Blank’s in the list rather 
amusing to me. 

“Among other items needed 
for my own home workshop I 
needed bright Phillips 
type screws so I went first to 
Blank’s. There I was informed 
that the store does not carry 


some 


Re: The Co-ops 


At the beginning, the UAW 
co-ops will sell groceries; then 
will add meats and vegetables; 
then appliances, gasoline, cloth- 
ing and hardware. 

They will, of course, pay no 
Federal income tax on their earn- 
ings — not because the law 
exempts them, but because Treas- 


them in any size, finish, etc. 
This seemed very strange espe- 
cially when a brief check up 
in three much smaller hardware 
stores and a mail order store 
I found that all four had ‘gobs’ 
of these screws and I got just 
what I wanted and the other 
goods also. Maybe these stores 
included in the 
Fortune list in place of Blank’s.” 


should be 


Epitor’s Nore: An article 
based on a wide-spread survey of 
homeworkshop power tool sales is 
now scheduled to appear in the 
June I7th issue of HARDWARE 
Ace. It provides very interesting 
factual data on this subject. 


ury rulings permit them to ex- 
clude patronage dividends from 
taxable income. 

They will soon be new, unfair 
competition for hardware dealers 
everywhere. 


—KeErRMIT ARNOLD, 
NTEA Research Director 
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who does not yet have 
‘a Key cutting machine: 


fr 


The most profitable thing you can sell is a key. In one minute, you can 
turn an inexpensive blank into an item of real value to your customers; 
one that gives you the widest margin of profit among all the 60,000 


items you may sell. And it’s a service that brings in more regular busi- GET IN TOUCH WITH YOUR ILCO 
ness, too, by increasing store traffic. DISTRIBUTOR TODAY. Ask him for full 
An ILCO Improved Minute Key Cutting Machine takes up hardly information and prices on the ILCO Im- 


any space, costs surprisingly little to own, is easy to use — anyone can 
learn how in no time. First choice among hardware dealers and pro- 
fessional locksmiths, the Improved Minute is extremely accurate, simple 
in construction, fully guaranteed. It duplicates practically every key in 
general use today, without changeovers or adjustments, without once 
removing either the sample or blank from the clamps. And it completes 
all cuts — finishes the key — in less than sixty seconds. 


proved Minute Key Cutting Machine . . . 


or write us for free, new descriptive catalog. 
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BRANCHES IN ALL 
PRINCIPAL CITIES 








INDEPENDENT LOCK COMPANY FITCHBURG, MASSACHUSETTS 
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Mass displays of 
glassware, gift- 
wares, clocks and 
traffic appliances 
are located in 
proximity to ma- 
jor appliances in 
order to central- 
ize women's mer- 
chandise. 
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The sporting goods section which il] 
can be seen through the window is “ 
to be greatly expanded. This large anc 
backless window displays camping Ac 
and fishing equipment, paints and I 

tools and attracts the passers-by. the 
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The store as it 
appeared when it 
was ready for the 
opening. Twenty- 
two step-up fix- 
tures, such as 
these, were built 
in the establish- 
ment by local cab- 
inet-makers. 


Store in a Small Town 


Rie Ill., is just a 
village but a look at its newest 
and finest hardware store, Skokie’s 
Ace Store, is proof positive that 
the small town hardware estab- 
lishment provides one of the best 
outlets for the distribution of 
hardware, housewares and allied 
lines. 

There probably arent many 
big city hardware stores that can 
boast, as this store does, of sell- 
ing six tons of grass seed in one 
year; or three gross of glass cof- 
feemakers in less than a year; 
or 14 fluff clothes dryers in one 
month: or an average of more 
than $500 worth of fireplace 
equipment in every month of the 
year. 

Sales like these could be cited 
for other lines as well. In the 
aggregate they totalled nearly 
one-third-of-a-million dollars last 
year. 
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The Skokie Ace Store made an $87,000 investment 
in modern merchandising. In the first nine months 
in its new store sales were 35 per cent greater 
than they had been during the previous 12 months 


The new $87,000 establishment 
which the firm occupied on March 
21, 1947 had much to do with 
the great volume of business done 
last year. This is indicated by 
the fact that sales during the nine 
months that the firm was in its 
new home were 35 per cent higher 
than they were for the whole of 
the previous year. 


The Village of Skokie 


Skokie is just an incorporated 
village but it is claimed to be the 
largest village in the U.S.A. It 
measures six miles long and 31 
miles wide. It is situated in one 
of the most highly industrialized 
regions in the country but most 
of its residents are suburbanites 


who have their livelihood in 
Chicago. 

The 13,500 people who live in 
Skokie reside in small commu- 
nities of perhaps 40 to 50 homes 
and these hamlets dre scattered 
within the town’s limits. The 
Skokie Ace store has an excellent 
location, being on one of the main 
thoroughfares between Evanston, 
which is just 10 miles away, and 
Chicago. It is also only 214 miles 
from Wilmette and 115 miles 
from Edgebrook, a Chicago 
suburb. 

Nearly half of the people who 
live in Skokie Village own o1 
rent summer cottages in a lake 
region, which is only about 40 
or 50 miles away. Because of 
this, sporting goods are a fast- 
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A partial view of the left side of the store. In right foreground 
is the stairway to the lower sales floor entered from either side. 





This glass rack holds 84 standard sizes of clear glass as well as 
odd sizes of many other kinds of glass. It's popular with customers. 





Six tons of lawn seed were sold from this fixture last year. Each of 
10 metal bins holds 150 ibs. of seed. Hose accessories are in the trays. 
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moving line with the store. It has 
been found that the sporting 
goods section of the new store 
is already inadequate, so it will 
be enlarged. 

The Skokie store seems to the 
writer to be a model, modern 
retail hardware operation. It has 
a large adjoining parking lot for 
the accommodation of 50 cars. 
There are adequate facilities for 
receiving and storing stock. Its 
stockrooms are clean, orderly and 
systematized. Goods are merchan- 
dised by related items and lines. 
A large advertising program 
keeps the store in the public eye. 
A modern bookkeeping system 
facilitates office procedure. Well- 
trained and pleasant personnel 
and wide-awake management com- 
plete the picture. 


The Main Floor 


The main selling floor of this 
store, before the installation of 
the fixtures, appeared like an 
auditorium. The business office is 
located in the center, at the rear 
of the store, and is raised about 
a foot above the level of the sell- 
ing floor. Customers who have 
business to transact at the office 
step up onto a narrow platform 
from either side. Since low, step- 
up island display fixtures are 
used throughout the store it is 
possible for anyone in the office, 
or standing on the platform in 
front of the office counter, to 
observe everything going on 
throughout the store. 

A feature of the construction 
of the building is its steel truss 
roof which made possible the 
elimination of posts. Even the 
concrete stairway which leads to 
the basement selling floor, from 
both sides of the store, was built 
in such a way that the use of 
support posts could be eliminated, 
thereby providing more display 
space. 

The temperature in the large 
storeroom during the hot summer 
months is claimed to be about 
20 deg. cooler than outside. One 
reason for this is the roof insula- 
tion of 6 in. of rock wool. The 
other is a forced, filtered air 
system which gives a complete 
change of air every seven minutes. 
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The store is brightly lighted, 
both day and night, because Her- 
man L, Gross, president of the 
company, thinks that a_ store 
should be just as bright inside 
as out. Half of the 32 fluorescent 
units which hang from the 12-ft. 
ceiling are used, even on bright 
days. 

At night the store and_ the 
adjoining parking lot are _ illu- 
minated until 10 o’clock when the 
lights are automatically switched 
off. This makes it possible for 
passing motorists or people afoot 
to stop and inspect much of the 
merchardise through the full 
visual front. 

This store probably set some 
sort of a sales record on the open- 
ing days, March 21 and 22, last 
vear, when, despite rain and 
snow, a total of 5,000 persons 
visited the store, and made _ pur- 
chases amounting to $6,000. No 
prizes or souvenirs had been 
offered as inducements to promote 
store traffic. 


The Sales Staff 


Ordinarily Mr. Gross and three 
salespeople handle all the sales 
on the first floor but on the open- 
ing day there were 18 selling 
on the two floors. Most of these 
were salespeople who had been 
“borrowed” for the occasion from 
other Ace stores. 

During the two opening days 
the store had a complete sell-out 
of its major appliances: 13 gas 
ranges, 12 refrigerators, three 
electric ironers, two water heaters 
and four washing machines. 

The new store made quite a 
stir when its doors were opened, 
not only among people in the 
hardware trade but in other lines 
of trade as well. The merchan- 
dising expert of one of the coun- 
try’s leading chain store organi- 
zations made a trip to the store 
to see for himself how well the 
stock was arranged by related 
lines. 

Mr. Gross gave much credit for 
the store’s lay-out to Rudy 
Kohler, who directs the merchan- 
dising activities of the Ace Stores. 

The store fixtures, made to Ace 
specifications, were built on the 
floor by local cabinetmakers. On 
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This screen cloth table contains compartments for 48 short rolls and 
15 long rolls of all types of screen. Yardsticks are on the table edge. 
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There are 32 compartments on each side of this abrasives display 


fixture. In addition to flat sheets, it contains sanding belts, disks, 
etc. Other wood-finishing materials are shown on the same fixture. 





A partial view of the lower floor cs seen from the stairway. 
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Steel goods are hung from racks from both walls of a rear corner of 
the basement store. Note raised platform for mowers and garden goods. 


the two selling floors there are 
22 step-up display fixtures, each 
12 ft. long and 5 ft. high. All of 
the store fixtures were built and 
finished, and all the merchandise 
was tagged. marked and binned 
in just 45 days. 

The old store, one block away. 
which had been operated for 34 
years, was closed one Saturday 
night and within five days every- 
thing had been transferred to its 
proper place in the new store so 
that it could be opened on Friday 
morning. 


Basement Not a "Stepchild" 


The basement of the Skokie 
store is not treated as a “step- 
child.” Mr. Gross prefers to call 
his “the lower sales floor” rather 
than the “basement.” He has good 
reason’ to be proud of his “lower 
sales floor.” for between March 
21 and July 1, last year, its sales 
were greater than those of the 
main selling floor. 

One of the basement depart- 
ments. the lawn and garden sec- 
tion, accounted for the greater 
part of the lower floor sales dur- 
ing that period. Six tons of grass 
seed. at an average of about $1.50 
per lb.. were sold last spring and 
summer. 

Grass seed is sold from a fix- 
ture which has 10 deep metal 
bins. each of which will hold 
150 Ibs. of lawn seed. On two 
narrow, step-up shelves on_ this 
fixture are trays which hold a 
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complete assortment of garden 
hose parts and accessories. These 
hose couplings, washers, nozzles, 
etc. are thus placed in the place 
where they are most apt to remind 
the lawn-maker of his needs. 

During the Christmas selling 
season all the fixtures in the lawn 
and garden section, which meas- 
ures 25 by 100 ft.. are covered 
over and are converted to the 
display of toys. 

There are a number of fixtures 
in the Skokie store which are 
ideal for the specialties they were 
built to hold. Some of these are 
a screen cloth table. a glass rack 
and an abrasives rack. 

The screen cloth table is 16 ft. 
long and 36 in. wide. On the long 
side there are compartments to 
hold 48 short rolls. measuring 
up to 36 in. in width. Compart- 











ments at one of the ends hold 
15 long rolis, which measure 
from 38 to 48 in. in width. Every 
kind and size of screen: Bronze. 
galvanized, painted and_ plastic 
are available. For the convenience 
of the salesman filling an orde 
there are yardsticks tacked on the 
edge of the table. 

The glass rack has spaces fon 
34 standard sizes of clear glass. 
from 14 in. by 14 in. up to 40 in. 
by 40 in., as well as for odd 
sizes and opaque and reinforced 
glass. All kinds of glazing mate- 
rials are displayed nearby. 

The store does not stock any 
single-strength glass. Mr. Gross 
claims double-strength glass costs 
only one-third more at retail and 
thinks that customers are better 
satisfied with it. 


The Sandpaper Rack 


A sandpaper rack has 32 com- 
partments on each side, in which 
papers of all kinds can be kept 
in neat order. The compartments 
on one side contain garnet, water- 
proof and cabinet papers, and 
those on the other hold sanding 
belts, emery cloth, flint sandpaper 
and abrasive disks for edgers. 
Three shelves at each end of the 
fixture hold putty. caulking com- 
pounds, crack fillers, decaleoma- 
nias and other materials for paint- 
ing and decorating. 

A large rack for pipe fittings, 
in the rear of the basement store. 
has 800 bins for fittings, which 
range in sizes up to 2 in. Larger 


(Continued on page 150) 





Simulated trellises, to which colorful seed packets have been fastened, 
make an appropriate background for this spring garden and lawn window. 
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Everyone and his brother turned out to inspect this modernized store. 


Western Kansas Residents 
Show Pride in New Store 


= are only 650 
people in the little Western Kan- 
sas town of Satana, but four out 
of every six persons in the town 
visited the modernized hardware 
store of the T. M. Deal Lumber 
Co. on the blustery February day 
when it was officially opened. 

Homes are far apart in Haskell 
County, in which Satana is 
located, and the county records 
show only 1,868 residents, but 
many of the people who attended 
the opening, on Saturday, Feb. 7. 
had driven long distances. One 
man had come 32 miles. As the 
pictures on these pages indicate, 
Satana is one town in_ these 
United States where parking is 
not a problem at any time. 
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Four out of every six residents of Satana, 
population 650, turned out on a cold winter day 
to attend opening of T. M. Deal Lumber Co. 


At the end of the opening day 
the cash register showed a dollar 
bill for practically every man. 
woman and child who had been 
in the store that day. A total of 
168 people who registered their 
names bought $460 worth of mer- 
chandise, and this total does not 
include the amounts paid for an 
electric ironer and a_ washing 
machine which were also sold 
that day. Practically all the sales 
of the day were in small amounts. 

The men who visited the store 
that day were uniformly wearing 
“long faces” as well as overalls, 
for practically all of them were 


farmers who had already suffered 
“paper losses” of about 60 cents 
on every bushel of wheat they 
were withholding from the mar- 
ket. On that day the market had 
continued its downward trend and 
the farmers and their wives were 
reluctant to part with more than 
a few dollars for any purchase. 
The falling market had a_ pre- 
ceptible effect on the people. 
These folk who have enjoyed a 
short era of prosperity because 
of the great demand for wheat in 
recent years probably havent 
erased from their minds the terri- 
ble memories of those years when 
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the hot winds were seemingly 


blowing away their farms. This 
section was in the dust bow] and 
the future seemed almost as dark 
as the pall of dust which hung 
over them most of the time. 

It is a totally different picture 
today. Unlike a few years ago, 
almost all of these western Kan- 
sas farms are now free of mort- 
gages and encumbrances of any 
kind and their owners have man- 
aged, as a result of high wheat 
prices, to have amassed tidy lit- 
tle bank accounts which would 
probably see them through an- 
other period of poor crops o1 
other adversity. 

Then too, this part of western 
Kansas is in the vast Hugoton 
oil field and has some 650 pro- 
ducing wells. The first well was 
brought in, in 1926, at Hugo- 
ton, Kans., which is only 31 miles 
from Satana. There is now at least 
one oil well in each section of 
one square mile. 

During the past year the largest 
carbon plant in the world, for 
the production of lamp black 
used in the manufacture of tires, 
began operations seven miles 
from Satana. Many of the em- 
ployees of the plant drive to 
Satana to shop. 


Serves a Real Need 


The Deal hardware store has 
served a real need in its area ever 
since it was opened in 1912 be- 
cause there isn’t a single general 
or variety store in the town. The 
local residents like to trade at the 
store because each of three men 
who have managed the store have 
been local men who have under- 
stood the needs and problems of 


120 


Only 25 by 64 ft. 

in size, the store 

is the principal 
one in town. 


the customers. It was observed 
that almost all the people who 
attended the opening addressed 
the manager, Ernest T. Anthony, 
simply as “Ernie.” 

Even though the store meas- 
ures only 25 by 64 ft. it is 
required to carry a very peculiar 
stock, in order to fill the peculiar 
needs of the community. It is 
claimed to have the most com- 
plete stock of any hardware store 
in that part of the state. 

The store and the adjoining 
lumber yard, which is operated 
by the same personnel, is one of 
the oldest enterprises of the T. M. 
Deal Co.. which has its head- 
quarters in Wichita, Kan. Prac- 
tically all of the 16 Deal lumber 
vards, located in western Kansas 
and in Boise City and Keyes. 
Okla.. now have separate hard- 
ware stores or departments. 


Modernization Continues 


The management plans to com- 
plete the modérnization of the 
interior of all its hardware stores 
this year. 

B. C. Maddox, store planning 
consultant of the Western Retail 





Implement and Hardware Asso- 
ciation, planned the lay-out and 
supervised all the improvements 
for this and all of the other 
Deal Hardware stores which are 
being officially reopened every 
week or two this spring. Western 
Association fixtures are being 
used in all the stores. 

“We have embarked on this 
modernization program and are 
pushing it to completion just as 
rapidly as possible because we 
feel that the time has come when 
we must modernize our stores in 
order to keep in step with the 
merchandising methods of the 
day,” commented Joseph W. 
Deal, Jr., general manager of the 
T. M. Deal Co. Next year the firm 
plans to improve the fronts of 
many of its hardware stores. 


Visitors Registered 


Everyone who entered the store 
during the opening day was 
requested to register and also to 
indicate on the registration cards 
whether he or she planned to 
have a new home or to make 
certain improvements on_ their 
present residences. 

Ninety-five of the 154 men who 
registered had no plans for build- 
ing or making improvements or 
simply didn’t choose to indicate 
their plans but it is interesting 
to note that the 59 who did 
co-operate indicated the following 


}—new homes 
13—new bathrooms 
56—painting 
8—remodeling 
]2——new roof 


| 


}—asbestos siding 
The 198 women who registered 


Main Street, Satana, Kan. Population 650. 
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The same store in 1931. Notice how much wider it seems since the improvement. 


were more responsive and 117 of 
them indicated their plans for the 
near future. It is interesting to 
note that they indicated fewer 
plans for new homes and im- 
provements than their husbands. 
Their preferences were: 

32—new homes 

9—new bathrooms 

20—-painting 

8—remodeling 

3—new roof 

2—asbestos siding 

Near the end of the day, when 
the store was jammed from front 
to rear with shoppers and well- 
wishers, a prominent citizen of 
Satana made a brief address to 


the Deal management and the 
store personnel, congratulating 
them and thanking them on 


behalf of the local residents for 
the improvement they had made. 

“lve noticed that many local 
people have been driving out of 
town to do their shopping. This 
fine store should reverse this 
trend,” said the speaker. He 
pointed out that a lot of new 
homes have been built recently 
but that the businesses of the 
town weren't keeping the pace by 
making improvements and he said 
that he believed that the other 
business interests would probably 
follow the lead of the Deal store. 
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The speaker said that he had 
made a personal survey to back 
up an opinion of his that Satana 
had shown a 25 per cent increase 
in size since the beginning of 
1946. The survey proved his esti- 
mate exactly correct. It showed 
that there were 194 dwellings 
January 1, 19406. 
Since then six of those homes 


standing on 


were remodeled and 45 _ new 
homes were built. 

Mailing pieces announcing the 
opening were sent to every post 
office box holder and to everyone 
living on rural delivery routes. 
These were not mailed to people 
in neighboring towns, so as not to 
incur the ill will of any mer- 
chants in those towns, 


Two-Page Announcement 


The local weekly 
carried a two-page center spread 
ad, announcing the event. 

The advertising invited people 
to buy on Deal”’s monthly budget 
plan, which was instituted for all 
of the Deal lumberyards and 
hardware stores on Jan. 1. The 
firm grants credit for home mod- 
ernization, installations and appli- 
cations of any major improve- 
ments to homes, in amounts up 


new spaper 


to $3,000, on a three-year limit. 

Children were invited to attend 
the local movie on the afternoon 
of the opening as guests of the 
Deal store, with the idea that the 
voungsters would be sure to 
hadger their elders into bringing 
them to town. There was little 
else for anyone to do in Satana 
but to inspect the new store. 

The store was never closed dur 
ing the 21 days required to make 
the improvements. The ceiling 
was lowered and insulating board 
was applied to it and to the walls 
as far down as the fixture line. 
Fluorescent lighting added a mod 
ern touch. A new oak floor was 
laid. 

While Satana is a mere speck 
on any map it was brought to 
the attention of the writer that 
many of the several hundred men 
and women in that small hard 
ware store, were, despite their 
modest outward appearance, peo 
ple living in homes on prosperous 
farms and with substantial bank 
accounts and valuable grain in 


bins. Besides their day-to-day 
needs for their homes and farms 
these people, like tens of thou- 
sands of other Americans living 
in the hundreds of little Satanas 
throughout the country, make up 
a tremendous hardware market. 
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The store went "heavy" 
on marine supplies to fill 
in the gap left by 
builders’ hardware. To- 
day the marine depart- 
ment is complete from 
rope thimbles to boats. 
Glass dividers on table 
tops keep the small items 
in uncluttered condition. 
The maple panels on the 
wall accent the variety ; 
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When the Haupt Paint 
Long Island City, N. Y. 


in th 
auhe becling cattaehute ewere that Room last year, the 
Haupt's had something new was this the $12,000 a year 


newspaper advertisement which em- 
phasized the completeness of the 
department's lines. 


Knotty pine wall paneling is the 
decor in the marine room with a 
contrasting blue border trim. Wall- 
paper above the paneling is an at- 
tractive pastel border paper design 
of sail boats and gulls. Trophies, 
cut-out identification letters and 
display cards are set on the wide 
ledge above the paneling. 





HARDWARE AGE 


























cre 
deg 
hig! 


Also 
this 
pow 
into 
they 
tire 
spe 
is 1 
rool 








>f 


Paint 
ms Ve 
, the 
year 


| the 
ith a 
Wall- 
n at- 
esign 
»hies, 
and 
wide 


GE 












































ee 
i 
2B & FISHING 
; ‘ INSES sag 
ig i H # 
ie | 
% i ea ; 4 
Hf 
3 
Y ‘ 
{ 
r. & 4 
hod 
Se 
. 
tan - 
Mf “za an, 
@2 : 
“by 
2 
a 4 P 


Call" for Boatmen 


& Hardware Co., Inc., 
created its Marine 
department zoomed to 
high volume bracket. 


Log piling on either side of the 
entrance is an eye-catcher for the 
items placed about it as well as for 
lending a nautical effect. The marine 
room has a new front, which because 
it is modern and attractive stops 
weekenders on their way to resort 
points on Long Island. 


Also up front in the marine room is 
this tempting display of hobbyists’ 
power tools, many of them plugged 
into the electrical circuits so that 
they may be demonstrated. The en- 
tire display is 212 by 48 feet. A 
special office in the rear of the room 
is 12 by 14 feet. Behind the marine 
room is an outdoor tank for demon- 
strating outboard motors. 
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A special section of the 
marine department is 
devoted to hunting and 
fishing equipment, at- 
tractively displayed as 
in the photo. Hobbyists 
also can pursue their 
interests at Haput's. 
Trophies line the ledge 
above the display. 
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Pricing Changes Forecast for 
Builders Supplies, Paints, 
China and Other Items 


Voiding of basing point sales methods may force 
manufacturers to f.0.b. selling. Mason of FTC sees 
decentralization of industry as one result. 


how Supreme Court, in 


a recent decision ruling out the 
use of the basing point sales 
method in the cement industry, 
upheld the Federal Trade Com- 
mission's 20-year-old argument 
that f.o.b. selling should be 
extended to all heavy goods pro- 
duced and sold in the United 
States. The question now is what 
commodities would be affected 
by this new trend in _ selling 
methods? 

Lowell Mason, FTC member 
predicts that builders’ supplies, 
paint and varnish, china and por- 
celain are a few of the products 
that will be sold on the manu- 
facturer's doorstep in the future. 


Heavy Commodities First 


The Federal Government, Mr. 
Mason believes, will probably 
first attack the pricing system of 
those heavy commodities where 
the freight is a large percentage 
of the cost of the article to the 
purchaser. He predicts that the 
following products will be 
affected: 

Iron and steel, lime, rubber, 
glass containers, builders’ sup- 
plies farm equipment, ice road 
machinery, paint and _ varnish, 
business furniture, liquefied gas, 
auto parts, ladders, paper and 
pulp. 

That’s not all. He says the 
Supreme Court’s decision will 
also affect structural clay prod- 
ucts, china and porcelain, rein- 
forcing materials, vitrified clay 
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sewer pipe, antifriction bearings, 
wholesale food and grocery prod- 
ucts, end-grain strip wood block, 
construction machinery, paper 
bags, lye, and wholesale coal. 

The multiple basing point pric- 
ing system is not only out as a 
matter of the Supreme Court’s 
decision, Mr. Mason says, but it 
also is “out as a matter of plain 
economics, 


What Businessmen Want 


“I think there are more busi- 
nessmen in this country who 
would welcome a mill base at 
every point of production than 
there are businessmen who wish 
to maintain either the Pittsburgh- 
plus or the multiple basing point 
system,” Mr. Mason declared 
recently in a speech before Har- 
vard University’s Marketing Club. 

The FTC member goes on to 
say: “I believe that freight 
absorption is out. By that I mean 
that it will be a violation of the 
law for anyone to use a systema- 
tic pricing system which allows 
him to pay the freight out of his 
own pocket in order to sell in a 
competitor's territory. 

“By this I don’t mean that a 
salesman can’t make an_ off-the- 
cuff bid in a specific case to meet 
a competitor’s price, but a large 
producer selling thousands of 
items and employing thousands 
of salesmen is in no _ position 
to let his individual salesmen 
free lance on his own pricing 
structure. 


By GEORGE H. BAKER 


Associate Washington Representative 


of HARDWARE AGE 


“Therefore, I say freight ab- 
sorption is out. This affects every 
basic industry in the United 
States.” 

Similarly, zone prices also are 
out, Mr. Mason believes. “Zone 
prices affect about every industry 
selling on a nationwide distribu- 
tion, from pins and needles on 
up, he states. “But the average 
businessman need not worry too 
much. I doubt if Congress will 
give us (the FTC) enough funds 
so that we can sue the nation. 
The law of average will keep 
most manufacturers of  zone- 
priced commodities away from 
the business end of a federal 
complaint.” 

And, along the same line of 
thought, Mr. Mason predicts that 
an individual universal delivered 
price system is out, as well. 


What Will Happen? 


What's likely to happen to the 
average businessman as a result 
of these changes? Mr. Mason sees 
at least seven major changes in 
our selling economy. He sum- 
marizes these changes this way: 

“—_ In my opinion, Congress 
will never legalize any _price- 
fixing system provided they know 
what they are doing. In other 
words, there will never be another 
quid-pro-quo between industry 
and labor such as the NRA, leav- 
ing the consumer in the middle. 

“The present anti-inflation law 
which gives industries the right 


(Continued on page 154) 
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It's difficult matter for people to pass by this modern store front of stone 
and wood construction. Giant windows and flowering borders catch the eye. 


Palace Hardware 
Branches Out 


|= new, modern build- 
ing housing the Palace Hardware 
Co’s. Lakeside Village branch. 
San Francisco, Calif., at 2555 
Ocean Ave., is the first step in its 
program to extend service in the 
firm’s trading area. The most re- 
markable feature of the new 
building is its high display 
windows, extending from ceiling 
to floor providing a showcase for 
merchandise 
Because the entrance is in an 
indentation, off the stree, the store 
front presents an unbroken stretch 
of windows, heightening the pos- 
sibilities of dramatic display. An 
“L”-shaped window, along the 
side and across almost the entire 
back of the indentation, displays 
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Sales expectations exceeded by 20 per cent 
in new suburban store. Unusual store front 
helps turn the passers-by into customers 





This display of barbecue accessories is seen across the store wall 
as the customer enters the doors. It's also visible from the street. 
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smaller merchandise. The larger 
windows are bordered by flower- 
ing plants while vines and plants 
are also planted along the top 
of the side windows. The attrac- 
tiveness of the construction and 
display arrangements makes it 
impossible for customers to pass 
the store by. Consequently sales 
are already 20 per cent ahead of 
expectations. 

Lighting is incandescent on the 
main floor but fluorescents are 
used on the mezzaine which ex- 
tends over a little more than one 
third of the main floor. Interior 
walls are of two colors. The wall 
on which sunlight does not strike 
is painted light yellow to provide 
a contrast of warmth against the 
French grey of the opposite wall. 
The ceiling too is yellow. 

The store interior is spaciously 
arranged with 6-ft. clearances in 
the aisles. The merchandise lay- 
out is simple so as not to confuse 
the customer in his search. Goods 
are divided into eight depart- 
ments. 

A wide staircase directly in the 
store’s center leads up to the mez- 
zanine. A non-skid composition 
material covers the floor and is 
of the same type as that used 





in ocean liners. Beautiful, modern- 
istic stair rails are on either side. 
Part of the decorative motif of 
the mezzanine is an_ artificial 
hedge, fire-proofed, and approxi- 
mately 1 ft. high bordering the 
edge. 

Housed on the mezzanine floors 
are fireplace equipment and _ the 
unfinished furniture department. 
And as soon as possible a com- 
plete workshop department will 
be on display for homeworkshop 
is one of the most successful of 
the departments in the store. The 
calls for circular saws, jointers, 
band saws, electric motors and 
everything pertaining to the home 
workshop are numerous. 


Planning Promotion 


Palace Hardware is pushing 
well known home _ workshop 
equipment. The company plans to 
build a special promotion of its 
line on the mezzanine by setting 
up a fully equipped shop in which 
customers can try the tools they 
would like to buy. A competent 
instructor will be on hand one 
afternoon and one evening a 
week (the store is open Thursday 
nights) to demonstrate the power 
tools and answer all questions. 


Andy Kneafey, manager of the 
new Lakeside Village branch and 
who has been with the Palace 
Hardware Co., Inc. for five years, 
says that nearly every customer 
compliments the firm on the easy 
accessibility of merchandise and 
of the splendid displays. Merchan- 
dise is kept off the floor and sur- 
pluses are stored beneath the 
display counters so that full dis- 
plays can be easily maintained. 
The counters measure 3 ft.. 2 in. 
in height so as to be in scale with 
the height of the store. 

Mr. Kneafsey says that all dis- 
plays are so arranged that the 
merchandise can be demonstrated. 
The basement is for storage only. 
A daily delivery service, free to 
customers within a 50-mile radius. 
is one of the features of the 
store’s merchandising. Anything 
purchased before one p.m. is de 
livered that day. 

According to G. Dohrmann, 
manager of the Palace Hardware 
retail division (The main store is 
at 588 Market St., San Francisco, ) 
the company is driving hard on 
charge accounts both in the main 
store and the Lakeside Village 
branch and is increasing its adver- 
tising budget. 


PALACE 
HARDWARE 


Moving objects arrest attention. Here's an actual demonstration of a 
lawn sprinkler in operation. Lawn mowers suggest another purchase. 
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There May Be Danger in Your 


Installment Sales Contracts 


Costly losses may be yours if you do not accept an order 
upon receipt; if you do not file a contract immediately; 
if your collection efforts are careless; if you use force in 


By ALBERT WOODRUFF GRAY 


to use of conditional 


sale contracts in hardware mer- 
chandising permits credit sales in 
markets, where without _ these 
agreements credit conditions 
would be prohibitive. In the pres- 
ent shift toward a buyer’s market 
the old adage takes on new mean- 
ing; two times a salesman should 
hustle, one, when the orders are 
coming fast, the other when the 
orders are not coming in at*all. 

Selling for cash across a coun- 
ter eliminates credit problems. 
But that market must pass and in 
its place come sales on credit 
that often are made on the unreal- 
ized and over valued prospects of 
a buyer. The employment of condi- 
tional sale agreements reduces this 
credit risk in the sale of durable 
goods such as household appli- 
ances and other hardware. On the 
other hand, a lack of familiarity 
with these methods of selling may 
be the source of heart-breaking 


losses. 


The Danger Signs 


The danger signs to be watched 
by a seller employing conditional 
sale contracts in his merchandis- 
ing are four: (1) a prompt accep- 
tance of the order upon its receipt 
from a conditional sale buyer: 
(2) the immediate filing of the 
contract as provided by the law 
of the state of the buyer; (3) 
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repossessing merchandise. 








“A lack of familiarity with these methods of sell- 
ing may be the source of heart-breaking losses." 


care lest efforts at collection con- 
vert a conditional into an absolute 
sale, and (4) the avoidance of any 
force or violence in the retaking 
of property, except in properly in- 
stituted legal proceedings. 

The distinction between condi- 
tional sale agreements and a 
simple lease of merchandise must 
be always kept in mind. The deal- 
er who merely dubs instalment 
payments “rent” on the assump- 
tion that by so doing he can dress 
up a conditional sale agreement 
to be mistaken by the courts for 
a mere lease, is looking for disas- 
ter. A conditional sale agreement 
is not a lease. Calling the con- 
tract by that term does not change 
its character. 

One means of combining both 
these methods in sales, thus gain- 


ing some but not all the advan- 
tages of each, has been the sub- 
ject of recent court decisions and 
is worthy of consideration in its 
application to this type of mer- 
chandising. 


No Obligation to Buy 


By a mere rental of merchan 
dise the owner incurs no possibil- 
ity of losing his goods. irrespec 
tive of possession by some one 
other than the buyer. On the other 
hand, the user under a lease is 
under no obligation to buy the 
goods. He merely agrees to make 
periodical rent payments for their 
use. 

A lease of this type, however, 
may include a provision that the 
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buyer, at his option, can purchase 
the merchandise and receive credit 
for whatever amount he has al- 
ready paid as rental. On the other 
hand the option is the buyer’s 
and the seller has made no sale 
unless the customer agrees to buy 
the goods. 


Here's a Case 


An agreement made in a west- 
ern state for the rental of voting 
machines provided that the county 
which had rented the machines. 
could, at its option, purchase them 
and, if it did so, all payments 
made for rental might be applied 
on the price. The owner of the 
machines sought to collect their 
price from the county. He failed. 
The court said of the agreement, 
“It will be seen that nowhere is 
there any agreement by the coun- 
ty that it will pay the full pur- 
chase price of the machines, 
either as rental or otherwise, nor 
can the seller compel such pay- 
ment. On the contrary the con- 
tract expressly provides that the 
first payment for the use of the 
machines is the only binding 
obligation.” 

This distinction between a lease 
of merchandise and a conditional 
sale appears even more clearly 
in a recent Missouri case. “A test 
usually applied in determining 
whether or not an instalment con- 
tract is a lease or a conditional 
sale contract,” said the court, “is 
whether or not such contract 
requires or permits the transferee 
to return the property in lieu of 
paying the purchase price. If the 
return of the property is either 
required or permitted such instru- 
ment will be held to be a lease. 
On the other hand, if the trans- 
feree is obligated to pay the pur- 
chase price, even though such 
price is denominated rental or 
hire, the contract will be held to 
be one of sale.” 

In an agreement merely for the 
rental of property, the acceptance 
by the seller is of no moment. But, 
on the other hand, on the receipt 
by a merchant of a proposed con- 
ditional sale agreement, signed by 
the buyer, it is imperative, if he 
intends accepting the contract and 
delivering the merchandise, that 
he immediately communicate his 
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acceptance to the conditional buy- 
er. Further, his acceptance should 
state definitely that the order will 
be filled and the goods delivered, 
not be merely an acknowledgment 
of an order. The difference may 
be the loss of a sale. 

An incident of this sort of neg- 
lect occurred recently where a 
merchant lost his profits from the 
sale of 1,400 cases of brandy, 
solely because of his delay in ac- 
cepting the order. The customer's 
order was received. Two days later 
the seller had not accepted the 
order and received a cancellation 
from the customer. This cancella- 
tion, the court held, was binding 
and a subsequent shipment, re- 
fused by the buyer, created no 
obligation. 

Some years ago a_ salesman 
received a customer's signed order 
which the salesman transmitted to 
the home office. Before the order 
was received the customer notified 
the home office it had changed its 
plans and was cancelling its or- 


der. In the suit that followed the 
court pointed out, “A notification 
by the offerer, transmitted to the 
home office before the order is 
accepted, countermanding and 
withdrawing the offer, operates as 
a withdrawal of the offer. A pro- 
vision in the contract that ‘this 
order shall not be countermanded’ 
imposes no limitation upon the 
power of the offerer before the 
instrument becomes a contract by 
the seller’s acceptance.” 


Loss By Negligence 


Another instance of loss by neg- 
lect in the acceptance of orders 
occurred in a sale, for which the 
signed order for a complete regis- 
ter system of accounts was taken 
by the salesman on November 
15th. The order was mailed by 
him to the home office. The com- 
pany delayed notifying the cus- 
tomer of its acceptance of his 
order until December 10th. In the 

(Continued on page 155) 


Side Aisle Tool Display Catches the Eye 


OWER and other tools at the 

Ace Store, Prophetstown, III., 
owned by J. K. Urick, get more 
attention from farmers and towns- 
people because the store manage- 
ment has erected a special dis- 
play setup on a side aisle table. 
On this table, some of the smaller 
tools are suspended from a cross- 
bar with metal clamps. The 
smaller tools can be displayed on 
both sides of the crossbar and 
present a neat, appearance when 


suspended in this manner. Their 
position is in contrast to other 
tools lying horizontally on a 
lower display level. 

The customer, attracted to the 
display of tools on the crossbar 
always sees the larger tools dis- 
played on the table below and, 
in this way, additional sales are 
often made. Other tools in the 
store are displayed at adjacent 
wall locations, well toward the 
front of the 50 by 70 ft. store. 





People interested in tools can see this display from a distance. 
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- Knowledge of Trade’s Needs 
Helps Sell Power Tools 


Grunert's Hardware knows what its trade wants 
and sees that their wants are filled. That's why 
individual sales frequently hit the $100 mark 


Wren a farmer 


visits Grunert’s Hardware, North- 
field, Minn., Mr. Grunert invar- 
iably suggests some power tool 
item to make operations more 
efficient, to save time and thereby 
earn more profit. 

The result is that many farmers 
purchase power tools there. In 
fact, Mr. Grunert says that it is 
not unusual for farmers to pur- 
chase from $50 to $100 worth of 
power tools at one time and on 
a few occasions the $100 mark 
has been exceeded. 

The modern farmer has become 
more mechanically minded due to 
power farming, Mr. Grunert 
points out. Usually he has a fairly 
well equipped repair shop where 
he and his men can make repairs 
on many farm tools and also con- 
struct handy gadgets for use in 
farming. This calls for more and 
better power tools, and the farmer 
appreciates suggestions as to what 
will enable him to help solve 
some of his repair shop problems. 


Knows the Farmers 


Mr. Grunert is well acquainted 
with most of the farmers in his 
area, as he has been in business 
in Northfield for many years. He 
says that he can suggest power 
tool items to certain farmers, 
because he knows which ones 
are mechanically minded, have 
repair shops on the farm and 
have the money to pay cash for 
such purchases. 

“When farmers get together at 
various meetings today,” says 
Mr. Grunert, “the talk can just 
as well concern what power tools 
the farmers have as well as how 
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Here is one of the firm's power tool window displays. 
And there also is merchandise for the housewife there. 


the favorite dairy cow is produc- 
ing or what is the rate of lay of 
the prize poultry flock. That’s 
how farmers in this region regard 
power tools. They use them a 
great deal and find that they play 
an important part in daily farm 
life.” 

While electric drills, band 
saws, bench saws and _ power 
grinding wheels are in use on 
many farms, farmers are also 
buying and finding good use for 
items such as lathes, jointers, and 
drill presses. 

Many farmers’ sons, says Mr. 
Grunert, learn about the use of 
this type of equipment in high 
school agricultural classes and 
are often instrumental in getting 
their fathers to buy such equip- 
ment for use on the farm, thus 
lessening dependence on town 
repair service for many items. 


Another source of sales for the 


wide line of power tools is the 
home shop hobbyist. Northfield is 
a college town and many college 
men have homecraft shops and 
are willing to spend money each 
year to equip them. 


Advertising Stressed 


Mr. Grunert uses, newspaper 
and direct advertising to help 
call the attention of the city and 
farm trade to his tool lines, but 
he finds that a good tool window 
display results in quick sales of 
tool items and also many addi- 
tional inquiries which serve to 
give him an excellent prospect 
list. 

One recent window display 
brought in a number of prospects 
the first day it was installed, and 
a number of sales were made 
from these inquiries. Mr. Grunert 
reports that most of his sales of 
power tool items are for cash. 
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Here's ‘the new look" in hardware 
as the firm introduced it in the 
city of Charleston, W. Va. The store 
is 50 by 60 ft. in size and has a 
basement of the same dimensions. 


New West Virginia Store 


ly September of last 
vear three men started to row 
their own boat on a new course. 
They opened their own hardware 
store, the Village Hardware Co.. 
3712. McCorkle Ave, S. E.. 
Charleston, W. Va., and in so 
doing brought the new look in 
hardware merchandising to Kana- 
wha City, a fast growing section 
of Charleston. 


Off to a Good Start 


Admittedly lacking in hardware 
experience, Art Isaac, George 
Guthrie, and Vincent J. Reishman, 
have been learning as _ they’ve 
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gone along. But they got off to a 
good start by building a modern 
store an attractive store de- 
signed for selling — by offering 
pleasant, courteous service, by 
putting one advantage of a sub- 
urban location to work in pro- 
viding customer parking space. 


The Building 


The store building is masonry. 
steel and concrete construction, 
50 by 60 ft. with a full basement 
of the same size. The building 
front is faced with red finish 
brick and has two display win- 
dows, 734 ft. by 16 ft. on either 





side of a central doorway. The 
windows come to within one foot 
of the floor thus displaying the 
entire sales room from the street. 


Display Fixtures 


Display fixtures, NRHA type, 
are home-built of plywood and 
consist of six 8-ft. wall sections 
running from the front to the rear 
of the store. The rear counter 
section and partition was built 
around some metal store counters 
which the owners had had on 
hand and which were re-adapted 
to carry out the decorative scheme 
of the entire store. 
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The Viilage Hardware Co., recently 
built and newly organized affords 
plenty of parking space. The large 
windows, coming to within a foot 


of the floor display the interior. 


Features 


There are eight, 5 by 10-ft. 
island-type display counters with 
pyramided shelves. These are 
spaced across the front and rear 
of the store with 5 by 5 ft. plat- 
forms between them. The fixtures 
are painted a deep ivory with the 
trim rail in cocoa brown 


Excellent Illumination 


Lighting consists of 21, 48 in.. 
four-tube instant-start fluorescent 
ceiling fixtures. Each 8-ft. wall 
section also has a 4-ft. fluorescent 
tube under the canopy. These 
canopy lights are on at all times 
during the day and night and 
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“The New Look’ 


Village Hardware Co. makes up for experience 
yet to be gained by being attractive, giving 
pleasant service and furnishing space for 


parking. Has already had its first $1000 day 


particularly at night, they serve 
to light the whole store, serving 
to make all of it a show window. 


George Guthrie, one of the 
three principals was and still is 
a traveling salesman for a local 
dry goods wholesale firm. Art 
Isaac, the second of the trio was 
a technical man in charge of all 
orifice meter installation and 


maintenance of the Columbian 
Carbon Co. in West Virginia and 
Kentucky and Vincent Reishman 
is an accountant and natural gas 
well operator. But they saw an 
excellent opportunity for a mod- 
ern hardware store and are mak- 
ing the best of that opportunity. 
(They’ve already had their first 
$1,000-day.) and of their knowl 


edge of their community. 





Display and Advertising Aids 
To Appliance Sales | ee 


Approximately one third of the display space 
at the B. Urich Co. is devoted to appliances, 
radio and similar lines—and it pays dividends. Cordur 


- B. Urich Co., at 
N 


844-848 Third St., in down- 
town Milwaukee, Wis., dates back 
to 1903, and was originally de- 
voted strictly to locksmiths’ hard- 
ware and tools. Today that busi- 
ness headed by Perry Urich, pres- 


also is a big factor in the appli- 
ance and radio merchandising 
fields in Milwaukee. 

Even before the shooting ceased 
in World War II, Perry Urich 
had his franchises lined up for 
initial entry into the appliance. 
radio and television selling field. 





ident, and son of the founder is 
an expanding hardware firm and 


An early post-war step in that 
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Now that we've broken into print with the good 
news, it's an open secret that we're going to 
have one of the finest and best looking appli 
ance stores around these parts Everything's 
going to be new and up to date and it'll be a 
pleasure for you to shop here, leisurely and 


onfidently, for the quality electric and house 





hold apphances you'll want to buy 


Carpenters, bricklayers and remodelers in gen 
eral will be swarming over our place soon 
reconverting it into a sparkling new appliance 
store. So watch for wait for the news about 
our wonderful new departments — electric ap 


pliances and Delta home tools — desiqned 
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This unique direct mail piece heralded B. Urich's entry into the field 
of appliances, radio and television. It was printed in red and black. 
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program was expansion of the 
store, including the installation of 
a new front as described in the 
March 25, 1948, issue of Harp- 
waRE AcE. Visibility, light and 
color are outstanding features in 
the entire store but this is partic- 
ularly true in the appliance and 
radio sections. 

When the Milwaukee Sentinel, 
Nov. 11, 1945, told of Mr. Urich’s 
plans, based on an interview with 
Perry Urich, the store used that 
news item for a piece of unusual 
advertising as reproduced on this 
page. The company’s colorful 
and modern black and red letter- 
head of conventional 814 by 
1] in. size was sent out to a wide 
mailing. On it was reproduced 
the news story, including a pic- 
ture of the president of the con- 
cern, with the heading — in red 
and black — “Well, What d’you 
Know . . . Even the Newspapers 
are Talking About Us!” 


Appliances on Parade 


Included in the mailing piece 
was a parade of appliances - 
many on cartoon style “human 
legs”, leader of the parade being 
a refrigerator the “arms” of 
which carried a pennant “See Us 
at Urich Soon!” Refrigerator and 
power tool brand names were 
included. That mailing piece went 
on to read: “Now that we've 
broken into print with the good 
news, it’s an open secret that 
we're going to have one of the 
finest and best looking appliance 
stores around these parts. Every- 
thing’s going to be new and up 
to date and it'll be a pleasure 
for you to shop here, leisurely 
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. IT’S STRONGER 





IT’S EASIER TO HANDLE 








“Cordura” reduces the weight of 


















Cordura*-reinforced hose has higher hose—up to 50%. That's because 

bursting strength than pre-war hose fewer plies—or lighter plies—are Besides weighing less, “Cordura” 
... Stands up against flexing, strain sufficient with this super-strong, light- reinforced hose has much greater 
ond titer Ghent weight yarn. flexibility—coils smoothly. 











Sell extra value... hose made with 


DU PONT "CORDURA" 
HIGH TENACITY RAYON 


“Cordura’’-reinforced hose lasts longer! 


KEDD 

7 CSA This new hose is reinforced with the same 
Wi, XK q product that gives truck tires their amazing 
MMi, durability. It’s Du Pont “Cordura” High Te- 


nacity Rayon. 


Give your customers the benefit of this ex- 
tra hose value. Specify. hose reinforced with 
Du Pont ‘Cordura’? High Tenacity Rayon. 


By giving your customers extra value, you 
get full satisfaction in your dealings. And you 
give customers extra value when yaqu sell them 
garden, air, steam and water hose made with 
“‘Cordura.”’ Rayon Division, E. I. du Pont 
de Nemours & Co. (Inc.), Wilmington 98, Del. 


*REG. U.S. PAT. OFF 


Tune in Du Pont ‘Cavalcade of America’’ every Monday evening, NBC 


“eee oe 


BETTER THINGS FOR BETTER LIVING 
--+ THROUGH CHEMISTRY 


fr RAYON... for NYLON... 


for FIBERS to come... look ' DU PONT 
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A corner of the major appliance display room on the main floor. It 
is neat, colorful, spacious and may easily be seen from the sidewalk. 





This section of the downstairs display room is given over largely 
to table model radios, small appliances and clocks—all price marked. 
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and confidently, for the quality 
electric and household appliances 
you ll want to buy.” 

“Carpenters, bricklayers and 
remodelers in general will be 
swarming over our place soon, 
reconverting it into a sparkling 
new appliance store. So watch 
for . . . wait for news about our 
wonderful new departments — 
electric appliances and (brand 
name) home tools — designed 
especially for you.” 


Writes His Own Copy 


Mr. Urich writes the copy for 
his own advertising. 

Pictured in these pages are 
sections of the present appliance 
displays on the main floor and 
one of a part of the attractive 
radio and television salon on the 
mezzanine floor overlooking the 
main floor appliance sections of 
the store. Some of the fixtures 
will later be replaced with nat- 
ural wood finish units. Good 
lighting helps make the entire 
appliance, radio and _ television 
setup attractive but the color 
scheme of deep yellow ceiling 
and grey walls adds further to 
the picture. 


The Preliminary Story 


The preliminary story of 
Urich’s investigation of radio, 
television and appliances is some- 
thing to know. Eventually the 
firm’s selling tools will include a 
sound film demonstration studio 
for telling its story on kitchen 
modernization, etc. As to his prep- 
aration for entry into the appli- 
ance field Mr. Urich says, “I felt 
that appliances were something 
that were hardware store lines, 
and to find the story on appliance 
preferences we paid three appli- 
ance repair shops to make a sur- 
vey of their repair business in 
order to determine the most pop- 
ular lines of refrigerators, ranges, 
radio and other major _ items, 

(Continued on page 138) 


This giant-sized trade mark of a 
world-known manufacturer lends a 
bit of atmosphere to this display 
room which is on the mezzanine. 
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In every link 
SECURITY 


and 


| SATISFACTION 


Customer satisfaction is a certainty when you 


sell Cleveland Chain. 


Every item in the Cleveland line is precision 
designed, manufactured to rigid standards 
and carefully tested. There’s security, safety and 
satisfaction in every link. 


Here in Cleveland members of our plant super- 
visory group (foremen and superintendents) 
average 26 years of service. Six have exceeded 
40 years. Many families claim three generations 
in our plants. 


Since its inception, our company has been 
actively and continuously managed by practical 
chain makers. Today management is vested in 
three grandsons of the founder each of whom 
possesses over 30 years of chain experience. To 
these men the production of fine chain is more 
than a business. It is a tradition to be upheld... 
a reputation to be carefully guarded ... a recog- 
nized responsibility which assures you that every 
Cleveland Chain product will be unsurpassed 


P & P—6006 


in quality. 


Security in Every Link 








Typical of the experienced personnel of the 
Cleveland Chain organization is Leroy Dick, 
general superintendent of The Electric Weld 
Department. He has a background of 40 years %, 
in the chain industry. id 
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 certitiea 
; CHAIN INSTITUTE 


Member 4 






: 
Since DR’ Crd 1869 


e « 


ow” 





500,000 Ib. chain testing machine. 


Each length of Proof Coil Chain, BBB Chain 
and Super Steel Chain is carefully inspected . . . 
every link is examined. 





The Cleveland (hain & Mfg. (o. 





Associate Companies: David Round & Son, Cleveland 5, Ohio 
e The Bridgeport Chain & Mfg. Co., Bridgeport 1, 
Connecticut e Seattle Chain & Mfg. Co., Seattle 8, 
Washington e Round California Chain Co., So. San 
Francisco and Los Angeles 54, California ¢e Woodhouse 
Chain Works, Trenton 7, New Jersey. 
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Cooking and laundry equipment, including conventional type washers 
and automatic units, are featured in the basement. Manufacturers’ 
display material helps supplement display value of the appliances. 


Paulson's Two-Floor Display 


PF icnsens HARD- 
WARE in Hopkins, Minn., is an 
easy drive from the heart of Min- 
neapolis. It is an attractive and 
modern store and its owner, 
Sever Paulson, is a widely known 
merchandiser. Mindful of the ad- 
vantages of major appliance dis- 
plays on the main floor, where 
window shoppers and passers-by 
cannot help but see them, Mr. 
Paulson also has basement dis- 
plays to further emphasize the 
wide variety of kitchen and home 
laundry equipment offered by the 
store. The basement displays, 





which include a simple but effec- 
tive demonstration unit for a fil- 


Part of the main floor, front-of-store appliance display. Prominent : 
price markers, window lights and spotlights make displays stand ouf. ter type vacuum cleaner, provide 
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Another section of the basement display room. In the foreground is 
a demonstration setup for a filter-type vacuum cleaner. Note the rug 
ready to be a repository for the dirt to be used for demonstrations. 





Plan Helps Move Appliances 


the means for discussing terms 
without main floor distractions 
and a better opportunity for an- 
swering sales resistance. 


Bright and Colorful 


The entire store is bright but 
the appliance displays are not 
only well lighted but colorful. 
The color combination is of grey, 
blue, salmon and yellow . with 
green linoleum to add to the at- 
tractiveness of the entire setup. 
Although the attractive display 
rooms are good merchandising 
tools in themselves and many ap- 
pliance sales are consummated 
right in the store, store leads are 
followed up by outside calls. How- 
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Main floor displays may be seen from street 
and have excellent advertising value. Basement 
room provides privacy when discussing terms 


ever, as Sever Paulson observes, 
“Our appliance department doesn’t 
have to go out and ring doorbells 
in order to make sales.” 
Illustrated in these pages are por- 
tions of the main floor and base- 
ment appliance displays. The main 
purpose of the first floor displays, 
says Mr. Paulson, is to enable 
people to see them from the 
street. Main floor display arrange- 
ments are frequently changed and 
most of the major units bear 


prominent and easy to read blue 
and white price signs, so largely 
lettered that they may even be 
read from outside of the store. 
Glass shelving above the floor dis- 
plays is utilized for showing pres- 
sure cookers, coffee makers and 
table model radios. Low base, 
narrow ledge, open back display 
windows are used in this section 
of the store to display pressure 
cookers and other small appli- 
ances, 
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Perhaps no better 
demonstration of Lowell 
product superiority can be 
shown than this: Lowell is 
the world’s largest 
manufacturers of sprayers 
and dusters exclusively. 
You can rely upon Lowell 

. for quality . . . for 
sales . . . for satisfied 
customers. 





Commander 












© 1947-L M Co. 


“Lowell Sprayers and 
Dusters have eye-appeal 
for any customer, and 
we find that Lowell per- 
formance brings repeat 


_ business.” Manufacturing Co. 
: A Lowell Dealer C 
(name on request) a 

'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 
WRITE DEPARTMENT 51, 589 E. ILLINOIS ST., CHICAGO 11, ILLINOIS 
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Display and Advertising 
Aids to Appliance 
Sales 


(Continued from page 134) 


based on the lines repaired by 
them. This survey narrowed the 
field to three makes of refriger- 
ators, for example, and we ob- 
tained the franchise for one of the 
three.” 

The same thing was true of 
radio, television, washing ma- 
chines and other major units of 
sale. From these surveys the store 
also obtained an extensive mail- 
ing and prospect list. 

About one-third of the store’s 
display space is devoted to major 
appliances, radio, television and 
table appliances. When a _ local 
radio station opened its television 
studio — several months ago — 
Urich’s tied in with that opening 
by advertising that it offered tele- 
vision receivers and has continued 
advertising on a once a_ week 
basis. Although outside selling of 
major lines, including radio has 
not been started, Urich’s plan 
such operations when supplies of 
such equipment become more 
plentiful. 


Incentive Program 


Nine months ago the store be- 
gan an employee incentive pro- 
gram as a means of increasing 
volume and profits, 14 employees 
participating in the program for, 
as Mr. Urich puts it, “We were 
a service organization and we 
want to change to a sales organi- 
zation.” Under the incentive plan 
a monthly sales quota was estab- 
lished based on 1947 and 1946 
sales for comparable months last 
year and this year. When sales 
for a month exceed the set quotas 
one per cent of the total is 
divided among the participating 
employees. If monthly _ sales 
exceed the quota by $5,000 or 
more an extra one-half of one per 
cent on the extra sales is put in 
the pool. Division of the pool 
profits is made on a quarterly 
basis. 

Sales of major units have, to 
date, been largely on a cash basis 
although deferred payment sales 
are arranged for, paper being 
handled by a local banking insti- 
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One in a series of 
messages to Black- 
stone $s nation-wide 
network of selected 
dealers, in which 
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the Blackstone on 
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plus values. y 
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Reflectometer r Tests prove con 
the degree of soil removal accomplished 
by any washer. Ble ackstone welcomes 
any legitimate comparative tests wit 
any washer manufactured today. 
ffort to measure 


est and intelligent e 
~~ com mparative © efficiency of the 
various — — 

These are t many believable 
tests W hich es tw plish the superiority 
of Blackstone performance beyone 
all doubt. 


JAMESTOWN, wn. Y- 


BLACKSTONE CORPORATION 
yidest W ‘asher Manufacturer 


America 's ( 
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* AUTHORIZED DEALER * 


BLACKSTONE 


H 
OME LAUNDRY EQUIPMENT 





Only BLACKSTONE builds the 
é wbination Laund 
iry- 


No ot 
other manufacturer offers as complete a li 
ine. 








139 





THE 
pROVEN BRAND, 


gélt 





he 


WIRE NETTINGS 


It pays to sell wire netting with the brand name that is a buy- 
word for dependable quality — Cortland. 

Cortland Brand Wire Nettings are made with the best 
corrosion-resisting, open-hearth copper bearing steel from 
Wickwire’s own mills . . . based on three-quarters of a century 
experience in wire manufacturing. 


Left: Hexagon Poultry Netting — made with extra-long contin- 
vous twist; 1” and 2” Mesh; 20 Gauge; limited range of stand- 
ard widths to permit greater production; 150-linear-foot bales. 
Galvanized before or after weaving. 


Right: Straight Line Netting — strong Lock Twist evenly woven 
to hang straight without bulge or sag; 1” and 2” Mesh; 20 
Gauge: Standard Widths; 150-linear-foot bales. Galvanized 
before or after weaving. 


Hexagon Netting is also furnished in heavy grades, galvan- 
ized after weaving, for Animal Pen Netting and heavy-duty 
purposes; %4”, 1”, 142” and 2” Mesh. 


LRAND 


WIRE + SCREEN WIRE CLOTH © POULTRY NETTING + NAILS 


WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 















tution. Credit sales have been so 


carefully watched that to date § 
there have been no repossessions ff 


and despite this caution no rejec- 
tions of applications for credit 
purchases. On refrigeration, cur- 
rent terms are 20 per cent down 
and up to 18 months for com- 
pletion of payment, whereas radio 
and television sets require a down 
payment of 25 per cent. Abvut 
one-fourth of the store’s current 
volume is in appliances, radio 
and television, although but one- 
fifth of its display space is given 
to such lines. Automatic washing 
machines, home freeze units, elec- 
tric heaters, garbage disposal 
units and kitchen cabinets are 
among the major lines offered by 
Urich’s. 


Mezzanine Displays 


The mezzanine salon showing 
includes a television receiver list- 
ing at $250, the store’s offerings 
including sets priced as high as 
$808. Best selling television re- 
ceiver in the store’s lineup is a 
unit selling at $325. Of his mez- 
zanine salon Mr. Urich observes, 
“Making an attractive display 
such as this pleases prospects and 
makes customers of many of them. 
In making this display we tried 
to give our prospects and cus- 
tomers nice surroundings, having 
some dignity.” And the idea 
works well. 


Suspended Fixture 
Display a 
Traffic Builder 


poewny of placing its light 
fixture display along the side- 
wall, the Ace Store, Prophets- 
town, Ill., owned by J. K. Urick, 
utilizes an area in the center of 
the large 50 by 70 ft. store, and 
a great deal of business is done 
at this spot. 

The light fixture display, down 
about 4 ft. from the ceiling, is 
centered around a supporting pil- 
lar. Not only are light fixtures 
shown from the high level, but a 
special display area below shows 
globes, light bulbs, electrica 
switches and other related mer- 
chandise very well, too. 

The light fixtures are kept 
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Customers are sure to see these fixtures. They're lighted on dark days. 


lighted on dark days and during 
evenings when the store is open, 
which naturally attracts many 
townspeople and farmers in this 
little city of 1,557. The fixture 
area can be approached from four 


Mr. Urick and staff feel that 
because items on this display 
stand are some needed frequently 
in the average home — such as 
light bulbs — that a center loca- 
tion is best. A high volume of 













































































sides, which would not be pos- sales for these related items 
sible with a wall display. proves the contention right. 
U.S. EXPORTS AND IMPORTS 
MILLIONS OF DOLLARS WORTH OF GOODS 
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- imPorTs | - 
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AMERICAN TARIFF LEAGUE 





The narrowing gap between U. S. exports and imports evidenced in late 
1947 and Jan.-Feb. 1948, continued in March as general imports of foreign 


goods rose to record levels while U. S. 


exports increased slightly reversing 


a four-month dip. Total imports shown include Interim Aid, U. S. Foreign 
Relief, Greek Turkish Aid, UNRRA, Lend-Lease, and Army Civilian Supply 
shipments. Source: U. S. Commerce Department. 
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To sell a 


wae you sell Philadelphia mowers, you get 
i the advantages of a complete line. Four 

od and two power models enable you to 
please every prospect. That means more sales 
and more profits for you. 





(A) Strong cast iron wheels equipped with 
Torrington Needle Bearings run on steel 
axies. (B) Wheel gears mesh perfectly 
with pawls on drive gear. (C) Cast iron 
drive gear transmits power evenly from 
wheel to pinion. (D) Pinion is held in 
place by snap ring for guaranteed gear 
mesh. (E) Light alloy side frames reduce 
weight with no sacrifice of strength. 

In addition to this outstanding gear sys- 
tem, the Special also has semi-pneumatic 
rubber tires, streamlined tubular handle, 
ball-bearing mounted cutting reel—we've 
included everything to make it the finest 
band mower money can buy. Ask your dis- 
tributor or write us for more details. 7 


The Super Falcon, one of two (Mm 
@utstanding Philadelphia ; 
power mowers 





PHILADELPHIA LAWN MOWER DIVISION 


Coldwell- Philadelphia Lawn Mower Co., Inc. 
Newburgh, New York 
Subsidiery of Portable Products Corporation 
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Watch 


ws long-delinquent 


accounts be collected? 

Bill Hobday, one of the part- 
ners of Wabasha Hardware, 
Wabasha, Minn., who 
most of the firm’s bookwork, says 
that they can. However. he advises 
that no hardware dealer fail to 
keep following through on such 
accounts the moment they become 


handles 


delinquent. 
Mr. Hobday frankly 


that due to pressure of store sales 


admits 


work, his firm allowed a_ few 
accounts to become delinquent in 
1945 and 1946, with the result 
that when they were listed as 
delinquent they were quite old. 
Letters written now and then to 
such accounts failed to result in 
collection or even part payment. 
Gradually they were written off 
the books. Mr. Hobday points 


out that this is probably a com- 
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Bill Hobday looks over his ledgers for delinquent accounts. 


the Delinquent Accounts! 


That's what they do at the Wabasha Hardware 
and do it by working through a collection 
firm. It's a system that has been profitable. 


mon occurrence’ in many _hard- 
ware stores, especially during 
boom periods, where sales volume 
is high and the store staff is busy 
handling a_ record volume. of 
trade. 


The New Method 


Some months ago, a_ local 
credit company, covering a num- 
ber of Minnesota counties, ap- 
proached Wabasha Hardware and 
other merchants with the proposi- 
tion that all delinquent accounts 
be turned over to them for col- 
lection. the participating firms to 
hereafter 
county-wide 
system. 


become part of a 


credit information 


Wabasha Hardware signed up 
on the basis of an initial pay- 
ment of $15 to the collection firm, 
plus 20 per cent on all moneys 
collected, plus one cent per name 
for each name and account turned 
over to the credit firm for col- 
lection. 

The credit firm got busy, began 
writing letters to delinquents and 
also began making some personal 
calls. 

Delinquent accounts began 
coming into the store, paying up 
in full in most instances, and 
staying to buy merchandise for 
cash. One woman who owed a 
$65 account from 1945 made a 
sizable down payment, promised 
to pay more soon and bought 
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The fascinating Dumore* Carvit makes 
your customer a skilled wood-carver in 
twenty minutes 






a. 


A delightful hobby complete in one tool! Reproduces 
models (from dime store or gift shop) in beautiful 
mahogany and other fine woods, Just trace the model, 
The Carvit does the rest. It’s great fun — and profit- 
able. Amazingly easy to use. The Carvit is the ideal 
gift for anyone — man, woman, boy, and girl — every- 
Pe one loves it! It’s a natural for your hobby trade, 
<n OR , REFUND P) rn 


$” Guaranteed by ® 
Good Housekeeping 


ah 
ior AS apvepristo WEE 











The Dumore Duplex gives your customer 
more power, more capacity than any other 
homeshop handgrinder 








‘- 
. Here’s the handgrinder workshop fans have been wait- 
— it : ing for — the powerful Dumore Duplex. Its full 1/14 
Bt none hp. motor has extra no-stall power for heavy jobs 
1 Ty ’ ; (50-500% more power than other available homeshop 
ry handgrinders). Its extra-capacity chuck takes all 3 
| up Vey tool sizes — 44", 4%”, 3/32”. Attachments convert it 
pay- instantly for bench, lathe, and flexible-shaft duty. Be- 
iid cause the Duplex makes work faster, easier, and twice 
' =e r ' ’ 
neys the fun — it is twice as easy to sell! 
ame / 
rned t 
col- 
These famous national magazines carry sales-building 
can / Dumore advertising into 6,000,000 homes every month — 
and eS | hundreds in your own city. Dumore gives you effective 
mec > | ' o 7 direct-mail follow-up and local advertising and promotion 
ynal ae \ pe ; a b | . material to tie in with this national campaign — to bring 
‘ \ [gt . la the customers into your store! 
d ® 1/ : “Trade Mark Reg. U.S. Pat Off, 
xan a ee 
up 4 .s / “<< 
and P 
f¢ Don’t wait to cash in on this profit opportunity! Stock up 
or now — and watch the sales roll in! Qualified dealers can be 
l a stocked immediately, Write for complete details today! 
Ps . . 
3 The Dumore Company, Dept. E-56 Racine, Wis. 
se 
cht oe . aw RACINE, WISCONSIN 
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SoutH BEND 


Croquer! 


You'll get a big boost from South 
Bend Croquet in selling your out- 
door furniture, decorations, acces- 
sories! The tremendous interest 
in this family game brings Mother, 
Dad, Sis and Brother, plus guests 
and friends out into the yard. De- 
velops “outdoor living room” 
consciousness. 


DISPLAY THIS BOOK! 
16 page, 2-color book — 
“How To Play Croquet” 
—describes complete 
history and rules of 
game. 25c list. Quantity 
discounts to dealers. 





SALES REPRESENTATIVES 
Eastern — Julius Levenson, 7 E. 17th St., N. Y. 
Southern — Louis Williams, Nashville, Tenn. 
Midwest — South Bend Toy Mfg., So. Bend, Ind. 


So. Calif. & S. W.—Glenn B. White & Assoc., 
1151 S. Broadway, Los Angeles 15, Calif. 
No. Calif. — Standard Toy Agencies, 718 Mission, 

San Francisco, Calif. 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH/BEND 


toque 


AMERICA’S FAMILY GAME 


Croquet Sets « Baby Carriages + Children’s Furniture 
Doll Carriages * for over 70 continuous years 
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merchandise for cash. None of the 
delinquent accounts seemed to 
have any ill will toward the store, 
as evidenced by their cash pur- 
chases. In fact, the credit collec- 
tion firm emphasizes to the mer- 
chants that they get better results 
with many delinquents by firmly 
stressing fair play in paying for 
past purchases, and credit reputa- 
tion. To those who do not respond 
to such appeals, a tougher letter 
can be used. 

Bill Hobday and his partner 
Ray Kurzeka were pleasantly 
surprised by the collection results 
so far. They plan to remain in 
this credit collection system, pay- 
ing in the future one cent per 
name turned in, plus 20 per cent 
on collections. They regard such 


collection commissions reasonable 
especially on these delinquent 
accounts. 

“We have learned that accounts 
can be collected if they are con- 
tacted regularly and firmly,” says 
Bill Hobday. “Hereafter we are 
going to use the same methods 
on our credit accounts, so that 
we do not have to turn over very 
many to the credit collection 
agency. Because most other mer- 
chants in our area belong to this 
credit hookup, all of us can get 
credit reports on customers who 
apply for credit. That is going 
to make our selling job easier. 
We will be forewarned about 
extending credit to folks who are 
slow on paying. From then on in, 
it'll be our lookout.” 





Survey Finds Hardware Stores 
Among Three Best Range Outlets 


ANUFACTURERS 

of electric and gas 
appliances are in for a_ hotter 
competitive fight in the rural 
market than many of them may 
realize. 

This is indicated in a penetrat- 
ing field study of range dealers in 
38 small towns made by represen- 
tatives of Country Gentleman. The 
survey, just released by The Cur- 
tis Publishing Company’s Re- 
seach Department, was made af- 
ter consultation with appliance 
manufacturers, their marketing 
s.affs and advertising agencies. 

Interviews were obtained in 16 
states, from Massachusetts to Col- 
orado to Texas. In 20 towns calls 
were made on every type of dealer 
who sold ranges and also with 
every LP-gas retailer located in 
these communities. In 18 other 
towns interviews were obtained 
from most dealers, but not all. 

LP-gas ranges accounted for 
38.5 per cent of all 1947 range 
sales reported by the 154 dealers 
interviewed. Electric ranges were 
in second place with 29 per cent 
of the sales and gas ranges third 
with 20.7 per cent. Kerosene ran- 
ges rated 7.3 per cent and coal- 
wood ranges, 4.5 per cent. 

Interviews showed that the rural 
dealers are pushing any type of 
range that is adequately supplied 
and adequately supported by sales 


promotion and advertising. Also 
that opportunity for profitable 
sales expansion out in the country 
is wide open to alert manufac- 
turers of all types of ranges. 

In 38 towns covered in the sur- 
vey the number of LP-gas cus- 
tomers increased from 3,380 in 
1940 to 15,553 in 1947. LP deal- 
ers nearly tripled in that time: 
from 23 to 64. 

Appliance dealer accounted for 
47.1 per cent of all range sales 
reported. Utility companies were 
next in line with 15.2 per cent and 
hardware stores third with 14.9 
per cent. Furniture dealers sold 
12.6 per cent. LP range sales led 
with appliance dealers, utilities, 
furniture dealers, mail order, re- 
tail and department stores, and 
general stores. Electric range sales 
were in first place with hardware, 
auto accessory and farm equip- 
ment dealers. 


Dealer Comments 


Dealer comments were pointed 
and revealing. A Wisconsin hard- 
ware dealer: “The gas industry 
has been slow on promotion — 
electricity is far ahead. The utility 
cooperates with dealer. However, 
will sell either gas or electric — 
whatever the customer wants.” 

The local manager for an elec- 
tric utility firm reported: “We are 
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sitting by and letting the bottled 
gas people steal our market. They 
are out selling and have men 
working among the farmers. . . 
Our electric range business is 
slowing down. We don’t install the 
equipment and with labor rates 
going up, it’s a pretty expensive 
proposition to wire for an electric 
range. Some day our top officials 
will realize that they’ve lost a 
good part of the market to bottled 
gas and then they'll spend thous- 
ands of dollars to recapture it— 
but it may be too late.” 

Leading appliance dealer in an 
Iowa town: “I’ve got about 450 
bottled gas customers now and 
eventually I hope to reach 750 
which I believe is an ideal-sized 
business. If we could get ranges, 
we'd sell about four times as many 
LP-gas as we do electric. About 
three-fourths of our range cus- 
tomers now are farmers—they are 
the ones with the money.” 

Wisconsin appliance dealer: 
“Increased natural gas distribu- 
tion here will provide a bit of 
competition for both LP and 
electric.” . 

A two-year old Indiana appli- 
ance firm: “We’ve got the (blank) 
electric franchise and, of course, 
that’s what we put our biggest 
effort back of. However, somebody 
is going to get the bottled gas 
business so we took that on, too, 
about six month ago. . .” 

Michigan appliance dealer: 
“The promotional and educational 
job of the electric industry has 
done a terrific job—but only be- 
cause of the almost total lack of 
such work by the gas and LP 
people.” 


From Kentucky 


A large volume Kentucky ap- 
pliance and LP-gas dealer. “The 
only thing that holds me down is 
the shortage of cylinders... I 
sold just about 190 LP ranges up 
to the first of July. When I started 
out in business twelve years ago 
I went after the electric range 
sales, but I’m not much interested 
in that any more.” 

Wisconsin appliance dealer: 
“Our electric range sales go right 
along with our farm supply busi- 
ness. We carry a complete line 
of electric equipment — for the 
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The Greatest Name in Roller Skates 


Union's No. 5 Roller Skate has unparalleled sales advantages 


in its construction, its packaging and in its price spread. That's 
why it’s America’s largest selling roller skate. 


Ask your jobber 


Torrington, Connecticut 


UNION HARDWARE COMPANY 


Roller and Ice Skates, Fishing Rods, Hand Tools 
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REPUBLIC 


BRIGHT CAP SCREWS 
Take Hold Fast... Turn up Tight 


From wrench-hugging heads to smooth-turning threads, Republic Upson 
quality bright cap screws offer unfailing accuracy and uniformity. Quick, tight 
assembly is a 94-year Upson tradition — maintained today throughout 20,000 
shapes and sizes in the full line of Upson headed and threaded products. 
REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION 


CLEVELAND 13, OHIO AND GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N. Y. 


REDUBUIG aig Ea 
 Bolis AND Tus 





? 75} 


> Mm : ~ 
REPUBLIC 4 








Sees Lis 2a Ay? é 
5 Ee % 


Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
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pore 


farm as well as the home. The 
electric manufacturers have done 
a good selling job as far as we 
are concerned. All we need is 
the equipment to sell.” 


A Comment from Ohio 


A large volume Ohio appliance 
dealer: “There are about 1,300 
farms in this county and about 
half have electricity. Most of the 
homes that have electricity are not 
wired for cooking and bottled gas 
is cheaper to install. LP-gas usu- 
ally replaces coal, although some- 
times it replaces electricity.” 


Window Display 
Boosts Home Products 


S part of its 92nd anniver- 
Fn which was celebrated in 
May. the Clark Hardware Divi- 
sion of the Pitts Corp., Jamestown, 
N. Y., asked various manufactur- 
ers, whose lines they handle, to 
have special demonstrations of 
their products at the store. This 







ASK rel: 


HAGER 


C. HAGER & SONS HINGE MFG. CO. + ST. LOUIS 4, MO. 
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This display of locally-made tools attracted crowds of 
Jamestown, N. Y., people to the store that showed them. 


window of Crescent tools, made in 
Jamestown by Crescent Tool Co., 
featured the fact that these prod- 
ucts made by local people are 
shipped all over the world. Ship- 
ping case addresses to various 
foreign countries and envelopes 
from Crescent’s foreign mailing 
list, formed part of the display. 


% 


SERVING THE HAROW 


the background of which featured 
the tool 
line. Representatives of various 
other manufacturing concerns 
were also on hand to demonstrate 
their products. Large crowds were 
attracted to the window displays 
and store demonstrations during 


manufacturers’ entire 


the anniversary. 


i 
HINGE: 


best 
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Bicycle locks are shown with bicycles. The new system builds volume 


Departmentalized Approach 


Triples Sales of Padlocks 


Unrn recently the 
City Hall Hardware Co., 150 
Washington St., Providence, R. I., 
placed its entire display and 
stock of padlocks in one location. 
Now the firm displays these items 
in several places in the store. 
Attractive assortments comprising 
bicycle locks of different types 
are displayed next to bicycles. 
Disc and pin tumbler padlocks 
are shown with automotive prod- 
ucts. Dog collar and small all- 
purpose padlocks get attention 
in the sporting goods section. 
This policy automatically reminds 
those buying bicycle, garage and 
automotive items, or sporting 
goods of the need of a padlock. 
Prior to instituting this depart- 
mentalized approach a customer 
buying a bicycle, for example, 
was given the suggestion that a 
visit to the padlock display would 
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be in order. The idea works for 
it has tripled sales of padlocks 
in the store and has been the 
means of many a related item sale 
that might otherwise have been 
lost. 


As Mr. Abrams of City Hall 


rr, 


Hardware says, “It is amazing 
how many uses people can find 
for padlocks. At least it looks 
that way to me from the way 
they sell when put on display 
in several places throughout the 
store.” 


Pin and disc tumbler padlocks, in addition to an assortment of 
bicycle locks, are on a table devoted to automotive supplies. 
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DOUBLE SALES COME EASY WITH 


Paint customers are immediately attracted 

by the idea of three different finishes in Identically Matched 

lors. It means that when a customer buys Flatlux to 

jpaint his walls, you can also sell him the exact same color 

lin semi-gloss or high-gloss enamel for woodwork and 
‘painted furniture. 

The customer gets perfect color matching without 
mixing. You get an easy way to sell two or even three 
products instead of just one. 

The selling tie-in is a natural. The matching 3 include 
the fast-selling, one-coat Flatlux (flat wall finish), Satin- 
Lux (semi-gloss) and Glos-Lux (high-gloss). There are 
12 colors in the line—all of them favorites in today’s 
decorative schemes. 

Exclusive sales territories are still available. Your 
neighborhood may be one of them. Mail the coupon 
today and let us give you full information. 


look at these selling features of identically Matched Colors 
© Three different finishes ® Makes modern decorat- 
in identical colors ing easy at low cost 


® No messy mixing to ® Wide range of decorator 
match colors colors 


® Nothing to add—noth- ® A finish for every kind 
Ing to go wrong of surface 








3 FINISHES IN IDENTICALLY 


MATCHED COLORS 


Don't sign for any line un 
you have complete details abo 











with “Bunr-inn SELLS 
in Striking New Beauty 





in Quiet, Efficient Air Circulation 





in Low-Cost, Long-Lived Service 





® and first choice, too, of 
fan buyers the country over. 
A sales-winning reputation 
built by smooth, dependable, 
low-cost service. Exclusive 
styles of blades, engineered 
and matched with FASCO 
quality-built motors, is the 
secret. Lucky you, who have 
them to sell, as the demand 
still far exceeds ourstepped- 
up production. 
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A Big Store 
In a Small Town 
(Continued from page 118) 


fittings, from 2 to 6 in., are in 
another rack in a rear stockroom. 

One of the most profitable line 
of the store isn’t even on display. 
This is an extensive line of win- 
dow shades. Through the years 
the Skokie store has built a repu- 
tation on window shades so it is 
unnecessary for the store to adver- 
tise or display them. One sales- 
man makes a specialty of this 
line. 

One of the two regular men 
in the basement store spends 
much of his time on _ repairs, 
maintenance, delivery and instal- 
lation of major appliances. 
Among his service activities are 
pipe-threading, cutting and _ set- 
ting of glass and skate-sharpening. 


A Good Investment 


A year ago the store bought a 
skate sharpener at a cost of about 
$150, which at the time seemed 
to be a lot of money to invest 
for such a machine. Time has 
shown that it was a good invest- 
ment for the service fees collected 
on it the first year have paid the 
cost of the machine. It has won 
new customers for the store, and 
has made it skate headquarters 
for Skokie. Many people who buy 
new skates at the store are willing 
to pay the service fee to have 
them sharpened before they take 
them out. 

It is interesting to note that 
this store sells about $500 to 
$600 worth of fireplace equip- 
ment every month. This is largely 
because many new homes are 
being built all the time and the 
proud new owners want to have 
their fireplaces properly equipped 
just as soon as possible. For this 
reason fireplace equipment _ is 
prominently displayed directly in- 
side the front door. 

Power tools, especially of the 
home workshop variety, are fast- 
movers at this store. One order 
of six bandsaws and six cut-off 
saws was sold in a week’s time. 

Mr. Gross must be a pretty 
convincing salesman, for during 
the month of December, 1947 he 
personally sold 14 fluff clothes 
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driers, at a price of $250 each. 
When he bought one for his own 
home he had not even thought 
about selling them in the store 
but he was so pleased with the 
results that he started telling 
others about it. He sold four of 
the driers to men who gave them 
to their wives as Christmas pres- 
ents. Women who used them 
brought neighbors and friends 
into the store as prospects. 

This store has sold more than 
three gross of one brand of glass 
coffeemakers in one year, largely 
because it makes mass displays 
of them. One table is solidly filled 
with them and that much gleam- 
ing glass is certain to catch the 
eye of almost any woman shop- 
per. Likewise one long display 
counter in the front part of the 
store is filled with a popular line 
of glass cooking and baking ware. 
It is not at all unusual for a wom- 
an to select $5 or $6 worth of 
this glassware and bring it to 
the wrapping counter. 

These displays of glassware are 
purposely located near a wrap- 
ping counter where they stimulate 
impulse buying. They also serve 
to bring to mind the need for re- 
placement parts for coffee-makers. 


Central Wrapping Counter 


One large wrapping counter 
was located in the center of the 
store, on the premise that shop- 
pers would be “exposed” to 
many household needs while wait- 
ing for their purchases to be 
wrapped. This wrapping table is 
divided so that two salespeople 
can wrap, register sales and make 
change at the same time. Another 
wrapping table is located in the 
rear of the main floor. 

Clocks, china, giftwares and 
trafic appliances are displayed 
against a pleasing pastel back- 
ground in a wallcase, up near the 
front of the store and near the 
major appliance section. 

Opposite it, on the right side 
of the store, is the sporting goods 
section which will be enlarged. 
The new display fixtures for ‘this 
department will be made from 
wormy chestnut. The cases will 
be 24 ft. long and the wallcase 
will have a rack for 24 guns. 
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YOU GET MAXIMUM PROFITS AT A 
Mi 4 j M U M | im y f S Te N WY } T Wi 
CHROMTRIM'S FAMOUS B/E DEAL 


Here’s what if offers you: Ten 6 ft. lengths of 
each of 8 different consumer-tested ‘Trim-it-Your- 
self’ metal mouldings, pre-packaged and ready 
for sale. PLUS: 1. The compact, colorful (24” x 
16”) Chromtrim “Silent Salesman” merchandiser. 
2. Eight metal snap-on price tags. 3. Metal 
dispensing tray and nails. 4. Supply of 100 con- 
sumer instruction folders. 5. Free copy of “Trim 
Ideas” for home use. 6. Three color, 11” x 14”, 
display card. 7. Window Display. 


Au tor $55.80 


R. D. WERNER COMPANY, INC. AL-313 
295 Fifth Avenue, New York City 16, N. Y. 

Please rush full information on Chromtrim ‘’‘Trim-it-Yourself’’ special 8/60 merchandise deal, 
including Dealer Mat Service dato and your free copy of “Trim Ideas’’. | understand there's 
ebsolutely no obligation on my part 
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quately stocked at all times. This 
boy also keeps the reserve stock 
clean and orderly and reports 
whenever the stock of any item 
is running low, so that an order 
will be placed before the item 
is completely out of stock. 


Trucks deliver goods onto a 








114-ton elevator which lowers @ nc 
them to the basement. They are POSITION— 
t 
moved only a few feet to the ree tet 
receiving room where they are strong sp 
checked in and price-marked. The rer 
Herman L. Gross (center) president of the Skokie firm is surrounded stockboy then distributes the @ positive 
by most of his staff. They are standing on a platform in front of the 700 o th isplavs. to the 
office from which it is easily possible to see throughout the store. goods to the displays, é 
reserve stockroom on the main 
floor or to the larger stockroom 
A noteworthy feature of the the over-stock in order to replen- ere is in another part of the 
new store is a reserve stockroom ish any display. This stockroom pasement. 
which backs up the wallcases on has proved to be a great time- The work of ordering, receiv- 
the right side of the store. In this and _ step-saver. ing and pricing is personally —— 
: -ati handled by William Gross, a son 
long, narrow stockroom, which One of the operating rules of anadled by William Uross, a § 
measures 100 ft. long and 4 ft. _ this store is to get new merchan- Of the president of the firm. A 
wide, there are facing shelves on _dise out of the receiving room daughter of the elder Mr. Gross 
which is found the reserve stock and onto the proper displays and _ assists in the office. ine 
for all the displays on the main shelves, just as quickly as _pos- Office procedure was also mod- 
floor. The stock is segregated in sible. To do this Mr. Gross  ernized when the firm moved into } 
the same way it is found on the — trained a_stockboy, whose pri- its new quarters. The greatest | 
display fixtures in the store which mary job it is to watch displays | advance was the installation of 
makes it a simple matter to locate to see that they are kept ade- modern hookkeeping machinery, 
Se a NATUR: 
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Insect Repellent \ 


Our national advertising in most leading mag- 
azines and newspapers will tell your customers 
about this effective protection from biting bugs. 
Put it on the counter.You get 40% profit. 





Order this New Profit-Maker 






6-12" and ‘‘SIX-TWELVE”’ 
are registered trade-marks of 


other latch 





COMPLETI 
roses of v 
NO RIVET 
parts. Not 
LESS MOR 
screws ret 
sary hole: 


ames Carbide and Carbon Chemicals Corporation 
6-12” Insect Repellent and Suntan Lotion 


Unit of Union Carbide and Carbon Corporation 


Hits Both Markets — Best for Bath. Same UCC) 





30 East 42nd Street, New York 17, N. Y. 


In Canada: Carbide and Carbon Chemicals, Ltd., Toronto 


big 40% Profit to You. 
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POSITION—Patented two- 
section spindle is held 
firmly in center socket by 
strong spring at right. : 
Locking rose locks the ' 
spindle directly, insuring ' 
© positive action. 


! 
' 
' 
@ norma, tocken ; 
( 
{ 
( 


NATURAL POSITION 
of LOCKING BUTTON 


Either right handed or left 
handed persons can easily 
place their thumb on the 
button and actuate the knob 
with the same hand in one 
single motion. (Normal open- 
ing is the same as with any 
other latch or lock set.) 


ENTIRE LOCKING MECHANISM CONCEALED IN ROSE 
COMPLETELY STAMPED—All interior parts are of stamped steel; 
roses of wrought brass. No castings throughout! 

NO RIVETS—Nothing to work loose! Only a minimum of moving 
parts. Nothing to wear out! Completely Foolproof! 

LESS MORTISING—Same mortise as for a passage set. Only two 
screws required to install locking rose. No unsightly or unneces- 
sary holes in knobs or roses! 
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@ EMERGENCY RELEASE 
For an emergency open- 
ing, a STRONG OUT- 
WARD PULL on exterior 
knob compresses spring 
and permits outer spin- 
dle section to turn, re- 
tracting the latch bolt 
The need for this defi- 
nite operation guaran- 
tees complete privacy. 


aie 


439 x 47 Locking Set 


361 x 57 Locking Set 





* Patent Applied For. 
















ANOTHER 
TREMCO 
PRODUCT 





RUST PAINT 


Stops rust on rusted metal. 


Prevents rust on clean metal. 


There’s a big consumer market 
for this new product on farms, 
in homes, and wherever rust 
conditions prevail. 


Widely used and proved in ir- 


dustrial maintenance 


available as a 


Now 


profitable, fast- 


turning item for hardware or 


paint retailers 


Paints over rust 
and won't peel off! 


Tremclad sea/s rust and paints 


in a single operation 


Trem- 


clad penetrates rusty surfaces 


seals all pores . 


. Stops 


rust by making it inactive. 


Seals entire surface against 


moisture. 


Available in Alumi- 


num and Black 


* 


7 Ff 


SOLD BY LEADING HARDWARE 
AND PAINT JOBBERS 


OVER 100 USES 


Galvanized Metal Fence 
Roofs Radictors 
Pipes Fire 

Farm Escapes 
Machinery Concrete 
Car Blocks 
Fenders Boilers 





























Steel 
Sash 
Stove 
Pipes 
Screens 
Utensils 
Trucks 


SOLD BY THE MAKERS OF 


STRIP-SEAL 


* 


* 


¢ MASTIC GLAZE 


* 


TREMICO Manufacturing Co. 


CLEVELAND 4, OHIO 
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at a cost of about $4,000. This 
was necessitated by the volume 
of business handled on about 500 
active accounts, which are mostly 
those of contractors and indus- 
trial concerns. The present equip- 
ment makes it possible to have 
an accurate picture of the day’s 
business at the end of every day. 

Advertising plays no small 
part in the operational scheme of 
this business. The cost of the pro- 
gram last year was 1.9 per cent 
of the year’s sales and this year 
the figure is expected to approach 
three per cent. 

The store advertises in several 
local weeklies, at a cost of about 
$150 monthly. 

Together with three other Ace 


stores, located in surrounding 
towns, it sponsors a 15-minute 
program of recorded music, Mon- 
days through Saturdays. Each 
store is featured every fourth day 
in the five-minute commercials. 

The “Welcoming Committee” is 
another form of advertising which 
Mr. Gross considers beneficial. 
Together with 30 other local mer- 
chants he pays for the services 
of a woman who calls on all new- 
comers, to welcome them to the 
community. The hardware store 
pays at the rate of 25 cents for 
every call she makes. When the 
new resident comes into the store 
she is cordially greeted and pre- 


Pricing Changes Forecast 
(Continued from page 124) 


to establish quotas, inventories, 
etc., under a system of personal 
waivers will never be effectively 
operated during peacetime. 

“2 — Hereafter, anyone who 
wants will be able to take factory 
delivery on anything he wants 

buy. This will, of course, be 
modified by the Clayton Act, 
which says that the producer can 
always choose whom he will sell 

Thus producers may confine 
themselves to territories where 
they won’t have to discriminate 
in price in order to get a share 
of the pie. 

“3 — There will be a decen- 
tralization of users of basic prod- 
ucts. Fabricators will gravitate 
to the points of production of 
their basic materials. With each 
producer a basing point, the more 
basing points we have, the more 
fabricators there will be to sur- 
round each separate basing point. 
decentralization will not 
come from the desire to be virtu- 
It will 
nomic fact that freight rates today 
have shortened a profitable 60- 
freight absorption to 15 
In other words, it’s getting 
climb 


ous. come from the eco- 


mile 
miles. 
so it 
over into the other man’s pasture. 
“4 I predict that there will 
be an amendment to the Robinson- 
Patman Act so that the variances 
in profit or mill net will not be 
the earmark of discrimination. 


ie I predict that trade prac- 


costs too much to 


sented with some small item of 
merchandise. 
tice conference legislation will 


pass with even greater exemptions 
than those contained in the legis- 
lation I proposed before the 
American Bar Association _ in 
October of last year. 

“6 — Unless there be changes 
in the present law, future court 
decisions will all turn to a further 
mechanization of the law. By that 
I mean it is a physical impossi- 
bility under our present laws for 
the courts to do anything but 
place more and more reliance on 
original agency decisions. 

™ - If the laws stand as they 
are now, I predict trade associa- 
tions are out. At least, the present 
administrative trend will make 
life so uncomfortable for mem 
bers of associations that the 
hazards of membership 
hardly be worth any advantages.” 


will 


Mr. Mason says he interprets 
some of his predictions “very 
cheerfully.” For example, he 


points out that decentralization is 
a military but also an 
necessity. 


not only 
economic 

But unless some of his other 
predictions come true, Mr. Mason 
“see nothing but a 
controlled by 


says he can 
decadent 
an ageressive central government.” 

And, he concludes, “if all the 
inhibitions that have on 
the books were fairly and equally 
applied, the American business- 
man would cry out for the liber- 
ties of a Russian peasant.” 


economy 
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There May Be Danger 
In. Your Installment 
Sales Contracts 
(Continued from page 128) 


meantime, on November 29th, the 
customer notified the company 
that it had countermanded the 
order and would not accept the 
goods. The refusal of the cus- 
tomer to pay or to accept the 
goods was justified, the court as- 
serted, in view of the cancellation 
of the order before acceptance. 

The most common blunder, 
however, in conditional — sales 
transactions, is neglect by the 
seller to file the contract, as re- 
quired by the statutes of the buy- 
er’s state. When he neglects to 
follow these laws for filing, the 
owner loses his merchandise when 
it is claimed by a purchaser of 
the goods from the customer, by 
creditors or seized by the sheriff 
or a bankruptcy court. When filed 
the contract is notice to all of the 
seller’s ownership. The claim of 
another to the merchandise, when 
the contract is not on record, 
leaves the seller with an uncol- 
lectible account, his security for 
payment irrevocably lost and with 
an expensive lesson in conditional 
sales law. 

An adding machine was sold 
by a company to a customer in 
Colorado. The statute of that state 
provided, that no transfer “of per- 
sonal property intended by the 
parties to have the effect of a 
mortgage or lien upon such prop- 
erty shall be valid against third 
persons unless possession be re- 
tained by the mortgagee or seller 
or the instrument be filed for 
record.” 

Shortly after the adding ma- 
chine had been delivered the 
buyer became bankrupt. The bank- 
ruptcy trustee took over his prop- 
erty and with it the adding ma- 
chine. The company had failed to 
file the contract. The only possi- 
bility for the company to recover 
its property was to show that the 
agreement was a lease and not a 
conditional sale If a 
lease the company was entitled to 
its property anyone. If a 
conditional sale, possession had 


contract. 
from 


been irrevocably lost. 
“The whole instrument,” said 
the court, “shows a_ carefully 
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N Rental Sande; 


Many dealers today have found an American Rental Sander so profitable— 
they’ve ordered a second and third American to take care of the demand 
among their customers! 

That’s convincing proof—Americans are money-makers for hardware 
and paint dealers! Americans bring you profit in rental fees—which 
usually pays for your machines the first year! In addition—you'll ring up 
plus sales of other items... abrasives, floor finishes, brushes, wax and 
other supplies. Be sure to offer a complete service... including American 
Floor Sanders, Spinner Edgers and DeLuxe Floor Maintenance Machines. 
Send for profit-plan booklet. No obligation. 


AEKRIC 
ey = oT a r 
FLOOR MACHINES 


American Floor Surfacing Machine Co., 522 So. St. Clair St., Toledo 3, Ohio 







Send 12-page illustrated free booklet showing how to make money in the 
floor sander rental business; also details and prices on American Rental 
Sanders. 

Name 


Street 








Another P R I M E ad 
to pull ‘em in! 


Appearing in: 
Country Gentleman 
Successful Farming 

Electricity on the Farm 
Tie up with it. Write for 


free advertising and 
display material. 


























— makes fencing jobs easier, 
licks the tough ones: 


coy Be f Lp 
Bk bea 


Double-Circuit Hi-line 
Controller for Electric Fence 


Now you can use electric fence in 
ways never before possible. With this 
oe controller, you can oper- 
ate two independent one-wire fences 
—or one two-wire fence. A short on 
one wire does not affect the other. 

Because there is a doubly strong 
shock between the two wires, you can 
control hard-to-hold animals, like 
hogs and sheep. Hold livestock on 
soil that provides poor “ground” for 
ordinary electric fence. 

And like other Prime hi-line con- 
trollers, this 2C1 delivers a stronger 
shock than any other leading make. Yet 
it is a safe shock, for all Prime hi-line 
units carry the Underwriters’ label. 

See your Prime dealer now. And 
write for detailed information. 


The Prime Mfg. Co. 


1669 South First Street, Milwaukee 4, Wisconsin 
Notice this double action 
Doubly strong shock between the two circuits. 


Stron 
































! 


dels 
g shock between either 
circuit and ground 


Prime Model 2C1 
— new double- 
circuit controller 
with all the famous 
Prime quality feas 
tures. 









Remember, the 
price of the cone 
troller is only a 
small part of the 
total cost of your 
electric fence. It 
pays to buy the best. 
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studied attempt to give the form 
and appearance of a lease; but the 
obvious purpose and the natural 
effect thereof is to consummate 
a conditional sale.” Failing to file 
its contract, the company had lost 
its property. 

While this neglect in the filing 
of conditional sale contracts may 
lose for the seller the property 
that is the subject of the sale, ill 
advised zeal in the collection of 
the instalments may do the same. 
In any effort for the recovery of 
past due payments scrupulous 
attention must be given the meth- 
ods of collection. If the transac- 
tion is treated as a sale the owner- 
ship of the articles involved be- 
comes the buyer’s; the conditional 
sale contract becomes inoperative. 

In the purchase of a piano the 
buyer defaulted in her payments. 
Suit for the balance due on the 
account was started, the buyer 
stating that the piano had been 
sold, overlooking the fact that if 
the piano had been sold it be- 
longed to the customer. After the 
action had been started this error 
was noticed and the suit discon- 
tinued. Nevertheless the piano 
merchant lost his piano. Outlin- 
ing the law in this regard the 
court stated the conditions when 
the title to property sold under 
a conditional sale contract will 
thus become the buyer’s. 


“No general rule as to what 
will constitute a waiver of his 
reserved title by the seller under 
a conditional sale contract, can 
be laid down, other than this; a 
waiver can be inferred whenever 
the conduct of the seller is incon- 
sistent with the idea that he still 
intends to enforce a return of 
the goods if the conditions are 
not performed; whether or not 
such is a case is a question of 
fact. Any act on the part of the 
seller clearly manifesting an inten- 
tion to treat and rely upon the 
unpaid purchase price as an abso- 
lute debt from the purchaser will 
be deemed an election to waive 
the conditions of the sale, result- 
ing in title passing to the pur- 
chaser and precluding the seller 
from thereafter taking the prop- 
erty. The commencement of any 
litigation that can proceed only 
on the theory that title has passed 


to the purchaser on waiver of 


the seller. generally constitutes 
an election which the seller may 
repudiate.” 

Another type of too excessive 
zeal in these transactions creates 
a more serious situation and one 
from which damage suits result. 
On a failure of the buyer to pay, 
the seller has an unquestionable 
right to retake his merchandise, 


but the manner of retaking must } 
be exercised with care. It must § 
be done without violence, without | 
a “breach of the peace.” The | 


attempt to regain possession by 
the use of force is ground for a 
damage suit by the buyer. 

The fatuous reasoning that be- 
cause an article belongs to the 
seller he has the right to employ 
any means to secure possession 
of it is the subject of comment 
by an Iowa court. There the seller 
of a piano broke into the home 
of the buyer to recover his 
instrument. 


The Court's Decision 


“It is well settled,” said the 
court, “that the mere right of the 
possession of property does not 
entitle the person to take the 
same from the one in actua' 
possession by force or violence. 
But to recover possession under 
such circumstances resort must be 
had to legal proceedings. The 
law will not permit or tolerate 
that persons take the settlement 
of conflicting claims into their 
own hands. The general rule is 
that a right of property joined 
with the right of possession will 
not justify the owner in commit- 
ting an assault and battery upon 
the person in possession for the 
purpose of regaining possession 
although the possession is wrong- 
fully withheld. The state constitu- 
tion provides, ‘the right of 
people to be secure in their 
persons, houses, papers and effects 
against unreasonable seizures and 
searches shall not be violated.’ A 
violation of the state and federal 
constitutional provisions against 
the unreasonable invasion of a 
person’s home gives the injured 
party a right of action for dam 
ages for unlawful breaking and 


entering. 
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The patented Center- Flex 
shaft motor on Jacobsen 


Pumps is an exclusive feature. The 
pump impeller shaft operates inside 
the hollow motor shaft, the two shafts 


being joined at the top by 


ble misalignment, eliminating 


pacobsen 
Jet-type Pumps 


These one or two-pipe 
units, with motors from 
4 to 1 hp., can be in- 
stalled in home base- 
ments, sheds, etc. awa 

from water source. Lift 
capacity up to 120 ft., 
maximum output of 
1470 gallons per hour. 







Loe 


1948 


mounting. They revolve as a unit, 
and the flexible mounting automatic- 
ally compensates for any possi- 











hollow 
Jet-type 


a flexible 





Auto-prime pump 


This modern shallow 
well jet unit can be off- 
set from water source. 
Built to pump from 
a maximum depth of 25 
ft., Capacity up to 720 
gallons per hour. Motor 
sizes: 44, ¥3, and 1 hp. 





strain on motor bearings. Thus, long 
life for motor bearings and packing is 
insured. Expensive packing seals are 
unnecessary on Jacobsen Jet-type Pumps. 


A particularly attractive distribu- 
tion proposition is available in 
some areas. It will pay you to 


investigate immediately. 


pacobsen 
Shallow Well Reciprocating Pump 


Equipped with a 14 hp. capacitor type motor, 
this efficient unit pumps water from depths up 
to 25 ft. maximum capacity 350 gallons per hr. 


acolsen 


MANUFACTURING COMPANY * RACINE, WISCONSIN 


SUBSIDIARIES: 


Worthington Mower Company, Stroudsburg, Pennsylvania 
Johnston Lawn Mower Corporation, Ottumwa, lowa 
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This demonstration strip helps sell sander rental service and 
aids in stimulating interest in paint, varnish and allied lines. 


Sander Demonstration Spot 
Aids Rentals and Allied Sales 


- and — varnish- 
minded people who enter 
Odland’s Hardware, Northfield, 
Minn., are quick to notice a small 
floor area at a wall location near 
the front door. This floor area 
has been sanded properly and 
varnished and is an_ excellent 
advertisement for the renting of 
sanders. Northfield has a popula- 
tion of less than 5,000. 

The area, 18 by 24 in., is per- 
fectly sanded and has a black 
enameled border, as well as black 
copy which reads, “For Maximum 
Floor Beauty . . . use our floor 
sander. Easy to operate.” 
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Odland's Hardware uses this eye-catcher to 
attract interest — the salesmen do the rest. 


A sander or two usually stands 
beside this sign, which is in 
decided contrast to the darker 
floor surrounding it. The inquir- 
ing customer needs no more 
potent proof that sanding makes 
fine floor surfaces than this 
example. 


Sanders Kept Busy 


The demonstration strip is one 
reason why the store’s three rental 
sanders are kept busy most of 
the time. 


“This sign helps us to sell a 
lot of varnish, paint and other 


‘supplies,” states Norris Odland, 


owner. “For example, it reminds 
many people that their floors 
need attention. When a home 
owner decides to renovate his 
floors he usually wants to paint 
a few wallboards, cupboards and 
other things. In this way one sale 
can and does often lead to an- 
other.” 

The main traffic stream into 
and out of the store is but 6 ft. 
from this demonstration strip. 
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Keep your Jales prospects hot- 
with /. 


the space healey ‘that delivers plus performance 


There’s only one guide-mark to oil-burning space heater sales 

today — getting the most out of the B. T. U.’s in every drop of oil. 

That's why 1948 is a Preway year —for the demonstratable, 

Increased clear-cut advantages Preway offers in increased heating effi- 
fs ciency are equivalent to extra gallons of oil that would otfer- 
Capacity wise be required. Exciusive engineering firsts in Preway construc- 
for Radiant Sees tion provide more absorption of heat within the combustion 
Heat aot he chamber, increased heat radiation and greater heat circulation — 
incite” aaa stekaaa a combination of major features that no other space heater 


to heating efficiency, con- can match. 
tribute heavily toward Pre- 4 1 P P ’ 
way’s proven ability to pro- I U unity, 
vay's prove ty 10 If you‘re the Preway dealer in your community, you’re the man 
vide more heat with a low- H . ° 
aia cempneeiies at. Geek ~_ qualified bs meet the og for a-an y 

e When open, the walls of eaters — and you can prove it. rite today for full infor- 

bs ea t miser the combustion chamber are s Y P Y 
completely exposed. This mation —or plan to see for yourself at the Summer 
auxiliary radiant heat is : 
Fuel Saver highly effective and welcome Furniture Market. 
when heat is wanted in a 
Heart of Preway burners hurry. 








is this exclusive fuel econ- 
omizer that extends the pas- 
sage route of hot, flaming 
gasses from the combustion 
chamber to the chimney out- 
let. This increased line of 
travel gives Preway units a 
plus capacity, makes them 
the most potent heating 
package in the space heater 
business. 





Top Heating 
Performance 


Preway Radiant Circulat- 
ing Heater No. P-48448 de- 
velops 32,000 B. T. U.’s per 
hour. 34” high, 18” wide, 
222" deep, this powerhouse 
unit has exclusive Heatmiser; 
Breese Pot Type Burner, Con- 
stant Level Valve, Hinged 
Top Grille, Removable Cor- 
rosion Resisting Fuel Tank 
with Shut-off Valve and 
Heavy Gauge Steel Combus- 
tion Chamber. 


Forced Air Circulation 
Adds to Heating Power 


Optionally available, but 
particularly recommended for 
increased efficiency is the 
Preway Weather-Wizard 
Blower attachment that speeds 
delivery of warm air to 
every corner of the room. 
By increasing the velocity of 
cir circulating around the 
combustion See this 
fuel-saver transfers more 
heat from the walls to air — Space 549A 
helps absorb and utilize eve- American 


je oil” a . , Showing at the Summen Mae Furniture Mart 


PRENTISS WABERS 
EEZEY SECOND STREET, N., WISCONSIN RAPIDS, WIS. ) a 20) 0) Of oy BS Co. 
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mesh galvanized screen wire, imbedded in a solid sheet of water- # Width: 24”-30"-36 sacha dha 6.00 shape 
proof, transparent glazed coating. Super strong and longer £ Galvanized Hardware Cloth Wire 
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* Shatterproof * Extra Durable & GUARANTEED DELIVERY 
ACE WINDOW SCRE é All rolls of screen wire packed 
. EN CO. and shipped in 100 lineal ft. 
of Chicago rolls and stonewall cartons. 
1634 SOUTH PULASKI ROAD - - CHICAGO 23, ILLINOIS pone 
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This means that more than 75 per 
cent of the people in the store 
notice it. 

Mr. Odland says that one of 
the chief purposes of the strip 
is also to get people to ask ques- 
tions about varnishing and paint- 
ing, as well as sanding. Such dis- 
cussions help to convince the 
average homeowner that he can 
tackle a sanding and varnishing 
job successfully if he follows 
directions carefully. 

Paints and supplies are sold 
in large volume at this store, 
because Mr. Odland and staff are 
willing to spend _ considerable 
time with customers discussing 
their individual painting prob- 
lems. Such discussions may even 
entail a trip to the customer's 
home by Mr. Odland to see the 
woodwork or floors to be renova- 
ted. This sort of service is appre- 
ciated by the customer. 


Rental of Outboard 
Motors Profitable 


CHWICKERT HARDWARE 
CO., Mankato, Minn., has four 
outboard motors which it rents at 
rates of from $1.50 per day to 
$7 per week. These motors are 
kept in constant operation during 
the spring and summer season. 
People who rent these outboard 
motors frequently become future 
outboard customers. Most of them 
buy picnic, outing, sporting goods 
and other supplies: The store has 
a large service department, and a 
couple of the handy men see to it 
that the outboards are in tip-top 
shape for rental at all times. 





These outboard motors have been a 
source of profit and their rental has 
often resulted in sales. 
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HEN you add Red Brand fence to your line, 

you add sales power to your store. Red Brand 
fence brings more good customers to you . . . pros- 
perous farmers who are top prospects for your other 
products as well. 


Yes, you are ahead three ways with Red Brand: 
1. You sell more fence. 


2. You add selling prestige to your store. 


3. You attract more top-ranking customers for 
your other products. 








These important advantages count 
for increased sales power to dealers 
who handle Red Brand fence. 


4 cp BR 
Haart] KEYSTONE STEEL & WIRE CO. 


PEORIA 7, ILLINOIS 
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Poultry Lines Account for 
35 Per Cent of Their Sales 


Ralston & Ralston does big business in these 
lines in a town of less than 500 population 


A\pproxiMaTeLy 35 


per cent of the total volume of 
business done by Ralston & Rals- 
ton, hardware dealers of Capron, 
Ill., a village of less than 500, 
is on poultry equipment, ferti- 
lizer, feed, poultry remedies and 
baby chicks. 

The farm trafhic attracted by 
these lines is responsible for sales 
of many other items in the hard- 
ware store. Carl T. and David 
C. Ralston, owners, are very glad 
that they decided some years ago 
to expand their lines to include 
feed, seeds and baby chicks. 

It happened this way. A farmer 
to whom the firm sold a chick 
brooder asked the Ralstons if 
they handled chick starter feed. 
When they said “no,” the farmer 
asked them, “Why not?” 

And so the Ralstons  inves- 
tigated the market and gradually 
enlarged their lines. Their store 
trafic and sales volume have 
increased ever since. 


A Typical Sale 


A typical sale this spring ran 
as follows: one chick brooder. 
$43.75; 300 baby chicks. $60.00; 
chick starter feed, $14: feeding 
troughs and water fountains, $7; 
poultry remedies, including water 
disinfectant, $2, for a total of 
$126.75. The farmer who made 
these purchases will later be back 
for more chick starter and then 
growing and laying mash. In the 
fall he will be in the market for 
hen house supplies, including 
sprays. 

“We have a fair stock of feed 
in a warehouse at the rear of the 
store,” says Carl T. Ralston, “and 
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we make many a feed sale to the 
farmers who buy brooders and 
poultry supplies here. They like 
to buy all their poultry supplies 
in one store, and that’s why feed 


ties in so well with our hardware 
volume.” 

The Ralston brothers have ade- 
quate stocks of milk and cream 
pails, filter disc, farm hardware, 








Carl Ralston, one of the owners, assembles a brooder for a customer 
who purchased chicks and additional farm supplies at the same time. 
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Get on the HOME-UTILITY BANDWAGON for Profitable FATHER’S DAY SALES 


* HE HANDIES 
FARM 
MAINTENANG 


| HOME-UTILITY PROMOTION! 


The colorful Home-Utility Father's 
Day Promotion is going over 
with a bang! Hardware dealers 
everywhere know it spells extra 
sales, extra profits. So don’t 
delay—place your Home-Utility 
order today! Then, you can 
take advantage of: 

















nome 
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The PERFECT GIFT tw 


| Drills » Grinds - Sands « Buffs - Polishes (1) National Advertising, sparked by a special, FATHER'S DAY! 


two-color, half-page ad in the June 5 issue of 
The Saturday Evening Post, plus regular 
Home-Utility advertising in the four 
national magazines shown here. (2) Free News- 
paper Mats to use in your local advertising. 


(3) Free Eye-Catching Streamers for 
your store. (4) A Free Reprint of 
the Post advertisement for you to 
display. 


Buy These Accessories For Your ‘+ Orit 





FREE STORE STREAMER 





(5) Sample Radio Scripts to use in local broadcasting. Remember, 
Father’s Day (June 20) is only a month away! Order Drills, 
Stands and Accessory Kits from your Home-Utility Dis- 
tributor today—and be ready to tie in your Joca/ selling with 
this national promotion! The Black & Decker Mfg. Co., 
Dept. H-653, Towson 4, Maryland. 








SEE YOUR HAROWARE QR ELECTRICAL DEALER 


-HoMeaTi uty 


« FOR HOMES + HOBBY SHOPS <a... * TOOL KITS « SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE 


Hp Se 


Drills 
Drill Stands 
Wire Wheel Brushes ioe emesbemeendet 
Buffing & Polishing Kits "ke, 
Abrasive Kits 














As Advertised in the 
June 5 Issue of 
The Saturday Evening Post 










HOME-UTILITY 
Vy,” Drill 
$18.95 
HOME-UTILITY 
Yo” Drill 


$35.95 







PRODUCTS OF BLACK & DECKER 
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A STANDARD OF QUALITY 
Since 1883 | 
. 
ROPE © Manila and Sisal 
TWINE © Snow-White Sisal, 
Manila, Manila-Maguay 
OAKUM and JUTE PACKING © 
RUGG-ED Lawnmowers 


The E. T. RUGG Company 


MAKERS OF CORDAGE SINCE 18 
NEWARK, OHIO | 


DUGG 


OCEAN BRAND MANILA 


With Green and Black Thread Marhee 


hore 
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steel goods, fencing and other 
items which farmers need. The 
firm also handles farm imple- 
ments which helps to increase 
farm traffic considerably at cer- 
tain times of the year. 

“The farmer is a big buyer 
in this section,” says Mr. Ralston. 
“For example, in addition to sell- 
ing him feed and poultry supplies 
we sell him fertilizer and seeds. 
Last year we sold 85 tons of fer- 
tilizer which is quite a bit for a 
small town store. From the farm 
trade we get prospects for farm 
freezers, milkers, stoves and other 
appliances. So far we have been 
able to get enough prospects from 
our store traffic to sell the appli- 


ances we get, but we expect to 


start outside selling in the near 
future.” 

These dealers also find that oui- 
door display of farm goods and 
seeds helps to sell such items. 
Full bags of seed potatoes stacked 
outside the store are soon snatched 
up by farmers who are ready to 
plant. 

“We like to keep farmers com- 
ing to our store every month of 
the year,” says Mr. Ralston, “and 
we use our stocks and display to 
get them in as often as we can 
During the natural course of con 
versation we are able to learn 
many of the farmers’ needs. Many 
sales are made in this manner.” 


Tool Volume Hits the $15,000 Mark 
In a Town of 1000 Population 


= day of the year 
passers-by see tools in the win- 
dows of Accola & Buehler, Prairie 
du Sac, Wis., and quite often the 
window will be entirely devoted 
to such wares. And that policy 
pays to the tune of about $15,000 
volume in such lines each year. 
Says W. H. Osterfund, “We 
take a reasonable markup on 
tools. Most of them are better 


quality lines, since we carry but 
do not feature competitively 
priced tools. When we can’t sell 
a quality item we show the pros- 
pect a competitive number. There 
has been considerable construc- 
tion work in this section for an 
area of a population of only 
1,000. Spreading tools out this 
way, may be an old fashioned 
idea but it works for us. Later 





Here's a view of the firm's full window display of tools. It's an 
open back window, the display base of which runs into the store. 
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we plan to make changes in our 
store.” - 


The Tool Display 


The tool display, of which only 
a portion is shown in these pages, 
runs right into the store and is 
supplemented with a tool island 
and wall displays. “Our trading 
area” says Mr. Osterfund, “runs 
about 15 miles from Prairie du 
Sac and we sell many tools to 
creameries and dairy farmers. We 
have built quite a reputation for 
carrying tools and tool parts for 
replacement purposes. Although 
the sale of parts cuts into the sale 
of new tools it builds goodwill 
and often a buying a 
replacement part will also buy 
other tools for which he did not 
come to the store to buy.” 


person 











. ‘walidiabh aw : 


At the 12th annual convention of 
the American Turpentine Farmers 
Association in Valdosta, Ga., Sue 
Donegan, University of Alabama 
student, was crowned "Miss Spirits 
of Gum Turpentine", top above. 
Runners up were: Betty Ruth Smoak, 
Walterboro, S. C., right, and Edna 
Burnsed, McClenny, Fia. Three thous- 
and gum turpentine and rosin pro- 
ducers assembled for the two day 
meeting. 


MAY 20, 1948 











Time Switches 


PROPER TYPES FOR ALL APPLICATIONS 


OPERATED BY PRECISION TELECHRON* MOTORS 


EXPERT ASSISTANCE IN APPLICATION PROBLEMS, BACKED 
BY YEARS OF EXPERIENCE 


+ ++ + 


CONVENIENT SALES AND SERVICE FACILITIES 


FOR LIGHTING CONTROL—TYPE T-27 


Wide adaptability, low-cost installation and maintenance make the T-27 
(shown above) suitable for all general-purpose applications. 


Completely automatic control requiring no manual adjustment after 
initial setting. 


Simple design, meaning fewer parts to wear—fewer places for trouble. 


Easy to handle — hinged cover, plenty of wiring space, five standard 
knockouts for conduits. 


*Reg. U.S. Pat. Off. 
LIGHTING JOBS THE T-27 CAN HANDLE 


Spectacular sign displays 
Street lighting circuits 
Floodlighting of construction projects and amusement areas 
“4 Floodlighting of buildings and monuments 
Store- and show-window lighting for after-dark displays 
Electric signs and billboards 
Airport lighting 
All-night lighting in apartment houses 


An astronomic dial is available for dusk-dawn schedules—particularly popular for 
illumination of signs, billboards, and street lights. An omitting device can be furnished 
for omitting operation on any desired days of the week. For further information, call 
your nearest G-E apparatus office, distributor, or agency, or write for Bulletin GEA- 
3339. Apparatus Dept., General Electric Company, Schenectady 5, N. Y. 








Was sn wre ys Za DBar a 





Quick- Selling 
HOUSEHOLD ITEMS 


®@ This line of household items 





consists of funnel combinations, 
fruit juicers, shaker sets, sink 
strainers, tumblers, tumbler 
sets, etc. They are uncommonly 
smooth and free from molding 
marks, laminations and defects 
of any kind. Of beautiful, lustrous 
finish, they are also highly dur- 
able. Colors: solid red and white. 
® They are made only of virgin 
materials and molded with ex- 
treme care. They are backed by 
six years of plastic experience. 
Ask for folder A-l and prices. 


PLASTICS DIVISION 


| The VICHEK TOOL Co. 


CLEVELAND 4, OHIO 


3001 EAST 87th STREET 









Warner's Ad. Gives 101 Reasons 
For Patronizing Its Stores 
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Here are a few, not all, of the nationally advertised 
brand names that are synonymous with quality "dq 
merchandise. Count them — then add the name 4n 
WARNER'S — and you have 101 reasons why your 
sotisfaction is assured ot Warner's stores. For 73 1) 
yeors it has been Warner's policy to offer "equal B 


GARDEX VIGORO 


i as 
quality, but in price as well. For years our friend- 


€ ship with hundreds of quality brand names has 
‘a meant closer friendship with thousands of good ot 
customers like you. When you buy at Warner's, you 
buy quality... quality merchandise and quolity ser- 
vice that assure your satisfaction! 


noe Cul : 
Oi" IARMER’ — gh 
Gg 4 eM © %o.4, 13 So.6% St. AT. A\\\ : 
pas Ose am sw 
Ger" 


2935 Hennepin: 814 W.Broadway, 
1875 + WARNER HARDWARE COMPANY, MINNEAPOLIS, MINNESOTA- 1948 


Qa 
.crwe a 














4c 
or SS "an, MiB 











‘ 


This ad., which was used in three newspapers in Minneapolis, Minn., speaks 
for itself. The "101 Reasons” mentioned refer to 100 famous brands of 
hardware, housewares and related lines offered by the firm's three stores, 
the 101st reason being the company itself. A message signed by Leon C. 
Warner, Jr., president of the company, explains it thus, “Here are a few, not 
all, of the nationally advertised brand names that are synonymous with 
quality merchandise. Count them—then ad the name WARNER'S—and you 
have 101 reasons why your satisfaction is assured at Warner's stores." The 
ad. went on to emphasize the company's interest in value and quality of 
merchandise and service. The ad., which was used in a tabloid size news- 
paper, measured 5 columns by 15 in. in size. 


Demonstrations Help Seli Milk Coolers 
“Ho does it work?” The question gave Mr. Goodal! 


That is a question which an idea. He set up a demonstration 
a farmer asked Ray Goodall, unit in the center of the store. 
owner of Goodall’s Cash Hard- with water in it for cooling pur- 
ware, Harvard, IIl., several years poses, opened the top doors and 
ago when he tried to sell the man let the unit run. 
a large milk cooling unit. Farmers coming into the store 
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Yes, it's a new and different padlock merchandiser 
called ‘“Ad-A-Display” because different displays 
can be added in convenient arrangements to satisfy 
the requirements of any retail establishment. 


@ It sells padlocks on sight. 

@ It uses no valuable counter space. 

@ This bright red and white checkered design is 
attractive and the steel display can be attached to 
shelving from any angle. 

@ On the reverse side of each display an illustrated 
sheet is attached showing each item, and helpful 
information to aid you in selling CORBIN padlocks. 
@ The AD-A-DISPLAY Padlock Merchandisers are 
FREE — you pay only for the padlocks on the board. 
Order each Merchandiser separately or in groups. 
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It's ncu-different and Pre 


B7 Panel displays three of the famed Sesamee Comb- 
ination Padlocks Nos. 436-437-438 . . . “Sesamee”’ 
is exclusively Corbin. 

B70 Consists of B7 Display Assortment and 3 only 
No. 436, 1 only No. 437 and 2 only No. 438. 


B8 A sales reminder to those who want long shackle 
padlocks for pumps, refrigerators, bikes, duffle bags, 
etc. Nos. P65K, P65P, P758 are fast sellers. 


B8® Consists of B8 Display Assortment and 4 each 
of P65K-P65P-P75B. 


BS This board helps move seven different “quick 
sellers” in the Corbin line of padlocks — Nos. P45, 
P55, P65, P75, 9966-904-906. 


B90 Consists of BY Display Assortment and 6 each 
of P45-P55-P65-P75, 4 each of 904-906-9966. 


Each padlock 
Merchandiser can 
grouped with each 
other making it possible 
to AD-A-DI AY as your 
demands require. Machine 
screws, nuts, and screw eyes 
t leche for kh ry 
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Don’t take OUR word for it 
—write for facsimile copies 
of letters sent to us volun- 
tarily by owners of the Oster 
“PIPE MASTER”. Those letters 
are PROOF that this modern 
pipe and bolt threading 
machine is a real investment 
because it’s a steady profit- 
maker! 


Standard range of the No. 502 
“PIPE MASTER" is 14" to 2" pipe. 
Extra range 1/9" pipe. Equipped 
with special drive shaft you can 
thread pipe up to 6”. Bolt range 
is 4" to 11/4". 


Write for illustrated catalog “LIST 24-A”, 


ge ae oN ELE: 
THE OSTER MANUFACTURING CO. 

2028 EAST 61st STREET 

CLEVELAND 3, OHIO, U.S. A. 
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Mr. Goodall stands beside the milk cooling unit in his store. 
This display is located about 10 ft. from the wrapping counter. 


heard the rushing water in the 
cooling unit, and went over to 
take a look. They saw four milk 
cans in a tank of water and 
the cooling action as water pours 
over the tops of the cans. 


No longer did farmers have to 
ask, “How does it work?” They 
could watch the unit in opera- 
tion. And this made it much 
easier for Ray Goodall to sell 
the units. 
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[his method of demonstration, 
in addition to good selling has 
enabled Mr. Goodall and his staff 
to sell 25 of these milk cooling 
units in one year-and-a-half. 
Prices of the items range from 
$495 to $750 installed. 

“A unit like this can use the 
same water time and again,” says 
Mr. Goodall, “and this is an 
important point to numerous 
farmers whose water supply is 
limited. Cooling of milk is a big 
problem to farmers in this big 
dairy area and all of them would 
like to own a good milk cooling 
outfit. I think from the number 
of prospects I have on file now, 








that we are going to sell many 
of these units during the coming 
year.” 

Mr. Goodall reports that his 
demonstration unit also helps him 
sell milk cans, dairy utensils and 
other items. A hoist for lifting 
and lowering milk cans into the 
cooler is also on display with the 
unit in the Goodall store and 
quite a few farmers buy this hoist 
with the cooler. 


Demonstrations Help 


“A demonstration such as this,” 
says Mr. Goodall, “with the water 
rushing into the cooling unit, and 
with a thermometer inside the 





} unit to show farmers how cold 
the water is, will always start a 
discussion of milk cooling prob- 
lems. It gets the farmer inter- 
ested in talking about milk cool- 
ing without us having to broach 
the subject cold.” 

Mr. Goodall has a field man 
who sells and installs farm items, 
and constantly calls on farmers 
in this area, making their 
acquaintance, learning their needs 
and pointing out that the hard- 
ware store has many items which 
farmers need. 

“We know that many farmers 
must be contacted on new items 
and urged to witness demonstra- 
tions,” he says. “Our field man 
offers to stage demonstrations on 
many items we have in stock and 
he also invites farmers to visit 
our store and see the milk cooler 
demonstration. We are going to 
push the demonstration idea 


wherever we can, for we know it 


hb ] 
means more sales for us. 
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Any threaded fastener doing the 
job of holding parts together, 
should always be engineered for 
surplus performance. 

Whether cap screw, machine bolt 


or carriage bolt, it should stand 





up under the strains of unex- 
pected emergencies. That is the 
TRIPLEX Creed. And, that’s why 
we say, “A turn to TRIPLEX is a 
turn for the better’’. Write for 


your copy of complete catalog. 





THE TRIPLEX SCREW COMPANY 
5317 GRANT AVENUE 
CLEVELAND 5, OHIO 
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All 


threads. 





TRIPLEX semi-finished 
nuts are milled from the bar. 
You'll like their free-running 


THREADED 
FASTENERS 


CAP AND SET SCREWS > BOLTS. NUTS AND RIVETS 
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The Essentiality of 
The Services of Distributors 


O the manufacturer the industrial distributor is an 
outlet of distribution and to the manufacturer want- 
ing to buy something the industrial distributor is a 
source of supply. "It is just as simple as that," Dr. 
Alexander points out. He emphasizes the need for 
trained salesmen and uniform accounting methods. 


By DR. R. S. ALEXANDER* 
Associate Professor of Marketing 
School of Business, 
Columbia University 


= feel that there 
is no need to justify the indus- 
trial distributor’s position in the 
economic system by words. The 
logic of events has done it much 
more effectively than any words 
of mine could. 


You gentlemen entered the war 
under a War Production Board 
which was fairly well convinced 
that there was no place in the war 
effort in which the distributor 
could have a useful part. Ratings 
originally were granted only to 
manufacturers. The War Produc- 
tion Board apparently, to begin 
with, would have none of you. 
You wound up the war with rat- 
ings which were somewhat better 
than hunting licenses. And you 
wound up with more than that— 
you wound up with may articles 
being set aside for you that could 
be touched by no rating except 
the emergency AAA rating of the 
Army or Navy. In other words, 
WPB, during the course of the 
war effort, found that you were 
very essential. 


*An address delivered at the Triple 
Mill Supply Convention at Atlantic 
City, N. J., April 28, 1948, 


Since the war your sales have 
increased somewhat above 40 per 
cent. That has occurred during 
a period when the index of phys- 
ical production has risen about 
19 per cent and when manufac- 
turers’ shipments have gnoe up 
17 per cent. 


A Subject for Thought 


It will be more profitable for 
us to devote a little thought to the 
subject of the services which the 
industrial distributor performs 
and, perhaps, how he might per- 
form them more effectively. 

It takes a colossal conceit for 
an outsider to come into a meet- 
ing like this and try to tell the 
members of a trade who work with 
other members of a trade how 
to work out more efficient methods 
of procedure in that trade. 

The economic position of the 
industrial distributor depends on 
the fact that he serves the manu- 
facturing industry of this country. 
To the manufacturer who has 
something to sell, the industrial 
distributor is an outlet; he is a 
channel of distribution; he is a 





DR. R. S. ALEXANDER 


way of getting the manufacturer's 
goods sold. To the manufacturer 
who wants to buy something, the 
industrial distributor is a source 
of supply; he is a way of get- 
ting the goods that the manufac- 
turer wants. It is just as simple 
as that, I think. 


These two functions are inter- 
dependent. If the industrial dis- 
tributor does one of them well. 
the chances are he will do the 
other well. If he fails at one, the 
chances of his being successful 
at the other are pretty remote. 

So, let’s examine for a minute 
what these two groups that the 
industrial distributor serves want 
from him: 


In the first place, what does 
the manufacturer whose goods 
you sell want out of it? He wants 
about three things: 


(1) He wants you to carry a 
stock of his goods which is ade- 
quate and complete. That means 
two things. It means, in the first 
place, that he wants you to carry 
every item in his line that is 
likely to be demanded in your 
territory. 


“The economic position of the industrial distributor depends on the fact 
that he serves the manufacturing industry of this country.” 
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LAWTER CHEMICALS 


LAWTER’S 






g LUMINOUS 


PHOSPHORESCENT 


4 WL y\\ 


PAINT 


PRE-MIXED in ONE BOTTLE! 


LAWTER'S LUMINOUS . . . the new safety paint 
that glows in the dark! Sells for hundreds of uses in 
homes, factories, and institutions. Activated by day- 
light or artificial light . . . retains glow all night! 


NEVER FAILS IN EMERGENCY 


Home owners, theaters, schools, hotels, hospitals, ° 


— factories, etc. need Lawter’s Luminous 

Avy $ fails during fire. Reduces accidents at 
oA t. Quickly locates telephones, fuse boxes, stairs, 
exits, switches, fire escapes and extinguishers. 


JUST ONE COAT 


Lawter's Luminous requires no primer or sealer . 
no kit to mix or formula to follow. Brushes in one 
coat on any clean surface . . 


. indoors or outdoors. 


et 
poet 


Display card printed with luminous 
paint supplied with each dozen. 
Also descriptive 2-color leaflets to 
give and mail customers. You're 
ready to merchandise with first 
order. 


MAY 20, 1948 





SAFE! EASY TO USE! 


Lawter's Luminous is harmless as ordinary paint. 
Just open bottle, stir thoroughly like any can of 
paint, and it's ready to apply. 


LOOK FOR INDUSTRIAL PROSPECTS 


Lawter Chemicals carries a complete line of phos- 
phorescent and fluorescent paints. Any require- 
ments . . . from ounces to gallons . . . can be 
handled immediately. 


40% PROFIT FOR YOU 


1/2 02. bottle sells for 59¢ . . . 3 oz. for 98c. 
Prices for '/2 pints, pints, quarts, and — on 
request. 





LAWTER CHEMICALS, Inc. 
3550 Touhy Avenue 
Chicago 45, Illinois 


Please ship at once: 


doz. 1'/2 oz. bottles #620 Blue Glow @ $4.25 doz. 
doz. 3 oz. bottles #620 Blue Glow @ $7.05 doz. 
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1750 R.P.M. 
No Packing Used 





Make room on your shelves for the Simer 
Paddle Pump—the power unit that takes 
the place of the old pitcher spout pump. 
The Simer will do almost any job around 
the farm —draining basements, pumping 
from cistern or into stock tank, fighting 
fires, spraying weeds. Pump has a lift of 
20 ft., is self-priming and resists wear in 
sandy water. 34” and 1” sizes, 1750 Rr. P. M. 
Made to retail under $25.00, including base 
and coupling, but less motor. See your job- 
ber, or write for circular. 


JEROME SIMER COMPANY 


422 Stinson Boulevard « Minneapolis 13, Minn. 


“Double Sque- 
gee" rotary seals, 
moulded into each 
end of the rock 
rubber paddle, 
make shaft pack- 
ing or stuffing box 
unnecessary. They 
also keep grease 
out of the water. 
















PADDLE PUMP 








He wants you, in the second 
place, to carry big enough stocks 
of each item in his line to satisfy 
any demands that are made or 
are apt to appear for that pro- 
duct in your territory. Of course 
in performing that function you 
have to steer a course that will 
enable you to do so without tying 
up too much of your capital in 
slow-moving or immovable mer- 
chandise in the first place. And 
you have to do it without reduc- 
ing your rate of turnover to such 
a low figure that your operations 
are no longer profitable. 

(2) He wants you to do the 
job of making physical delivery 
of that merchandise to people 
who want to use it—the people 
who are going to buy his goods. 

That is a matter of transporta- 
tion and it is a matter of order 
handling. And what the manufac- 
turer wants there is the same 
thing that the buyer wants: he 
wants you to give his customers- 
that is, the people who ultimately 
use his product—a service which 
is (1) quick and (2) sure, so 
that they can get the stuff quickly 
and so that they can be sure of 
getting it. If they don’t get it 
quickly and surely they are apt to 
take some substitute. 

(3) He wants you to sell his 
line, to sell his products. He 
wants you to be more than simply 
a pipeline through which those 
goods can flow to market; he 
wants you to develop some of 
the properties of a pressure pump 
that will put them out there. 

Those are, as I see them, the 
services which the manufacturer 
who has things to sell to industry 
wants and expects from the indus- 
trial distributor. 


What the Buyer Wants 


Let’s take a look at the things 
that the buyer, the industrial 
buyer, wants out of the industrial 
distributor. 

(1) He wants first, I think, the 
industrial distributor to carry in 
stock or to have in stock when 
he wants it any article that he 
wants and needs to operate his 
plant. There again you run up 
against the necessity of maintain- 
ing complete and adequate stocks 


so that you will have them always 
on hand. And you have the 
danger that if you do that func- 
tion properly you may make your 
turnover slow and you may have 
too many of your dollars tied up 
in such a way that they are not 
working for you. 


Quick Delivery 


(2) He expects the distributor 
will get goods to him quickly, 
accurately and surely. And of 
those three I should say that the 
speed is the least important. Accu- 
racy and sureness are both more 
important. The average purchas- 
ing officer is interested in keeping 
his inventories of material and 
supplies as low. as he can. The 
way he can do that is to buy in 
fairly small quantities and fre- 
quently, and thereby keep his 
inventories down. But he can’t do 
that safely without danger of 
shortages unless he can be sure 
that within a certain time after 
he places the order he will get 
the merchandise that he has 
ordered. That is why I stress 
accuracy in filling orders and cer- 
tainty in filling orders. 

(3) He wants the industrial 
distributor to handle emergency 
orders. Thereby, of course, hangs 
a tale, because there are emer- 
gency orders with quotation 
marks around them. Of the total 
orders that are marked emer- 
gency, prebably the ones with 
quotation marks around them too 
often exceed the bona fide ones, 
and they constitute a very real 
problem. 

(4) He expects the industrial 
distributor to give advice and 
help in solving certain of the 
buyer’s problems — particularly 
his operation problems with re- 
spect to the materials and sup- 
plies that the industrial distribu- 
tor sells. The performance of this 
function depends almost entirely 
upon the performance of the dis- 
tributor’s salesmen. If they are 
good. he is apt to do it well. If 
they are not good, he is apt to 
do it poorly. 

Then the buyer wants the 
industrial distributor’s prices to 
be right. Just what constitutes a 
“right” price nobody knows. And 
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O'MALLEY products, send us your order 
direct. It will be shipped immediotely. 


























Home Owners Have 
Been Eager for a Tool Your Opportunity 
of This Type and for Profit and 
Price for Years Ga sR Satisfied Customers 


The O'MALLEY FAUCET NU-SEATER is a COMPANION 
TOOL to the O'MALLEY Faucet Drip Stopper. This tool 
has been designed and manufactured for tapping threads 


Save your customers’ money—and make money for YOURSELF 
at the same time. Just think—it can be retailed as low as 98c. 
Regardless of how poorly a faucet seat is worn, if it is possible 
to tap threads in the old seat the O'MALLEY FAUCET NU- 
SEATER will do the job quickly and simply. ALL you have to do 
to increase the sale of this tool is ask your customers how badly 
their faucet is worn when they buy washers. SHOW them both 
the O'Malley Faucet Drip Stopper and the O'Malley Faucet Nu- 


Seater, explaining how simple it is to repair faucets that might be 


into faucet seats together with furnishing a new patented 


Ww 


brass faucet seat that can be inserted with the aid of an 


ordinary screw driver . . . An innovation to any tool of 


similar design. Other tools of this type cost a great deal 
more and require a special wrench for doing the same job. 


O'Malley Faucet Nu-Seater does it easier —faster—more considered beyond repair. Every home owner or apartment 


efficiently —ond with NO chance of damaging the faucet. maintenance man is a potential buyer of this profitable iten:. 


See the O'Malley Faucet Drip Stopper illustrated in this magazine on page 10. 


EDWARD O’MALLEY VALVE CO. 


7600 GREENWOOD AVE. CHICAGO 19, ILLINOIS 

Northwestern Rep New York Office California Rep Conadion Rep 
PACKERS SALES CO 1133 Broadway E. M. ROBITSCHER DORKEN BROS. @ 

304 Hughes Bldg 7th St 408 McGill St 
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“Now, Evans, don’t be so modest. 
The work gloves can’t take 
all the credit!” 





BOSS Little Joe 


For heavy industrial work 





Take a bow, boys! 
The more production there is, the better 

off every body is bound to be. And while the 

spotlight is on the production picture, check up on 

your Boss Work Gloves—make sure you ve 


got the brand that always gets a hand! 


THE BEST KNOWN NAME 


WORK GLOVES | 


59 YEARS OF HAND PROTECTION 





THE BOSS MANUFACTURING COMPANY « KEWANEE, ILL. 
174 


in administering this feature of 
his functions the industrial dis- 
tributor is up against his operat- 
ing margins, his operating costs, 
the manufacturers’ prices and dis- 
counts, and so on. 

Too often, I think, the buyer 
expects the industrial distributor 
to handle two kinds of orders: 
In the first place, emergency 
orders on most of which he can’t 
make any money; and, in the 
second place, orders for items 
that he buys in such small quan- 
tities that he can’t get quantity 
discounts direct from the manu- 
facturer. 

The industrial distributor can’t 
live on that kind of business 
alone. He has got to somehow or 
other capture a larger and more 
lucrative part of the  buyer’s 
business. 


Serving Both Ends 


If you carry adequate and com- 
plete stocks, you serve both ends 
of the industrial operation. If you 
give good delivery service, you 
serve both. If you give a good 
sales service, you serve both. On 
your pricing you are in the mid- 
dle. So, let’s take the three items 
that we can really do something 
about: service, delivery and sell- 
ing—and explore them a little 
bit. 

First, as to stock carrying. Here 
the problem reduced to its ulti- 
mate essence is: how to carry 
enough without carrying too 
much? 

I think inorder to do that one 
very useful device is an adequate 
stock control system, one which 
will show how much of each item 
or related group of items there 
are in your inventory, how fast 
it is moving, what the variation 
is (either seasonal or otherwise) 
in its rate of movement. Such 
stock control systems are costly. 
Oftentimes they are difficult to 
operate. But the results of them 
are very beneficial. They enable 
you to carry complete and ade- 
quate stocks. 

On the basis of the information 
supplied by a stock control sys- 
tem you should be able to dis- 
cover certain items which flow 
through your warehouse rapidly 
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in the mid- Y ow a Ee LTS Get your share of the fast-growing V-Belt market 
three items by handling Durkee-Atwood Master Cord Belts. 


_ Something for every need! It’s a complete line with hundreds 
y and sell- an of sizes from tiny fractional 
m a little horsepower belts to multiple drive nn! STO 


industrial installations. Tested 
Master Cord construction features 
gum-dipped cable cords, tough, 
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er ae = wear-resistant jacket and specially- , 
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Choose the complete line or 
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MAKE YOUR STORE 


HANDEE 
HEADQUARTERS 


Stock this profitable, fast selling, 
most complete and first quality 
line of tools and equipment. 








Coww 


@ HANDEE TOOL OF 1001 USES 
First tool of this kind and today’s 
finest. Weighs 12 oz. Operates at 25,000 
r.p.m. AC or DC. Retails for $20.50 
with 7 accessories. 


@ HANDEE KIT 


Handee and 40 popular accessories in 
compact carrying case. Retails for 
$27.50. 


@ 300 ACCESSORIES 


To grind, drill, polish, engrave, cut, 
carve, sand, saw, etc. A right one for 
every job on metal, alloy, plastic, 
wood, horn, bone, glass, stone, etc. 


@ PLASTIC-CRAFT KIT 


For the newest and most interesting 
hobby— internal carving of plastics—to 
make gem-like jewelry, wall plaques, 
paper weights, buttons, door knobs, etc. 


Mechanics, craftsmen, hobbyists and re- 
pairmen prefer Handee, the result of 50 
years’ experience making better tools and 
small grinding wheels for every purpose. 
National advertising in leading publica- 
tions has created owner satisfaction and 
acceptance for Handee over all other simi- 
lar tools. 


Write for details today of our plan and the 
support we give you to make your store 
Handee Headquarters in your area for 
craft tools and the most complete line of 
accessories, all made in our own factory. 


CHICAGO WHEEL & MFG. CO. 


Quality Products Since 1895 
1101 W. Monroe St. Dept. HA Chicago 7, Ill. 


Name.... cetetboamiigeca 


Address.... = lcepcescaadleta papnnneibaaniiind sania 
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and, above all, certain items 
which are in fairly constant 
demand. On items like a_ stock 
control system will tell you at 
any moment what you have got 
and how fast it is flowing. With 
such a system you can cut your 
inventories of those items to the 
minimum—you can hold them to 
a very low figure—and thus free 
capital to invest in these items 
of the manufacturer’s line that 
he wants you to carry but which 
are sometimes slow moving and 
items which the buyer doesn’t 
require very often but which he 
wants like the devil when he 
wants them. A stock control sys- 
tem is going to give you that 
information and enable you to 
deliver that sort of service. 


Stock Control 


The second tool that I think 
is very important in stock control 
is a cost accounting system which 


will give you costs by items 
handled or by groups of items 
handled. It also will give you 


costs by customers, costs by sales- 
men, and so on, but right now 
it is the cost by items in which 
we are particularly interested. 

Such cost accounting systems 
are available. The Department of 
Commerce has done very good 
work along that line. The Na- 
tional Association of Wholesale 
Druggists has worked out a very 
satisfactory cost accounting sys- 
tem in its trade. Again it is going 
to cost a little money for an 
outfit that is big enough to use 
mechanical accounting, but if it 
hasn’t been getting such cost fig- 
ures in the past I think it’s been 
missing the boat. For a smaller 
concern that can’t use mechanical 
accounting, perhaps it is some- 
what more difficult. 

Such cest accounting figures 
enable you to determine what to 
push; what to drop if you have 
to drop anything. It may deter- 
mine changes in your method of 
operation; changes in your 
method of handling certain items. 

Let’s look for a minute now 
at the performance of the delivery 
service. That involves two things, 
your order-handling procedure 
and your delivery procedure. It 


nvolves such questions as how 
far out you are going to make 
deliveries—and there again cost 
accounting systems will be val- 
uable in determining that ques- 
tion. It involves the question of 
how frequently you are going to 
make deliveries—and again cost 
figures will be most helpful. It 
involves the very knotty question 
of how to handle small orders. 
The cost pregnant suggestion is 
that you try to get a concentra 
tion of such orders. 

Such a program of trying to 
get consolidation or concentratio: 
of such orders depends on the 
analysis of the orders received 
from each customer so that you 
get a pattern of the flow of his 
small orders. You know what he 
orders, how much of it he orders 
over a period of time, when he 
orders it. If you know that, then 
you get some idea of his require- 
ments over a period of time and 
you can go to him and sell him 
on the proposition of ordering a 
bunch of stuff at one time instead 
of picking it out a little bit at a 
time. 

That is going to be to his 
advantage as well as to the dis 
tributor’s because a thing that 
the average purchasing officer is 
constantly aware of and is con- 
stantly hunting is a way to cut 
down the amount of paper work 
and thus cut down his cost of 
buying. By a process of consoli- 
dating small orders he can cut 
down not only his paper work. 
but his cost of receiving and he 
can assure himself of a more 
certain supply, which is anothe: 
big item about which he worries 
more or less constantly. 


Selling 


Now, for the third function. 
selling. Selling has two sides to 
it. It has the side of getting the 
manufacturer's products — I am 
talking about the manufacturer 
you are representing now—into 
consumption. On the other side. 
it has the aspect of giving service 
to your manufacturer-buyer. | 
think that one thing is absolutel\ 
essential—the understanding of it 
is absolutely essential—to the 
man who is going to do a good 
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job in the performance of this 
function, and that is to under- 
stand and live by the proposition 
that he is selling not things but 
service. The buyer can buy that 
other stuff from anybody; who 
he buys it from is determined by 
the way in which it is sold and 
the way in which it is delivered 
to him. Who he buys it from is 
goes with it and not by the stuff 
itself so much. 

The industrial distributor has 
to appreciate that what he is sell- 
ing to the purchasing officer is a 
way of keeping his plant going; 
a more economical way of buy- 
ing; improved ways of running 
his plamt; ways to keep his inven- 
tory down; a greater security; a 
greater certainty of supply and 
that what he is selling is a serv- 
ice, not necessarily merely goods. 

This determines the nature of 
his selling effort to a very consid- 
erable extent. It has to be low 
pressure selling instead of high 
pressure selling. I think a very 
good way to distinguish between 
low pressure and high pressure 
selling is to say that in low pres- 
sure selling the salesman works 
with the customer instead of on 
him. When you say that you have 
said it all. 

What are the elements in this 
selling service? 


Sales Record Analysis 


Well, the first one is a constant 
analysis of your sales records by 
customers, by products, by sales- 
men, and by any other basis 
which will give you a knowledge 
of what you are selling and to 
whom you are selling it. 

Your analysis of your sales 
records by customers may be 
broken down by lines or items. 
It may be broken down by size 
of order. Approximately the same 
breakdown can be made of your 
sales record by salesmen. It can 
he by customers. lines or by size 
of order. 

Now, what is the use of this? 
In the first place, it enables you 
to establish for each customer 
a thing called potential sales. 
Potential sales is the total that 
the customer may be expected to 
buy from everybody — you and 
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STEEL WOOL PRODUCTS 


Millions of miles of long, strong strands of precision cut steel wool roll 
out of our factory every year. These are made into Sun Ray Products, 
a few of which are shown here. These products are uniform, efficient 
and high quality. They are the choice of fine craftsmen and good house- 
keepers everywhere. 


Sun Ray Layer Built Pads are 
so constructed that every square 
inch can be used, When one surface has 
been used, fold back the layer and you've got 
a fresh new surface, again and again. 
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An unsurpassed line of Sun Ray Steel Wool makes it easy 
to pick the right grade—from superfine to extra coarse. 
But whatever grade is chosen there is only one quality— 
the highest. 


Sun Ray Woolers are standard accessories 
for disc type floor machines which keep 
floors clean, beautiful and safe in many 
thousands of buildings. The exclusive 
radial strands work faster—and better. ~ 








Jex steel-fibre cleaning and scour- 
ing pads are known to millions as 
speedy, handy kitchen servants, : 
They are so economical they eX Arr — 
can be “used a day and then OP s 
thrown away.” 








\i------------------- = 
MAI L | The Williams Company, London, Ohio 
TO DAY! | Please send me, without any obligation, complete infor- 
mation on Sun Ray Steel Wool Products. 
| 
| 
Fill out and mail in this | NAME — 
coupon for complete in- | 
formation on Sun Ray | COMPANY -~ 
Products, | 
i CITY AND STATE we 
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NEW DIECO ITEMS 


superior in every way 


WHAT MAKES A PROFIT-MAKER IN THE 
HARDWARE FIELD? Three things are vital: 
Quality — Utility — Popularity! And the 
DIECO line has them all! Each DIECO prod- 
uct is manufactured under the most modern 
and efficient die casting procedure — cast 
from a special durable metal alloy, yielding 
items that are superior to cast iron in uni- 
formity, finish, and tensile strength. These are 
the facts which point to every DIECO item as 
a profit maker! 


The Popularly Priced DIECO Line 


“No-Slam” Door Checks 
Sash Fasteners 
Chain Door Fasteners 
Casement Fasteners 
Door Stops (4 Types) 
Bar Sash Lifts 

Coat & Hat Hooks 
Costumer Hooks 
Cupboard Catches 
Cupboard Turns 
House Numerals 


COMPRESSION CAST FOR 
SUPERIORITY FROM A 
CORROSION RESISTANT ZINC ALLOY 





the Complete DIECO Displays 
Size: 12" wide x 20'' high 
8"' wide x 15" high 


SEE YOUR JOBBER OR WRITE 
DIRECT FOR LITERATURE & PRICES! 


Manufactured by 


MACHINE TOOL CO.., INC. 


90-12 ROCKAWAY BLVD. 
WOODHAVEN 17, NEW YORK 
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everybody else. When you get that 
and get an analysis of your own 
sales, you can spot your weak- 
nesses. You are not selling 
enough to Bill Jones over here 
and you are getting most of Ike 
Smith’s business. All right. The 
thing is to hold on to Ike Smith 
like grim death and in the mean- 
time attempt to horn in on more 
of Bill Jones’s business. It en- 
ables you to call your shots in 
selling. 


Spots Changes 


The second thing is that it 
spots changes in the customer’s 
buying habits. It enables you to 
set up the next step—the analysis 
of the customer’s needs. The first 
job has to be done in the sales 
manager's office. The analysis of 
the customer’s needs to a very 
considerable extent is the job of 
the salesman in determining what 
he makes, and how much of it; 
whta he is going to make, and how 
much of it; how much he uses; 
what he is going to use; what his 
plant layout is; what his produc- 
tion processes are; who his im- 
portant people are in his plant, 
and whatever it is possible for the 
salesman or the sales manager to 
find out with respect to that cus- 
tomer which will indicate what 
he is going to need, when he is 
going to need it, and how he is 
going to need it. 

Now, what is the use of this? 

In the first place, this helps to 
develop a sales potential for that 
customer. In the second place, it 
enables the salesman or the sales 
manager to plan an objective for 
each call. There is nothing that 
a purchasing agent hates any more 
than a salesman who drops in 
with the statement that he just 
happened to be going by and he 
dropped in to see how the P. A. 
was getting along. At that par- 
ticular point the P. A. isn’t getting 
along; he wants the salesman to 
get along. 

What the P. A. wants from the 
salesman is information. He wants 
facts, about products, new facts 
about old products, and facts 
about new products. He wants 
facts about new uses for prod- 
ucts, new ways to use products 


and facts about supply—prospec- 
tive supply. He wants facts about 
deliveries—and not promises. He 
wants facts about price changes— 
preferably before they happen. 
He wants suggestions as to how 
he can save money in_ buying. 
He wants suggestions as to how 
he can cut down his stock. He 
wants any sort of suggestion that 
will help him do his job. 

In other words, he wants serv- 


ive suggestions and service facts | 


that will be of service to him. 
Selfish of him, sure. But that is 
what you are capitalizing on. That 
is the job of the salesman pri- 
marily, and the salesman isn’t 
going to do it unless you do two 
things for him—unless you train 
him; unless you give him ade- 
quate supervision. Keep on the 
seat of his pants and the tail of 
his coat and see that he does what 
he is supposed to do. 

The salesman needs to be 
trained with respect to products. 
And there I think you can make 
use of the material supplied by 
the manufacturer. Many manv- 
facturers, I understand, have 
training programs for distributor 
salesmen. Many more of them put 
out adequate materials for that 
purpose. 

I think possibly too many dis- 
tributors tend to look upon the 
manufacturer's missionary  sales- 
man as a seller—a way to get 
tough customers sold. I think the 
distributor will be smart if he 
looks upon the manufacturer's 
missionary salesman as a trainer 
for his own salesmen rather than 
as a seller and uses him in that 
way primarily. 


Must Know Customers 


Salesmen have to be trained to 
know their customers and to ana 
lyze their customers and _ their 
customers’ needs. They ned to be 
trained to organize their work. 
They need to be trained to plan 
their calls and above all they need 
to be trained to bear in mind at 
all times that they, as well as the 
distributor, are selling a service 
and not merely goods. 

If the distributor performs ef- 
fectively the process of selling to 
the buyer he will also perform 
effectively the job of selling for 
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‘ee Company manufactures 
and sells more levels than 
any other concern. This is a 
point that every hardware jobber 
and dealer should consider seri- 
ously. It means that EXACT 
LEVELS “have something”’ that 


.. appeals particularly to the man 


seeking a tool that will enable 
him to do his daily work to his 
best ability. 


Word about an exceptionally good 
product has a way of getting 
around. One mechanic tells 
another. Even at first glance an 
EXACT LEVEL looks better 
than others. But it is only after 
a man has used one for a while 
that he fully appreciates that in 


EXACT LEVELS 









sturdy dependability and endur- 
ing accuracy, the EXACT 
LEVEL is just as good as it looks. 


There is no mystery about the 
high quality of EXACT LEVELS. 
It is merely a matter of special- 
ization. This Company concen- 
trates its entire engineering and 
manufacturing facilities on the 
production of the- best levels it 
is possible to make. The user is 
not slow to sense that fact and 
that is the basic reason for 
the success of EXACT LEVELS 
with customers, dealers and dis- 
tributors. Send for information. 


EXACT LEVEL & TOOL MFG. CO., INC. 


HIGH BRIDGE > NEW JERSEY 





LEVELS 


MAKERS OF THE WORLD'S BEST LEVELS 
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Perfection 
DUBL-CHEM-FACED 


(TRADE MARK) 


MILK FILTER DISCS 


ARE BEST SELLERS AND 
MOST PROFITABLE 










TO YOU!, 










FAST 
TURNOVER 
because 
HIGHEST QUALITY 
AT LOW COST! 





jes 


SALES REPEAT BECAUSE YOU GIVE 
CUSTOMERS MORE FOR THEIR MONEY! 


No other double-faced filter disc is more 
efficient, regardless of price! Build a steady, 
profitable trade by helping farmers save 
money at every milking! Millions in use! 


NATIONALLY ADVERTISED IN 


Successful Farming, Hoard’s Dairyman, Dairy- 
land News, Wisconsin Agriculturist, The Farmer, 
Modern Dairyman, Rural New Yorker, New 
England Dairyman, New England Homestead, 
Dairymen’s League News, Better Farming Meth- 
ods, California Dairyman, Western Dairy Journal, 
and other publications. 


Order How from your Jobber 


cocks tanissolininiibinsnahciisialh 





SCHWARTZ MFG. CO., Two Rivers, Wis. 


} Exclusive Manufacturer of 


DUBL-CHEM-FACED | 


(Trade Mark) | 


MILK FILTER DISCS | 
psa Wie Sina ae 
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the manufacturer. As a matter of 
fact, if he performs the first job 
well enough the manufacturer can- 
not afford to be without him. 

I have said nothing new. All 
this is old stuff but it represents 
fundamental methods of aproach 
of which you are all aware. The 


only reason it is worth repeating 
is that it probably is so funda- 
mental and you recognize it so 
thoroughly that many of you have 
forgotten to do it. That is always 
true. It is also worth repeating 
because it is the essence of good 
distribution. 


“New Look” in Hardware Shown 
At Marshall-Wells Congress 


ORE 500 hardware 
dealers, including their 
wives and employees attended a 
three-day Congress April 26-28 at 
the Multnomah Hotel and show- 
rooms of the Marshall-Wells Co., 
at Portland, Ore. With the theme, 
“The New Look in Selling!”, each 
presentation was made with the 
purpose of helping the dealer 
move merchandise out of his store 
into the hands of the consumer. 
Seth Marshall, president of the 
Marshall-Wells Co., Duluth, was 
the principal speaker on the open- 
ing day. He remarked that “the 
merchandising future is very un- 


than 


settled with many items that are 
now in fair supply returning to 
the hard-to-get list, while on the 
other hand we have an 
supply in some lines.” He pre- 
dicted that competition will be- 
come increasingly strong in spite 
of the increased shortages. 

The keynote address by Mr. 
Pearson, advertising manager of 
the Portland branch, brought out 
the parallel of the “New Look 
in Fashions” and the “New Look 
in Selling.” To illustrate this 
point, two models were presented 
to the audience, wearing the lat- 
Mr. Pearson 


over- 


est in fashions. 





U.S.S. Zenith — Poised on the crest of a wave of blue shingle nails — this 
battleship replica rides at anchor in the showrooms of Marshail-Wells 
Company as a feature of its recent 20th Anniversary Congress. The ship was 
assembled entirely from hardware items. The hull is two cross-cut saws; 
forward anchor winch, a trailer coupling and yard faucet. The deck house 
is the top half of an aluminum roaster while the forward bridge is a loaf 
plan — gun turrets are soap dishes, while the "big guns" are center punches. 
Anti-aircraft guns are assembled from pipe fitting and nail sets. The model is 
complete to the radar antenna, a common kitchen whipper topping the oft 
mast. A. J. Herboth (left) designed the model. Center is L. M. Hatfield, 
assistant sales manager and (right) O. A. Lamb, sales manager. All three 
are executives of Marshall-Wells Company, Portiand House. 
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The selling season is on — and so is Reo’s tremendous 
national advertising campaign! The 16,000,000 
readers of the Saturday Evening Post and Better 
Homes and Gardens can’t miss Reo’s ads! Reo is 
using COLOR—Reo is using FULL PAGES and 
HALF PAGES during every one of the big selling 
months ahead! 


Steer these prospects your way with Reo’s complete 
package of sales helps—for your store. And rush 
your order for Reo Trimalawn Power Lawn Mowers. 
Reo’s exclusive features mean easier, faster sales — 
more profits, more satisfied customers. 


REO JOBBERS ARE READY TO HELP YOU — 
CALL, WRITE, WIRE YOUR NEAREST JOBBER 
RIGHT NOW. 


REO MICHIGAN 
Noiseless 
HAND MOWERS 


Precision built by Reo to 
cut grass more efficiently 
and with less effort than 
ever before. The finest 
hand mower money can 
buy at a price any one 
can afford. 
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pointed out that the leading 
points. in today’s fashions are 
adaptations of styles from the 
turn of the century. These adapta- 
tions streamlined to meet 
today’s requirements. 

“This is true, Mr. Pearson said, 
“in the ‘New Look’ in selling. It 
is merely adapting the old stand- 
ards (in selling)—many of them 
forgotten or not exercised for a 
long time — to meet today’s 
needs.” 

These selling standards, as out- 


were 


lined by Mr. Pearson, include 
customer confidence; know your 
merchandise; talk about (adver- 


tise and display) your merchan- 
dise; conclude the sale by asking 
the customer to buy. These four 
standards, if followed 
ageressively and regularly, will 
help to maintain or increase the 
store's volume during 1948 — 
with more profits for every dealer. 


selling 


he said. 

Santa Claus entered during Mr. 
Harry LaBree’s talk about cut- 
lery and toys to point out that 
toy business is a big business — 
that up to 60 per cent of an 
average hardware store’s volume 
can be made in these lines dur- 
ing the final quarter of the year. 

A trip through a store was a 
dialogue between: Ed Nystrom and 
Richard Lyons entitled “A New 
Look for Your Store.” Mr. Lyons 
represented a typical store owner 
who was puzzled because of vol- 


ume dropping off. Mr. Nystrom 
was a “trouble shooter” 
pointed out during the scene that 
a clean, well lighted store would 
attract more customers. He also 
showed that constant attention to 
display and advertising helps fur- 
nished by the Marshall-Wells 
Company would go a long way 
toward helping him maintain his 
volume. 

Officials from the head office 
of the Marshall-Wells Company 
at Duluth included Seth Marshall. 
president; I. G. Watson, merchan- 

Sanford Oie, 
publicity man- 
Hartwell, mer- 


who 


dise supervisor; 
advertising and 
ager, and W. E. 
chandise manager of home appli- 
ances, attendance 
and made platform presentations. 

The Congress in Portland was 
a joint affair with officials and 
dealers from the Spokane and 
Seattle areas attending. 


who were in 


H. L. George, manager of the 
Spokane branch, addressed the 
group. Earl Hughes, sales man- 
ager and Mr. A. L. 
manager of Marshall-Wells Stores 


Simmons, 


group were officials attending 
from the Spokane house. 
This Congress celebrated the 


20th Anniversary of the founding 
of the Marshall-Wells 
Franchise Dealer Plan. Since the 
first start in Duluth 20 years ago, 
the membership has 
include over 500 


Stores 


grown to 





Every Building Has an Advertising Value 


ALVIN ARNOLD and John 
McFarlane, co-owners of The 
Big 4 Hardware Store Co., Love’s 
Park. Rockford, Ill., believe that 
every well kept building owned 
by a merchant offers profitable 


stores in nine 
northwestern states. 
advertising opportunities. When 


the firm recently erected another 


small warehouse near its store, 


the ground was landscaped and a 
neat sign was placed across the 
top front of the building. 





The sign on the building gives the firm an added touch of publicity 
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| See this % page ad 
| in full color 


in June Better Homes & Gardens 















Happy 
ay 


folder showing over 20 specially “home 
engineered” household items. 


The Dssh Draimer above, cushions your 
dishes and silverware against chipping 
and ... holds more dishes . . . 
speeds dishwashing. longer legs keep 
dishes from hitting hard surfaces 












‘ 
The Rabbermaid Stove Provecter Mats pro 
tect the surface of any style stove, re 
frigerator or table top, create safer 


working space are silent and slip 
resistant add bright cheer co your 
kitchen fesist temperatures well 


above the boiling point of water 








Guard against bathtub accidents 

chis Rebbermacd Vacuum Cup Barhrud 

Mat offers soft, rm tooung 

easy co clean its pastel shades tank 

will lend charm to your bathroom for coileeries is an ideal companion piece 
for che Bathtub Mac. 


A prolly brand thal assures long Uf usslann 


& soup, guias, heal and wear 
THE WOOSTER RUBBER CO. Dept. BHT, WOOSTER, OHIO 


104000000 


Reader Impacts during 1948 for. . . 


i 
The Rabbermard Tosiet Top Tray fies any tovlet 
offers an extra, safer and neater place 








through the pages of 
LADIES’ HOME JOURNAL 
GOOD HOUSEKEEPING 
BETTER HOMES AND GARDENS 
COUNTRY GENTLEMAN 


Tie in with this National Campaigt 
Write for completely integrated Sa/es Helps 


THE WOOSTER RUBBER COMPANY 
DEPT. HA 4, WOOSTER, OHIO 
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"Visit Them and Sell Them" 


That's the slogan of E. H. Swantz & Sons. The 
firm members have found that it pays to do 
outside selling particularly on appliances 


I; is almost impossible 
to find E. H. Swantz, president, 
E. H. Swantz & Sons, Union 
Grove. Wis.. Bob Swantz. vice 
president, or H. H. Swantz, secre- 
tary and treasurer, in that hard- 
ware store at the same time. 

The reason is that these hard- 
ware men believe in leaving this 





“Prospects have to be sold and 
that is what we are always work- 
ing on. The prospect is only in- 
terested in an appliance. It’s up 
to us to point out all good fea- 
tures of the appliance to him and 
show him that it can fulfill his 
special needs. Yes, we think we 
are going to be very busy selling 


This kitchen setup attracts women from both the town and farm. 
Note suggested layout illustrations shown above the refrigerator. 


town of 1,100 population and go- 
ing into the territory to serve and 
visit farms. During the greater 
part of the time two of them are 
in the area doing active selling. 
That this policy is paying off, 
especially in the selling of appli- 
ances, is seen from the fact that 
this store sells over 200 major 
units per year. These units in- 
clude model kitchens, farm freez- 
ers. ranges, refrigerators and 
washing machines. An _ excellent 
list of prospects is on hand at 
present which should mean a fine 
sales volume for the remainder 
of 1948. But, as Bob Swantz says. 
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for the remainder of the year.” 

Contacting the farmers, espe- 
cially in an area like this, is very 
important, and the Swantz store 
has been doing that for years. 
[°. H. Swantz and his sons handle 
farm auction sales in the area, 
and this factor alone helps them 
to make the acquaintance of nu- 
merous rural people. Not only that 
but it gives the firm an excellent 
idea of who wants what, from ap- 
pliances to farm tools, as these 
are the items which are most fre- 
quently featured at the average 
auction. 

E. H. Swantz usually does the 
auctioning, while one of his sons 
does the clerking. This leaves one 
Swantz for store management. 


Exhibits at Fairs 


This firm also has an appliance 
exhibit at the Racine County Fair 
which is held annually at a loca- 
tion several miles from Union 
Grove. The Swantz store has a 
large tent and the appliance ex- 
hibit is placed under it. 

There is a large attendance at 
a fair of this type, which gives 
the store management an oppor- 


H. H. Swantz shows a prospect some of the features of a range. 
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THE POWER TT MOWER 
WITH MORE FEATURES MORE PEOPLE WANT! — 


Every Proven Feature Any Power Mower 
Can Offer Plus These Nine Way-Ahead 
Improvements! 


1. ‘Fully-enclosed transmission - 


| 2. Positive automotive-type clutch 


3. Built-in blade sharpener—no extra cost 
4. All-steel welded chassis 
5. Hand-adjusted cutting height— 1" to 2%" 
7 Pat floating wheel shoft 
7 Shear pin Lemp anion ‘aieén parte 


_ ACT NOW. Pincor prod- 
ucts are sold direct to the — 
dealer at fair trade prices. 
Write now for dealership 
information. 
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BEST-SELLING 








Paints Behind 
Radiators! 


New nozzle sprays 
Paint straight ahead, 
up, down, sideways. 


Furniture 

Painting Easy! 

Uses any type paint. 
Holds 24 oz, 
Guaranteed. 8 lbs., 
complete. 














ONLY * 


6125 


COMPLETE 








WITH MOTOR 





Professional Results 


Smooth, even 
coat gives every- 
thing a ‘‘factory 


finish.” 


No Extras to Buy 
Send for complete 
details. *Slightly 
higher in western 
territories. 





THE LOWELL 
ELECTRIC PAINTER 


Here’s your chance to add 

new highly profitable sales and 
increase your sale of paint. 
Because painting is so much 
easier with the Lowell ‘‘Thoro- 
Spray,’’* more painting will 
be done, more paint used. 

Stock up now and corner the 
sales that are on the way. 


NATIONALLY ADVERTISED IN 
THE SATURDAY EVENING POST 
Better Homes and Gardens 


POPULAR MECHANICS 


*T.M, REG. U.S. PAT. OFF..(C) 1947 .M, CO. 





/__ WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 


WRITE DEPT. 51, 589 E. ILLINOIS, CHICAGO 11, ILLINOIS 


tunity to talk with numerous 
farm families and often results in 
‘numerous sales of appliances and 
farm items. 

One year the firm had a spe- 
cial wooden press which enabled 
it to print headlines on the spot 
for farmers. Usually the farm- 
ers name was printed on a spot 
which the local newspaper had 
left bare, just for this purpose. 
This idea made quite a hit with 
the trade. 

“In selling model kitchens we 
like to get into the home, look 
over the kitchen and make recom- 
mendations,” Bob 
“Sometimes the prospect is only 
thinking of getting a kitchen cabi- 
net, but often when they look over 
sketches we make, they buy an 
entire kitchen unit.” 


says Swantz. 


Service Important 


According to H. H. Swantz, the 
service which the firm has given 


to the area for many years on 
washing machines, stoves and 
other appliances has been ex- 


tremely important in keeping cus- 
tomers satisfied and in building 
an active prospect list. When the 
service man is out visiting farmers 
he invites farm women to come 
to Union Grove visit the 
store, especially the mode! 
Many a 
through such an invitation, is com- 
pleted weeks later when the farm 
women come to Union Grove and 


and 


kitchen. sale, begun 


step into the store. 

“When 
demonstrate our appliances,” 
H. H. Swantz. “If it’s 
we try to get the customer to look 
at every feature. This makes her 
feel as if she is using the range 
in her own home. The same is true 
with a model kitchen. If 
show customers every drawer, 
every convenience, it all adds up 
to convincing sales presentations.” 


we get the chance we 
says 


a range. 


you 





Ploeser Starts Hearings 
To Smoke Out Monopolies 
Washington Bureau 
of Hardware Age 

ALTER C. Ploeser, R., Mo.. 
chairman of the House 
Small Committee 
director of the latest monopoly 
aims to 


Business and 


investigation, says he 
make a “comprehensive” inves- 
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tigation of monopolistic practices 


and “other unfair methods of 
competition.” 

First, Mr. Ploeser plans to 
study carefully the complaints 


and suggestions listed by busi- 
nessmen on_ several thousand 
questionnaires now being distrib- 
uted by his committee. 

Next, he will hold public hear- 
ings in “practically every large 
city in the country.” He will then 
study his findings and, using the 
complaints and suggestions of 
businessmen as a_ basis, will 
report to Congress early next year 
as to the need for changing the 
present laws which are applicable 
to smaller businesses. 


Will Seek the Answers 


some of the 
Mr. Ploeser will 


These are 
tions to which 
seek answers during the coming 


ques- 


months: 

1— What are the 
monopolistic practices and why 
are they permitted? 

2— What unfair practices can 
be eliminated to liberate and en- 
courage competition ? 

3 — Are existing laws, includ- 
ing the antitrust laws, adequate? 

4—To what extent are exist- 


offending 


ing laws being properly enforced? - 


5 — If these laws are not being 
enforced, why not? 

Mr. Ploeser says his probe will 
be in the nature of “a compre- 
hensive investigation into the 
present operation of the Sherman 
Act, the Federal Trade Commis- 
sion Act, the Clayton Act and the 
Robinson-Patman Act, and 
in the policies and practices of 
those federal agencies and officials 
charged with enforcement of those 
statutes.” 

“In spite of the existence of 


also 


antitrust laws and the power of 
the FTC to define and prohibit 
unfair methods of competition, 
such practices appear to be flour- 
ishing on a wide scale,” he stated. 
“The antitrust 
been in need of a thorough over- 
of the basic 
objectives of Congress should be 
it that these 
serve their original purpose and 
design. 

“There has been altogether too 
much neglect of the paramount 


laws long have 


hauling and one 


to see to laws do 
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@ This Mell-Hoffmann No. 720 Dispenser for waxed paper* and paper 
towels* is a real home necessity with sell-on-sight appeal. Has strong 
all-steel construction with fully enclosed compartment... two-tone color 
combination consists of brilliant red cover and white body. Enamel finish 
is infra red baked after assembly; no raw edges to rust. Compartment 
cover forms cutting blade for waxed paper; spring arms hold paper towel- 
ing firmly and with constant tension to prevent free-rolling. Size of 
dispenser: 1214” x 3” x 63”. Key-hole slots in rear panel make wall 
mounting easy. Get details, too, on other Mell-Hoffmann paper dispensers 
... including de luxe combination model and models complete with 
smart 6-jar and 7-jar spice sets! Your jobber will also tell you about 
Mell-Hoffmann kitchen sets, towel shelves, etc. 

* Not included. 

SEE YOUR JOBBER 


— 
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money-maker 


Cur yourself a larger share of blade profits. 
Star has the line — the complete line — that can 
do it. Star has a blade for every job a hack saw 
or a band saw can do. Blades that do the job 
your customers want done on metals, plastics or 
other non-metallics — and do it faster, cleaner, 
more economically—better than ever before. Star 
blades’ performance makes new customers, holds 
old customers, means REPEAT BUSINESS, too. 
Handle the Star line and you'll find out in no 
time that you've got hand blades, power blades, 
frames, and band saws that are really fast sellers 
..a complete line of really sharp money-makers 
hustling for you. 


CLEMSON BROS, Inc., Middletown, NV 


Makers of hand and power hack saw blades 


frames, metal cvtting bond saw blades and 


the Clemson 0-17 lawn machine 
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problem, and through the medium 
of the House Small Business 
Committee it is our earnest desire 
adequately to inform the Con- 
eress of what must be done to 
keep alive in America a free and 
fair competitive system in busi- 
ness,” he continued. He predicted 
that the study will “undoubtedly” 
include recommendations for cor- 


rective legislation in the future. 
Willis J. 
counsel for the committee, is in 


charge of the investigation for 


Mr. Ploeser. Members of a spe- 
cial subcommittee conducting the 
questionnaire phase of the inves- 
tigation are Representatives Hill, 
R., Colo., Stevenson, R.. Wisc.. 
and Jackson, D., Wash. 


Store Modernization Caravan 
Starts Three-Year Tour 


OLLOWING the recent initial 

showing in New York City, mod- 
els of the new “open front” stores 
will tour the country in specially 
constructed trailers. Preliminary 
plans for the “Store Moderniza- 
tion Caravan” sponsored by the 
Pittsburgh Plate Glass Co.. Pitts- 
burgh, Pa., include showings in 
340 cities with populations of 
over 40,000. 

Designed by Pittsburgh Plate 
Glass Company's department of 
agricultural design, the model 
stores are constructed to one- 
eighth scale with the displays be- 
ing executed in minute detail. Ac- 
cording to the firm’s director of 
architectural design, Elmer A. 
Lundberg. the models shown can 
be used as basic designs by archi- 
tects for any locality. 


In describing the “open front” 
stores features, Mr. Lundberg 
stated, “Architects throughout the 
nation are becoming increasingly 
conscious that ‘display’ is one of 
the most important words in any 
merchant's vocabulary. Display of 
the entire merchandising area 01) 
the street level is what the mer- 
chant wants. And it’s what he eeis 
in the ‘open front’ type of store 
His entire establishment on the 
street level becomes a glass eu- 
closed show case.” 

Admitting that the architectural! 
design of the 12 stores designed 
for national display is “toward 
the future.” he contended that 
they are not radically different 
from the more advanced stores 
under construction in metropolitar 


centers today. 














In this hardware store model, gray and blue Carrara has been combined, 
with the gray being used for the piers and lintel. Blue Carrara has been 
used for the bulkhead of the feature display window. In an effort to create 
the illusion that there is no glass separating the exterior from the interior, 
the gray Carrara of the left base has been carried into the store interior 
as a wall covering. The feature display window is continued back on the 
right wall as a selling counter and has above it a paneled display case for 
the additional stock items displayed on its front. 
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This display stimulated sales 
of pottery for wedding gifts. 


Pottery for the 
June Bride 


HE majority of hardware stores 

that carry a line of china, 
glass and pottery feature the first 
two strongly for the bride”, says 
Philip Smith of the Ernst Hard- 
ware Co., Seattle, Wash. “Usually 
she is deluged with tableware. 
Accordingly, for those who wish 
to offer a less conventional gift, 
we usually suggest art pottery. At 


the beginning of the bridal season 


we arrange a big window display. 
In 1947 we had a white cabinet, 
lined with blue, with cutout 
Cupids on the frame. In the vari- 
ous compartments were shown 
specimens of pottery, with a card 
suggesting such lines as_ bridal 
gifts. 

This accompanying window in 
one of the firm’s stores, gave the 
brand name of the featured pot- 
tery and bore the legend “For the 
June Bride” in addition. 


Little Black Book 
OME people keep a_ little 
black book to list people that 

they should remember to hate, but 
with one Missouri dealer it is a 
different story. He keeps one and 
in it writes notes about various 
customers, including last date on 
which a purchase was made, the 
amount bought, time when new 
buildings or additions are con- 
templated and other sidelights. 
This “reminder book” enables 
him to follow up on future sales. 
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. product 


that sc 


@ Big capacity! Top opening 
measures 28 inches, front to 
back. Width is 1834 inches. 


@ Stands hard knocks! Stur- 
dily constructed of heavy- 
gauge sheet steel. 


@ Large wheels, wide rub- 
ber tires, are easy on the lawn. 


@ Two wheels provide bal- 
ance; two stands add stability. 


Lots of Uses! 


dv Carries shrubs, rolls of sod, 
small rocks, leaves, rak- 
ings, dirt, sand, gravel. 


v7 Provides a convenient place 
to mix fertilizer with dirt. 


Vv Does countless hauling jobs 
around the house, on farms, 
in orchards, greenhouses, 
stores, garages, ware- 
houses, and factories. 








Improved 1948 model . 


* It’s moderately priced! 
* It’s sturdily built! 
* It’s persuasively promoted! 


Both you and your customers clean 
up, with the Milcor Pick-Up Cart... 


This famous garden cart has natural appeal for 
your customer. With it, he can take as much as 
several basketfuls in one load and easily wheel it 
away. The weight of the load rests on the wheels 
— not on the arms of the user. The front end of 
this handy cart conveniently tilts to the ground for 
easy loading and unloading. 

Behind the Milcor Pick-Up Cart is a sales-mak- 
ing promotion program. 

The Milcor Pick-Up Cart attracts customers who 
also need related items you sell: garden hose, rakes, 
spades, sprinklers, seeds, etc. Take advantage of 
this opportunity to haul in bigger profits. Stock 
and display Milcor Pick-Up Carts now. Write 
today for free descriptive literature and dealer helps. 


Inland Steel Products Company 
Formerly Milcor Steel Company 
MILWAUKEE 1, WISCONSIN 
Baltimore 24, Md. * Buffalo 11, N. Y. ° Chicago 9, Ill. 


Cincinnati 25, Ohio @ Cleveland 14, Ohio © Detroit 2, Mich. 
Kansas City 8, Mo. @ Los Angeles 23, Calif. @ Rochester 9, N. Y. 
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The 


d-Viser 


Good Choice of Type Can Improve the Pulling Power of Your Ads 


Every advertisement is set in type and a knowledge of 
type will have a direct effect upon the appearance of 
your advertisement and its acceptance by the prospect. 


—_ of the 
media you decide to use to pro- 
mote your business, the copy will 
undoubtedly be set in type. This 
type will carry your message to 
the reader and will aid in making 
the sale. If your copy is legible. 
it is more likely to be seen and 
acted upon. Conversely. if you 
choose a type face which is difh- 
cult to read, chances are that your 
sales message will be lost by the 
bulk of the readers. Consequently. 
each advertiser should have a 
basic knowledge of the field of 
typography. Because the subject 
is too large to completely cover 
on these pages. only information 
which is considered essential and 
helpful to the hardware retailer 
will be offered. 


Capital and Lower Case 


Capital letters are technically 
known as “upper case” and other 
letters, as “lower case”. When we 
require either one in our copy, 
we specify these terms on our 
layouts. The results appear in 
the following way: 


THIS IS SET IN CAPITALS 
OR UPPER CASE. — Caps 


this is set in lower case. — le 


This Is Set In Upper And 
U & le 


Lower Case. 


Type Families 


We should understand _ the 
meaning of the term “type fam- 
ily” or “type face”. These terms 
refer to a group of type pieces 
which possess the same design 
throughout. While there may be 
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By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


many variations in size, shape and 
weight. the basic structure never 
changes. Type families have 
names and are always referred to 
by those names. For example, we 
have the Caslon family, the 
Bodoni family, the Garamond 
family, the Futura family, ete. 
When you specify type to a news- 
paper, you must always name the 
family. 


Measurement 


All type size is measured in 
“points”. A point is equal to 
1/72nd of an inch. Hence, 8-point 
type would be equal in size to 
8/72nds of an inch; 12-point type 
is 12/72nds of an inch; 72-point 
type is exactly one inch high. 
The smallest practical type used 
is 6-point. From here on, most 
type families advance in size in 
the following manner: 

6 pt., & pt. 20 pt. 12 pt. 
14 pt., 18 pt., 24 pt., 30 pt., 
36 pt., 42 pt., 48 pt., 60 pt.. 
72 pt., 84 pt., ete. 


Not all type families are avail- 
able in all type sizes. Most local 
newspapers will offer a choice. 
limited to the most commonly 
used. 

The width of advertising space 
in most media is measured in 
“picas’. A pica measures 1/6th 
of an inch. Consequently, an 
advertisement which is 12 picas 
wide is equal to 2 in., 36 picas, 
6 in., ete. 


The depth of space in which 
type is set, is measured in “Agate 
lines” which divides the inch into 
14 parts. Since advertising space 
is so expensive, it is possible, 
with the Agate line, to order 
space in parts as small as 1/14th 
of an inch. Remember, 14 Agate 
lines make up every inch of space 
regardless of the amount of lines 
of type set in that space. Only 
one line of 72-point type can be 
set in 14 Agate lines of space. 

In ordering space in a_news- 
paper, it is necessary to specify 
the number of Agate lines wanted. 
The width is usually predeter- 
mined by the width of the column. 
The pica is used when ordering 
printed matter for direct mail. 


Leading 


It is also possible to increase 
the amount of white space 
between your lines of type. When 
type is set solid, there is a min- 
imum of white space provided. 
However, this space can be 
increased by inserting thin metal 
strips between the lines of metal 
type. As a result, in the printing, 
there will be more white space 
between the lines. The “leads” 
are measured in points just like 
type. You merely specify on your 
layout or copy, “l pt. leaded” 
or “2 pt. leaded”. 

This body copy is set solid. 

A minimum amount of white 

space is provided. 

This body copy is set with 

2 pt. leading. This allows for 

more white space between the 


lines. 
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Make canning season ¢ 
cash season “5” 


24 QUART CANNER This large 


size water bath aluminum canner with 





standard wire rack holds seven | quart jars. 
Extra depth allows room for vigorously 


boiling water bath. 


Case Case Wi. 
No. Capacity Gauge Lots Approx. 


5324C 24 qt. 18 1 7 Ibs. 





20 QUART CANNER The Buckeye 


aluminum 20 quart canner is equipped 


with a 7 quart rack. Deep enough to allow 
water to cover jars completely. 

Case Case Wt. 

No. Capacity Gauge Lots Approx 


5320C 20 at. 16 1 6 Ibs. 


COMBINATION COLANDER- 
STRAINER A sturdy aluminum strain- 
er and colander with a long sauce pan han- 


dle. Hook opposite handle permits use 





with various sized utensils. Perforations 
allow quick drainage, no clogging. Per- 

fect for draining cooked fruits 
- wa vegetables, washing berries, 
blanching fruits and vegetables 


for home freezing. 
Case Case Wi. 





No. Capacity Gauge Lots Approx. 
5451 1 qt. 18 12 7 Ibs. 
5452 2 qt. 18 12 9 Ibs. 
9664 4 qt. 16 12 13 Ibs. 


ALL PURPOSE STRAINER The 
all purpose strainer is a handy help for the 
canning season. Tapered sides fit in var- 
ious sized pans. Extra special for preparing 


tomato paste. 
Case Case Wi. 


No. Diameter Gauge Lots Approx. 
9912 Top11%” 20 12 9 Ibs. 
Bottom 10” 





BUCKEYE COLANDERS 
Colanders are a “must” item for all 
types of canning, including the prepa- 
ration of food for freezing. Smooth 
perforations are evenly, properly 






spaced for easy draining. 

Top Case Case Wi. 
No. Diameter Depth Gauge Lots Approx. 
6903 9%" 4%” 18 6 = 6 Ibs. 
6912 11%6" = 5%” 18 6 = 7 Ibs. 
6914 11%6" 5%” 18 6 7 Ibs. 
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High food costs 
mean more 
home canning 
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Rack keeps seven, 1 quart 
jars well separated. 


Large size stock pots 
for easy filling. 


Convenient for use with 
other utensils. 


The perfect tomato 
strainer. 
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NOW IS THE TIME FOR HOME REPAIRS 


Pick up extra profits on these easy-to-sell, always-in-need, plumbing specialties. Now is 
the time to cash in on these fast-moving items. Worn out parts get much needed 
attention after the cold weather is gone. Stock them on open counters and watch them 
go. If your jobber can't supply you, write direct. == 

Fit-All tank ball—flush ball Js 

for toilet tank. High qual- ons 7 - 
ity rubber. A household o~ 7 ee 
necessity. Suggested retail 
—50c each. 












Bibb stem repair 
unit. An easy re- 


P : ° ! i 
Bibb seat dresser unit with 3 cut- or Sous 


ters. Makes a smooth seat on any ith h 
faucet. No other tools needed. acum a - 
Suggested retail — $2.95 each. 5c each. 
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Graphite asbestos packing—quickly re- C. P. Brass ball joint shower Galvanized pipe straps, 
pairs leaky faucets, valves, traps & head. Good spray. Self sizes for %" - 2" - %4" - 
pipe connections. Suggested retail— cleaning. Easy to install. 1" pipe. Packed 250 per 


10c each. Suggested retail—$2.50 each. /box. 
THE SPEARHEAD BOILER PLUG & SPECIALTY CO. 
766 Woodland Avenue Cleveland 15, Ohio 

















WASHERS 


STANDARD AND 
SPECIAL ..... 

EVERY TYPE 

EVERY MATERIAL 










STAMPINGS 


OF EVERY DESCRIPTION 
@ BLANKING @ DRAWING 
© FORMING ® EXTRUDING 


Let us quote on your requirements. 
Over 22,000 Sets of Dies 


WROUGHT WASHER 


MANUFACTURING CO. 


The World's Largest Producer of Washers 


2218 S, BAY ST., MILWAUKEE 7, WIS 
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It is important for every retail 
advertiser to acquire an under- 
standing of the various methods 
of setting type. With this know]- 
edge, certain limitations and 
advantages become obvious and 
the planning of advertising is 
facilitated. 


Hand Setting 


In this method, individual let- 
ters of type are placed in their 
respective boxes or “cases”. The 
compositor assembles the type 
pieces, forms the necessary words 
in a metal box called a “stick”. 
The type is used on a printing 
press, disassembled and _ distrib- 
uted by hand to the cases. When 
another job is required, the type 
pieces are  re-assembled. The 
hand setting method offers a fex- 
ibility which machine set type 
cannot duplicate. It permits the 
setting of words in various shapes 
and forms, something quite pop- 
ular in certain types of advertise- 
ments. 


Machine Setting 


The linotype machine auto- 
matically sets a complete line 
of type at a time. By means of 
a keyboard, similar to that of a 
typewriter, the operator causes 
the assembly of small molds 
(matrices), the casting of a com- 
plete line of these molds and the 
hardening and cooling of the 
“slug” for printing. The principle 
advantage of this machine is the 
speed in which it sets up type 
matter. Most of the copy in the 
editorial matter and the adver- 
tisements of our country’s news- 
papers is set by the linotype 
machine. 

Other types of machines _in- 
clude, the monotype machine 
which casts and sets one letter 
at a time and the Ludlow machine 
which employs the principle of 
the hand setting of the molds and 
the machine casting of the let- 
ters. Most headlines are made 
with the Ludlow. 

In advertising, hand set type is 
generally used for large type 
and short copy. The linotye is 
used for body copy when it is 
required to be uniform in regular 
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column widths. The montoype is 
used for long pieces of copy in 
which the lines are irregular in 


width. 
Readability of Type 


It has been mentioned in a 
previous article, that in the selec- 
tion of type, there is but one 
consideration — readability. This 
holds true in all cases. If copy 
is to be acted upon, it must be 
legible. If it is to be legible, it 
must be familiar to the reader. 
So, choose a type family which 
is commonly used and you will 
be on the safe side. Request 
advice from your local newspaper 
about this. In addition, if long 
body copy is to be readable, it 
should be broken into short, 
logical units with plenty of white 
space. Captions and sub-captions 
will add to the interest. 

Headlines too must be read- 
able but also attention getting. 
When you choose type for a head- 
line, consider your body copy. 
If a combination is desired, the 
selection should make for har- 
mony. It is always safe, however, 
to use a single family of type. 
There are enough differences 
within that family to add interest. 
For example, the headline may 
be set in Ultra Bodoni, the sub- 
headline in Bodoni Bold and the 
body copy in Bodoni Regular. 





This Sporting Goods 
Department 
Does a Big Job 


HE R. D. Cone Co., Winona, 

Minn., hardware store is proud 
of its age (established in 1855) 
but operates a store with modern 
interior arrangement and changes 
its merchandising activities to 
meet the needs of the times. For 
example, the store has for long 
handled sporting goods but it was 
not until wartime shortages in 
other lines that complete lines of 
this type of equipment were han- 
dled. 

Kennetth McQueen, president of 
the firm, says, “We cater to the 
youngster and to adults interested 
in individual sports rather than 
organized team activity, for this 
part of the country offers year 
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»-.-means sure protection 
of stock for you... factory- 
sharp tools for the user 


From factory to user each GREENLEE 22 
Solid-Center Auger Bit is constantly shielded 
... protected from shipping and handling 
damage, seashore and other humid my ' 
conditions. It’s Plastic-Sealed with a ny 
heavy protective coating over the entire ps 
twist, head, round, spurs, and point. 
This eliminates costly stock 
maintenance by you and provides 
you always with “' factory-perfect”’ 
bits for your customers. 










wg 





SOLID-CENTER AUGER BITS 


bfelelR Bie) Ba Plas) |i, | 


GREENLEE 





STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills « 
Turning Tools e For complete Information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1805 Herbert Avenue, Rockford, Illinois, U.S.A. 
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WRITE PRICES PLAINLY 
WITH A 


METAL MARKER 








Tell your customers the 
price of each article by 
marking it plainly on 
the article itself with 
a BLAISDELL Metal 
Marker. 


It writes strong, clear 
figures on the smoothest, 
slickest surfaces—china, 
glass, metal—yet wipes 
off clean with a damp 
cloth. 


Made in either Thin Black (792-T) 





Mail this coupon for FREE SAMPLE 


SVats0e/7 PENCIL COMPANY 


141 Berkley St., Philadelphia 44, Pa., Dept. H-83 


NAME 
STREET 


CITY ZONE, STATE 


or Thick Black (795-T) 





2 
ays - wy 


Order from your dealer, or— 


Send me sample of No. 
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fy) eee 


bind 


—- 
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A small part of the Cone sporting goods display. This picture, taken In Feb- 
ruary, shows Kenneth McQueen, president of the firm, explaining the merits 
of a fishing rod. Note the wide variety of bait, lures, piugs and other fishing 
equipment. Ledges are used for showing a variety of bicycles and to the 
right may be seen an outboard motor, two of the high units of sale on which 


the department enjoys good volume. 


‘round attractions for the indi- 
vidual sports follower. Until the 
war we had sporting goods but 
didn’t push them. ‘However, the 
war forced us into selling entire 
lines. We cater to the higher class 


trade—people who have money to 
spend and people who will spend 
money for better quality lines. 
About 10 per cent of our display 
facilities is devoted to sporting 
goods.” 


Attractive Paint Department Responsible 
For 20 Per Cent More Sales 


EOPLE buy paint and varnish 

to give homes and furniture a 
new, fresh look. And when a 
paint department also has a new, 
bright look, it helps to sell the 
products to the customer. 

Acting on this policy, the 


Hough Hardware Co., Polo, IIl., 
keeps its large paint department 
spic and span at all times — so 
much so that customers interested 
in paints and varnishes are in- 
stinctively drawn to the area to 
look over the charts and paints. 





The brightness and neatness of this paint department 
sells paint and plenty of it for Hough Hardware Co. 
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_E-ZEE 
STILLSON 


CAN GRIP 2 TO 1 PIPE 
with only one setting 








THE Ee ZEE STILLSON 
IS THE ONLY STILLSON 


that can do all this: 


Pivot action 
permits gripping and 
working 3 sizes of pipe 

. with a single setting. 
Finger-tip pressure at 
point “A” gives im- 

ediate release. 


* grip and work three sizes of pipe, up to 1”, with 
one setting of the adjustment nut. 


* grip and work two sizes of pipe, up to 2”, with 
one setting of the adjustment nut. 
grip and work pipe when jaws are open wider 
than pipe diameter. 






SIZES 
6” 8” 10” 
14” 18” 24” 


grip and work with jaw opening narrower than 
pipe diameter. 


doesn’t lose original setting when jarred, bumped, 


or dropped. 


TRADE MARK 


* From a test made with 14” model. All other 
models have same proportional flexibility. 








EZ-102 






THE Ee ZEE MODEL RN s ~ E°ZEE SLIP JOINT PLIERS 


will grip and work 90% of the 


‘ n © Drop Forged Steel 
nuts and bolts in the house, in 


@ Milled Jaws insure a Clean 





the car, and in the boat. Tooth 

An automatic self-adjusting and e All Pliers are Heat-treated and 
self-locking wrench . . . covers Hardened 

practically the entire range of 5 en @ Available in Dull Nickel 
open end wrenches. Perfect rat- \ \ Plated Polished Finish with 
chet action. 8” size will take nuts \ Drawn Blued Handles 

from 7/16” to 15/16”. \ 


a Sizes Available: 6” 8” 
y Sizes Available: 6” 8” 


E-ZEE TOOL MANUFACTURING CORPORATION 


136 LIBERTY STREET, NEW YORK 6, N. Y. 
FACTORY: 148 WEST RIVER ST., PROVIDENCE 1, R. I. 
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HANDS THAT KNOW TOOLS 





To the crafstman who knows tools— 
whose hands recognize the “feel” of 
true-balance — whose ears are attuned 
to the ring of carefully tempered steel 


—the name VAUGHAN & BUSHNELL 
stands for “the finest in tool making!’’ 


can 
L 


To such a person one can’t sell a V & 
B too—his good judgment BUYS it! 


No. 700 ASSORTMENT 


An assortment of 30 quality tools that invite 
immediate sales. Assortment consists of the 
famous Vaughan SQUARE Punches and Chis- 
els, forged from extra refined, 
beveled square alloy steel 
— carefully tem- 

pered and _ indi- 
vidually tested. 









ESTABLISHED 
1869 















R. G. Hough, owner, says that 
the paint department achieves at 
least 20 per cent more sales 
because the store staff takes par- 
ticular pains to keep the section 
attractive. 

“Women have a major voice in 
choosing paints, color, etc.” he 
says, “and a messy paint depart- 
ment does not appeal to them. Our 
entire paint display is arranged 
so as to stimulate the homeowner 
to use the products to give homes 
and furniture a more pleasing 
look.” 

The center of this paint section 
has two indirectly lighted shadow 
boxes, for displaying brushes and 
other painting materials. These 
boxes offer an attractive break in 
the rows of shelving containing 
paint cans and also serve to 
remind every paint purchaser that 
brushes are needed in 
order to complete the paint job. 


good 


Along with good products, the 
Hough store offers the customer 
expert consultation service, rather 


than mere advice on _ painting 
problems. Customers are made to 
feel that the store staff is glad 
to talk over any painting prob- 
lem and make 


based upon knowledge and expe- 


recommendations 


rience. Because the average paint 
customer may go months between 
often 
knowledge and needs 


now and then. 


jobs, he forgets some of 
his paint 
ee es 
refresher courses 
Many of the 


this store are not sure 


customers who 
come to 
as to the color they 
paint they purchase, 
They often do not know the 
amount of paint needed for a cer- 


want in the 
intend to 


tain job, or the preparation nec- 
essary to get the surface in the 


proper condition. On all these 
problems. the Hough Hardware 
Co. staff helps the customer, 


inqui- 
being 


when requested. Friendly 


ries while products are 


shown. often elicit answers from 
the customer and these enable 
salespeople to make sure that 


instructions are understood. 

















BILLIONS 
OF 
DOLLARS 


7.98 





1935-39 
AVERAGE 


SOURCE: 





” CASH 
FARM INCOME 


(EXCLUDING GOV'T. PAYMENTS) 


30.00 






1946 


U. S. DEPARTMENT OF AGRICULTURE 


LIVESTOCK 
AND 
PRODUCTS 

1947 





GRAPHIC BY PICK-S, WN. Y.« 
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national lock’s 
got it... 


There's no denying the selling power of 
beauty. It commands initial attention... 
builds up interest. . . crystallizes desire into 
action. NATIONAL LOCK Chromium 
Plated, Kitchen Cabinet Hardware has su- 
perlative beauty, that will quickly convert 
“lookers” into “buyers”. Order from your 
jobber today. He will serve you well. 


here’s eye-catching 


CABINET HARDWARE 
by NATIONAL LOCK 


N61-048 


N58-2390E j N61-225 


N61-200 
RS 
Deluxe Cabinet Hardware, complete with 
counter display board. Packed in durable, 
plainly identified cartons. Individual items 
envelope-packaged for handling convenience 
and automatic inventory balance. 


DISTINCTIVE HARDWARE 
allfrom source 


NATIONAL LOCK COMPANY 


ROCKFORD = ILLINOIS 
MERCHANT SALES DIVISION 
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| less than 6” of counter 
| space! Shows at a glance 


| ORDER FROM YOUR /f 


the ORIGINAL 
glass-top fuse 


THEY’LL SELL THEMSELVES 
IN THESE SALES-BUILDING 
PROFIT-MAKING PACKAGES! 





HANDY 5-PACK 


SELLS 5 FUSES INSTEAD OF 1 


Little package . . . big 
selling punch! Displays 5 
“Crystal” fuses in little 
space; increases unit sale 
5-fold. Handy to keep 
spare fuses for emergency 


use. 





/ 
. Ag 
j we 
» 














100-PACK DISPLAY 


Holds 20 handy 5-packs in 


the superior features of 
“Crystal” fuses; perfect for 
counters and windows. 


WHOLESALER 











CARTRIDGE FUSES + FUSTATS 
WIRE + CORD SETS + TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET-R-I- 





























POWER TOOLS 








CORDAG Ea 
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JARE -- LAWN AND GARDEN SUPPLIES “~ APRASIVE PRODUCT Ss 
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Adjustable Height 
Met-L-Top Ironing Table 
Met-L-Top Division, 





legs. Provision is made in the table for 
seven different adjustments in height. 
Lower portion of each leg telescopes 
into the upper portion and is held at 
any desired point by a convenient thumb 
screw. Each leg is marked so equal 
adjustment on all three legs is simple 
without measuring or guessing. Met-L- 
Top is all metal, fireproof and warp- 
proof with a white enameled perforated 
top and a ProtectoRest for protecting 
the ironing pad and cover when table 
is on end. Also serves as a hanger for 
convenient storage. Packed in individual 
three color cartons, suggested to retail 
for $10.35. 


Father's Day Material 
On Home-Utility Drill 

Black & Decker Mfg. Co., 
Md., is conducting a Father’s Day pro- 
motion campaign to bring before _the 
eyes of the hardware dealers, the “per- 
fect gift” for father, Home-Utility Vy, in, 
drill, Campaign began in April with a 


Towson, 


mailing piece to distributors and dis- 
tributor salesmen and was followed by 
the first mailing to 16,000 hardware 


198 


Geuder, Pae- 
schke & Frey, Milwaukee, Wis. is intro- 


ducing an ironing table with adjustable 


dealers in that month, Soon after an 
ad was placed in HArpware AGE, reach- 
ing 33,000 dealers, On May 10th the 
second mailing to distributors and dis- 
tributor salesmen was made and on 
May 20th the second ad was carried. 
On May 22, Home-Utility advertisements 
appeared in the Saturday Evening Post, 
and in the June issues of Farm Journal, 
Popular Mechanics, Electricity on the 
Farm and the June 19th issue of Satur- 
day Evening Post. May 28th marks the 
second mailing to 16,000 hardware 
dealers, including an advertising reprint 
of the ad from the June 5th issue of 
the Saturday Evening Post, a striking 
window streamer, and newspaper mats 
for local advertising. All the ads and 
the mailing pieces claim that most 
fathers like tools and use them to tinker 
around the house, in his hobby shop 
and in repair kits, so the Home-Utility 
14 in. drill should be an ideal gift for 
Dad. 


Polish Folding Chair 


Adirondack Chair Co., 1140 Broad- 
way, New York City 1, offers Polish 
flat-felding, non-tipping chairs, Maker 
claims chair will not snag clothes or 
stockings as they are made of hard- 
woods, polished to a satin finish. 





Ekcoware Starter Set 

Ekco Products Co., 1949 N. Cicero 
Ave., Chicago 39, IIl., offers a five-piece 
Ekcoware starter set suggested to retail 


for $14.95. Ekcoware saucepans and 





skillets are now available with or with- 
out covers. Set consists of a 114 qt. 
saucepan, a 2 qt. double boiler with a 
2 qt. insert that has multiple uses and 
a 10 in, French Chef skillet. Fifth piece 
is a deep lipped steam tight cover that 
makes water-less type cooking possible 
and is inter-changeable on the saucepans 
and double boiler insert. Latest addi- 
tions to line are an eight cup percolator, 
4 qt. covered saucepot with metal side 
and cover handles and a 4 qt. dutch 
oven. A 2 and 3 qt. saucepan complete 
the eight pieces currently available. 


Myers Weed Sprayer 

The F. E. Mvers & Bro. Co.. Ashland, 
Ohio, is introducing a weed sprayer 
equipped with a double acting plunger 
type pump incorporating the mechanical 
features which Myers pumps_ utilize. 
Unit is designed for efficient, rapid 
weed control with chemicals, Constant 
pressures are assured with positive ac- 
tion pump which has its working parts 
running in oil. Folding adjustable 21 
ft. boom using low volume nozzles is 
mounted on a strong steel 100 gal, tank. 
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CLEVELAR 
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nly DEXTER TUBULARS 


have all these g features of superiority 


Stay-tite Set Screw 

Two Big Coil Springs 

All Steel Interior 

Solid Brass Trim 

Uniform Boring for Locks and Latches 
Self-Adjusting Alignment 

25 Years Specialized Experience 
Shallow Face Plate Mortise 








DEXTER makes only one line the 
finest. In brass sets, all the exposed trim is solid brass. 
The latch bolt, face plate, strike, wood screws, as well as 
the knobs and roses, are made entirely of brass. Brass 
thru and thru — no thin coverings over die cast or steel. 


one grade 


Dexters are genuine. 
This is only one of the 9 features which assures you of 
the very best when you use Dexter Tubulars. 


CaHNAUGDQen = 


Lifetime Guarantee 


NATIONAL BRASS COMPANY 
Grand Rapids, Michigan 





Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE . 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 
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A coop NAME OLIVER wn Fasteners | 








Defiance Hand Drill 


Merchandiser 


Stanley Tools, New Britain, Conn., _—— 


has designed an attractive and colorful 
combination carton and counter mer- 











chandiser for Defiance hand drills. 
Drills have been selected to suit a large You cz 
range of users, from hobbyist to me- ot oon 
chanic or serviceman. Unit contains two y 


OLIVER VARIETY each Nos. 1214, 1221, and 1220, No. of 37 \ 


1214 for occasional user, 1221 double Eacl 


provides the types pinion construction, short in length for seller- 


d > all users — a — _— construc- hardw 
tion as No. 1221 wit landie compart- r 
an SIZeS your customers need ment containing eight drill sails in Equa-’ 
sizes from 44 to 14% in. Display carton entire! 

is black and red on buff, ance. 
stand 
eee for ea 
proble 

Rudolph Steel Fence Posts Ask 
Rudolph Poultry Equipment Co., Mech: 
Vineland, N. J., offers steel fence posts States 
made of heavy gage steel and “U” the Ar 

flanged for greater strength. Self fasten- 
ing lugs are said to reduce the wire U. 


stretching time and_ eliminate the Wi 
¥ ith 


handling of staples. Posts are equipped 








with riveted anchor plates which secure ee 

them to the ground. Painted with a 

weather tested green enamel and for 

easy handling are wired five to a bundle. 

You can furnish the types and sizes of industrial fasteners 

that your customers want, from the complete Oliver line, Top R 
: ‘ F " : Sut 
with full confidence in the high quality of each product. in clos 
Oliver is one of the country’s oldest and largest makers of a 
e ° ower 
industrial fasteners, and employs the most modern manu- keep c 
facturing methods to insure the uniformity, accuracy and —— 
dependability of its bolts, nuts and other products. Equa- 
To guard your reputation, to please your customers, sell as 
OLIVER FASTENERS! share 
A stu 
for th 
Sectio 
tural 
Strip metal used is about ¥ in, thick groovs 
and about 1.12 lbs. per ft., hot rolled pulley 

steel. Available to ht . 1, 5. and 6 ft. 
South Tenth and Muriel Sts. - Pittsburgh 3, Pa. wire. eee 
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You can meet the needs of practically all 
of your customers with this assortment 
of 37 V-Belts. 

Each belt is a carefully selected best 
seller—chosen to fill your sales needs as a 
hardware dealer. Each has the unique 
Equa-Tensil Cord Section which provides 
entirely new pulling power and endur- 
ance. This streamlined metal counter 
stand does a strong selling job...revolves 
for easy selection. Solves your storage 
problem. 

Ask your Jobber for prices, or write 
Mechanical Goods Division, United 
States Rubber Company, 1230 Avenue of 
the Americas, New York 20, N. Y. 


U. S. RAINBOW—THE V-BELT 
With the Equa-Tensil Cord Section 





DP ee EE OE is 
4 OO om am ar a as a am ae 


Top Rubber Cushion 
in closely-engineered 
balance with the 
lower section .. . to 
keep cool under con- 
stant stretch and turn. 


Equa-Tensil Cord Section 
—all cords scientifically 
placed, each pulling its 
share of the load. 


A sturdy level cushion 
for the Equa-Tensil Cord 
Section. Provides struc- 
tural firmness for V- 
grooves and over the flat 
pulley of V-to-flat drives. 
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Inc. 
PULLING TOOLS - WIRE STRETCHERS - ROPE HOISTS 


New! Improved! Reinforced! Guaranteed! 
DROP FORGED — MALLEABLE LOAD BINDERS 


PATENT PENDING 


DURBIN-DURCO, 








Mirro Ice Cube 
Tray and Grid 


All aluminum ice cube tray with 
automatic ejector grip has been intro- 
duced by Aluminum Goods Mfg. Co., 
Manitowoc, Wis. A flick of the grid 














MODEL DF3 for 44” to %” 


MODEL DF1 for %" to %” 
chain. Safe pulling test 


MODEL DF2 for 7,” to 14” 
chain. Safe 


ulling test chain. Safe pulling test 
20,000 Ibs. 


16,000 lbs. 19” handle. 20” handle. 24,000 pounds. 22” handle 
Weight each 10 lbs. Weight each 12 lbs. Weight each 15 Ibs. 


MODELS DF1, DF2 and DF3 are rugged, safe Load Binders featuring Never Spread 
outh. An exclusive feature designed and developed by Durbin-Durco engineers. 


CERTIFIED MALLEABLE LOAD BINDERS —5 SIZES 


Equipped with 
Drop-Forged Hooks 











—>) 


IN-OURCO INC. ST LOUIS, MO 








cubes in- 


release 
handsomely in a 
four-color display carton. Cartons are 
designed to tell the complete sales story 


handles is said to 
stantly. Packaged 


i Wt. Each 
MIDGET No. 1—1 Swivel...” chain........ 2% lbs. 


Durbin-Durco Load Binders guar- 
antee safe performance at their 


respective pulling tests. Should a DELTA No. 1—2 Swivels. .5;" or %” chain 7 Ibs. 

defect develop in any part, that DIXIE No. 1—2 Swivels. .?;;” or 4” chain... .10 Ibs. when set in series. 

part will be replaced without LONE STAR 1—2 Swivels—?,,”, 4” or 54” chain.14 Ibs. m 
charge upon its return to us. LONE STAR 2—2 Swivels. .14;”, 44” or 54” chain.17 lbs. 





a 






°. . ' 
\ 


6 5 \ 
a eo | 
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] DURBIN No. 88 EXTRA HEAVY DUTY 
* COMBINATION WIRE STRETCHER 
AND ROPE HOIST 


Duo-Spin Washer 


Automatic Washer Co., Newton, Iowa, 





Patent Pending 

A. Extra large reinforced Hoist Hook designed to 
withstand breaking point of sisal or manila rope. 

B. Positive action wire grip takes up to 8 gauge 
wire, barbed or smooth. 

C. Easy action, all steel swivel. 

D. Heavy steel side plates have inside flanges to keep 
rope on pulleys. 

E. Tempered steel roller bearings around 1%” axle. 

F. Positive action locking device designed for easy 
action. 

G. Heavy steel center plate, separates pulleys, sup- 
ports center axle and distributes load. Wt. Doz 


No. 88—4 Pulleys, Roller Bearings, 44” Rope, 104 Ibs. 


is introducing a Duo-Spin dryer type 
washer. This centrifugal type washer 
offers two-way washing through the use 
of the invertible Duo-Disc, aluminum 
agitator, Finished in all white porcelain 
it has completely sealed-in gear case 
and mechanism, Said to be practically 
vibrationless, it has a washing capacity 
of about 8 lbs. White seamless porcelain 
tub is cushioned in a rubber gasket and 





In add 























is 23 in. in diameter and 1414 in. deep. custom 
? DURBIN STEEL CONSTRUCTION Tub is self draining by debossed and | 
- 4-PULLEY WIRE STRETCHER sloping drain grooves. Rubber rim on apply 
No. 3—3 Pulleys, plain bearings, #4” rope Wte3 toe. new style crowned 22 gage rust resisting packac 
: ys, 8, % oe Os ° d H 
No. 33—3 Pulleys, roller bearings, 34” rope. . .38 lbs. steel lid seals in heat and steam and colors: 
No. 4—4 Pulleys, plain bearings, *4” rope. . .39 lbs. ' — ee ” , 
No. 44—4 Pulleys, roller bearings, ag” rope... 43 lbs. also protects the edges of both the tul 
All Wire Stretchers have swivels. and lid. The 44 H.P. motor is mounted 5 
i large rubber mounting to insulate 
ROLLER BEARING ROPE HOISTS pe ate he : 
3. EARING RO and prevent vibration. Steel inserts in B 
Shi the modernistic legs provide added B 
Ship. 
No. Size Cap. Wt. Construction Cc 
Rope Lbs. Lbs. G 
12 1” 4000 6 lbs. Drop Frgd. Hook G 
13 34” 2000 2% lbs. Malleable Hook 
Both sizes shipped with or without rope. s 
Rope Hoists can also be used with No. WW-202 R 


Steel Fence Clamp. 

















4 DURBIN No. 66 LEVER ACTION in 
* DOUBLE RATCHET FENCE STRETCHER 
Pulling Capacity 5000 Lbs. seepag 
Complete with lever and 8% ft. of 5%” 
f coil chain. er ME ...... Wt. 28 Ibs. sonry. 
MAR ERANOORS Furnished with No. WW-202 50-inch Steel 
Sizes 4" tol” Fence Clamp and 8}4-ft. chain........ Wt. 58 lbs. 
WIRE GRIPS OR COME-ALONGS—AIl! sizes take up to 
8 gauge wire. The greater the tension, the tighter 
* they grip. 
Immediate delivery from stock on all! ucts. Catalog pages 
FARM SLIP HOOKS and electrotypes furnished without charge upon request. 
Si UY” to 1” 
or nti WRITE FOR CATALOG 
Malleable or Drop-forged 
t ia C Oo | mn Cc strength. Washes and wrings at the 
= og . same time. Washer and wringer have 
om 4 : : H separate controls, Washer weighs about 
rs ¢ Rope Hoists separate con a , 
Specialists in Pulling Tools + Wire Stretchers rs) ye eater Paperwonlinne peaked 
6611 OLIVE ST. ROAD ST; £OMtIs 5, MO. for $169.50. 
MAY 20, 
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colors: 





Blue 
Buff 
Brick Red 
Cream 
Gray 
Green 
Spanish Buff 
Rose 


These all control water 
seepage in porous ma- 


MORE THAN 
20 YEARS 
OF PUTTING 


CASH INTO 





SONORA TAA ANUS 


DEALER'S TILLS 


* Means 20 years where both wholesalers and jobbers have 
made a good profit margin. 


* Means many dealers prefer to sell KAY-TITE because all 
performance claims are reliable. 


KAY-TITE vow ins coors ASBESTOLITE 


In addition to white your 
customers may desire to 
apply colors. We now 
package the following 


When applied to old weather beaten 
shingles leaves a durable rock like sur- 
face. Brush or spray it on and shingles 
are completely weatherproofed. 


KAY-TITE 


PRIMER 


This compound conditions non-porous 
surfaces so that regular KAY-TITE may 
then be applied. This primer adheres to 
any painted or unpainted surface. 





FOR FULL INFORMATION about 
any or all of these products, see your 
wholesaler or write. 











sonry. 
a 
KAY-TITE comMPANY 
West Orange, New Jersey 
More than 20 years of satisfactory performance 
MAY 20, 1948 203 
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Runs in-Will not ren Ont | 


PENETRATES | 
LUBRICATES | 
RUSTPROOFS 





GOOD PROFITS TOO! Displayed on your counter, 


these companion products sell themselves. Nationally known... 
nationally promoted ... useful in every home, office, and shop— 
all year round. 

DOOR-EASE Stainless Stick Lubricant—10c seller—packaged 
12 in attractive display box—each stick in lithographed metallic 
container. Also large size 40c seller. 

AMERICAN Dripless Oil—This top quality lubricating, rust- 
proofing oil “Runs In—Won’t Run Out”—comes in unique “Drop 
or Stream” 4-oz. Oiler—sells for 30c. Eye-catching 3-color dis- 
play with each 2-doz. dealer carton. Order from your Jobber 
today!—AMERICAN GREASE STICK CO., Muskegon, Mich. 


DOOR-EASE STAINLESS STICK LUBRICANT 
AMERICAN DRIPLESS OIL 























Smart hardware dealers know that w ell-priced mer- 
chandise makes greater sales. That’s why they use 
Listo Pencils for pricing. Listo makes a strong, clear 
mark on anything ...Glass, Metal, Cellophane, Wood, 
Porcelain or any other surface. Listo is always ready 
to use. The leads don’t break. No wasted stubs, and 
it’s quick and easy to change leads. Listo is the fastest 
way of pricing. 

--»- SEE YOUR JOBBER, STATIONER OR PAPER SUPPLIER 
LISTO PENCIL CORP., ALAMEDA, CALIF. 
Since 1921 


Extra heavy 
leads that 
don’t break 


in 6 cotors | 
BLACK RED 
BLUE GREEN 
BROWN YELLOW 


MARKING 
PENCIL 





WRITES ON Glass WRITES ON mea! * WRITES ON Callophot 





WHAT'S NEW 


Yale Tip Toe Iron 
Counter-Window Display 


The Yale & Towne Mfg. Co., Empire 
State Bldg., New York City 1, has pre- 
pared a four-color lithograph flasher- 








type counter or window display for the 
Yale Tip Toe automatic electric iron. 
Class “B” die cut display 21 in. high, 
201% in. wide and 12% in. deep, De- 
signed to display Tip Toe iron in tilting 
Electric bulb 
flasher behind extended arrow for light- 
ing effect. 


position on platform. 


Framette 

Arlen Products Co., 90-15 43rd Ave., 
Elmhurst, L. L, N. Y., is making the 
“Framette’, an salon-type 
picture frame. Will take any size pic- 
ture up to 16 by 20 in. Simplicity of 
the unit is said to blend with any type 
Made 
of polished chrome 
plating. Requires no tools or nails and 


adjustable 


of interior or room furnishings. 
aluminum with 


r 


extra-strength, 1 


with 
Substantial metal hanging 


is supplied 
rusting wire 


f 


clip is provided. Framettes retail for 


$l. per set. 
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‘Vari-Pitch' Propellors 


Paul Bunyan Paint Co., 1307 Glen- 
wood Ave., Minneapolis 5, Minn., is 
making Vari-Pitch propellers which 
have the correct pitch for trolling, heavy 


1 


loads and larger boats or for speed with 
a light load and boat. Maker claims that 
the propeller is so constructed that its 
pitch can be changed through a reason- 
able range and still be efficient, Vari- 
Pitch propellers having the adjusting 
ring in the front have three selections 
of pitch, Nos. 2, 3, and 4 to fit the 
motor to the boat in use at high speed. 
By being able to adjust the pitch to 
suit it is not necessary to depend upon 
slippage to keep the motor RPM up to 
good efficiency. Propellers are guaran- 
teed to equal the performance of the 
original propeller when set at the proper 
adjustment for the boat and load in use 
and when set for trolling to produce a 
slower trolling speed than the original 
propeller at the same RPM of the 
motor. Propeller with the inner ring 
adjustment is available in three types 
and is suggested to retail for $8. There 
are also eight types of propellers with 


the adjusting ring in the front of the~ 


propeller suggested to retail for $10. 


Hancock Toilet Seat 


Hancock Mfg., Inc., 131 S. Second 
St., Philadelphia, offers a toilet seat 
featuring eight colors of synthetic 
mother-of-pearl. Kiln-dried, dowel re- 
inforced hardwoods are used for the 
seats. All metal parts are chrome-plated 
brass made to fit all standard size bowls, 
Rubber. bumpers protect the seat from 
damage caused by slamming. Mother-of- 
pearl finish is applied with the “double 


seam” method, eliminating possibility 
of splitting or peeling. Seats are made of 
14 in. lumber and tops of 1 in. umber. 
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HANDY TOOLS 


FOR EVERYONE 


mi K-D 99 HACKSAW FRAME 
ma K-D 20 RATCHET WRENCH SET 
ma K-D 10K PLIERS KIT 

m= K-D 5B TOOL KIT 





aR 

99 Saw Frame “‘cuts around corners” with 
short blades—in narrow openings any 
size. Features quick blade changes for 
3, 414, 6, 10, 12” blades. All steel, one 
piece frame. Ideal for Electricians, 
Plumbers, Mechanics, etc. 





20 Ratchet Wrench Set—tough alloy steel 
wrenches in 4 popular sizes. No heads 
to change, reversible ratchet. Close teeth 
permit short stroke, Box socket construc- 
tion holds screw or nut for starting in 
close places, Sizes 3” to 414,” long. 





10K Pliers Kit—alloy steel pliers, right for 
small jobs in tight places. Accurately 
forged, tempered to correct hardness, 4 
types milled jaws as shown, handles 
knurled. Packed in pocket size roll. 
Handy for Craftsmen, Modelmakers, 
Electricians. 


5B Tool Kit—good 
universal _ seller. 
Two K-D Pliers 
plus 3-in-1screw- 
driver packed in 
pocket size kit. 
Alloy steel pliers, 
brass screw driv- 
er, all correctly 
tempered. Not a 
toy. Handy for 
everyone! 





Write for a description of the K-D Line 
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K-D TOOLS 


K-D MFG.CO.LANCASTER, PA. 


IWHAT’S NEW 








Colt Woodsman Pistols 


Colt’s Mfg. Co., Hartford, Conn., is 
offering a sport model Colt Match Tar- 
get Woodsman with a 44 in, barrel 
and a Target model with a 6 in. barrel. 
With the exception of barrels, all 
| Woodsman pistols are essentially alike. 
| Sport and Target models employ the 

round barrel as compared to the heavy 
| target barrel of the Match target. A 
| safety feature common to all Woodsman 
| pistols is the automatic slide stop which 
| holds the slide open after the last shot 
| is fired, eliminating uncertainty about 
| the chamber being empty. Slide stop is 
mounted on the left side for easy thumb 
operation. The magazine disconnector 
prevents the arm being fired when the 
magazine is removed or not fully in- 
serted. Pistols feature the Coltwood 
plastic stocks and grip adapters and the 
stocks are formed to fit the shooter’s 
hand. Guns feature the Colt master rear 
sight which has a positive micrometer 
click adjustment for both windage and 
elevation. Both front and rear sights 
are said to be glare-proofed to kill re- 








flected light. Sights are designed with 
| .100 and .125 sighting notches, with the 
| front sight blade conforming in thick- 
| ness, Front sight on the Sport model is 
ramped and serrated, Located to the 
rear of the trigger guard, is the easily 
operable button type magazine catch. 
All the pistols now have a concealed 
lanyard loop in the heel of the pistol 
butt for added insurance against loss in 
stream or woods. Dual Tone finish is 
used on all revolvers and automatic 
pistols to provide protection 
against rust. 


greater 


Michael d Automatic 
Door Seal 

Allen Sales Co., 366 Broadway, New 
York City, offers the Michael d auto- 
matic door seal which is designed to 
keep out cold air, odors, dust and in- 
sects—seals closets and air-conditioned 
rooms, Made of non-tarnishing alumi- 
num, the door seals are equipped with a 
| lifetime spring which automatically 
| drops a soft rubber seal 4 in. when the 
door is closed. Door seals require no 
adjusting and have no complicated 





mechanisms, Available in 30, 36, and 
42 in. sizes. Seals can be fitted to any 
size door by cutting to required size 





with a hacksaw. May be installed on 
either side of the door or in the door. 
Suggested to retail for $3. Display stand 
illustrating door seal installation avail- 
able with initial order of 36. 


Temco Gas Heater 

Tennessee Enamel & Mfg. Co., Nash- 
ville, Tenn., introduces an automatic 
forced-air heat gas heater, fully auto- 
matic with a factory mounted tempera- 
ture control with wall thermostat. 
Features a pressure regulator — large, 
slow speed, automatically controlled 
fan said to assure silent operation and 
even heat distribution. Cabinet is fin- 
ished in walnut grained porcelain 
enamel, Approved by A.G.A., 67,500 
B.T.U. Has a hinged panel for con- 
venient access to burner assembly. Will 
manufactured or 


operate on natural, 


ge REP 


Pate 





liquefied petroleum gas. Model 675-1, 
shown is 38 in. high, 28 in. wide and 
2034 in. deep. Shipping weight is about 
180 lbs., vent size, 4 in. 
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BASKET 
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@ Put Cyclone “Red Tag” Hardware Products on display, and 
<i they do an extra selling job for you. Because customers know 
them—and like them. 

You take full advantage of the nationally- kaon Cyclone 
name, which has stood for quality products through many 
years. And you make your store the headquarters for products 
that have been proved in service with thousands of satisfied 





owners. 

To get your full share of this popular line, keep in regular ir 
touch with your jobber. He'll do his best to supply all your 
normal needs for U-S-S Cyclone Lawn Fence, Screen Cloth, 
Hardware Cloth, and Catch-All Baskets. 


FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in Principal Cities 


United States Steel Export Company, New York 


UNITED STATES STEEL 


CYCLONE 





HARDWARE 
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TOP QUALITY 


THE 


HARDWARE 
DEALERS’ 
FAVORITE 


STYLED BEAUTIFULLY 
AND MADE RIGHT 
BY EXPERTS 


Through constant re-designing, 
Peerless Freezers continue to hold 
first place in modern artistic ap- 
pearance; in quality; and in ease 
of operation. 
Household sizes: 
Hotel sizes: 


2 to 10 qts. 
12 to 20 qts. 





PEERLESS DASHER STREAMLINE [ 


TRIPLE ACTION 





ASK YOUR JOBBER 


THE PEERLESS FREEZER CO. 














(L4 


No. 117 
portable bench grinder 


$ 
Light, handy, efficient for 1495 


workshop, garage or factory. Self-con- 
tained grinder with 1 fine and 1 coarse 
(414” x ¥") grinding wheels. 

New powerful shaded pole motor op- 
erates at correct speed. Self-aligning 
bearings, 1-piece cast aluminum hous- 
ing has integral wheel guards, tool rests 
and switch. Plugs into any 110-120 A.C. 
circuit. 

No. 69 Electric Drill, drills holes up 
to 4," in steel. Die-cast, pistol-grip 
makes it natural to drill straight holes. 
Has specially wound high torque tool 
motor, only $11.80. 


Write for Circular 
No. 69 
y" DRILL "em =) 
— Te pone a) 


SPEEDWAY MFG. co. \ 


\. 














1836 S. 52nd Ave., Cicero, Ill. 
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INCREASE YOUR PROFITS 
we MODERN = Op 


LAWN MOWER 





INCREASE YOUR PROFITS 


PRICED 


$24150 


(less motor) 


STIMULATE STORE TRAFFIC 


LAWN 
me MODERN xcwce SHARPENER 
Sharpens All Reel Type Mowers * Hand, Power 
or Gang * 10 to 20 Minutes * No Dismantling 
No Extra Attachments Needed 


All reel type mowers, from 5-inch edgers to 36- 
inch power mowers, are quickly sharpened to 
extreme ends of both left and right twist reel 
blades. Handle, wheels, roller and motor remain 
in place when sharpening is in process. Bed knife 
is sharpened in same brackets that hold mower 
in grinding position. No extra attachments re- 
quired. One lever puts mower or bed knife in 
grinding position. 100% steel construction. 
Grinding head rides on five ball bearing races. 
Small, compact, easy to operate. Sharpens wood 
chisels, joiner knives and planer blades without 
extra attachments. Skate Sharpener Attachments 
Available 
Send for Free Bulletin No. 27 B 


ORDER NOW ~* IMMEDIATE DELIVERY 


MODERN MFG. CO. 


160 N. FAIR OAKS AVE. * PASADENA 1, CALIF. 








WHAT'S NEW 


Shipping Case-Self Service 
Bug-Blaster Merchandiser 


A 12 unit combination shipping case 
and self-service floor merchandiser is 
offered by The Sherwin-Williams Co.. 











New York City, for marketing the Bug 
Blaster. When opened the unit is an 
attractive 3 ft. high floor display piece 
that has a pad of tear-off instruction 
sheets posted on it. 


Makinen Wonderlure 

Makinen Tackle Co., Dept. HA-5, 
Kaleva, Mich., offers the Wonderlure 
which travels underwater high or deep 
as user wishes. Available in eight color 
patterns, it is designed to attract bass, 
trout, wall-eyes and any inland fighting 
fish. Weight 4 oz. Made of Tenite and 
equipped with spinners and choice of 
tandem treble hooks No. 4 or 2 regular 
treble hooks No. 2. 


All Plastic Numeral Sign 


Solid-Art Co., 719 Cider Alley, Balti- 
more 1, Md., has an all plastic numeral 
sign which is made of acrylic plastic 
in seven styles—Futura, Bazaar, Broad- 
way, Architectural, Cloister, Fancyfree 
and Nineties. Numerals are available 


in 2 in, 24% in., 3 in., 344 in. and 
4 in. heights. There are eight thick 


nesses of numerals available from 4 to 
4, in. and three translucencies, — clear 
or transparent, translucent and opaque. 
Including phosphorescent there are 20 
color combinations, Suggested to retail 
for from 75 cents to $2.50 each depend 
ing on size and number of numerals 
involved. Numerals are wrapped in cel 
lophane and in cotton wadding. 
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Makers of best-selling 
Household Stools 


Cosco is the leading line of all-metal household 
stools. Includes step stools, kitchen stools, bar stools, 
bathroom stools, youth chairs. Models for every pur- 
pose, every purse. Coupon at right brings prices and 
full information. 


MAY 20. 1948 


we 


Legs lock open —ond 

each pair is constructed 
-@s a single unit for greater 
strength, easier folding. — 


Ever 
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» Nursery, laundry, sewin 

_ and recreation, Also deat 
rles and many commercig] 

Practically yn. 


complete details, 





Mail to your COSCO Distributor or 
HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


Please send catalog sheets, sample selling aids and price lists 
on ( ) COSCO Folding Utility Table; { }) COSCO Household 
) now a COSCO Dealer. 
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WHAT'S NEW 


Non-Shock Safety Socket 

S. P. Socket Co., Inc., 270 Park Ave., 
New York City, has developed a non- 
shock safety socket that will not give 








in diameter with a capacity of 180 gals. 
with water depth of 9 in. Other model 
is 55 in. in diameter with capacity of 
75 gals. at 8 in. Also available, made 
only to order, is a Jumbo size, which is 
15 ft. in diameter with a capacity of 













The new Great Neck Super 
Keyhole Kut-Up is a work aid needed 
by everyone from master mechanics 
to housewives! Why? Because it 
smoothly, sturdily cuts all metals, 
plastics, woods. Perfect for hard-to-get-at 
jobs! You'll see why we call this 
line ‘'Super.” 










COLORFUL IN ORANGE & BLACK 


VY, doz. per card 
No. 95 Super Keyhole Kut-Up—1 doz. per box 


(Refill blades, No. 99, can be bought separately. 
Packed 1 doz. to attractive metal-edge box.) 






Good looking aluminum 
handles, comfortable pistol 
grip. Compass saw pattern blades 
— flexible TUNGSTEN steel. A sturdy 
4ool overall, 
ys 


—_ 


yi 






SEE YOUR 
JOBBER 

















GREAT NECK 


SAW MANUFACTURERS, INC, 
MINEOLA, N. Y. 

















a shock even if fingers are accidentally 
pushed deep inside the socket when the 
current is on. By means of a simple yet 
effective automatic disconnect mecha- 
nism consisting of a flat disc phosphor 
bronze spring based in the bottom of 
the screw shell, hazards of electric shock 
are eliminated. Though the contact is 
made by screwing in the bulb in the 
same way, no amount of downward 
pressure with an inserted finger will 
close the circuit, says the maker. Brass 
shell turn knob and the candle sockets 
are available. Several standard models, 
including pull chain, push button, three- 
way and mogul sockets will be available 
shortly. Packed 25 to a red, black and 
yellow display carton, 10 displays to a 
case, shipping weight 34 lbs, Sockets 
are suggested'to retail for 47 cents. 


Koroseal Play Pond 

B. F. Goodrich Co., Akron, Ohio, is 
introducing a play pond made of Koro- 
seal, a flexible synthetic material, as a 
wading and splashing receptacle for 
tots. Can also be used for a flower pool. 


When summer growing season is over, 
the pool can be emptied, folded into a 
small package and stored until it is 
time to use it again. Koroseal is said 
to have great resistance to aging from 
sunlight and ozone and resists cracking. 
Play Pond is available in a size 80 in. 







2500 gals., and a depth of 2 ft. Pool 


hasn’t any structural reinforcement thus 


eliminating the danger of a child being 
injured by falling against a hard sur 
face. 


Hoover Automatic 
Electric lron 
Hoover Co., North Canton, Ohio, of- 


fers its automatic electric iron featuring 
an aluminum sole plate. Due to the 
great heat conductivity of the metal, 
the plate heats evenly throughout, pro- 
viding an extra large, uniformly hot 
ironing surface, says maker. Iron has 
been designed to protect the hand from 
the iron’s heat. Plastic pancake-shaped 
dial serves as protection against the 
heat of the iron and as the temperature 
control, Dial covers top of the iron and 
fits flush with the widely flared handle 





legs. For further insulation there is an 
air space between the dial and the metal 
base of the iron. Brown plastic handle, 
shaped to fit the hand, has a smooth 
thumb rest molded in one with the 
handle. Heating element is sealed in 
steel. Rubber guide on handle provides 
permanent cord attachment and keeps 
cord out of the way when iron is in use. 
Available in 414 lb. weight and 3% Ib. 
weight. Operates on AC, 100 watts and 
is suggested to retail at $11.45, includ- 
ing tax. Approved by Underwriters’ 
Laboratories. 
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COMETIMES Hector Hoopsnagel is a complete 

nincompoop in the eyes of his wife. She claims he’s 
a “fall guy” when it comes to shopping—gets sold 
things they don’t need. Of course she overlooks the 
fact that she can’t resist the “bargain counter” at the 
local department store, and that the things Hector 
buys invariably turn out to be of more use than the 
“bargains” she goes for. 


We know that practically every customer who enters a 
hardware store is a potential “Hector”. Despite the 
fact that he may go to the store “just to buy a bolt”, 
nine times out of ten he departs with an armful of fas- 
cinating gadgets that hardware stores sell. 


The “traffic-building” power of bolts, nuts and screws 
is well-known among progressive hardware men. They 
are among the ten most called-for items in the average 
hardware store inventory. Bolts and nuts bring custom- 
ers into the store and expose them to other merchan- 








dise the store carries, This often leads to “spur of the 
moment” sales. 


That’s the clue for every hardware dealer to display 
his bolt, nut and screw stock in a prominent place, and 
to carry a complete quality line such as Lamson & 
Sessions offers. 


Lamson & Sessions’ products are packaged in attrac- 
tive cartons, with Lamson Hi-Legibility Labels, for 
your convenience. The Lamson Ready-Reference List, 
the Bolt Bin Label Booklet and the Lamson “Speed- 
Merchant” make bolt and nut selling virtually a self- 
service proposition. 

Yes, these “sales helps” make the complete Lamson 
Line the line of least (sales) resistance! 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio « Birmingham * Chicago 


>, LAMSON & SESSIONS ls 


FASTENERS OF QUALITY 


MAY 20, 1948 
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“NOT ON MY PAYROLL... 
BUT WORKING FOR ME!” 


Railway Express is part of everyone’s 


business, always ready to go to work 
for you just where and when you 
need it, whether you use its nation- 
wide shipping facilities daily or only 
occasionally. 

Now available to Railway Express 
—and to your business — are 500 
high-speed, passenger train- 
equipped cars. New motor vehicles, 
too, are part of the constructive 
Railway Express effort to offer you 
better service. 

These and other improvements 
take time—and money. Add to them 
today’s higher maintenance and 
operating costs and you will see the 
necessity for adequate rates which 
are helping to make Railway Express 
America’s high standard shipping 


service. 


RAILWAY EXPRESS 


.. Maintains 23,000 of- 
fices (there’s one near 
your factory, office or 
home) ...Uses 10,000 
passenger trains daily... 
Has 18,000 motor vehi- 
cles in its pick-up and 
delivery services...Offers 
extra-fast Air Express 
with direct service to 
1,078 cities and towns, 





mi LW4)s 


EXPRESS 


>” 


NATION-WIDE RAIL-AIR SERVICE 
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Franklin Hide Glue 


In Aluminum Tube 


Franklin liquid hide glue is offered 
in an aluminum tube, suggested to re- 
tail for 15 cents. With a plastic cap 





this tube has several advantageous fea- 
tures. Screw cap makes it handy to use. 
If cap sticks it can be held under hot 
water tap and loosened easily and the 
quality of the metal tube is said to resist 
breaking even if handled roughly. A 
doz, tubes are packed in an attractive 
self selling display unit. Maker claims 
the glue has no odor, Available in gals., 
qts., % pts., and tubes. The Franklin 
Glue Co., Columbus 15, Ohio. 


Adams-Rite 


Labels, Boxes 

All products of the Adam-Rite Mfg. 
Co., Glendale, Cal., are packed in a 
terra-cotta brown box with illustrations 
of a representative group of items made 
by the company forming an overall pat- 
tern on the box. Yellow labels with 
large clear-type designations are used 





on the boxes to conform with hardware 
trade practice which associates a yellow 
label with solid brass merchandise. 


Castelli Gas Stove 

F. C. Castelli Co., Erie Ave. & F. St., 
Philadelphia 34, Pa., is introducing 
Castelli gas stove model 3 GC with 
“even flo” burners said to provide a 
controlled heat. Operates on any cook- 
ing gas whether natural, manufactured 
or bottled. Grates are made of 4 in. 
diameter solid steel bars. Finished in 


baked enamel, white with a black trim, 
the cooking top is 12 by 322 in. Burners 
are spaced on 10)4 in. centers. Sug- 
gested to retail for $29.95. Legs are 
made from 20 gage steel with emboss- 
ing trim. Rounded corners do away 
with dirt catchers, Individually packed 
in 200 lb. test cartons, Stove has a 
porcelain finished top, back-splash and 





grates. Completely constructed of heavy 
gage steel with cast iron burners and 
forged brass valves. 


Loxit Moulding Catalog 

The Loxit Moulding Co., 1217 W 
Washington Blvd., Chicago 7, IIl., has 
prepared a comprehensive catalog con- 
taining mouldings of every _ sizes, 
description, and material and a com 
plete line of tools and _ accessories. 
Booklet shows how to solve some of 
the unusual problems in connection 
with the application of mouldings. It 
is fully illustrated and indexed. 


Cement, Plaster 
Finishing Trowels 


Miles Mfg. Co., 10409 Meech Ave. 
Cleveland 5, Ohio, offers a complete 
line of cement and plaster finishing 
trowels. Swedish spring-steel blades are 
said to provide flexibility and long wear. 
Drop-forged aluminum mountings are 


used on all models. Mountings can be 
bent, twisted and dropped without crack- 
ing. Heads of 10 rivets used to hold 
mounting to blade have been hardened. 
This prevents rivet heads from wearing 
away and loosening the blade. 





HARDWARE AGE 








Short h 
permit 
quarter: 


Conven 
slip wre 
preven! 


en 











black trim, 
in. Burners 
enters. Sug- 
». Legs are 
vith emboss- 
s do away 
ally packed 
ttove has a 
splash and 





d of heavy 
urners and 


log 

1217 W 
7, Ill., has 
talog con- 
ery sizes, 
d a com- 
iccessories. 
» some of 
connection 
dings. It 
od. 


Ave. 
complete 
finishing 


-ech 


lades are 
ong wear. 
tings are 
rs can be 
ut crack- 
| to hold 
hardened. 
) wearing 








cll 








Short handles, handy offset heads 
permit easy, quick work in close 
quarters such as channels. 





Convenient metal holder lets you 
slip wrenches in or out as needed, 
prevents losing wrenches. 


MAY 20, 


SHORT BOX WRENCHES 
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6-POINT GRIPPING 
+ IT HANDLES THE “Jough 




















@ The sturdy 6-point design gives MORE 
GRIPPING SURFACE... puts MORE 
STRENGTH in the heads of these Barcalo 
wrenches. 


@ They help you remove many a 
rusted, corroded or burred nut you JUST 
CAN’T BUDGE with ordinary wrenches! 
This new Barcalo 6-point gripping is 
really TAKING HOLD with mechanics. 


@ LET US SHOW YOU HOW 
MUCH BETTER IT WORKS! These are qual- 
ity made of drop forged steel, nickel 
plated with polished ends ... packed 
with selling appeal. Sizes %"' to %"’. Set 
wren weighs only 8 oz. Don't miss this fast- 
moving item ... write us for the facts 
now. Dept. HA 





MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 








Safety 


REQ. U.& PAT. OFF. 


BELT ~_"y 


The all purpose belt lacing 
with the patented steel 
binder bars, that: (1) hold 
hooks permanently in align- 
ment, (2) lap over and 
protect belt ends, prevent 
fraying and add to belt 
life 


Safety Belt Lacing can be 
applied by any standard 
lacing machine vise lacer ¥, 


or put on with a hammer if 
you have an inexpensive 
Safety TU-WAY Hammer 
or Vise Lacer. 


SAFETY BENCH LACER 


Applies all standard make belt hooks. Belt 
thickness adjustment assures "perfect" fit. 





SAFETY BELT-LACER CO. 


5390 N. Menard Ave. Chicago 30, U.S.A. 





SHELBY—DvEePENOABLE HARDWARE 


SHELBY HALL HOOKS 
Are Always in Demand 


Don't let your stock get low. 
Be able to satisfy every cus- 
tomer. Series 8 00 2, 

Shelby's sturdy, Double Cos- 
tumer Hook in dull brass 


finish. 
Order from your Jobber. 


" Shel PANG HE C0 
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WHAT'S NEW 








Window Canopy 
Flower Box 

Tel-O-Point Co., 140 Ash St., Akron 
8, Ohio, offers an all aluminum window 
canopy finished in green and adjustable 





in length so that one size fits all win- 
dow-casement widths from 26 to 47 in. 
Canopy is 134% in. deep. Upper edge 
has a leak-proof flashing seal. Unit 
including two ornamental brackets is 
suggested to retail for $4.95. All alu- 
minum flower box has _ adjustable 
brackets so it may be hung below any 
window or placed on a flat surface 
inside or outside the home, Overall size 
is 28 in. long, 7%, in. wide and 6 in. 
deep. Suggested to retail for $4.45, un- 
painted and $4.95, finished in green. 


Plastic Toilet Seat 


An injection molded toilet seat in 
conventional design is offered by Cen- 
tury Plastic Products, Inc., Cleveland 2 
Ohio. Formerly available in marbelized 
white and black, the Plasti-Seat is now 
made in marbelized, blue, green and 
rose. Cover and seat are injection 
molded in two separate pieces, which 
are then permanently sealed together. 
This process is said to provide extreme 
rigidity as well as flat undersurfaces. 


Miniature Highway 
Freighter 
Smith-Miller, Inc., 2932 Nebraska 


Ave., Santa Monica, Cal., is making a 
model 310-H highway freighter in 
miniature, This truck has a die cast 





aluminum cab, chassis and_ trailer 
frame. Front polished shield is an alu- 
minum extrusion. Bed and side fences 
are all hardwood. Trailer frame is a 
miniature of the large Fruehauf trailer 
and carries a Fruehauf decal on the 
rear. Rear wheels of truck have “float 
ing action” which allows one set ol 
wheels to stay on the ground while the 
other rolls over an obstacle on the 
floor. Red cab, natural hardwood braced 
fences and bed, retractable landing 
gear, 14 treaded rubber wheels. gt 
23% in. height, 614 in., width, 64% in. 
Individually boxed, shipping — of 
12, 64 Ibs. Suggested to retail for $8.95. 


Ladies’ ‘Razorette’ 
Molded Insulation Co.. 


Pa., offers a “Razorette” 
plastic case less than an inch in width. 
Maker claims the 
to use without lather. Tiny blades are 
made from surgical steel. Can be used 
for shaping eyebrows, it is said. De- 
signed to fit contours under arms, but 
shaves full width on legs. Has no teeth, 


Philadelphia, 


in a colorful 


razor is keen enough 





said not to nick, or pull. Silver-plated 
to prevent rusting. Case and Razorette 
with three blades is suggested to retail 
for $1. Extra blades, pack of four 25 
cents, Shipped 12 Razorettes in an at 
tractive display carton with display 
card, 





‘Rex-N-Glue’ 


This glue is claimed to be an effec- 
tive vinyl base cement that can be 
used to bond plastics, wood, metal, 
rubber, leather, crockery, glass, mirrors, 
labels, etc. to themselves or each other. 
Maker says it does not effect the 
materials it is applied to, thin plastics 
and mirrors included. Cold-setting, it 
is crystal-clear transparent non-staining. 
Can be applied by brush or roller. It 
is said to remain permanently flexible 
and does not crystallize or become 
brittle. Suggested to retail for $1.50 
per qt. and $5.50 per gal. Schwartz 
Chemical Co., Inc., 226-328 W. 70th St., 
New York City 23. 
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SARGENT & COMPANY 
NEW HAVEN, CONN. 
NEW YORK CHICAGO 
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CHROME PLATED 


WOOD SCREWS IN THE 
RE-FILL BOX 


WHA 








% 8 sizes round head 

% 8 sizes oval head 

% Individually marked 
compartments 


Write for complete information on 
Sharon's 56 assortments. 


Newest of 
56 Sharon 
Assortments 


SHARON BOLT & SCREW CO. 


202 PURCHASE ST, BOSTON, MASS. 





ARMSTRONG-BRAY 
GEAR afd WHEEL 
PULLERS 




































Quickly ond easily pull gears, 
wheels, pulleys and bearings 
off of shafts without damage 
or breckage. 


Improved designs make them 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 

12 types, 40 sizes—2-arm, 
3-arm, standard and special 
STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shaft. 


Write for Catalog 


ARMSTRONG-BRAY 
& COMPANY 

5348 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. « 





Guide To Effective 
Store Lighting 


Sylvania Electric Products, Inc., 221 
Derby St., Salem, Mass., offers a guide 
to effective store lighting in a booklet 
entitled, “The Right Ways to Light 
Your Merchandise”. Based on the new 
principle of area brightness control, 
the illustrated 24 page manual describes 
how carefully controlled and correctly 
proportioned brightness levels in five 
lighting areas, ceiling, lighting equip- 
ment, vertical backgrounds, merchan- 
dise and floor, will result in sales pro- 
voking displays. In addition to detailed 
discussions of the main elements of 
store lighting, the booklet outlines win- 
dow lighting, store front illumination 
and lighting standards. Available upon 
request. 


Nicholson File Unit 
Constructed of wood and painted 


orange for quick visibility, the file unit 
is streamlined in design. Files, which 





consist of mills and tapers, were se- 
lected from the most popular sellers 
through hardware stores. Cellophane 
wrappers are placed on each file, allow- 
ing customer to inspect his purchase 
but eliminating rust or damage from 
contact with other files. Nicholson File 
Co., Providence, R. I. 


Trigger Type 
Caulking Gun 


Gibson-Homans Co., 2366 Woodhill 
Rd., Cleveland 6, Ohio, offers a trigger 
type caulking gun that snaps over any 
spouted caulking cartridge and requires 
no cleaning. Has no parts to be screwed 
on and off. Has a ratchet ram-rod con- 
nected to a round pressure plate and a 
trigger handle that moves pressure plate 
forward an eighth of an in. at every 
trigger pull. Handicaulk is made of 















































steel and weighs less than 14 oz., sug- 
gested to retail for 49 cents, The 2 by 9 
in. leakproof cartridges are packed 10 
to a display carton. 


ABC Cleaning Kit 


Schatten Co., Inc., 186 Fifth Ave., 
New York City 10, is introducing the 
ABC cleaning kit for wallpaper. Pack- 
aged in display containers, the kit con- 
tains 3 pads for cleaning dust, soot 
and dirt and one tube for cleaning 
grease and oil stains. Pad is a porous 
cloth bag filled with eraser particles. 
With a twisting motion, bag is rubbed 
over the surface, cleaning it. Permi- 
sealed tube contains enough material 
to clean 4 sq. ft. of grease stain. Kit 
is suggested to retail for $1. 


Leather Travel Alarm 


Harley's Clock Shops, Altman Bldg., 
llth & Walnut, Kansas City 6, Mo., 
offers a leather travel alarm measuring 
244 in, sq. Claimed to have a rugged 
well made watch type movement, Fea- 
tures a pleasant bell alarm and is sug 
gested to retail for $12.50. Hand made 
leather case. 


Martin-Senour ‘Color Bar' 


Martin-Senour Co., Chicago, IIl., has 
designed Color Bars featuring “pre 
scription mixing” of paint shades, to 
enable dealers to provide customers 
with paints of color shades individually 
prepared for each buyer, 1000 individ 
ual shades are available in the Nu-Hue 
custom color system. Seated at the 
Color Bar a home-maker chooses from 
a Martin-Senour plastic color chart the 


hues desired to create her color scheme. 
Each shade will be mixed to her order, 
and may always be reordered by 
number. 
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More than 4% MILLION males with alert minds and busy hands — 
big buyers of tools and hardware —— are steady readers of Popular 
Mechanics. In every issue we're using a full-page color ad like this to 
remind them that BRANDED tools and hardware— bought at the 
HARDWARE store — are BEST. 


... Popular Mechanics Magazine 
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CAMILLUS 
new TORK 
usr 


A CAMILLUS Knife designed 
for fishermen, hunters and 
campers — and priced for vol- 
ume sales. 

It’s a beauty, with loads of eye 
appeal and everything they want 
in a knife —long, slim blade, 
chrome plated to resist rust — 
scaler, hook disgorger, cap lifter 
and lock to keep blade open 
when in use. 

like every CAMILLUS Knife it’s 
quality-built, through and 
through. 


ORDER PROMPTLY 


from your CAMILLUS Jobber 
for FATHER’S DAY BUSINESS 


Stock up in time. Consumer ad- 
vertising of “Fisherman's Luck’ 
begins in May. Camillus Cutlery 
Company, New York 17, N.Y. 





No.5 
Actual Size 
$2 retail 





—~a39u09819 





Packed with display 
card, describing its 
many sales fea- 
tures. 612 Asst. 
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Burger Forge 
Garden Tool Holder 

Burger Forge, Metal Weather Vanes 
and Signs, Box 488, Elgin, IIl., offers 
a garden tool holder made of heavy 
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gage rustproof steel. Tool rack con- 
veniently holds at least seven tools up 
out of the way of damaging store-room 
traffic. It helps to detect if a tool is 
missing from its place. Suggested to 
retail for $2.50. Unit is 12 in. high by 
36 in. wide and can be nailed or bolted 
to any wood, brick or metal surface 
through holes located on 16 in. centers. 


Farwell, Ozmun, Kirk 
Consumer Sales Catalog 


Farwell, Ozmun, Kirk & Co., St. 
Paul 1, Minn., has prepared a consumer 
sales spring catalog which provides a 
space on the cover for the dealer's 
pages, it  illus- 
trates, describes and prices the items 
offered. 


name, Containing 31 


Swaggerette Gloves 
Again Available 


After five years of non-production for 
the civilian trade, Swaggerette 


retail 





household and garden gloves are again 
available. Natural rubber-coated gloves 
with soft, fabric lining feature more 
styling, comfort and_ higher 
wear-resistance. Suggested to retail for 


greater 


$1 a pair, Swaggerette is made in three 


sizes, large, medium and small. All are 
a pastel green and packaged in a 4-color 
display band. Edmont Mfg. Co., Coshoc- 
ton, Ohio. 


Recess Medicine Cabinet 

Walters Mfg. Co., Oakmont, Pa., is 
offering a newly designed recess medi- 
cine cabinet. Available in two sizes, 
each 14 in. wide and having mirrors 
16 by 22 and 16 by 26 in. Made of 22 
gage one-piece welded steel with rust- 
resistant high-bake white enamel finish. 
Mirror is heavy %¢@ in. A-quality crys- 
tal, mounted in polished stainless steel 
frame, Shelves are safe-edge glass; the 
door has bullet catch. 


Master Fan Catalog 

Emerson Electric Mfg. Co., St. Louis 
21, Mo., illustrates in color and describes 
in detail its line of 1948 in a 32 page 
catalog. Included is detailed dimen- 
sional information for Emerson-Electric 
Exhaust and_ ventilating fans and 


accessories, 


Tomlee Wood Turning Lathe 

Tomlee Tool & Engineering Co., 
Minneapolis, Minn., is offering a heavy 
duty wood turning lathe built to rigid 
machining standards, Features a sealed 
ball bearing headstock mounted on a 
heavy precision machined bed. 80 Ibs. 
of cast iron construction, when mounted 
on the work shop bench, will permit 
user to tackle the heaviest of jobs with 
Equipped with a 


ease, says maker. 





finger groove in the tool rest permitting 
accurate guidance of turning chisels. 
Smooth operation of the tailstock and 
the three point suspension are claimed 
to make the lathe self-aligning under 
all conditions, The 31 in. capacity be- 
tween centers is large enough for any 
table leg length and the 10 in, swing 
permits user to turn substantial size 
pieces with ease. Outboard turning pro- 
visions are made with the extended 
spindle. Spring thread, 34-16 thread. 
Overall length, 48 in., speed range 
about 765, 1345, 2275, 400 RPM. Weight 
80 lbs. Recommended motor pulley, 4 
in. 4 step. Suggested to retail for $47.50. 
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STEEL SOLE PLATE... 
1000-WATT HEAT UNIT 
for quicker, better- 
distributed, current- 
saving heat. 












AIR-COOLED PLASTIC 
HANDLE ... fashioned 
for comfortable grip, 
cool to the hand. 


BETT BR. : 


5 AUTOMATIC § 
Dial-A-Heat | 





fee h 
7 --- AND A VOLUME 





DIAL-A-HEAT CON- 
TROL automatically 
provides and main- 
tains the right heat 
for the fabric to be 
ironed. 


PERFECTLY BALANCED 
for arm and wrist 


INES 


ease. Light weight. 





) 






PROFIT-MAKER FOR YOU! 


THINK OF IT—not $20... not $15... not 
even $10... but only $8.50 (plus tax) brings 
your customers this famous Samson Automatic 
Dial-A-Heat Iron that’s BETTER ... by Design! 


you this 


Ask your Samson representative to show 
streamlined chrome and plastic 


beauty. Check its built-in quality features that 
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SAMSON UNITED CORP 


NYIOOs b aru 





ORATION 


ERE CA 5 GREATEST belting / 


a, 





TAPERED POINT... 
BEVEL EDGED “BUT- 
TON NOOK” oll the 
way around for easy 
ironing into pleats 
and around buttons. 


to-rest"’ 








off board. 






mean easier, faster, safer, more economical 
ironing . . . that assure years of dependable 
operation. Compare it with other irons selling 
for far more. Then you'll see why this Samson 
Dial-A-Heat Iron is America’s greatest value 
... and a natural for quick, easy sales, fast 
turnover, and volume profits for you! 


ROCHE 






SHOWBOXED 
TO SELL! 





SAFETY-TILT “rock- 
motion 
stands iron on han- 
dle without lifting— 
keeps ALL hot metal 
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There's a new Hardware 
set-up for 


AUt 








As thousands of home _ craftsmen 
turn to metal working, and the num- 
ber of hardware dealers _ selling 
metal-cutting lathes increases rap- 
idly . . . ACE TOOLS and Acces- 
sories for Metal-Cutting Lathes an- 
nounce a new Hardware Set-up that 
facilitates their more ready and profit- 
able distribution and sale thru regular 
hardware channels. 

Jobbers: 

Write for Catalog Sheets 

Dealers: 

Ask your regular hardware jobber 





ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People’’ 
5214 W. Armstrong Ave., Chicago 30, U.S.A. 
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Steel Construction Set 
Norwood Co., 6475 N. Avondale Ave., 

Chicago 31, Ill, offers a construction 

set which enables a youngster to fabri- 





cate wagons, boats, airplanes, battle- 
ships, bridges, boom cranes, derricks, 
etc., without using nuts, bolts, screws 
or assembling tools. Builder Boy parts 
are joined by inserting the two prongs 
of one part into corresponding holes of 
the connecting part and pushing them 
together. Set includes wheels, base 
plates, bushings, brackets of various 
angles, girders, axles, etc. Colors, letters 
and numbers enable the child to assem- 
ble the pieces for constructing the 
models illustrated in a booklet accom- 
panying each set. Suggested to retail 
for $1.98. 


Velon Insect Screening 


Made in Three Colors 

The Firestone Tire & Rubber Co., 
Akron 17, Ohie, claims that its Velon 
plastic screening does not rust or cor- 
rode and is not affected by salt water, 
acids, alkalis, sun or moisture. It is 
now available in forest green, bronze 
brown and aluminum gray. Maker claims 
it cannot stain frames or house and as 
the color is an integral part of the 
plastic it does not discolor or fade. 
Painting is unnecessary and soot and 
dirt can be removed with a hose. 


Reo Lawn Mower 3 in 1 


Merchandising Aid 


Lawn Mower Division, Reo Motors, 
Inc., Lansing 20, Mich., has prepared a 
3-way mailing piece done in green and 
black which opens to 2 by 3 ft. One 
side tells of the engineering and mass 
production facilities and the consumer 
advertising campaign for Reo power 
and hand mowers. Opposite side de- 
signed for use as an especially effective 


wall or window display, illustrates the 
Reo deluxe Trimalawn power mower, 
the 24 in. snow plow attachment and 
the Reo Michigan noiseless hand mower, 
Tear-off flap illustrates the comprehen- 
sive line of advertising material avail- 
able for dealer’s use. 


Toy Electric Train 


J. L. Schilling Co., 260 Fifth Ave., 
New York City 1, is offering a toy elec- 
tric train that has four standard flash- 
light batteries to furnish its power. 
Train is operated by remote control, 
start, stop, reverse, all with the feather- 
touch switch at a distance from the 
track, Train also has an automatic 
coupling device. Maker claims that its 
four brushes of special alloy metal 
never need replacement. Alnico magnet 
and a self-aligining oilless-bearing have 
been built into this motor. All parts are 
plated to prevent rusting. The loco 
motive, tender and two coaches are 
injection-molded plastic with no sharp 
edges. Wheels are molded in metal. 
Equipped with 12 sections of non-rust 
ing aluminum track, eight curved, fom 
straight. Each train set is packed in a 
corrugated container, Packed three scts 
to a shipping carton—shipping weight 
being 13 lbs. Individual sets weigh 4 
Ibs. Suggested to retail for $12.95. 


Waldor Space-Saver 

Parade Products, Inc., 429 Kent Ave.. 
Brooklyn 11, N. Y., offers the Waldor 
Space-Saver, It is made of heavy gage 
aircraft aluminum and holds and is eas 
ily folded with 12 dresses or six suits in 
the space of one. May be attaehed to a 
door, on thick or thin portion; on walls, 
etc. Comes complete ready for mount- 
ing. Claimed to hold and fold flat with- 
out wrinkling, crushing or pressuring 
clothes. In folding position, clothes rest 
flat, Apparel is all visible, Suggested to 
retail for $1.49, single unit weighs 6 oz. 
Three doz. to six doz. are packed to a 
carton, shipping weight of former, 21 
lbs., and of the latter 42 lbs. Unit is 
17 in. high, extended arm 16 in., overall 
size 18 by 1 in. 
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IF you are an independent tire wholesaler or dis- 
tributor—if you are intefested in a more profitable future for your tire business 
—get facts about this complete line of replacement tires for cars, trucks, buses, 


loggers, contractors and farmers. 


A Complete Line of Quality Tires for Independent Dealers & Jobbers 











Made in the largest factory devoted exclusively to the manufacture of tires and 
tubes and sold only through independent wholesalers and dealers. 


The Mansfield Tire & Rubber Company e eos Se. Lieaiiini 


THE MANSFIELD TIRE & RUBBER CO. 
807 Newman St.. Mansfield, Ohio 


Gentlemen: 
Please send me my copy of The 7-Point Profit Plan Booklet. 











Name 

Address | 
ey Cy: 

City 7 lar 
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Turner Day & Woolworth Purchased 


By 0. P. Link Handle Company ‘0 tv 


The Turner Day & Woolworth 
Handle Co., which was the re- 
placement hickory handle divi- 
sion of American Fork & Hoe Co., 
was recently purchased by the 
O. P. Link Handle Co., Salem, 
Ind., and will be operated as a 
division of the latter firm with 
manufacturing plants at Salem, 
Ind., Crossville, Tenn.; and Se- 
quatchie, Tenn. The main offices 
of Turner Day have been trans- 
ferred to Salem. 

Turner Day & Woolworth and 
the Link company will distribute 
their handles exclusively through 


{with the 


Gillette Company in 
1917. While with the company, 
he erected and for many 
managed, the factory in England. 

With Remington’s entry into 
the = dry field. Mr. 


Fahey’s services were secured for 


years 


shaving 


sales work. He played an impor- 
tant part in the early sales and 
promotional efforts of the Shaver 


| small 


| awareness 


solid fuel heaters. He 
attributed the rapid sales rise 
introduction of allied 
automatic devices such as wash- 
ers and dishwashers, and dis- 
closed that “there is a general 
that good hot water 
equipment is not expensive”, 

The Hotpoint official said that 
an increase in heater capacity 
from an average of 30-gallons 
before the war to present selec- 
tion of 50-gallon 
resulted from 


heaters had 
recognition that 
the operating cost of the larger 
size is not materially 
than for the smaller. 


greater 


The new Hotpoint plant manu- 
factures the heater completely in 
a “production-flow” arrangement 
such as the 





dita: tha TB Salen mass production H. O. BERRYMAN 

105 Duane St. New York City. methods employed in the auto- 

ill dieaiiein sae dette alias motive industry, with tank and 

representative for the export shell fabrication mechanized on H. O. BERRYMAN ELECTED 


markets including Canada. 


The present Turner Day Handle 








moving conveyors. 





PRES. MILWAUKEE CREDIT 
MEN ASSOCIATION 











company will continue the manu- NAT’L. PRESSURE COOKER H. 9. Berryman, assistant sec- Folle 
facture of all registered brands APPOINTS MID-WEST MGR. ‘etary and general credit man- tors” 
ib : ~— detente . 
and qualities as well as the vari- Samuel H. Fein has been! 28° John I ritzlaff Hardware Sessior 
ous brands for the hardware appointed midwestern divisional Co., wholesalers, ee the ele 
wholesalers whom it has supplied. sales manager of the National recently been elected —— Jas 
Considerable expansion of oper- Pressure Cooker Co., Eau Claire, of the Milwaukee Association “ named 
ations is planned. Wis. He will be in charge of Crodit Men mn wow -— He hi 
— 7 ? es director of the Credit Interchange ape 
Turner Day & Woolworth Presto cookers and canners, : and a 
’ ‘ é gree Bureau and the Adjustment Bu- z 
Handle Co., is said to be the RALPH P. FAHEY Before joining the sales staff : the F 
a Shee on . : reau. Mr. Berryman is also a ‘ 
oldest manufacturer of hickory of the National Pressure Cooker : ‘ which 
. , ag trustee of the Graduate School of 4 
handles in the world, having been a year ago. Mr. Fein was mer- Coctia & Cincien ot Gs Gatee with | 
° ° re a : ° . F rec 4 ance ¢ 2 /er- 
established in 1855, In 1948 the division, In 1944 he was assigned chandise manager for a retail ~ f Wi es Geo 
; ; . ater Pie aia 2 4 sity sconsin, Madison; in- 
company was acquired by Ameri-|the job of reorganizing the ‘chain in Minneapolis. wel , aici : e sented presid 
" ~ . 2 P Ss r. credl anda co ; . 
can Fork & Hoe and operated as| Shaver service department, and His headquarters will be the weprneg ow tiles : ein 
er ; atonal a Nee : 55, at the University of Milwaukee, years 
a division of that company as 45 National service manager new office of the firm at 323 | " f the National ing ir 
; . + r . ° Tr é é e e w 1 rs 
well as a source of supply for equipped 106 field offices with North Michigan Avenue, Chi- | *"° 3, aageesagh on vege . gener: 
s “a “bs ; : ’ wn Committee on Credit Education, gener: 
the manufacturing of hickory Modern fixtures, and — staffed | cago, TIL. 7 r ‘. Distri 
: ; ‘eke ith atienil a 1 Park Ave., New York City. istri 
handles for that company’s Kelley them with trained service . { the 
pare ; ” | personnel. Mr. Berryman led the discus- of the 
. sion group for the wholesale — 
_ a Ca alia hardware industry at the Cleve- presi 
“HOTPOINT OPENS land convention and also was 
REMING ELECTRIC WATER HEATER chairman of the group in Cleve- —=— 
rs see ee SHAVER GEN. FACTORY IN MILWAUKEE land organizing the Fellows of 
Ralpt “ee a An electric water heater fac- the National Institute of Credit. JO! 
. et : Fahey has been tory at Milwaukee, covering 9 C 
a pees to the position of gen- approximately 11 acres, was | DI 
ae sales manager in charge of opened recently by Hotpoint R. W. CHIRGWIN NAMED * 
— ge sales _and service | Inc., for limited production with | INGRAHAM DIST. MGR. hn 
od the Electric Shaver Div., | schedules calling for accelera- | The E. Ingraham Co., Bristol, Have 
eae Rand, Inc. Mr. | tion until peak production is Conn., has announced the ap- — 
aheys advancement es wT reached by the end of 1948. pointment of Robert H. Chirg- - 
the result of — than 30 years! Dwight R. Anneaux, manager, |win as Philadelphia district sinc 
of experience in the shaving water heater division, says more manager, covering Pennsylvania, pas 
“siege the last 10 of which has |than 70 per cent of the nation’s Maryland, Delaware, Virginia, its reé 
een with Remington shavers. | homes now heat water with fur- West Virginia and southern New Mow 
He started his business career | nace coils, cooking stoves, or SAMUEL H. FEIN Jersey. tory 
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Elect J. F. Donahue, Exec. V. P.; G.S. Case Jr., | 
Vice-President, Treas. Lamson & Sessions Co. 





JAS. F. DONAHUE 
Following the regular direc- 
tors’ meeting, The Lamson & 


Sessions Co., recently announced 
the election of four new officers. 

Jas. F. Donahue has 
named executive vice-president. 
He has been the vice-president 
and a director since 1929 when 
the Foster Bolt & Nut Co., of 
which he was president, merged 
with Lamson. 


been 


Geo. S. Case, Jr. becomes vice- 
president and treasurer after 18 
years with the company. Start- 
ing in 1930 he was successively | 
general manager of the Chicago | 
District 1936, general manager 
of the Birmingham District 1937, 


treasurer of the company since 
1942, ‘ 

Robert G. Patterson 
office of vice-president 
former title of general 
manager. Mr. Patterson 
with the Lamson & Sessions Co. 
in 1935 as merchandising direc- 
tor. Formerly he operated the 
Piston Indiana, as 
its president. In 1943 he became 


adds the 
to his 
sales 


came 


Service Co., 


general sales manager of Lam- 
son and in 1945 was made a 


director of the company, 


James M. Rowe, who has been 


with Lamson since 1924 in the 
Birmingham District, was also 
elected a vice-president, retain- 


ing his former title of general 
Birmingham 


held 


Plant, a 
1940. 


manager, 


post he has since 








director, 1939, assistant to the | 
president 1940 and _ has _ been | J. M. ROWE 
JOHN KING APPOINTED | consin and the northern half of 


CAMFIELD CHICAGO 
DISTRICT SALES MGR. 


The Camfield Mfg. Co., Grand 
Haven, Michigan, announces the 
appointment of John H, King as 
its Chicago district sales man- 
ager and of the Allen B. Car- | 
penter Co. of Denver to act as 
its representatives in the Rocky 
Mountain Area, Mr. King’s terri- 
tory includes Indiana, Iowa, Wis- 
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Illinois. The company has estab- 
lished a sales office at 20 E. 
Jackson Blvd. Chicago 4. 

Prior to joining Camfield, Mr. 
King was a partner in a manu- 
facturer representative firm in| 
Chicago having had 
sales experience with 
Electric. 

The Allen B. Carpenter Co. | 
has offices in Salt Lake City and | 


appliance | 
General 


El Paso as well as in Denver. 





R. G. 


PATTERSON 


COLUMBIAN ROPE NAMES 
TWO BRANCH MANAGERS 

Thomas B. Robertson has been 
promoted to the 
Columbian Rope Company’s 
Branch, and David 
L. Wiggins has been appointed 


manager of 
southeastern 


manager of the company’s mid- 
Atlantic territory. 

Mr. Robertson has represented 
Columbian in the 
United States for 25 years. The 
territory he will manage extends 
from Norfolk, Virginia, to 
Havana, Cuba, and 
practically all of the seven south- 
eastern states. 

Mr. Wiggins will be in charge 
of the recently enlarged Mid- 
Atlantic Branch handles 
Columbian Southern 
Pennsylvania, New Jersey, Dela- 
ware, Maryland, West Virginia, 
northern Virginia and the Dis- 
trict of Columbia. 


southeastern 


includes 


which 
sales in 


GOODRICH REPLACEMENT 
TIRE SALES NAMES 
2 DISTRICT MGRS. 

S. Hoyt Price has been named 
manager of the Omaha, Ne 
braska, and Bert Christopher of 
the Oklahoma City, Oklahoma 
district of the replacement tire 
sales division of The B. F. Good- 
rich Co., it has been announced. 
Mr. Price had been 
Oklahoma City previous to his 


manager at 


latest appointment, and Mr. 
Christopher had _ been _ store 
supervisor in the Kansas City 


| district. 


INDEPENDENT PNEUMATIC 
TOOL CO. MOVES OFFICES 
The executive and general of- 
fices of the Independent Pneu- 
matic Tool Co., located previously 
at 600 W. Jackson Blvd., Chicago, 
Ill., were transferred recently to 
the company’s new administration 
building adjacent to the 
works at Aurora, Il. 
Departments moving to Aurora, 
in addition to the officers of the 
company and sales division man- 


main 


agers, include accounting, adver- 
tising and sales promotion, and 
sales engineering. 

A Chicago office for sales and 
service will be maintained at 600 
W. Jackson Blvd., pending the 
Chicago 


construction of a new 


branch office building. 


MELLEMA CO. TRAVELS 
MINNEAPOLIS AREA 
FOR SWARTWOUT CO. 

Announcement has been made 
by The ( sompany, 
ventilator division, Cleveland, 
Ohio, of the appointment of 
George R.  Mellema 


Swartwout 


Co. as 


Minneapolis representative. The 
Mellema Co, has handled heat- 
ing and ventilating equipment 
and steam and mechanical spe- 
cialties for a number of prin- 
cipal manufacturers in Minne 
sota, the Dakotas and upper 
Wisconsin for a number of 
fyears. They will apply their 


“specialized service” to 
the 
gravity 


ventilators. 


survey 
promotion of Swartwout 


and roof 


power ed 





GEO. S. CASE, JR. 
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AL FAST 
TURNOVER" 










nee 


KEY KIT 


FOR HEX SOCKET SCREWS 












LEN WITH AS 
TIDY PROFIT” 








A dozen 7-size hex-key assortments, enabling 
the buyer to fit any hex socket set screw from 
No. 8 to 44” or any socket head cap screw 
from No. 3 to %". Displayed to catch the 
eye. Priced to sell on sight at 75 cents. 


Dealer’s price $6.03 complete as illustrated. 
List price $9.00. Dealer’s Profit $2.97. Buy from 
your Allen Hardware Jobber. For further details 
on this and other 
key and screw 
merchandisers, 
write directly to | 
the factory. 





artford 2, Connecticut, U.S.A. 


NEW YORK, CLEVELAND. DETROIT, CHICAGO, LOS ANGELES 
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PAUL J. 


FILLMORE 


P. J. FILLMORE MADE 
EVANS HEATING; 
APPLIANCE DIST. MGR. 


Paul J. Fillmore has_ been 
named district manager for the 
heating and appliance division, 


Evans Products Co., Plymouth, 
Mich. 

Mr. Fillmore’s territory will 
include Michigan, Ohio, Ken- 


tucky, West Virginia and West- 
ern Pennsylvania, He will main- 
tain offices at Number 3 Ridge 
Road, Pleasant Ridge, Mich. 


Prior to joining Evans, Mr. 
Fillmore acquired selling expe- 
|rience as sales manager of Lin- 
'coln Heat Treating Corp., Hazel 
Park, Mich., for four years. He 
has also served as_ divisional 
appliance sales manager at Sears 
Roebuck & Co., for nine years. 
and for six years was crew 
supervisor and store manager of 
the Goodhousekeeping Shop. 
Detroit. 


GEBHARDT PROBES LATIN 
AMERICAN BUSINESS 
|, CONDITIONS ON TRIP 


Henry C. Gebhardt, manager 
|of export sales, Stamford Divi- 
sion, The Yale & Towne Manu- 
| facturing Company, has left on 
an 82-day, on-the-spot survey of 


business conditions in Latin 
| America, 
Mr. Gebhardt said that the 


| purpose of his trip is to study 
present business conditions in 
| Latin America at first hand and 
| to discuss Yale’s export pro- 
gram with Yale & Towne Latin 
American 

distributors, 


representatives and 


During his trip, which will 
take him to 20 cities in 11 Latin 
American countries, Mr. Geb- | 
hardt also plans to study the| 
trade policies of the countries | 
he visits in their relation to 
the expansion of inter-American | 





commerce. 


|the fair is to be 


GILLETTE SAFETY RAZOR 
ELECTS TWO DIRECTORS 


| R. Neisen Harris and Irving 
| B. Harris were elected directors 
| of Gillette Safety Razor Co. re- 
cently, it was announced by J. P. 
Spang, Jr., Gillette president, 
following the company’s annual 
meeting. The Toni Co. of which 
Neisen Harris is president and 
Irving Harris executive  vice- 
president, was purchased by 
Gillette this year and is now be- 
ing operated as a subsidiary. 








L. A. APPLEY APPOINTED 
PRESIDENT; A. E. DOWD, 


| HONORARY PRES. OF AMA 


Lawrence A. Appley, former 
deputy chairman and executive 
director of the War Manpower 
Commission, has resigned as a 
vice - president of Montgomery 
Ward & Co., Chicago, to succeed 
Alvin E, Dodd as president of 
the American Management Asso- 
ciation, an organization of more 





APPLEY 


LAWRENCE A. 


than 12,300 companies and indi 
vidual executives in all industries 
working for the solution of cur 
rent management problems and 
development of scientific manage 
ment by an exchange of infor- 
mation and experience through 
conferences, publications and re 
search. 

Mr. Dodd, AMA chief execu 
tive for the past 12 years, has 
been elevated to the newly desig- 
nated post of honorary president. 

ST. LOUIS FAIR TO BE 

HELD JULY 25-28 


Don J. Fuelsch, president of 
the St. Louis Merchandise Fair, 
Inc., Henry W. Kiel Auditorium 
has announced that the fair will 
be held July 25-28, featuring 
hardware, housewares, sporting 
goods, toys and electrical sup- 
plies by manufacturers and dis 
tributors. The auditorium where 
held is air- 
conditioned. A. J. Cory is man- 
aging director of the fair. 
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Trade Meets to Feature New Look’ 
Plumbing Fixtures By Schaible 


New design and developments | 


emphasizing the “New Look” for 
kitchens, bath-rooms and other 
consumer plumbing installations 
will be accented by The Schai- 
ble Company, Cincinnati, manu- 
facturers of quality plumbing 
fixtures and valves, in stream- 
lined educational exhibits 
ciated with plumbing industry 
meetings throughout the United 
States, 

Michael F. Schaible, president 
of the company has disclosed 
that the exhibit program is to 
be launched the week of May 24 
to 27 when the company will 
show and demonstrate its prod- 
ucts in a_ series of locations 
at the 1948 Home Comfort Ex- 
position in Philadelphia Munici- 
pal Auditorium, sponsored by 
the National Association of Mas- 
ter Plumbers in conjunction 


asso- 





BENTON WOOD 


with the  association’s 66th 


annual convention, 











HAROLD TORIAN 


WOOD & TORIAN, DALLAS 
MFR’S. AGENCY FORMED 


Benton Wood and Harold Tor- 
ian have recently organized Wood 
& Torian, manufacturers agency, 
525 Rio Grande National Bldg., 
Dallas, representing the following 
manufacturers in all or part of 
Texas, Oklahoma, Arkansas, Lou- 
isiana, Mississippi, southern Ala- 
bama and Memphis, Tenn.; 
American Screw Co., Providence, 
R. I., Oliver Iron & Steel Corp., 
Pittsburgh, Pa.; Damascus Steel 
Products Corp., Rockford, III; 
The McKay Co., Pittsburgh, Pa.; 
and Pitegoff Bros., Inc., Brook- 
lyn, N. Y. 


| 


Mr. Wood is a World War L 


veteran. He traveled the south- 


east for a number of years serv- 


| 


ing paint manufacturers and in| 


1934 covered the southwest area | 


for John K. Wilson Co. Mr. Wood 
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joined the McKay Co. in 1937 
and then in 1940 started a manu- 
facturers agency business, 

Mr. Torian started his career 
with Nash, Robinson & Co., 
Waco, Tex., remaining there un- 
til 1935. He then was sales rep- 
resentative in the southwest for 
Dan M. Bell until 1942, 


EASTERN SALES MGR. 
NAMED BY RHEEM 


The appointment of Joseph V. | 


Donohue, Jr. as eastern regional 


sales manager for Rheem Mfg. | 
Co. was announced recently. He | 


will make his headquarters in 


New York, 

For many years’ connected 
with J. J. Pocock Inc. of Phila- 
delphia, Mr. Donohue’ most 
recently was associated with 


Schick Inc. He is a member of 
the U. S. Naval 


Reserve, 





JOSEPIL V. DONOHUE, JR. 





Here’s the New 








King of Outboards! 






AUSON 
TWIN SPORT KING! 


4-CYCLE, AIR-COOLED 











ALTERNATE FIRING 





MORE POWER! 





INSTANT STARTING! 













PLUS PERFORMANCE! 








It’s the outboard 
you've been 
waiting for! 





 ehiiie MODEL ... The 
new Lauson Single Sport King — big- 
ger, better, more powerful than ever. 
These two new streamlined beauties 
are ready now to bring you more 
sales and profits! 





AUSOM coMPANy 


A Division of Hart-Carter Company ® NEW HOLSTEIN, WIS. 


LIMITED, Winnipeg, Canada 


THE 


In Canada: HART EMERSON CO., 


Engine Builders for 50 Years! 























CORY CORP. ELECTS | 
| TWO VICE-PRESIDENTS 





| 


E. A. ASH APPOINTED 
CHAIRMAN JATO GUIDED 
MISSILE COMMITTEE 





| The American Ordnance Asso- 
| ciation has appointed Edward A. 
Ash of the F. L. Jacobs Co. as 
chairman of the Rocket, Jato 
(Jet Assist Takeoff), Guided Mis 
sile Committee for the Army and 
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Flag Pole Staffs 
|} are made of 
| standard pipe, 
heavily galva- 
nized.Furnished 
with non-jamb- 
ing pulley. 


Navy, it has been announced. 
Mr. Ash, former director of the 
Appliance Division of Jacobs 






Steel Folding Gates in single 
or double construction— with 
or without overhead track. 






has been assigned new duties. He 






will lend his assistance, wherever 










possible, to projects designed for 








national defense, Rex C, Jacobs, 














president of F. L. Jacobs Co., 





stated. 











Wire Mesh Partitions 
—sectional—fit any 
height or width. 






H. HARTMANN 






H. Hartmann was _ recently 
elected vice-president of Cory 
Corp., Fresh’nd-Aire Division and 
N. H, Schlegel was elected vice- 
president in charge of sales and 
advertising. 

Mr. Hartmann has been with 
Fresh’nd-Aire Co., since 1944 
and his new position follows 
closely his appointment as gen- 
'eral manager of that division. 
Mr. Schlegel joined Corp in 1945 
as advertising manager. He was 
subsequently advanced to director 
'of advertising and sales promo- 
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Stewart Iron Picket Fence is available in many 
styles. Also Chain Link Wire 


Fence for all types of property 
protection. 








tion, N. H. SCHLEGEL 





Many hardware dealers are increasing their 
profits with Stewart products. And it’s all clear 
profit, too, because you make no investment and 
you are not required to carry any stock. Here’s 
all you do: Send for free Stewart literature and 
familiarize yourself with Stewart products. Then you send us 
your inquiries for fence and other metal specialties. We do the 
rest and pay you a commission when the sale is made. Simple, 
isn’t it? Write today! There’s no obligation whatever. A 
few products are shown above. There are scores of others. 





The annual outing of the Housewares Club of New England 
will be held June 28th at the Woodland Country Club, Newton, 
Mass., beginning at 10 A.M. Sports events will include a 
softball game between salesmen and buyers, a golf tourna- 
ment, putting tournament, tug-of-war, ping pong and special 
feaures for ladies. Dinner at 7 P.M. will be followed by 
dancing and entertainment. A capacity crowd of 300 persons 

| is expected. Norman B. Altman is chairman of the outing 
| committee. Outing committee includes: Front row, Ray Hud- 
| son, Bigelow Dowse; Robert Martin, Benjamin & Medwin Co.; 
Ed Naughton, manufacturers’ representative; Frank Best, 
Washburn Co.; Back row, Irving Moulton, manufacturers’ 
representative, Norman Altaman, manufacturers’ representa- 
tive; Harry Woolfson, manufacturers’ representative, presi- 
dent of the Housewares Club of New England; Moe Himan, 
Milhender Distributors; and Carl Masson, Paine's of Boston. 


THE STEWART IRON WORKS CO., INC. 
1537 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 
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GARMAN 


EARL M. 


E. M. GARMAN ELECTED 
TREAS. MARTIN-SENOUR 

Earl M. Garman, who has been 
associated with Martin - Senour 
Co., Chicago, for 23 years, has 


been named treasurer of that 
company. 
Joining the company as an 


accounting clerk he became head 
of accounts payable in 1932. Dur- 
ing the depression period he as- 
sumed responsibility for super- 
vising all billing. By 1937 he was 
made chief accountant serving in 
that capacity until appointed 
assistant treasurer in 1946, 


DU PONT SPECIALTY 
SALES REPS. NAMED 


G. W. Sherin, manager of the 
specialty sales section, finishes 
division of the DuPont Co., Wil- 
mington, Del., has announced the 
following organization changes: 

Harry R. LaTowsky, who has 
been assistant sales manager of 
specialty sales since 1944, has 
been appointed general assistant 
sales manager. C, A. Weslager, 
who has been with the fabric 
and finishes department since 
1937, becomes assistant 
manager, assigned principally to 
the development, field testing, 
market analysis, and promotion 
of new products, 


sales 


HARRY A. GREEN & SON 
ACQUIRES NEW FACTORY 

Harry A. & Son 
moved its complete factory and 
offices to a modern building at 
1608-20 S. Canal Street, 
cago. Here, they have over 20,000 
square feet of floor space, plus 


Green has 


Chi- | 


railroad sidings and truck load- | 


ing facilities which will facilitate | 


production and deliveries. New 
machinery has been __ installed. | 
and the Green factory is now 


in full production on step lad- | 


ders, ironing boards, extension 
ladders, and other wooden house- 
hold items for the hardware 
trades. The Green Sales Organi- 
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zation is covering the country 
from Denver East, and is dis- 
playing at the Atlantic 
Housewares Show in May. Harry 
A. Green has long been known 
in the housewares industry, hav- 
ing spent more than 25 years in 
sales and managerial capacities. 


E. R. CHAMPION JOINS 

LENNOX FURNACE CO. 

AS MERCHANDISE MGR. 

E. R. Champion, advertising 
and sales production manager for 
The Coolerator Company, Duluth, 
Minn., for the past two and a 
half years, has resigned that post 
to become merchandising man- 
ager for The Furnace 
Co. Mr. Champion will be located 
at Marshalltown, Iowa, 
the principal divisions of the fur- 
nace company. His assignment is 
advertising and merchandising 
promotion for the entire Lennox 
organization. 

Prior to his enlistment in the 
armed forces during World War 
II, he was assistant to the general 
sales manager of Investors’ Syn- 
dicate, Minneapolis, Minn., and 
was in charge of sales promotion 
and advertising. 


Lennox 


one of 


Ree, 





CHAMPION 


E. R. 


His agency experience covered 
periods of employment as an ac- 
count executive with both B.B.D. 
& O. and Erwin Wasey, in their 
Minneapolis offices. He had a 
year of overseas service with the 
Combat Engineers during the re- 
cent war. 


N. Y. PAINT, VARNISH 
LACQUER ASSOCIATION 
HONORS MORITZ ARNSTEIN 
The New York Paint, Varnish 
& Lacquer Association has re- 
cently awarded the certificate 
of Paint Pioneer to Moritz Arn- 
stein, president of the Ainesto 
Paint Co., Inc., New York City. 
in recognition of exceptional 
achievement and _ progress 
tributed to the 
the protective coating industry. 


City | 
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retails 
at just 
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Here is a new form of garden lighting that brings glowing 
nighttime beauty to the garden and new profits to you! 
Sensationally new FLORALITE lights rose bushes, hedges 
evergreens, pathways. Dozens of uses around every home! 
Simple to install, just plug into any electrical outlet. A single 
FLORALITE sale is bound to bring additional sales because 
unit after unit can be added. FLORALITE'S amber color 
does not attract insects! Height 24”, plus 8” push-in-ground 
base. Complete with approved weather-proof cord 


NATIONAL ADVERTISING Sensational campaign 
to millions of families is creating a big demand for 
FLORALITE. Look for these sales-getting ads in — Saturday 
Evening Post, Better Homes & Gardens, The Home Garden, 
Flower Grower, Popular Mechanics Magazine, etc 


FREE! FLORALITE STORE DISPLAYS, 
COLORFUL FOLDERS, NEWSPAPER MATS! 


Free, electric-lighted store 
designed to exhibit an 
val FLORALITE unit in operation will 
j be furnished with first orders! Beau, 
tiful illustrated 3-color folders are 
supplied for counter pick-up use or 
for mailing to your customers! Free 
Newspaper mats in one, two and 
three columns sizes are supplied for 
your local newspaper advertising! 





~) 





lisplay 


actual 


bloralit 


MAIL COUPON TODAY! | 


== —— — — — — — — — — 




















STEBER MFG. CO. 
| Dept. 87, Maywood, Illinois 1 
1 Please ship through my jobber as follows: 1 
j — FLORALITE Garden Lighting Units i 
I _ __. FLORALITE Free Folders l 
C) Point-of-Sale Display () Newspaper Mats 
(J Please send more information! . 
Nome. schematic ee oe 
Address. — . 
i City. Zone. State. | 
i Jobbers Nome. { 
Sold by electrical wholesalers, hardware jobbers, 
1 florists’ supply houses. | 
eee cee cee ee cee ee es ee ee ee ee ee ee ee oe 
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Hotpoint Expands Kitchen Planning 
Service on Basis of Personal 


Dealer-Consumer Contact Merchandising” was the title of 


Personal dealer-consumer con- 
tact is the basis of a new 
expanded kitchen planning serv- 
ice introduced recently by Hot- 
point Inc., Chicago 44, Ill, In 
announcing the plan to distrib- 
utors and dealers, Hollis S. Doss, 
sales planning manager, said 
that the dealers “will now be 
able to multiply unit and com- 
plete kitchen sales by working 
personally with the customer in 
his own home.” 

Mr. Doss said that Hotpoint 
has developed thousands of 


arrangements for individual con- | 
sumers through a staff of spe- 


cialists and designers at the com- 
pany’s Chicago headquarters. 
Because unprecedented accept- 
ance for all-electric kitchens is 
now spurring consumer requests 
for personalized plans in increas- 
ing numbers, the planning serv- 
ice has been expanded to include 
dealer organization, 
Requests for kitchen 
received at the factory will now 
be referred to distributors with 
a letter of explanation. The dis- 
tributor will arrange for a per- 
sonal contact with the customer 
through his dealer organization, 
or in special instances through 
his own kitchen planning spe- 
cialist. A staff of trained factory 
specialists and designers will 
assist distributors and dealers by 
supplying them with new aids 


plans 


and research data which are 
being continually revised and 
improved. 


All dealers are urged to sup- 
plement this expanded service 
with a newly developed kitchen 
planning center which includes a 
complete set of plastic miniature | 
appliance models which can be 
arranged on an adjustable turn- 
table and photographed. The plan- 
ning center, completely equipped 
with camera and photo floods, is 
available to dealers for less than 
$250. 

APPOINT 1949 SHOW 

COMMITTEE FOR NEW 

ENGLAND HOUSEWARES 


Harry J. Woolfson, president 
of the Housewares Club of New 
England, recently appointed the 
1949 show committee of the New 
England Housewares Show, which 
is scheduled for Feb. 21-25, in 


the Hotel Bradford, Boston. An| 
“open show” display booths in| 


addition to room display. The | 
committee also plans an intensive 





venience for out-of-town buyers 
is the adequate parking facilities 
in the vicinity of the Bradford. 
The committee includes: Bernard 
Burke, retired New England rep- 
resentative of Corning Glass, 
secretary; Arnold Bearson, manu- 
facturers’ representative, to assist 
on the Jamboree party; Nat 
Gans, Gans & Co., supervisor of 
decorations; Robert T. Uek, Alu- 
minum Goods Mfg. Co., super- 
visor of the show, directory and 
other printing; Roger Moore, 
housewares buyer of Raymond's, 
Boston, supervisor of the dis- 
plays; George Dinkel, manufac- 
turers’ representative, in charge 
of mailing; Carl Masson, Paine’s 
of Boston, publicity and adver- 
tising. 


TRACES MERCHANDISING 
PROBLEMS OF FUTURE 
FOR HOUSEWARES MEN 


“The Challenge of Future 


a stimulating address presented 
on May 7, at Hotel Phillips, Kan- 
sas City, Mo., by Marvin E. 





Allesee to members of the Kansas 
City Housewares Club. 

Mr. Allesee, vice-president, | 
Dormeyer Corp., Chicago, empha- | 
sized the vital economic impor- | 
tance of complete co-operation | 
among the manufacturer, distrib- 
utor and retailer to achieve maxi- | 
mum sales in the future to the | 
ultimate consumer of home fur- | 
nishings. By the use of a black-| 
board the speaker showed graph- | 
ically the many merchandising | 
obstacles facing a ae ang 
To solve the problem of effective 
distribution of merchandising in-| 
formation to the consumer is 
acknowledged as a handicap of 
major consequence. 





J. Heard Wimberly, Jr., presi- 
dent, Superior Distributing Co., 
a vice-president of club pre- 
sided in the absence of President 
K. G. Gillespie. B. J. Enright, 
Duff & Repp, Inc., chairman of 
the entertainment committee, an 
nounced plans for a July picnic. 

Sam Vining, Westinghouse 
Electric Corp., will be the speak- 
er at the next meeting scheduled 
for June 11. 


TEXAS HARDWARE & 
IMPLEMENT TO HOLD 
10 DISTRICT MEETINGS 


The officers and directors of 
the Texas Hardware & Imple 
ment Association recently held 
their mid-year meeting in Dallas. 
The board confirmed the dates 
Feb. 7-9, 1949 for the 5lst An- 
nual Convention and _ Exhibit. 
The facilities of the Baker and 
Adolphus Hotels will be used. 
Ten district meetings will be 


| scheduled throughout the terri- 


| tory served by the association, 














FLORIDA-GEORGIA ASSNS. 
The joint annual convention of the Florida Retail Hardware 
Assn. and the Georgia Retail Hardware Assn., meeting re- 
cently in Jacksonville, Fla., favored exemption of hardware 
dealers from the provisions of the Wages-Hours Law; urged 
passage of legislation to include co-operatives from tax-free 
privileges; asked manufacturers to support Fair Trade laws. 


IN JOINT CONVENTION: 


New and retiring officers of the associations, are shown 
above, left to right (seated): Charles Campbell, Macon, presi- 
dent of the Georgia group and W. F. Rehbaum, Clearwater, 
president of the Florida group. Standing, left to right: W. W. 
Howell, Waycross, Ga., secretary of the two groups; John K. | 


Wood, Orlando, retiring president of the Floridians and E. A. 
King, Covington, past-president of the Georgia association. 


Other new officers of the Florida association are C. Eric 
innovation at this show will be | Markham, Lake City, first vice-president; A. E. Folds, Gaines- 
ville, second vice-president; directors, W. Howard Belote, 
Jacksonville, Hubert Brundage, Miami; David Yon, Talla- 
hassee; Kingsley Harris, Leesburg, and Mr. Wood. Other 
: ; , Georgia officers are W. A. Crawford, Hogansville, vice-presi- 
direct mail program to increase dent; R. W. Hatcher, Milledgeville, J. F. Raines, Cohutta, 
buyer attendance. An added con-| W. S. Williams, Cordele, and Mr. King, directors. 


| committee of the 


| president, 


Sept. 20th through Oct, Ist. 
Plans are now being completed 
with an outstanding speaker to 
appear at each meeting, details 
to be announced at a later date. 

About 40 suppliers and branch 
executives were guests at a noon 
luncheon in the Texas Room of 
the Baker Hotel. George F. 
Pierce, chairman of the executive 
Texas Whole 
Association, and 


sale Hardware 


|a member of the firm of Cullum 


& Boren presented a short ad- 
dress on employer-employee rela- 
tions, 

Officers and directors of the 
association are: E. B. Reed, 
Dallas, president; Chas. H. Flato, 
Kingsville, first vice - president; 
R. E. Lindsey Lott, second vice- 
president; directors—Dick Bow- 
ser, Houston; R. H. Deaton, 
Paris; T. L. Gary, Jacksonville; 
James A. Hill, Jr., Alice; C. C. 
Miles, Austin; L, P. Nolen, Sey- 
mour; E. M. Schaefer, Schulen- 
burg J. C, Stevens, Coleman; 
C, A. Washmon, Harlingen; and 
secretary-manager, Ray M. Sou- 
der, Dallas. 


JOHN H. GRAHAM CO. 
RE-ELECTS OFFICERS 


At its annual meeting held 
recently, John H. Graham & Co., 
Inc., 105 Duane St., New York 
City re-elected the following of- 
ficers: Harold S. Graham, presi- 
dent, George W. Eckhardt, vice- 
George A. 
and M. A. Nixon, 
assistant secretary. S. L. Gold- 
smith was elected treasurer of 
the company, He has been with 
the company for 10 years, serving 
as an executive in various de 
partments of the business. 


Graham, 
sec retary, 
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THE BIGGEST HOME IMPROVEMENT 
AT THE 
SMALLEST COST 









10 “GARAGE DOOR 
| EQUIPMENT 


VAS wk 





‘Copyrighted 


ive out of five home owners in your town with ‘Model 

T” garage doors are prospects. No other improvement 

in their home makes such a big difference at such a low cost. 

From the four types of Stanley foating* Garage Door 

Equipment any home owner can pick the one that’s perfect 

for his style home . . . that’s just right for his money. Every- 

thing, down to instructions for installing, in one easy-to- 
stock package. , 

Nationally advertised to owner, architect and builder. 


SELL EASI-BILD* PATTERNS 
TO SELL MORE STANLEY FLOATING GARAGE 
DOOR EQUIPMENT 


Made for the man who likes to or needs to make 
his own garage and tool house or swing-up garage 
door. Ingenious pattern construction makes it easy. 
Sell for just 50c and $1. Write Easi-Bild Pattern Co., 
Pleasantville, N. Y. for prices and full particulars. 


Complete kit of sales aids to give you the most out of this — 
the best home improvement item in your store. Write for 
details today. The Stanley Works, Garage Door Division, 


New Britain, Conn. 


*Reg. U. S. Pat. Off. by Easi-Bild Pattern Co, 


THE GREATEST NAME IN DOOR HARDWARE! 


For Any Residential, Commercial or Industrial Door 


| STANLEY | 


~~ og § S. Por, ¢ Off, Thot Lifts — Slides — Swings — Rolls — Or Folds 


HARDWARE HAND TO OL§ ELECTRIC TOOLS 
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COVER YOUR 
MARKET WITH /f 
PHOENIX Mi 


It's a complete line. 
Gives you quality 
hammers in every 
price range in claw, 
rip, ball pein and 
bricklayer’s models. 
They’re all precision 
drop forged fortough- | 
ness, heat treated for fj 
hardness. 


— 
Smee 


ae Sn, 


PHO ENI X 
( AMMER $ 


HEAT TREATEO 


=» 


Above: The phoenix Octagon DeLuxe, fully buffed and 
polished including under side of claw. First grade nat- 
ural hickory handle has improved grip, is triple wedged. 
Octagon poll improves balance for greater accuracy 
and driving force. Order the Phoenix line from your 
regular supplier today! 


PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLINOIS A CATASAUQUA, PA. 


| Cussins & Fern Marks 55th Year With 


New Columbus Store and Big Advertising 


The Cussins & Fearn Co., 
Columbus, Ohio, operating 23 
hardware stores in that city and 
parts of the state, celebrated the 
event with the opening of a new 
store at 195 E. Main St., Colum- 
bus, and a big statewide news- 
paper advertising campaign. Dur- 
ing the entire month of May a 
total of 244 full pages of adver- 
tising were run in Columbus and 


P. G. HOFFMAN RESIGNS 
AS CHAIRMAN OF CED 


The resignation of Paul G.| Vermont, 
of the| Commerce, William C. Foster, 


Hoffman as_ chairman 


. . . | 
Committee for Economic Devel- 


opment was accepted at a dinner 
given by the CED trustees in his 
honor at the Waldorf-Astoria 
Hotel, New York City. 

Walter D, Fuller, vice-chair- 
man of the board and president 
of Curtis Publishing Co., said 
that the trustees regret that Mr. 
Hoffman has found it necessary 
to resign his position due to his 
appointment as Administrator for 
Economic Co-operation, and we 
are delighted that he is remain- 
ing as a member of the CED 
board. Mr. Hoffman has_ been 
Chairman of CED since it was 
organized in 1942. 

Among the guests of honor at 
the dinner were: former Assistant 
Secretary of State, William Ben- 
ton, former Under Secretary of 


the other areas in which the con 
cern operates. In addition to the 
newspaper advertising 600,000 
tabloids were sent throughout the 
state. 

Twenty-five additional branches, 
including another in Columbus 
and branches in other cities and 
towns are planned for the future 
as part of the company’s post- 
war program. 


Commerce, William L, Clayton, 
Senator Ralph E. Flanders, of 
Acting Secretary of 


former Secretary of Commerce, 
Jesse Jones, and Wayne C. Tay- 
lor, former Under Secretary of 
Commerce and newly appointed 
Director of Operations of ECA. 


U. S. TELEVISION NAMES 
FRED S. CAMPBELL 
DISTRIBUTOR 


The San Francisco distributor 
for the United States Television 
Mfg. Corp., 3 W. 61st St., New 
York City 23, will be the Fred 
S. Campbell Co., 1268-80 Mission 
St. The company, which will 
cover all of northern California, 
north of Bakersfield, is headed 
by Ralph Campbell, chairman 
with Harry D. Byers, president 
and Don Courtleigh as vice-presi- 
dent in charge of television sales. 














ALABAMA DEALERS ELECT: New officers of the Retail 








Hardware Association of Alabama are, above, left to right: 
Paul Andrews, Jackson, first vice-president; Fred O. Braswell, 
Demopolis, retiring president; E. L. Crew, Anniston, president, 


and Mrs. H. Crowe, 509 N. 19th St., Birmingham 3, 
secretary-treasurer. Second vice-president, L. Wilcoxson, 
Tuskagee, is not in the photo. The association met in con- 
vention recently in Mobile. In resolutions the members favored 
strict credit terms to combat inflation; urged Congress to 
amend tax laws to include cooperatives operating for profit; 
opposed repeal of state Fair Trade Laws; urged amendment 
of Federal wage-hour law to exempt all retailers. 
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Survey Discloses 92% of NERA Members 
Confronted With Trade-In Problems 


At the National Electrical Re- 
tailers Association’s Conference 
on Trade-Ins held at the Mer- 
chandise Mart, Chicago, recently, 
22 dealers, manufacturers and 
representatives of co-operating 
organizations discussed 
the problems confronting dealers 
in handling used appliances. 

F. E. Morrison, chairman of 
the NERA Committee on Trade- 
Ins, presided at the roundtable 
conference as well as the one day 
conference of dealers which pre- 
ceded the joint session. He 
quoted the results of a recent 
nation-wide survey made by 
NERA among association mem- 
bers which indicated a total of 
92-5 per cent of -all reporting 
dealers are confronted with 
trade-in problems. He said the 
purpose of the conference was to 
study trade-in problems and meth- 
ods of handling used appliances, 
correlate the combined recom- 
mendations and publish them in 


openly 


booklet form to be used as 
dealer’s manual. 


The conference concluded that 
there are but two choices for 
dealers in handling trade-ins 
either the dealer accepts trade- 
ins, reconditions and sells trade- 
ins himself or he accepts trade-ins 
but sells them to a private com- 
pany to dispose of, While manu- 
facturers declined to state the 
number of units a dealer should 
have before he sets up a trade-in 
operation, it was agreed that the 
dealer who has a service depart- 
ment and enough volume to main- 
tain it, is qualified to handle his 
own trade-ins, It is expected that 
the association will adopt a modi- 
fied version of a proposed pro- 
gram to offer dealers a certified 
used appliance plan, that will 
help raise the standards of re- 
conditioning and_ selling used 
appliances without the expense of 


enforcement costs. 








| 





CHALMER J. CAROTHERS 


CAROTHERS JOINS 
SYLVANIA AS 
MDSE. SUPERVISOR 


Chalmer J. Carothers, Jr. has 
joined Sylvania Electric Prod- 
ucts, Inc., New York City, as 
merchandising supervisor of 
fluorescent tubing, according to 
an announcement by B. K. Wick- 
strum, general sales manager of 
the Lighting Division, 

In his new position with Syl- 
vania Electric, Mr. Carothers 
will be responsible for sales pro- 
grams and marketing policies for 
fluorescent tubing in the cold 
cathode and sign industries. He 
will work closely with the com- | 
pany’s division sales managers in| 
setting up distribution programs 
for fluorescent tubing in each of 
the local territories throughout 
the country. 


MAY 20, 1948 


Prior to joining Sylvania, Mr. 
Carothers was general sales man- 


| ager of Colorescent Laboratories, 


Inc., Elizabeth, N. J. From 1942- 
1945 he was a Signal Supply 
Officer in the Army Air Forces 
and previously was on the adver- 
tising staff of Conde Nast publi- 
cations. 


J. A. BORDEN HEADS 
“SCOTCH” TAPE DIV. 
OF MINNESOTA MINING 


J. A. Borden was elected vice- 
president in charge of the 
“Scotch” tape division, Minne- 
sota Mining & Mfg. Co., St. Paul, 
Minn., according to a _ recent 
announcement, 

Mr. Borden joined the firm in 
1925 and for seven years has been 
sales manager for “Scotch” tapes. 





J. A. BORDEN 


SELL CALKING 


When You 


SELL PAINT! 


Stop paint peeling-rot- 
rust-decay... make every 
paint job better 


GIVES YOU 
THIS »> 


PRICED TO RETAIL AT 


$1.98 


FOR GUN ONLY 
CARTRIDGES — 49, EACH 


Everyone who buys a can of paint, 
for inside or outside use is.a prospect 
for HANDICALK. It is inexpensive, yet 
does a “professional” job with an ease 
found in no other type of gun. All 
steel construction—weighs less than 
14 ozs. Nothing to fuss with—nothing 
to clean. Just snap cartridge in gun and 
calk. See your jobber—or write, wire 


or phone for further information. 
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PROFITS FOR YOU::IN 


KARR Power Tools 
Zor Home We 


Special Aluminum Alloy Castings make KARR Power Tools 
lighter, sturdier, longer lasting — and truly portable. 


Exclusive KARR features of design and performance have 
been developed through years of planning, severe laboratory 
tests, and long records of on-the-job operation in home 
work shops everywhere. 


KARR marketing and sales methods cut costs to the pur- 
chaser—resulting in more attractive retail prices. Asa KARR 
dealer, you can offer a complete line of power tools and 
accessories that build constant, profitable repeat business. 













A genuine quality 
drill press, in the low 
price range. Streamlined design, 
ball bearing, floating pulley, heavy 
table and base, working parts fully 
enclosed in head, quick-acting table 
lock, heavy column, balanced pulley, 
Y_"" chuck capacity. 


MODEL 1211 






Smart design and top- 
quality workmanship and material 
combine in making this KARR 12" 
Band Saw a STANDOUT value. 
Ball-bearing; fully adjustable blade 
tension. Cuts wood, metal, plas- 
tics. Any angle table tilt to 45°. 
Cuts to center of 24" circle. 12" 
x 14" table. 


MAKE MORE MONEY by featuring fast-selling KARR 
Power Tools. See your Jobber—or write direct for illus- 
trated catalog and discounts. 





QUALITY 
ai? POWER TOOLS 


MACHINE CORPORATION 


121 E. ANDERSON AVENUE, MILWAUKEE 4, WISCONSIN 
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PRESTON W.« WOLF 


P. W. WOLF ADVANCED, 
EXEC. ASS’T. TO. 
GENERAL DETROIT V. P. 


A number of appointments to 
The General Detroit Corp. sales 
department have been announced 
by E. A. Warren, vice president 
in charge of sales. Preston W. 
Wolf is now executive assistant 
to the vice president. For the 
past two years he has been sales 
promotion manager, and he will 
retain sales promotion and adver- 
tising responsibilities in his new 
position. H, J. O'Neill has been 
appointed field sales manager. 


Mr. Wolf, after leaving milli- | 


tary service, joined General 
Detroit in March of 1945, 
was formerly with the Manufac- 
turers Life Insurance Co, and 
the Michigan Beli Telephone Co. 
Mr. O’Neill has been 
General Detroit since 1942, dur- 
ing which time he has acted in 
various supervisory capacities. 


ment of two new men_ as 
national account representatives. 
Eric Park will cover the Eastern 
region with headquarters in New 


York, and Clifford Hain will 
handle the Midwest with head- 
quarters in Chicago. Messrs. 


Park’s and Hain’s appointments 
as an effort of General 
Detroit to expand its services to 


came 


its national accounts, 





in developing the aluminum 
phase of the Company’s research 
activities. 

In_ his 


position as assistant 
manager of the general alu 
minum department, Mr. Quadt 
will, in addition to his new 
administrative duties, continue 
jin large measure the research 


and sales engineering activities 


of his former post. 


His executive offices will be 
|at 120 Broadway in New York 
| City. 

These include field — service 


He | 


work, in which he is a recog 
nized authority. 


COLONIAL BRUSH NAMES 

ABNER BYER, SALESMAN 

Abner B. Byer, with head- 
quarters in Miami, Florida, has 
been named sales representative 
by the Colonial Brush Mfg. Com 
pany, Inc., Boston, Mass. 

Mr. Byer will cover South 
Carolina, North Carolina, Geor 
gia, Florida, Alabama and Mis 
sissippi. He was formerly vice 
president of the Oscar Arnold 
Paint Co., Providence, R. I. 


Mr. Byer joins the Colonial 
organization well-versed in the 
sales of paint brushes, having 


spent a great many years in the 
field. 
McDonald & Shaw of Dallas, 


Texas, has also been named 
;sales_ representatives by the 
company. 


with | 


Jennings B. McDonald and Z. 
George Shaw, maintain display 
rooms in the Southland Hotel, 
Dallas, and in New Orleans, 
Louisiana, where buyers 
visit to the 


may 


inspect Colonial 


‘ * _ | Paint Brush line and piace their 
Also announced is the appoint- 


|orders. Three salesmen work 
out of the Dallas office along 
with Mr. McDonald and Mr 
Shaw. 

The organization will cover 
Texas, Louisiana, Arkansas Okla 
homa, and New Mexico, for 
Colonial Brush. 


QUADT APPOINTED ASS’T. | 


MGR. FEDERATED 
ALUMINUM 
Federated Metals has _ ap- 
pointed Raymond A. Quadt | 


assistant manager of its general 
aluminum department. 

Mr. Quadt has been in charge 
of all Federated aluminum re- 
search operations at the Central 
Research Laboratories of the 
American Smelting and Refining 
Company, Barber, N. J., under 
the direction of Dr. A, J. 
Phillips. Quadt started with the 


company in 1942 as _ assistant 
research metallurgist and since 


that time has been instrumental 


} 


| 





L. E. RADEMACHER MADE 
TRADE SALES REGION 
MGR., CENTRAL PAINT 
L. E. “Rod” Rademacher, for- 

merly owner and manager of 

Tilecraft Distributors, Bridge- 

port, Conn., has joined Central 

Paint & Varnish Works, Inc., 

Brooklyn, New York, as regional 

manager of trade sales. 

Mr. Rademacher has a_back- 
ground of many years experience 
in the building trade and paint 
industry. Prior to serving as New 
England distributor of Central’s 
complete line of paints, varnishes 
and enamels, Mr. Rademacher 
was associated with The National 
Gypsum Co., Buffalo, N. Y.; The 
Upson Co., Lockport, N. Y.; and 
The Insulite Minneapolis, 
Minn. 


Co., 
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JOHN H. HAUSER 


J. H. HAUSER APPOINTED 
ASS’T. MGR. DISTRIBUTOR 
SALES FOR SYLVANIA 


JohnH. 


appointed 


Hauser has been 


assistant manager of 


the distributor sales department, | 
Radio Division, Sylvania Electric 


Products Inc. He was formerly 
supervisor of distributor sales. 
He joined the staff of Syl- 
vania’s distributor sales depart- 
1941. During the war 
he was transferred to the 
Cathode Ray Department where 
he served as a production engi- 
1944 he set up and 
companys War 


ment in 


neer, In 
directed the 


Surplus disposal program. In 
1946 he was appointed super- 
visor of the distributor sales 


department. 


COOPER TO SUCCEED PIER 
FOR KEYSTONE IN IND. 


Effective June 1, 1948, Carl S. 
Cooper succeeds Chas. H. Pier, 


retired, as sales representative for | 


the Keystone Steel & Wire Co., 
Peoria, Ill., in northern Indiana. 

Mr. Cooper has been affiliated 
with the company for 13 years, 
the last four as assistant to the 
Southeastern district sales direc- 


| five years as steel plant metal- 
| lurgist, 


tor. Previously he trained for 


four as wire mill in- 
spector. Mr. Cooper has moved 
from Peoria to his headquarters 
at Peru, Indiana. 

Charlie Pier, Mr. Cooper’s pre- 
decessor, is a veteran with 50 | 
years selling experience, mostly 
in northern Indiana. Mr. 
started as a salesman of horse 








CARL S. COOPER 
drawn vehicles, In 1921 when 
Studebaker Corp. ceased manu- 
facture of buggies, Mr. Pier 
joined Keystone. He is a member 
of the Keystone 25 Year Club. 


STEWART-WARNER CORP. 
DIRECTORS RE-ELECTED 
"Stewart-Warner Corp., stock- 
holders at their annual meeting 
here today re-elected all incum- 
| bent directors, James S, Knowl- 


ident, presided. 


Directors re-elected are: | 


Thomas H. Beascom, Irving S. 
Florsheim, Charles  F. 
Frank A. Hiter, James S. Knowl- 
son, William A. Patterson and 
Ralph M. Shaw. 











Edward Steinbach, Frank 


and Francis Bescher 


Gunther 


recipients of gold wrist watches for 25 years service to 
Masback Incorporated, New York City, hardware wholesalers. 
The presentation was made at the firm’s annual dinner-dance 


held recently. 


MAY 20, 1948 








Pier | 






| . 
|son, board chairman and _ pres- 


Glore, | 









A low-priced drip- 
less server by the 
makers of the 
wonderful 
Dripcut — 
‘*dripless, 
dropless, 
always spotless.” 
Has crystal-glass 
container, patented 
removable cutoff slide 


of stainless steel, one-piece 


grained plastic top and handle. Popular 12-ounce 


size. Beautifully made...a superb price leader and 


promotional item! 


a 
\ 


— na-mac HANG-R-PADS 


Instantly convert plain 
wooden coat-hangers into 
luxurious padded ones... 
prevent sagging shoulders, 
save shape and drape of 
clothes. Lovely plastic, 
display-boxed six to a set. 
Every home needs several 
sets! 


Vertis; angle ” 
_ Sekeep i Pp Gig 
ms ens, Fa, rien “ 


¢ a 
Momics 


NA-MAC PRODUCTS CORP. 


1027 NO. SEWARD STREET 





SUBSIDIARY OF WILLIAM R. WARNER & CO., INC. 
[$e 





LOS ANGELES 38, CALIF. 


¥ ODOR AND VAPOR PROOF 
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Greenfield Tap & Die Purchases 
Ampco Twist Drill Corporation 


The Greenfield Tap & Die} field Tap & Die Corp. Frank J. 
Corp., of Greenfield, Massachu-| Sikorovsky will continue as 
setts, has announced the pur-| president and general manager 
chase of the Ampco Twist Drill | of Ampco and has been elected 
Corp., Jackson, Michigan, manu- a director of Greenfield Tap and 
facturers of twist drills, reamers | Die Corp. 
and end mills. In 1944 Greenfield purchased 

The acquisition of the Ampco| The Geometric Tool Co., New 
Corporation will now enable Haven, Conn., manufacturers of | 
Greenfield to offer a more com. | self-opening die heads, chasers, | 
plete line of drills and reamers collapsing and adjustable taps, | 
as well as drill engineering sery- chaser grinding fixtures and 
ice comparable to its threading , threading machines. It is stated | 
tool service. that with the purchase of 

D. G. Millar, president of the Ampco, Greenfield will broaden 
Greenfield Corp., stated no. the base of its service to indus- 
changes are planned in the sales try—in research, screw thread 
or production departments of engineering, and in the produc- 
Ampco, as they will continue to | tion of a complete line of preci- 
operate as a division of Green- sion cutting tools and gages. 





PERFECTION ACQUIRES For the past several years, Per- 
OFFICE, DISPLAY SPACE §fection’s Chicago District office, 
IN CHICAGO MART under the managership of F. T. 
C. H. Foulds, Perfection Stove | Stahl, has been located at 323 
Company’s West Polk Street. 
charge of sales, has announced 
that the company has taken dis- 
play and office space in Chicago’s 
Merchandise Mart. PROMOTES TWO MEN 
Moving its Chicago office to the) Colin L. Smith has _ recently 
city’s buying center will enable been appointed assistant to the 
Perfection Stove Company to dis- manager of sales for the General 


vice - president in 


G.E. RECEIVER DIV. 


play to advantage its line of Electric Company’s Receiver 
products including Perfection Division, Electronics Park, Syra- 


and Ivanhoe ranges, cook stoves cuse, N. Y. 

and home heaters, and Superfex During the war, 
oil and gas water heaters and was a partner in a 
furnaces, Dealers planning a trip | ship for aircraft hardware parts, 
to Chicago are invited to stop and other lines in the electrical 
in and visit the new office and field. Prior to joining G.E. a few 
display on the 14th floor of the) months ago, he was engaged in 
Mart, to be open onJune lst, | special work as a 


Mr. Smith 
distributor- 


business | 





WELSH MFG. CO. NAMES 


analyst for the George S. May 
: Co., business engineers. 
| Smith is also a member of G-E 
| Receiver sales committee, act- 
ing as secretary. 

The appointment of D. E. 
Weston as assistant sales man- 
ager, standard line receivers, in | 
General Electric’s Receiver Divi- 
sion, was also announced. 

Mr. Weston joined G.E, in 
1937 in the appliance and mer- 
chandise department at Bridge- 
port, Conn. He was assigned to 
the World’s Fair in 1939, and 
then became advertising and 
sales manager of the G.E, Sup- 
ply Corp., Nashville, Tenn. 

Following his separation from 
the Navy in 1945, Mr. Weston 
returned to G.E. as radio sales 
manager of G.E. Supply Corp. 
at Nashville, the position he held FREDERICK A. 


until this advancement, i : : 
Frederick A. Stevens, Jr. has 


| been named sales manager of the 
Welsh Mfg. Co., Providence, R. I., 
makers of fountain and ball point 
pens and mechanical pencils. 
Mr. Stevens has been with the 
company since 1936, immediately 
following his graduation from 
Brown University. During the 
war he served four years in the 
navy, terminating his service as 








STEVENS, JR. 


DEEPFREEZE APPOINTS 
TWO FIELD SERVICE 
ENGINEERS 

Two new appointments have 
been announced by Deepfreeze 
Division, Motor Products Corp., 
North Chicago, III]. 

Arnold W. Marsh has 
made field service engineer for 
the eastern region with head- 
quarters at the Deepfreeze Divi- 
sion, New York Office. Mr. Marsh 
was formerly assistant dean of 
the Northeast Technical School, 
Trenton, N. J., and has had an 
excellent background of 
ice engineering experience over 


been 
squadron commander in the Pa 
cific P. T. fleet. Since the war, 
Mr. Stevens has taken a prom 
inent part in the development and 
expansion of the firm’s product 
distribution, He brings to his new 
position a wide experience in 
serv- production and sales, 

TO DISCUSS 5 BASIC 
SUBJECTS AT STORE 
MODERNIZATION MEET 
A five-day conference on prob- 
modernization to 


an extended period of time. 

Robert H. Schau has 
named field service engineer for 
the southern region with head- 
quarters at the Deepfreeze Divi- 


been 


lems of store 


sion regional office in Atlanta, sia : ‘ 
C ree coincide with the International 
,eorgia, Moje? 3 
& Store Modernization Show at 
—— —s= {Grand Central Palace, New 


York, July 6-10, inclusive, was 
announced recently by Dr. 
Charles M, Edwards, dean of the 
Graduate School of Retailing. 
New York University, and chair- 
man of the advisory and plan- 
ning committee of the show. The 
conference, which is unique in 
this field, will be comprised of 
ten clinics on five basic prob- 
lems of modernization—“Layout 
and Traffic”, “Lighting And 
“Displays and Fixtures”, 
“Store Fronts”, and “Planning 
j}and Budgeting for Moderniza- 
| tion”. 

Clinics will be conducted 
twice daily at 1:30 and 4:00 
p.m. for the five days. Invita 
tions to the show and advance 
| registration cards for the 


Color”, 


con- 


TURCO PRODUCTS, INC., Los Angeles, Chicago and Houston, recently assembled dis- ference may be obtained from 


trict managers for two-day home office conference with la 


| John W. H. Evans, managing 


boratory technicians and de- 


partment heads. A review of the adaptations and application of new wetting agents and director of the Store Moderniza 


detergents to its line of specialized cleaning compounds was 


sessions. District managers will hold similar meetings for their field service organizations. 
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tion Show, 40 East 49th Street 


New York 17, N. Y. 


the principal theme of these 
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FRED S. BRIEN 
Fred S. Brien, 88, retired 








GLUECK 


A. M. 


ADOLPH M. GLUECK 
Adolph M. Glueck, well known 


manufacturers’ agent, passed away 
suddenly, May 20, following a 
heart attack, suffered while he was 
driving his car in New York City. 
Mr. Glueck, who was 63 years of 


age, had been in poor health 
and had retired from active 
business a few months ago, A 


past president of the Hardware 
Boosters he was enroute to the 
annual meeting and past pres- 
ident’s night of that organization 
when stricken. He was a 
bachelor. 

For the past 25 years he had 
been a manufacturers’ agent, 
having made his headquarters at 
11 Warren St., New York City, 
in recent years. Prior to his 
operation as a manufacturers’ 
agent he was a _ representative 
in New England, for about 15 
years, for Wickwire Spencer 


Steel Co. 


W. C. POLSTER 

William C. Polster, 59, Outer 
Lincoln Avenue, Evansville, 
Indiana, vice-president of Boet- 
ticher & Kellogg Co., Ine., 
wholesale hardware dealers, died 
during an operation recently at 
Deaconess Hospital. 


A native of Evanston, Indiana, 


Mr. Polster attended school in 
Spencer County. He came _ to 
Evansville in 1907 and worked 


in a grocery store. In 1921 he 
joined the Boetticher & Kellogg 
Co., as a salesroom clerk and 
had advanced to a partnership in 
the business, His connection with 
this corporation extended over a 
period of 30 years. 


Mr. Polster was an _ active 
member of St. Paul’s Lutheran 
Church. He had had _ various 


offices in the church, was on the 
church council, and had _ been 
treasurer for nine years. 
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hardware merchant of Cherry 
| Valley, N. Y., and lifelong res- 
‘ident of that community, died 
May 5th. His wife, two sons 
| and two daughters survive. 


GEORGE C. McBETH 


George C. McBeth, 58, director 
of sales, Lufkin Rule Cé6., died 
May 17th. He joined the Lufkin 
Rule Co., in 1909 at the age of 
18. Starting as an office clerk, 
he was assigned a territory ex- 
tending from western New York 
State to Nebraska and including 
almost all the mid-west area in 





McBETH 


GEORGE C. 


1914. Five years later Mr. McBeth 
returned the in 
Saginaw and was appointed as- 
sistant sales manager, which posi- 
tion he held until 1934, when he 
succeeded the late Theodore Huss 


to home oltice 


as sales manager. 

Following World War II, the 
sales division of the company 
was reorganized and Mr. McBeth 
was appointed director of sales. 


JOHN B. CARDEN 


John Breckenridge Carden, 73, 
retired salesman for Shapleigh 
Hardware Co., wholesalers, St. 
Louis, died in Elm Street 
| pital and Clinic, Denton, Tex., 
following a heart attack, Mr. 
Carden was a sales representative 
with Belknap Hardware & Mfg. 
Co., Inc., Louisville, from 1900 
to 1907. In the latter year he 


Hos- | 


established a retail hardware 
business with Mr. Switzer, known 
as Switzer-Carden Hardware Co., 
Meridian, Miss. He then joined 
the former Simmons Hardware 
Co., and covered Alabama and 
Tennessee. Upon leaving Sim- 


| mons, he became a salesman with 


Shapleigh with headquarters in 
Jackson, Tenn. Mr, Carden re- 
tired in 1946 and moved to Den- 
ton, Tex. Survivors include his 
widow and one son. 


K. LESTER WILSON 


The sudden passing, on May 4, 
following a heart attack, of K. 
Lester Wilson, 58, Baltimore, Md. 
manufacturers agent, was a shock 
to his associates and numerous 
friends in the hardware fraternity. 
For 18 years Mr. Wilson, who 
was widely known, had operated 
his own business, covering much 
of the eastern seaboard and bor- 
dering states. Prior to entering 
business for himself, he had been 


associated with the former 
J. R. M. Adams and Charles 
Ghriskey organizations, in the 


wholesale hardware business. He 


an announcement by the Com- 
modity Standards Division of the 
National Bureau of Standards. 
Copies are for sale by the Super 
intendent of Documents, Govern- 
ment Printing Office, Washington 
25, D. C., for 10 cents each. A 
discount of 25 per cent will be 
allowed on orders of 100 or more 
copies. 

The current issue is essentially 
one of adjustment. Four High 
Cup loads have been discon- 
tinued. These loads will be fur- 
nished in Low Cup patterns in 
the future. The elimination of 
this type of shell will conserve 
brass. 

The important change in R62 
is the reinstatement of 401 Win- 
chester self-loading and 405 Win- 
chester soft point bullets. Inter 
mediate velocity 22 Short and 22 
Long rifle cartridges have been 
discontinued. With other minor 
changes, the total number of 
loads remain unchanged at 139 
items, Prior to 1927, when the 
recommendation was first issued, 
there were 348 items in general 
production, 


DISTRIBUTORS IN MICH. 
NAMED BY CROSLEY 
The appointment of Indepen- 
dent Distributors, Inc., Grand 
Rapids, Michigan, exclusive 
Crosley distributors in that area 


as 


was a member of The Keystoners, has been announced by the Cros- 


of Philadelphia. 
Surviving are his two sons and 
associates, L. L. and K. Lester 


Wilson, Jr.. and Mrs. Wilson. 





K. LESTER WILSON 


SIMPLIFIED PRACTICES 
FOR SHOT SHELLS 


| 


ley Division, Aveo Manufactur- 
ing Corp, 

Michigan counties to be cov 
ered are Allegan, Antrim, Barry, 
Benzie, Calhoun, Charlevoix, 
Eaton, Emmet, Grand Traverse, 
Ionia, Kalamazoo, Kalkaska, Kent, 
Lake, Leelanau, Manistee, Ma- 
son, Mecosta, Missaukee, Mont- 
calm, Muskegon, Newaygo, 
Oceana, Osceola, Ottawa, Van 
Buren, and Wexford. 


" Officers of Independent Dis 
tributors, Inc., are Fred = C. 
Sparks, president, L. H. Withey, 


vice-president, and S. S. John- 
ston, secretary. 


PLOMB TOOL ADDS 
EASTERN WAREHOUSE 
Tg expedite the delivery of 

tools to eastern customers, the 
Plomb Tool Angeles, 
Cal., has added a warehouse at 
its Jamestown, N, Y., plant for 
stocking the complete line. This 
warehouse has reduced the ship- 


Co., Los 


ping time to points east of the 
Mississippi River by 1 to 20 days 


and has speeded deliveries to 


Printed copies of Simplified | other customers by relieving the 


| Practice Recommendations R31- 


48, Loaded Paper Shot Shells, 





main Los Angeles stockroom. The 
new warehouse, completed early 


and R62-48, Metallic Cartridges,| in March, is a modern two-story 


are now available, according to 


structure, 
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Portable radio—A retail price 
reduction of 25 per cent on its model 
560 portable radio set was announced 
May 27 by Emerson Radio & Phono- 
graph Corp., New York City. The 
reduction lowers the list from $19.95 
to $14.95. 

* * 

Nails and wire—Details on the 
May 1 reductions on lines of American 
Steel & Wire Co. products, previously 
announced, include changes which 
range from $2.00 to $5.00 per ton. 
New prices, f.o.b., Pittsburgh, Chicago 
and Cleveland include:— 

Manufacturers bright, basic and Bessemer, 
wire, $3.45 cwt. 
Spring wire, $4.50 per cwt. 
Fine and weaving wire, $6.40 cwt. 
New prices, f.o.b., Pittsburgh, Chi- 
cago and Duluth:— 
Annealed wire, $4.10 cwt. 
Galvanized wire, $4.55 cwi. 
Twisted barbless (Column) 111 
Bale ties (Column) 94 
Woven wire fence (Column) 97 
Galvanized barbed wire 80-rod spool 
(Column) 111 
Nails and staples (100 Ib. keg) 
(Column) 91 
Cement coated nails (Column) 91 
Galvanized nails (Column) 91 
Posts (Duluth) (Column) 104 
** * 


National Steel Corp.—In the 
middle of May, National Steel Corp. 
announced a reduction in prices, total- 
ing, it says, $4.6 million annually. The 
reductions are equal to an average of 
about $1.50 a ton on the company’s 
shipments of finished products. 

> * + 

Pipe—In line with the steel in- 
dustry’s fight against inflation, Wheat- 
land Tube Co, says it has reduced its 
price on buttweld pipe $2.00 per net 
ton, effective May 10. The Wheatland 
company specializes in the manufacture 
of buttweld pipe for the industrial field, 
and for home building. 

* * * 

Servel reduces some models 
-A price reduction on two models of 
its gas refrigerators has been an- 
nounced by Servel, Inc., who said also 
that production of a new six-cubic-foot 
model, designed especially for the low- 
priced retail market will begin in July. 
George Jones, vice president in charge 
of sales, said the price reductions were 
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made “in an effort to help check the 
inflationary price trend in consumer 
prices.” The factory announcement did 
not include the amount of the reduc- 
tions, but a home-town retailer said a 
four-cubic-foot refrigerator, which has 
been priced at $193.50 installed, will 
sell hereafter for $188.25 and a six- 
cubic-foot model, formerly sold at 
$269.50, will now sell at $258.25. 
* . * 


Balls—W. J. Voit Rubber Corp., 
Los Angeles, Calif., has announced 
price reductions on many of its lines, 
the average on first-line fabric balls 
approximating 8 per cent. Declines in 
dealer prices are: four per cent on 
CF9, CF7 and CF6 footballs; 844 per 
cent on CS3 soccerballs; 914 per cent 
on CV4 volleyballs; 8 per cent on CW5 
water polo ball and 914 per cent on 
C109, C110, C112 and C114 softballs. 


* * * 


Sherwin-Williams—An “adjust- 
ment” in paint prices, including ad- 
vances on some products and reductions 
in others, amounting to an _ overall 
increase of: about 2.7 per cent, has been 
publicized by Sherwin-Williams Co. 
A, W. Steudel, president, said the in- 
creases, including house paint, were 
confined chiefly to products requiring 
white pigments, which have advanced 
an average of 23 per cent since Jan., 
1947, The increases were the first since 
Jan. 6, 1947, and average about 10 
cents a gallon, although some _ items 
were increased about 20 cents a gallon. 
In addition to white pigment cost in- 
creases, said Mr. Studel, wages have 
been advanced, and tin plate for drums 
and cans has gone up by 15 per cent 
since January last year. While these 
increases had been absorbed by the 


company, he said, the recent additional 
freight rate rise necessitated price ac- 
tion on finished products. Price reduc- 
tions just ‘made have included 25 cents 
a gallon on barn paint, 25 cents on var- 
nishes, 15 cents on aluminum paint and 
15 cents on shingle stains, 
* * x 

Prices creeping upward—From 
Washington, the Bureau of Labor Sta- 
tistics reports that wholesale commodity 
prices rose again, by one per cent, 
during the week ended May 15, spur- 
red by sharp increases in prices of 
most farm products and foods, The 
increase brought the Bureau’s index of 
commodity prices to 163.5 per cent of 
the 1926 average, 11.2 per cent above 
the corresponding week last year. The 
Bureau says that price increases over 
a year ago were as follows, on various 


classifications :— 

Hides and leather products, up 13.6 per cent. 

Textile products, up 6.9 per cent. 

Fuel and lighting materials; up 28.1 per cent. 

Metals and metal products, up 10.4 per cent. 

Building materials, up 10.4 per cent. 

House furnishings goods, up 11.8 per cent. 

Miscellaneous commodities, up 4.6 per cent. 
*_ * * 


Volume and prices up—Bi- 
cycle prices generally are about a third 
above pre-war levels, and are three per 
cent to four per cent higher than last 
year, according to the Bicycle Institute 
of America. Yet this estimate seems a 
bit scant, For example, in eastern cities, 
the large stores offer bikes, minus acces- 
sories, for $40; pre-war they sold for 
$21. Responsible for the higher prices, 
say the makers, are soaring labor and 
material costs. As an example of what 
has happened to material costs, one 
manufacturer declares a pair of tires 
today cost $3.50 as compared with $1.90 
in 1941, At the same time, the price of 
his standard model bike is up only 35 
per cent to 38 per cent. 

The industry’s vigor is shown in the 
huge number of two-wheelers which 








ADVANCES 
Some paint products. Pig iron. 


DECLINES 


Some softballs. soccerballs. volleyballs. water polo balls, etc. Pipe. 
Some paint products. One portable radio. Some gas refrigerators. 
Certain vacuum cleaners. Turpentine. 
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RB&W’s consistent effort to help you make 
more profit on fasteners, is typified by the 
new attractive package developed for RB&W 
bolts, nuts, screws and rivets. 

Your first glimpse of the package shows 
the label information to be clear and com- 
plete. Big black type on a white background 
and the product pictured on the label save 
your men time and error in selecting from 
stock. 

Next, you will note the package is styled 


THE CASE 
with sturdier 
construction 
and common 
end size resists 
damage, per- 
mits more ef- 
ficient layout 
of stock. 





/ The “New Look” 


In Fasteners 
That Means 


Money To You 


to prevent spilling of contents. The label 
is attached upside down so that the cover 
will be always underneath and the bottom 
won't drop out in handling. 


And closer examination shows the con- 
struction to be strong, yet light — abuse- 
resistant, convenient to handle. 


Aiready the new RB&W package has 
been called the most sensible— and most 
attractive —in the fastener industry. 


NEW RACK permits 
putting away complete 
cases instead of han- 
dling individual pack- 
ages into bins. Re- 
moving side exposes 
packages for order- 
filling. 


FUMBLE - PROOF 
COVER. Boxes are de- 
signed with covers un- 
derneath, No danger 
of box slipping from 
under cover, spilling 
contents. 











103 Years Making Shong 


the Dishibulors That Make America Shong 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 
Calif. Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanooga, 
Oakland, Portland, Seattle. Distributors from coast to coast. 
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about 2.7 million bicycles—more than ager 

Always a Leader... ever before. And in the first quarter this— lons each. 
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Here's what you've been looking for . . . it's your first oppor- | = alee es per cent. | 
tunity fo stock just 2 blow torches from which the r oon 
its eed Vacuum cleaners — A. L. struction 2 

user can make a worth-while choice o fixed as- McCarthy, executive vice president, | jther fact. 
sortments . . . order quantities you need NOW! | Eareka Division, Eurcka Williams 0 feverable « 
| Corp., Bloomington, Ill, announced § Linoleum 


Write, wire, phone price reductions on the entire Eureka oped prior 
vacuum cleaner line. Price reductions tinuing fp 
range from $4.55 on the Eureka Auto- Inc,” said 
matic Upright (S-246) and the large price incr 
Eureka Tank cleaner (W-75-B) and lutely nece 
$7.05 on the medium Eureka Tank company 1 
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JOHNSON WIRE * JOHNSON WIRE JOHNSON XLO MUSIC 967.00. a oe 
JOHNSON WIRE * JOHNSON _ Wis SPRING WIRE a ia Up: 
JOHNSON WIR . . " : s Pig iron raised On the sag F 
The Wire of a Thousand Uses. heels of the recent steel price cuts . 1 
Your customers looking for small came announcements May 18 by some J * 225” 
units of high-grade spring wire seillians f steenees of 43:95 gq § again. Sin 
readily supplied... attractively een oe pa o $1.25 at “ northwest 
packaged for handling and per ton on pig iron in several districts. th oe b 
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range of sizes. ton, explaining that higher operating $3 ™ 
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Turpentine off sharply — | there’s a 
OHNSON WIRE ¢ JOHNSON WIRE On May 25, heavy supplies of turpen- J yin) soar a 
JOHNSON WIRE * JOHNSON WIRE tine which failed to attract buyers re- | The reaso 
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On March 31, 1947, the total turpentine 
supply, as reported by the government 
amounted to 34,347 barrels of 50 gal- 
lons each. As of March 31, 1948, the 
sock had mounted to 87,390 barrels. 


ue * 7 


Smooth surface floor cover- 
ings — In a recent statement, T. L. 
Shaffer, vice president in charge of 
sales, Congoleum-Nairn, Inc, Kearny, 
N. J., said that despite peak production 
rates in each of its factories, substan- 
tially exceeding prewar production, the 
allocation of our floor covering products 
will probably have to be continued 
throughout the remainder of the year. 
Several factors contribute to this. De- 
spite increased wage, freight and raw 
materials rates, the company has ef- 
fected no price increases excepting 
where absolutely necessary. The ex- 
pected liome building rate for 1948, 
Mr. Shaffer pointed out will exceed 
amillion dwelling units, exceeding even 
or book period of the 1920’s by more 
than 50 per cent and the depression 
period of the 1930’s by more than 400 
per cent, This places a heavy demand 
for products entering into the con- 
struction and furnishing of homes. An- 
other factor, says Mr. Shaffer is very 
favorable consumer acceptance of Nairn 
Linoleum on Duplex Felt Back, devel- 
oped prior to the war. “It is the con- 
tinuing policy of Congoleum-Nairn, 
Inc.,” said Mr. Shaffer, “to effect no 
price increases excepting where abso- 
lutely necessary.” In general neither the 
company nor its wholesale distributors 
have been able to accumulate any stock 
of merchandise, all production moving 
out of the company’s plants immedi- 
ately it is ready for shipment. 


- dl - 


Ups and downs in lumber — 
Lumber prices, which for two years 
have been “bouncing” up and down like 
1 ball, now are rebounding upward 
again. Since mid-April, prices at Pacific 
northwest mills on dimension lumber— 
the two-by-fours and other types of 
rough lumber which make the frame- 
work of a house—have risen an average 
of $3 to $7 per thousand board feet. 
Finished lumber, for siding and _in- 
terior finishes, is up as much as $15 a 
thousand, This trend marks a complete 
turnabout from the price declines which 
persisted throughout last winter. By now 
nearly all of the winter slump has been 
erased, and western producers think 
there’s a chance lumber this summer 
will soar above all previous price peaks. 
The reason given is that orders are 
the heaviest in more than a year, but 
production is dropping because of a 
strike in Pacific northwest Douglas fir 
mills, Because Pacific northwest mills 
turn out more than a third of all U. S. 
lumber, what happens to mill prices 
there is felt quickly in retail yards all 
over the country. Reports from coast- 
to-coast show dealers already are asking 
more for their products, or soon will be 
marking up price tags. These increases, 
too, are being amplified by freight rate 
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the cream of the business. 


1. Worthington QD Jr. V-Pulleys 
are Easy to Fit—Can’t Work 
Loose — Noiseless — Trouble-free 
—No Wobble. The interchange- 
able rim and hub feature reduces 
your inventory. 


2. Worthington Adjustable-Pitch 
V-Pulleys are rugged, sturdy, uni- 
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FRACTIONAL: HORSEPOWER 
V-PULLEYS 


FOR V- BELT DRIVES IN 
SHOPS. HOMES. STORES 
AND ON THE FARM 


Quick 
pe TAcHAste 





igher 


Get that fractional horsepower drive business by handling the 
“‘Profit Maker” Assortment of V-Pulleys and V-Belts furnished 
by “‘the good right hand of industry’ — Worthington. 

It’s an expanding market—in homes, small industries, on 
farms. And the many Worthington sales points mean you'll get 
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form high quality. Available in 
single and double grooves to serve 
your customers’ varied speed re- 
quirements. 


3. Worthington-Goodyear EC 
Cord V-Belts have their continu- 
ous cords located in one neutral 
plane, unaffected by flexure. 


BeBe wee eee ee eee eee ee ee ee ee ee 


s 


and for quick turnover 


You get the attention- 
compelling Profit-Maker 
Display Stand, posters 
and window banners .. . 
fact-full sales literature 
... simplified tablesshow- 
ing correct V-Pulley and 
belt sizes—to serve 90% 
of your customers’ re- 
quirements. 

Contact your local 
Worthington Distribu- 
tor or send the coupon 
for complete informa- 
tion on how the Worth- 
ington FHP Profit- 
Maker Assortments 
mean Higher Profits for 
You! 


ih, Siete wae er ieatinatie, 


Worthington Pump and Machinery 
Corporation 


MVD Sales Division, Dept. 
Buffalo, New York 
Please tell me how I can make Higher 


Profits with Worthington FHP Profit- 
Maker. 


N851 


Son cr cnesberesaneess Or 
DT ccncceheunwasawnesees 
RERIB cccccscccenscascosececs . 
me em ee ee es = oe = d 
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NEWS FLASH. 


re eoP tea 44) aA 





AMAA 


TT u ani 


FASTENING 
and HANGING 


DEVICES 









a. 


LETTER 
BOX 


Aluminum 
to last a 
Lifetime” 


* A smart new letter box sturdily built 
of 4" cast aluminum with sheet alumi- 
num back. Requires no painting or upkeep 
. +» Stays beautiful for a lifetime. 

Your best buy in fast selling Alumicast 
Letter Boxes is an assortment of a dozen, 
including 3 Plain Aluminum (without 
magazine clip), 3 Plain Aluminum (with 
magazine clip), 3 Baked Enamel Brown 
Finish, 3 Baked Enamel Blue Finish. 











ANOTHER PROFITABLE SELLER 


Alumicast Garden Trowel 


One piece aluminum, rustproof, light but sturdy.in 
regular and transplanter widths. Retails under 50 cents. 











See your jobber for complete details—or write 
us for the name of your nearest jobber. 


Meitiwas CORPORATION 


1515 N. KILPATRICK AVE. + CHICAGO 51, ILL. 
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increases put into effect early this year. 
Retail prices now average close to three 
to four times pre-war, 


* * * 


Glidden Co. reports for six 
months—Sales of Glidden Co. for the 
six months ended April 30 are reported 
to be in the neighborhood of $102 mil- 
lion, or ‘about $4.5 million ahead of 
the first six months of fiscal 1947. 

Gains in sales in the food products, 
vegetable oil and chemical pigment di- 
visions during this half year, however, 
were offset to some extent by a small 
reduction in sales in the paint division, 
and lower sales on naval stores. 

The lower sales in the paint division 
are attributed largely to the cold 
weather during the winter and early 
spring months, but the company ex- 
pects to enjoy a good seasonal upturn 
in this division during the balance of 
1948. 


* * « 
Lead _ producers watching 
“substitutes’’—Substitutes are threat- 


ening to encroach on markets for lead. 
However, “fortunately for lead, its five 
major outlets have rather unique com- 
petitive positions as far as substitutes 
are concerned,” Andrew Fletcher, presi- 
dent of St. Joseph Lead Co. said re- 
cently, He asserted it is difficult to 
answer whether the price of pig lead 
is likely to go beyond 17% cents per 
pound in the U. S. “This price is high 
when compared with the lead price 
prior to World War II, but when com- 
pared with present commodity prices, 
the 17% cent price is equivalent to 
prices at that time,” he said. Concern- 
ing the competitive position of lead, 
Mr. Fletcher said that of the 1,147,000 
tons of lead consumed in 1947, the five 
major outlets—storage batteries, lead- 
covered cable, paint and varnishes, gaso- 
line and _ construction—accounted for 
811,235 tons. In the case of storage bat- 
teries, the competition is from nickel, 
iron or cadmium, but the supply of 
nickel and cadmium is definitely lim- 
ited, and the cost of such batteries is 
higher than for lead batteries, even at 
the present price. Lead is facing sub 
stitutes in cable covering from a plastic- 
aluminum coating, as well as from rub- 
ber. Mr. Fletcher thought, however, 
that when sufficient lead is available, 
this market will be regained, because 
the lead-cased cable has a higher scrap 
value. A consumption of only 90,000 
tons of lead for paint reflects the vul- 
nerable competitive position of white 
lead, formerly one of the principal out- 
lets for lead mine production. In ethyl 
gasoline, competition comes from the 
high octane lead-free refined gasolines, 
but considerable capital investment is 
required for the production of such 
gasoline. This, coupled with the very 
small amount of lead needed per gallon 
of ethyl gasoline, indicates that even 
with 17144 cents a pound for lead, the 
addition of tetra-ethy] lead is the cheap- 
est way at the present time of increasing 
the “anti-knock” of gasoline. 


Vacuum cleaners — Factory 
sales of standard-size household vacuum 
cleaners continue to exceed 1947 and 
to top all prewar records by a wide 
margin, according to industry-wide fig- 


ures reported by C. G. Frantz, 
secretary-treasurer of the Vacuum 
Cleaner Manufacturers’ Association. 


Sales for January-April aggregated 
1,277,509 units, an increase of 8 per 
cent over 1,181,973 in the same months 
of 1947, Sales in April totalled 306,588 
units, compared to 355,200 in the 
ceding month and 335,368 in April, 
1947, The January-April total equalled 
76 per cent of all vacuum cleaners 
sold in 1941, which was the industry's 
highest pre-war year. 


~ * *« 


Store sales mounting — Per- 
haps the best guide to the trends of 
nation-wide spending, come from the 
weekly reports of department 
sales, compiled by the Federal Reserve 


store 


Board from its twelve districts, The 
Board says that national department 
store sales during the week ended 


May 15 increased 7 per cent in dollar 
value over the like week last 
All reporting districts shared in the 
gain except Boston, which reported a 
three per cent drop in sales for the 
week, It is noted that, for 1948 to 
date, sales totals were up over 1947, 
in every district, though averaging only 
a 6 per cent increase in dollar value. 
This undoubtedly means that in phys- 
ical volume the year thus far has been 
running behind, considering the influ- 
ence of price advances. 


year. 


* * * 


April construction holds high 
—Construction contract awards in the 
37 states east of the Rocky Mountains 
held at record-breaking levels in April, 
according to the F. W. Dodge Corp. 
April awards showed sharp gains over 
the previous month and over a year 
ago. The total dollar volume in April, 
$873,882,000, increased 27 per cent 
over March and 45 per cent over April 
last year. For the first four months of 
this year the total was up 29 per cent 
over the same 1947 period. The great- 
est gains in April over last year were 
in metropolitan New York and _ north- 
ern New Jersey, up 70 per cent; 
upstate New York, 102 per cent; south- 
eastern states, 66 per cent; western 
Pennsylvania and West Virginia, 77 per 
cent; northern Illinois, Indiana, Iowa, 
Wisconsin and Northern Michigan, 103 
per cent; eastern Missouri, southern 
Illinois, western Tennessee and Arkan- 
sas, 68 per cent; Louisiana and Missis- 
sippi, 151 per cent. 


* * * 


Control Exten- 
under way the 


Commodity 
sions—Congress has 
needed legislation to continue, through 
Feb, 28, 1949, the government's power 
to contro] certain scarce commodities 
and to grant export priorities. These 
powers expire under present law May 
31. Involved are controls over the allo- 
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cation and distribution of tin and tin 
products and antimony; import con- 
trols over fats and oils, nitrogenous 
fertilizer materials, and pig tin; and 
the power to give priorities assistance 
for any material whose prompt export 
the national interest. Controls 


is in 
over exports and rail transportation, 
formerly contained in the same bill 


with the allocation, import and other 
controls, have already been extended 
to February 28 next year. 


Physical Aspects of 
Insect Wire Screening 


N behalf of the Insect Wire 
O Screening Bureau, 74 Trinity 
Place, New York 6, N. Y., Ralph 
W. Bacon, secretary, the College 
of Engineering, Florida Engineer- 
ing and Industrial Experiment 
Station, University of Florida, 
recently completed a_ series of 
tests on all commonly made types 
of insect wire screening. The tests 
financed by practically 100 per 
cent of the wire screening manu- 
facturing industry, were made to: 
determine the relative strength; 
resistance to bending and abra- 
sion, expansion and contraction, 
and obstruction to the free pas- 
sage of light and air of insect 
wire screening. 

The charts concerning impaet- 
load, steady load, tensile strength. 
abrasion. obstruction to free pas- 
sage of light, obstruction to free 
passage of air and_ bending 
follow: 


Tensile Strength Test 


All Figures Represent Pounds of Pull 
at Point of Fracture 








Total 
Screening Warp Filler Average 
Type Jalues 
16x16 Mesh 
Galv. Steel 164.5 180 172 
18x14 Mesh 
Galv. Steel 166.5 125 151 
18x18 Mesh 
Bronze 156 190.5 173 
16x16 Mesh 
Bronze 144 145 144 
18x14 Mesh 
Bronze 173 121.5 147 
18x14 Mesh 
Copper 104 85 94 
16x16 Mesh 
Aluminum 108 127 117 


(Continued on page 242) 
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Increase Year ‘Round Sales with 
GKS METALCRAFT 


Becvccoccessecevecce 





wr or not you operate a complete 





home furnishings department, you'll find 
many items in the fast-moving GKS line that 
will increase store traffic and swell your profits. 


For instance, there are glass topped tables 
that retail from $2.50 to $14.95. Each is a 
masterpiece of the metalcraftsman's art, sub- 
stantially made, artistically finished . . . grace- 
ful accessories for the finest homes, yet priced 
within the reach of all. 


And Wall Shelves in almost endless array, 
retailing from $2.50 to $8.00; Plant Stands from 
$2.50 to $12.95: Wall Brackets from $1.00 to 
$4.00; plus many winning modern styles in 
Corner Shelves, Plant Holders and Bathroom 
Accessories. 


For quick turnover and good 
profits, get the GKS story. 
Write today! 





TABLE NO. ORT-21 
A typical GKS value. Modern 
design, 21" tall, with two 15!/2" 
shelves of red, blue or clear glass. 
Satiny white, Swedish iron or Verde 
green antique finish. 


CAT. NO. ORT-21 - Your Cost $7.50 each 


NSVILLE 
EV DIANG 




















BOL 


. manufactured in a variety of styles as shown 
2” to 1” x 18”. Drop 


with shank sizes from 4" x 















including the threads! 





Blocks and Pulleys 


sent promptly on request. 


WILCOX, CRITTENDEN & CO., INC. 


“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 





EYE & RING 


Forged Steel Bolts offer the 
steel, with weldless eyes that cannot open, Available 
in Self-Colored finish, or Hot Dip Galvanized, even 


The W-C€ line of Heavy and Shelf Hardware also 
includes Drop Forged or Cast Bronze Bolts, Drop 
Forged Steel Shackles, Wire Rope Sockets, Chain 
Connecting Links, Turnbuckles, Thimbles, Hooks, 
Our new 








TS 


full strength of bar 


catalog “KF” will be 
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| Impact-Load Test 
All Figures Represent Impact in Inch-Pounds at Point of Fracture 
Screening Ovoid Spherical Round Disc ‘ot " Square Disc Average 
Type Head Head Head Head alues 
42.3 14.3 28.1 20.45 26.3 
no = 31.2 13.9 28.05 20.2 
an 28.4 12.16 21.1 19.6 
31.9 11.05 33.2 WW 259 
rs — 21.9 10.3 24.0 21.45 
aiiecaaes 19.5 7.20 16.1 19.7 
18x18 Mesh 23.15 12.1 232 5.5 185 
Bronze 11.1 19.0 14.9 
16x16 Mesh 21.2 11.3 19.04 20.0 17.9 
Bronze 18.7 10.4 14.9 
— ww“ mw 6s 18.2 149 
— Mesh 11.4 12.4 15.95 
— 8.73 10.62 11.55 
18x14 Mesh 18.56 5.37 10.28 10.54 Ue 
Copper 9.52 8.78 
16x16 Mesh 11.1 6.86 14.4 11.01 10.8 
For real thrills afloat or genuine relaxation on Aluminum 
the beach, nothing can compare with a Hodg- 
man Funflote . . . Made of strong fabric, 
heavily rubberized and in bright beach colors. 
Gian Wola & sm aieviey ae Steady Load Test 
panes eM ae Sones Funflote for All Figures Represent Pounds of Load at Point of Fracture 
Ask jobber for th fast selli beach 2 es - =e 
mattrenien. now. rT] ie ont “aaah ‘a, <p a oO aoe ee Some _ vou 
HODGMAN RUBBER CO. 16x16 Mesh 
Framingham, Massachusetts Galv. Steel 205 78 144 142 142 
261 Fifth Ave. 15 N. Jefferson St. . = - —__— 
New York, N. Y. Chicago, Ill. 18x14 Mesh 
pm BN ee Galv. Steel 168 62 88 80 99.5 
—_____—_ 18x18 Mesh 
= ° 22 7 5 
They Guard and Guide Bronze 114 88 1 __ _ 99.5 
where Dangers hide! 16x16 Mesh , 
Bronze 74 78 86 128 91.5 4 
Oe ae — 
18x14 Mesh ° 
Bronze 88 62 58 72 70 4 F 
. a 4 
18x14 Mesh > 4 
Copper 48 28 62 66 51 4 f 
; eee ee Ee 4 
16x16 Mesh > 4 
Aluminum 76 54 66 82 69.5 4 
| wpialat = : — ——— 2 
| : 
Abrasion Tests $ 
eae ee ern Eh ae ee 4 
Type of Number of Wear Type of . 4 
Screening Cycles at Failure Failure ‘ 
16x16 Mesh 120 Even wear: no spread of warp. $ 
Galv. Steel : 
18x14 Mesh 25 Warp wires spread: very little wear noted. $ 
Galv. Steel 4 
a Ee — i _ — — 7 
18x18 Mesh 100 Uniform wear: warp had three strands broken. 4 
Bronze ° 
eee a — aes : = = ——— : 
| 16x16 Mesh 60 Warp spread and wore. ° 
| Bronze ° 
18x14 Mesh 50 Warp spread. 3 
Bronze $ 
OE a Ss Se ee ee ee eee : 
18x14 Mesh 44 Uniform wear: eight warp wires wore through. $ 
Copper ; 
——— — — —— — a 
16x16 Mesh 85 Uniform wear: most of warp and six filler J - 
Aluminum wires wore through. is 
LANTERN —- —_—_—_—— — cae 
EMBURY MFG. CO., WARSAW, N.Y. Tr ae Se Se 3s 
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} veer’ jobber coan 


Now going BIG 
in ALL 48 states! 


FEATURED IN SUCH 
FAMOUS STORES AS 


vr Abercrombie & Fitch Co., N.Y. 
vy Macys, N.Y. 

vy L. Bamberger & Co., Newark 
vy E.W. Edwards & Son., 


Rochester-Syracuse 


vy J. N. Adam, Buffalo 

vy Higbee Co., Cleveland 

vy May Co., Cleveland—Los Angeles 
vv Marshall Field & Co., Chicago 

vy Von Lengerke & Antoine, Chicago 
dy Gimbel Bros., Philadelphia 

cy Ed Schuster & Co., Inc., Milwaukee 
vx The Dayton Co., Minneapolis 
vy Stix, Baer & Fuller, St. Louis 
vy Famous-Barr, St. Louis 

dy F. & S. Lazarus Co., Columbus, Ohio 
vy Roos Bros., Inc., San Francisco 

z A.J, Frieman, Ltd., Toronto 

Je Burdine’s, Miami 

vy Kaufmann Dept. Stores, Inc., Pittsburg 
‘ry Abraham & Straus, Brooklyn 
ve Miller Rhodes, Richmond, Va. 
ve John Shillito Co., Cincinnati 


and countless others 





U.S. PATENTS PENDING 


CASTING AND TROLLING ROD 








“Best doggoned improvement in fishing 


since the invention of FISH!”’ 


So utterly new, so revolutionary that skeptics doubted the full- 
length liveliness, 51/2-ft. action of this patented 21-in. rod! But at 
this year’s National Sporting Goods Ass'n. Show, New York, it was 
THE big SENSATION. Stole the show! Experts tried it and were 
AMAZED. Casts 75 ft. and up with uncanny accuracy—overhand, 
underhand, sidearm. Ideal for close-in streams with overhanging 
foliage, for casting 3 or 4 in a boat, without fouling or tangling lines. 
Many OTHER features! Breaks down to 14-in., fits easily into brief 
case or tackle box. EVERY fisherman a prospect, not just the one 
who comes in to buy a rod. 


A SELLING SENSATION, too! “‘Trial’’ orders followed in 24 to 48 
hours by telegraphed RUSH “repeats” for 6, 12, 24 dozen and 
more! Really HOT . . . and just STARTING. Get set NOW for 
ZOOMING sales! 


eee eeeeeeeeeeeeeee 


Does NOT compete 
with your present 
stock, now or later. 
Sells to ALL fisher- 
men, no matter HOW 
many conventional 
rods they may now 
have or later buy. 


RETAIL PRICE 


$595 reel 


NATIONALLY ADVERTISED 


62,083,500 readers a month will see Stubcaster ads 
CONSISTENTLY ADVERTISED, too, 12 months a year! 


Saturday Evening Post * Look * Popular Mechanics « Sports Afield + Pic 
Outdoor Life * Hunting & Fishing * True * Outdoorsman» Field & Stream 
Outdoors « Fur, Fish & Game * Southern Farmer « Elks * Moose « Eagle 














WALTCO PRODUCTS: 2300 w. 49th st.- chicago 9 
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( Here's the one that ) 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRIN«| 
STICKS AND STAYS pyr 














Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
industrial usérs, 


The PLASTIC Repair Material 
in POWDER Form 







DURHAM 
COMPANY 
Des Moines 4 






















A HUNDRED FARM USES MAKE 
Year-Round Sales 





BURNS * THAWS * DISINFECTS 


Farmers, gardeners, poultrymen, plumbers 
find the Cedarberg Flame Thrower indispen- 


sable. Just the thing for burning weeds along 
fencerows; killing insects and destroying 
their breeding places; disinfecting poultry 
yards and runways; thawing out frozen ma- 
chinery. Operates for 24% hours or more on 
a gallon of kerosene, No. 1 range oil, or 


tractor fuel. Consider the advantages of the 
all-welded steel construction . . . self-con 
tained unit (no hose connections) . . . light 
weight, one hand operated . . . non-plug ring 
nozzle generator —an advance 

ment over the usual coil type. 

wy Designed for maximum safety 

att® a, 3214” length . . . weighs 814 
ry ¢. Ibs . retails at $17.95. Ad- 
on @ vertised to 2%4 million farm- 
ers monthly. Ask for literature 


MFG. €0., inc. 


533 S. Fourth St. © Minneapolis 15, Minn. 
Nett A EL ALLE ETON en 





o ry 
MINNEAPOLIS, MINN, 
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Obstruction to 
Free Passage of Light 








Obstruction to 
Free Passage of Air 


Screening Open Area Air Passage 





Type Reduction Reduction 
Control 
(Empty Frame) 0 None 
16x16 Mesh = - 
Galv. Steel 32.1% 16.5% 
18x14 Mesh ‘ 
Galv. Steel 32.3% 15.8% 
18x18 Mesh re 
Bronze 35.7% 10.5% 
16x16 Mesh a 
Bronze 32.1% 9.5% 
18x14 Mesh 
Bronze 32.3% 8.9% 
18x14 Mesh 
Copper 32.3% 10.1% 
16x16 Mesh 
Aluminum 13.5% 


Screening "Open Area Light Passage 
Type Reduction Reduction 
Control 
(Empty Frame) 0 None | 
16x16 Mesh 
Galv. Steel 32.1% 36.3% 
18x14 Mesh 
Galv. Steel 32.3% 32.8% 
- 8x18 Mesh 7 
Bronze 35.7% 38.6% 
16x16 Mesh 
Bronze 32.1% 32.5% 
8x14 Mesh 
Bronze 32.3% 35.1% 
18x14 Mesh 
Copper 32.3% 37.4% 
16x16 Mesh 
Aluminum 37.8% | 


41.8% 





37.8% 





Bending Test 


Angle of Bend Required to Produce Permanent Sets 


Degree of Bend 


Over 4” Dia. Mandrel 











Degree of Bend 
Over Y4” Dia. Mandrel 











Screening _ . —_ ialcenabesiaciiaal 
Type 8” x 18” 8” x 12” 8” x 18” 8” x 12” 
Specimen Specimen Specimen Specimen 
16x16 Mesh 
Galv. Steel 45° $5” 65° 3 
18x14 Mesh 
Galv. Steel 55° 65° is 65° 
18x18 Mesh 
Bronze 75° 65° 80° 80° 
16x16 Mesh 
Bronze 70° 65° 80° 73° 
18x14 Mesh 
Bronze 80° 80° 95° 80° 
18x14 Mesh on 
Copper aa" 65° sa" 65° 
16x16 Mesh 7 ae 
Aluminum 75° 75° 80° 80° 


Twin-State Golf Meet 


HE Chamber of Commerce of 
Freeport, Ill., was host last 
year to the Semi-Century Golf 
Association, which is made up of 
golfers from northern Illinois and 
southern Wisconsin who are over 
50 years of age. More than 100 
participated in last year’s event. 
The organization was formed at 
Freeport in 1922. 
ad * ~ 
Community Council 
BOUT 250 persons recently 
gathered at the high school 
at Pewaukee, Wis., and formed a 
community council. The purpose 
of the council is to discuss state, 


All of the above were bent across the warp wires 


local and national problems and 
reach an understanding on how 
local problems should be solved. 
The idea back of the council is 
to form an organization in which 
the people have a voice and to 
give a re-birth to a democratic 
form of government. 


* * * 


Promotion Trip 
HE Sparta, Wis., Chamber of 


Commerce recently conducted 
a promotional trip through the 
trading area and visited rural 
communities and small towns. 
More than 50 automobiles made 
the trip in which more than 200 
Sparta citizens took part. 
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The Sparta Concert Band 
accompanied the caravan and pro- 
vided the nucleus of the enter- 
tainment. A home talent program 
was put on by the residents of the 
towns visited. The entire program 
was placed on a public address 
system enabling more people to 
hear what is going on. 


This Ad Attracted 
Poultry Farmers 








‘ere ARE 
Chick Raising 


Necessities 


that will appeal on both 
QUALITY and ECONOMY 


@ FOUNTS-FEEDERS 


in glass or metal. . 
@ POULTRY NETTING 
@ CHICKEN RINGS 


@ BROODER 
THERMOMETERS 


@ NEST EGGS 
@ BROODER WAFERS 


@ DISINFECTANTS 
DELOUSERS 


@ RODENT CONTROLS 


You Will Find All Your 
POULTRY SUPPLIES HERE 
at MONEY-SAVING 


PRICES 


~. 
aqusengs 
{4 CROSSE'S LARGEST HARDWARE STORE 7 
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BARRY'S 


Low Priced Line 


of PAINTS and ENAMELS 











‘HOUSEPAINTS 4! 


$2.65 - $1.45 Meet the demand for 


gal. popular priced paints 
EnAMELS with Barry's complete 
line. 
$2.25 gal. ine 


WRITE FOR COLOR CARDS AND PRICES ON FULL LINE 
*Note prices quoted are zone 1 within 300 Miles of Cleveland, Ohio 
Choice territories open for salesman. 








BARRY PAINT CO. 


CLEVELAND 5, OHIO 

















Tausche's, in La Crosse, Wis., listed 
a wide variety of "chick raising 
necessities" with this 6-in. one col- 
umn ad. Featuring both quality and 
economy, it concluded with the 
statement, “You will find all your 
poultry supplies here at money- 
saving prices.” Its placement next 
to display ads, legal notices and 
news, helped give it a wide audience. 
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SAMSON 


SOLID BRAIDED COTTON 





AT HOME 


Hanging windows, clothes 
line, halters, dog leashes, 
dumb-waiter rope, tying 
trunks, well rope, on over- 
head garage doors, on 
porch and house shades, 
garden line, ad infinitum. 


CORD 


Originally made for hanging windows and 





commonly called “sash cord,” a use in 
which it dominates, Samson Solid Braided 
Cotton Cord has come to be used for so 


esenes many purposes that it is indispensable for 
any home, farm, tamp, store, or factory. 
po galing It is firm and smooth, with little stretch and 
fenders, tying Christmas 
tree on the bumper, hold 
ing secure the load in the 
trailer, tent rope, boot 
mooring, motor starting 
rope, duffle bag cord, 


lots of wear, does not kink or ravel, is easy 
on the hands, and ties and unties readily. 
Wherever a smooth, tough, durable cord 
is needed, Samson Cord fills the bill. 


otc. Carry more sizes in stock — sell more 
IN INDUSTRY braided cord — sell SAMSON cord. 

Counterbalancing fire SPOT CORD 

ao. seas sale {Pr Se Sr] 

lator cord, elevator gate 3 ue am + . . : ‘ttn, eins 


. ~ _ ~~ 
cord, in many manufac- ae ee 
tured items. 20 








CORDS 


All sizes from Ve inch to 1 inch diameter. Special 
kinds for special uses. Send for catalog and samples. 


SAMSON 2: 





SAMSON CORDAGE WORKS * BOSTON 10, MASS. 











of Brass and Steel 


SPECIAL NAILS-RIVETS SCREWS, 


SPECIAL NAILS: RIVETS SCREWS 


QO 
wi 
o 


mame SM IYDS SLIALYSTIVN TWID3dS 


Let Hassall supply your requirements of brass and steel escutcheon pins in standard or special sizes 
... Plain or plated finishes... Attractive, sturdy, metal-edge boxes assure display value, convenient 
handling and protection of contents... WRITE FOR PRICES. 

Escutcheon pins in other metals, special nails, drive screws and rivets made to order... Economy, 
quolity and quick delivery in large or small quantities... Tell us what you need... We will answer 
promptly... ASK FOR FREE CATALOG... 3-color Decimal Equivalents Wall Chart free on request. 


JOHN HASSALL, INC. - 


419 Oakland Street 


Brooklyn 22, N.Y. 








Why Not? 


Have your PERSONAL ACCIDENT 
and HEALTH INSURANCE with... 


EASTERN 


COMMERCIAL TRAVELERS 


Mutual Association © Direct Purchase 








No Branch Offices 





Massachusetts Company, Incorporated 1894 


Insure Your Earnings... Protect All! 





$5,000.00—$10,000.00 
FOR ACCIDENTAL 
DEATH 





ACCIDENT POLICY PAYS 


Estimated Annual Cost $15 


SICKNESS POLICY PAYS 


$25.00—$50.00 $25.00 PER WEEK $10.00 PER WEEK 
FOR WEEKLY FOR CONFINING FOR NON-CONFINING 
DISABILITY SICKNESS SICKNESS 


Estimated Annual Cost $24 








SEND THE 
COUPON 


TODAY 








> 


Se ee ew, 


MORE THAN 50 YEARS OF UNFAILING SERVICE 


Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


John S. Whittemore, Sec.-Treas. 
Eastern Commercial Travelers 
80 Federal St., Boston 


Without obligation, please send complete information and 
application for membership to 


SE evsvecvestrenees eccccccccescece Ccecccccccccscesocccocce 
RBRMB cccccccccecces $6608 00s 6b6de+RCRb CEI SE ESSN CCCESEESSS 
ME 60009 chevstndececrcdeesesensetisebensecel cisecssesss 
HA-4§ (No Solicitors Will Call) 





















Display and Contacts 
With Customers Build 
Appliance 


WO merchandising methods 

have helped Roe L. Clark, 
owner of Clark Hardware, Ken- 
yon, Minn. (population 1500) do 
an excellent volume of appliance 
and plumbing fixture business in 
the four years he has operated 
a store in that community. 


Extensive Display 


The first method is extensive 
display of merchandise so that 
customers can see what is in stock. 
This small store carries an impos- 
ing array of appliances and fix- 
tures, all fast moving items. 

First in line in this setup is a 
model kitchen including electrical 
refrigerator, sink and cabinets. 
Next in line down the wall toward 
the center of the store are gas 
and electric water heaters, ranges 
and other appliance items. Near 
the rear area wrapping counter 
are more sinks, as well as med- 
icine cabinets and bathroom 
accessories. 


Individual Sales Program 


The second point in Mr. Clark’s 
appliance program is what he 
terms the individual sales _pro- 
gram. In this procedure, he 
attempts to find out the require- 
ments of appliance and plumbing 
fixture prospects and approach 
the sale from that individual's 
requirements. 


This often means a trip to the 
prospect’s home during the day, 
or in the evening, to look over 
the room in which the appliance 
or plumbing fixture is to be in- 
stalled plus discussion of the 
merits of the merchandise in 
meeting the prospect’s problem. 


“We have made numerous 
appliance sales by being willing 


| to work with prospects on this 


basis,” says Mr. Clark. “We feel 
that the average prospect wants 
the dealer or his salesman to visit 
his home, and in its privacy give 
him advice on what to do about 
installing a model kitchen or put- 
ting in new plumbing fixtures.” 
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Mr. Clark inspects the sinks shown near the rear wrapping counter. 


Mr. Clark also feels that it is 
very important to gain the pros- 
pect’s consent to visit his home 
and look into the matter more 
thoroughly, so that the customer 
is more satisfied when he makes 
his purchase. Especially in the 
sale of model kitchens, entrance 
into the home is essential in order 
to point out to the homeowner 
what can be done to make a 
kitchen more attractive and 
efficient. 

“We are equipped to do our 
own electrical and _ plumbing 


P Ts 


work,” says Mr. Clark, “and this 
factor aids us in selling plumbing 
fixtures and appliances. It also 
gives prospects more confidence 
in our organization. We find that 
most customers like to get service 
from the store from which they 
purchase appliances.” 

Both Mr. Clark and his staff 
suggest other related appliance 
items to customers who buy at 
the store. The woman who pur- 
chases a new kitchen range usu- 
ally is a likely prospect for a 
complete model kitchen, or at 





Part of the model kitchen display in the front of the store. 
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LaBelle 


DOORKNOB LOCK 








FOR NEW BUILDING 
OR REMODELING’... 
HOUSE DOORS, 
FRUIT CELLARS, 
CABINETS 


HIS COMPACT, streamlined door 
fitting combines doorknob and lock 
ends the need for large lockplates 
and old-faShioned keyholes. A small 
key operates the tumbler cylinder lock 

in the outer knob, which spins freely 
when locked. Jt can’t be jammed 

or sprung, because it doesn’t re- 
sist force. The inner knob opens the 
door at any time, prevents acci- 
dentally locking people in rooms or 
buildings. 


Sell the LaBelle Doorknob Lock, ideal 
for schools, public buildings, gov- 
ernment projects and you sell 

security, convenience, modern styling, 

ease of installation—high quality 
at low price. See your jobber or 
write direct. 


LaBelle 


INDUSTRIES, Inc. 


OCONOMOWOC, WISCONSIN 
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¢ A Quality Fair Trade Item 
that builds satisfied customers. 


e A copper top tank ball that 
insures firm seating and pure 
molded rubber bottom that 
prevents leaks—it's right for 
every tank 

e Attractive display box con- 
tains one dozen _ individually 
boxed balls. 


A BIG PROFIT ITEM 
Order from your jobber or 
write us direct 


Write for information about MASTER-FIT 
Tank Balls that meet all competition. 


AMERICAN RUBBER PRODUCTS CORP. 


151 EAST SOth ST, NEW YORK 22.N. Y. 





iT BENDS 


95% OF 
ALL CORD 


A BIG VOLUME, FAST MOVING 
LONG PROFIT SPECIALTY! 


Eliminates 95% of all cord set troubles. 
Wireless swivel plug keeps cord from 
heat of electric iron, eliminates cord 
chafting, twisting — no broken wires, 
no shocks, mo inconvenience. Finest 
quality cord. Two smartly styled 
models, two price ranges. A proven 
seller. Women who see it will try 
it; women who try it will love it. 
FREE DISPLAY CARD 

Holds one WRIST ACTION 
set, and illustrates unique 
swivel action. See your job- 
ber or write direct for com- 
plete details and prices. 





DAVIS Mfg. Company 


PLANO 1, ILLINOIS 
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SET TROUBLES 












least a new sink, or refrigerator 
in many instances. Suggestion and 
inquiries at the time the customer 
purchases the original article, and 
a willingness on the dealer’s part 
to visit the home and make 
further recommendations,  fre- 
quently leads to additional sales 
and more satisfied customers. 
These merchandising and serv- 
ice policies have borne fruit for 
Mr. Clark in the four years in 


which he has been in the hard- 
ware business. His sizable starting 
inventory has tripled in four 
years which shows that his turn- 
over rate is satisfactory. 

“My store is too small for more 
extensive appliance display and 
demonstrations,” says Mr. Clark. 
“However, we are doing the best 
we can and before very long we 
are going to enlarge our quarters 
to get the display we want.” 








HOME CONSTRUCTION 


IN THE U.S. 
IN NON FARM AREAS, PRIVATELY FINANCED 








HOMES STARTED 


THOUSANDS UNITS 


937 950 

















AVERAGE COST 












PER HOME $4,803 $4,97 


SOURCE: U. S. COMMERCE DEPARTMENT- 


~ 
MM 
ws 
Sec 
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Sell More Than 300 Major Appliances Annually 


ERCHANDISE which ac- 
counts for a large portion 
of annual store volume, and 
which also has a large sales 
potential, deserves key display in 
a hardware store. This policy on 
the part of the Big 4 Hardware 
Stores Co., Loves Park, Rockford, 
Ill., is accounting for a profitable 
volume of sales on appliances, 
say Calvin Arnold and John 
McFarlane, co-owners. 
Practically the entire center 


area of this store is given over to 
a mass showing of various types 
of appliances. Good lighting, em- 
ployed both during the day and 
evening hours, also helps to high- 
light this appliance display, as 
do the visual type windows. 
“Our appliance sales are very 
satisfactory,” says Mr. Arnold. 
“In fact, this emphasis on display 
is bringing us plenty of prospects 
from the ordinary day’s traffic. 
People who come into our store 
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CLOTHES LINE POLES 
and Clothes Line Props 








WITH PATEN? 


E 
Yo) a Kore HOOKs, 





3 LINE POLE 


2 inch steel tubing . . . 
overall length is 8 feet, lac- 
quered green finish. Three 
cadmium plated patented 
ROP-LOC hooks attached to 
the top of the pole. 


4 LINE POLE 


2 inch steel tubing or 112 
inch galvanized square bar 
with ground box . . . over- 
all length is 8 feet. Four 
cadmium patented ROP-LOC 
hooks attached to the 36 
inch wide cross arm. 


CLOTHES PROP 


An outstanding new prop—with a positive grip top, and an anti- 
skid bottom. One piece steel tubing 8 feet long, lacquered green. 
easy to handle. 




















Light in weight—sturdy .. . 
a If your jobber cannot supply you. send us his name with your inquiry. / 
. . ’ 4 
is ne 


Rop-Loc Products Co. 


1401 West 9th Street -° Cleveland 13, Ohio 
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Ask Your Jobber For These Quick-Selling 





MITRE BOX 


VISE TYPE 


| Ho) ae Co) eel-Ret ole MM a de)i-s-1-sleyoled mm Ol-) 


Corner Broken to Show Sliding Vise Construction 


Vise adjusts to take up to 8” board or 
moulding. Can be used without vise 
on wider boards. Mitres all angles in 
both directions up to 45°, scales cali- 
brated in degrees. 





Made of heavy 
steel—compact 
in design. Size: 
6" x 1242". Wt. 
1 Ib. 13 oz. Indi- 
vidually boxed 
24 to a carton. 


An 
inexpensive Mitre 
Box does the work 
of an expensive 


exceedingly 


} 


tool 


Pat. Pending U.S.A 


MODEL M 119 
Can Use 


Any Type Saw 





TRADE MARK 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


If your jobber can't supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st STREET, LONG ISLAND CITY 1,N.Y 











for other items see the appliances 
and begin to inspect them. Others 
on the street can look through the 
windows, see the mass display 
and are stimulated to come in and 
look and ask questions. We can- 
not say too much for the value 
of a big display like this in at- 
tracting appliance prospects.” 
More than 300 major appli- 
ances are sold annually by this 
store through its display and sales 
methods, and a fine list of pros- 
pects point to continued sales 
under good business conditions. 
An excellent service depart- 
ment, which is equipped to handle 
any type of installation and spe- 
cializes in heating and air condi- 
tioning, aids the firm in securing 
and holding the good will of 
numerous customers in the Rock- 
ford area. Four men are employed 
in the service department, and 
some of the heating and air con- 
ditioning jobs handled run as 
high as $1,500, says Mr. Arnold. 
Through the service depart- 
ment, the Big 4 Hardware Stores 
Co. has also developed a large 





Some of the appliances on display in the store. With such a stock, 
prospects usually find one or more units they would like to buy. 


business in woven wire. Many 
flooring companies in the Rock- 
ford area use large quantities of 
woven wire in their operations, 
and the firm obtains a great deal 
of this type of business at all 
times. 


Such large sales necessitate the 


purchasing of woven wire in car- 
load lots. In addition, farmers in 
the Rockford area also come to 
the store for woven wire. Large 
stocks are normally kept on hand, 
much of it on display on a con- 
crete floored, outdoor area behind 
the store. 








KEEP COLD THINGS COLD 
KEEP HOT THINGS HOT 


IN A NEW WAY! 


DISTRIBUTORS: 


A few excellent terr 


clusive distributorships still open 


saht- Molen ielimialielaiutetitela 
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Nationally advertised in FIELD & STREAM, SPORTS AFIELD 


Keep steady profits rolling in with 


| “CHILL CHEST 


OUTING REEFER 


Chill Chest is the ONLY product of its kind available 
on the American market—and every customer in your store 
is a prospect! Imagine a portable refrigeration unit that 
retails at just $2.98! Campers, hunters, picnickers, etc., 
use Chill Chest to keep food, drinks, fish, game, etc., in 
perfect condition for 48 hours. ..and more. Hundreds of 
uses! Chill Chest—the NEW corrugated outing reefer, 
weighs just 4% lbs.—1 full cubic foot storage. Insula- 
tion equal to 20 inches solid concrete. 


© YOU PAY: $1.47 ea. (f. o. b. Oakland) 


@ SELL FOR: $2.98 ea. 
ORDER TODAY for immediate delivery, from 


SUPER-ICE, Inne. octiona’7, cat 
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TIP-TOP}; WYTEFACE 
POCKET STEEL TAPES 


For carpenters, mechanics, engineers, doc- 
tors; for sewing and household or office 
use. 14-inch width. In handsome chromium- 
plated. case, small and light enough for 
og or handbag. Pull out the tape—it 
ocks. Press the button—the tape springs 
back. Made in 36 and 72-inch lengths. 

yReg. U. S. Pat. Off. 















ened a WyTEFACE* Steel Tape. Your cus- 

tomer will take it every time. Show him how 
easy to read the jet black markings on the white 
background are—in the brightest glare or in 
hardly any light at all. You can assure him that 
WyTEFACE Steel Tapes are easy to keep clean, are 
rust-resisting and hard to kink. Ask your jobber 


about WyTEFACE Steel Tape and Steel Tape Rules. 


*Trade Mark. WYTEFACE Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209. 
Drafting, 


Reproduction, 
Surveying 
LY wk SS Equipment 
ar Z and Materials, 
Slide Rules, 


Measuring Tapes. 





KEUFFEL & ESSER CO. ie ck <= wee a, 


EST. 1867 STEEL Met RULES s STEEL TAPES 
~Yrinch widdh, Semi-rigid. Blade a-inch wide, Haed bi 
NEW YORK + HOBOKEN, N. J. ars ieee os esau aa ! 
CHICAGO * ST. LOUIS * DETROIT + SAN FRANCISCO _ xg ne pet " “ie ‘aa ae | 
LOS ANGELES * MONTREAL : Peres 
7 ( 
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The builders’ 
hardware with a 
National reputation! 


N the farm, in the home, the office 
and the factory you will find 
National hardware on the job—and 
serving well too. 
Years of manufacturing experience is 
back of the many fine products em- 
braced in the complete National line. 
The trend of styles and requirements of 
buildings of today and tomorrow have 
served as a guide to our skilled de- 
signers in developing the most modern 
ideas in mechanical actions. Simplicity, 
anti-friction and trouble-free depend- 
ability are but a few of the built-in fea- 
tures of National hardware. 
Your trade will appreciate the attrac- 
tive protective finishes on the hardware 
and the care used in their packaging. 


WATionaL 
MFG. CO, 


NATIONAL 


MANUFACTURING CO. 
STERLING * ILLINOIS 








A sale rung up from a Simplex pump 
leather is cash come to stay, and a cus- 
tomer well satisfied. 

Pressed into every Simplex pump leather 
is an easily-read size marking to tell you 
and your customer what you need to know. 
There is no cause for mistake or exchange. 

Say “Simplex” the next time you buy 
pump leathers. 


Ask your jobber or write us 
for price list. 


MANUFACTURING 


AUBURN, 








—_ +— 


Reinforced Load Binder 


Durbin Durco Inc., St. Louis 5, Mo., 
has added a load binder to its line. 
This reinforced load binder, features 
“Never-Spread Mouth,” a feature de- 
signed and developed after experiment- 
ing with added strength at the point of 
greatest strain. Also has _ snub-nose, 
high-alloy, drop-forged steel hooks easy 
to attach to chain; swivels made for 
heavy duty and guaranteed not to pull 
apart are assembled to hooks with elec- 
tric welded steel links for flexibility; 
drop-forged steel swivel tongue; mouth 
reinforced with tie-bar construction pre- 
venting spreading up to 16,000 Ibs. test 
on DF1 and up to 20,000 lbs. on DF2; 
heavy duty drop-forged steel easy action 
swivel clevis. Binder has a heavy eye- 
beam construction handle designed for 
maximum strength with minimum 
weight. 


Kitchen Ventilation 


W ork-Book 


ILG Electric Ventilating Co., 2850 
N. Crawford Ave., Chicago 41, IIl., pic- 
tures why kitchen ventilation is needed 
on a year ‘round basis; describes the 
scientific substantiation of the amount 
of grime given off in a year in an 
average home. Other reasons are sup- 
plied for improving ventilation and sug- 
gestions on how to select the correct 
sizes and type of ventilator are’ given. 
Each type is illustrated and sizes rec- 
ommended for small, medium and large 
size kitchens. Installation views, close 
ups of various types, diagrams, data 
tables and dimension drawings, Con- 
struction features, suggestions for use 
of ventilators in bath, laundry and rec- 
reation rooms, plus expositions of other 
ILG equipment conclude the book. 


Ever-Ready Shaving 
Brush Catalog 


American Safety Razor Corp., Brook- 
lyn, N. Y., has issued an Ever-Ready 
shaving brush, catalog which includes 
all the processes of manufacture fully 
explained with a small additional book- 
let for sales personnel. Latter is entitled, 
“Make your job more pleasant by know- 
ing what you sell.” The 16 page issue 
illustrates about 50 brushes ranging in 
price from 59 cents to $35. A page is 
devoted to “How big is the market for 
shaving brushes,” after the quality story 


on brush manufacture. Complete brush 
departments are featured in compact 
counter displays as well as a glass show. 
case set on a finished wood base. News- 
paper mats for dealers are offered and 
electros and photos of all material in 
the catalog are available. 


‘Home Service Serves 


The Community’ 

A new booklet is offered by the Home 
Service Committee of the American 
Gas Association, 420 Lexington Ave., 
New York City 17, entitled “Home 
Service Serves the Community.” Con- 
taining 48 pages and 37 illustrations, 
the booklet brings up to date the sub- 
ject of training for home service “on 
the job.” Lecture demonstration is fea- 
tured and the contents are: Planning 
lecture demonstration; home _ service 
audiences for demonstration; auditorium 
and platform arrangements; supple- 
mentary aids; test kitchen and laundry 
work; preparation of illustrative mate- 
rial and complements to demonstration. 


DuPont Nylon Bristled 


Paint Brushes 

Plastics Department, E. I. du Pont de 
Nemours & Co., Inc., 626 Schuyler Ave., 
Arlington, N. J., is offering without 
charge a 14 page illustrated booklet 
entitled, “How You Can Save Money 
on the Job with Paint Brushes Bristled 
with du Pont Nylon.” Booklet covers 
the development of nylon bristles, in- 
cludes instructions as to use and care 
of such brushes and describes recom- 
mended procedures for cleaning and 
reclaiming. 


Nickelcid Metal Use 


American Nickeloid Co., Peru, IIl., 
published a booklet featuring the use 
of pre-plated nickeloid metals which is 
available to any manufacturer, product 
designer or sales executive who writes 
for it on company letterhead. Well illus- 
trated with photos of products which 
utilize these metals for decorative trim 
or for functional use. Also shown are 
various forms in which Nickeloid Metals 
are offered—in sheets, coils, round edge 
flat wire, plated on both sides in 
bright or satin finish or in colorful tins 
and attractive patterns. Several pages 
list the physical properties of the vari- 
ous metals in the line. 


Power Lines Will Reach All But 
400,000 Dwellings by 1951, Says 
Edison Electric Institute 


HE job of taking electricity to 
| foul America is nearing prac- 
tical completion, it was  an- 
nounced recently by Charles E. 
Oakes, president, Edison Electric 
Institute. 


“Rural electrification will be 
practically complete in 1951,” 
Mr. Oakes said. “Work now in 
progress or definitely planned 
will connect an additional 1,330,- 
000 rural dwellings to power 
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.-- another 


PANTHER and DRAGON 
TEST 


to assure you of 
tapes that last 


@ One of the many tests PANTHER and DRAGON 
Friction Tapes undergo is “accelerated aging.” In the 
oven illustrated, test samples are baked to give the 
effect of many months aging under natural conditions. 








These ‘“‘aged” tapes always compare favorably with | 


their original high standards of adhesive qualities. 
That’s why PANTHER and DRAGON Tapes make 
good splices that last... that’s why more and more 
tape users ask for PANTHER and DRAGON. 

Sole only oe recognized independent whole- 







Passaic, New Jersey. 
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friction and rubber tapes 
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Adjustable wrenches 
and pipe wrenches 


sell Fut / 


Extra high quality and many superior 
design featares make these wrenches 
popular with tool users...all adjustable 
wrenches are forged hoe fine steel, are 
strong and are designed for fast work. 
The 16" and 20” wrenches each do the 
work of two other sizes—an economy 
your customers will appreciate. Adjust- 
able wrenches are offered with full-finish 
in five sizes (on 24-K display board) and 
with semi-polish in seven sizes wr aG 
pipe wrenc hes have deep- mitled teeth 
for positive grip, all steel handle and an 
easy turning nut. .Stock P& C’s quality 
adjustable “and pipe wrenches today. 





Other Tools in the P&C Line 





END WRENCHES « SOCKETS * PUNCHES 
CHISELS « SCREWDRIVERS « PLIERS 
MANY SETS * TOOL BOXES AND CHESTS 


“The Best Tools Money Can Buy” 





HAND FORGED TOOL COMPANY 


PORTLAND 2, OREGON 


BOX G-7 MILWAUKIE P. O. 








RYERSON 
STEEL in stock 
for HARDWARE 


STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks.- 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We'll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates * Sheets 
Tubing © Allegheny Stainless ¢ Alloy 
Steel © Safety Floor Plate © Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 























Drill cement, brick, tile, 


slate, marble, plastics 


FASTER, EASIER 


WITH THE 


CYCLONE 


ROTARY BIT 


Thousands in use today by 
contractors, electricians, 
plumbers, sign hangers, 
maintenance men. Drills 4 
to 8 times faster, easier. 
Stays sharp longer. Lasts 
50 times longer than ordi- 
nary drills. No Noise. No 
Hammering. 

Fits standard portable electric 
drill, hand brace or drill 
press. Comes in handy kit 
of six popular sizes or in 
individual package. At your 
hardware store or jobber’s. 


“IT’S CARBIDE TIPPED!” 


New England, 


CARBIDE TO ome) 
A 
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lines by the end of that year. 
Most of these dwellings are on 
farms. 

“At the end of 1947, 12,900,000 
rural dwellings, or 82 per cent 
of the total of 15,800,000 occu- 
pied rural dwellings in the United 
States were being served by elec- 
tric power lines. An additional 
1,300,000 rural dwellings were 
reached by power lines, although 
not yet taking service. The total 
of 14,200,000 rural dwellings 
served or reached by power lines 
constitutes 90 per cent of the total 
number of rural dwellings. 

“Of the 12,900,000 rural dwell- 
ings taking electric service at the 
end of 1947, business-managed 
electric companies served 10,600,- 
000 or about 82 per cent; REA 
cooperatives served 2,030,000 or 
about 16 per cent; and 300,000 
dwellings about 2 per cent, 
received service from municipal 
and other government agencies. 


Last Year's Figures 


“By the end of last year 8,600,- 
000 dwellings in the rural non- 
farm classification had electric 
service, or had it available near- 
by. This figure is about 96 per 
cent of the 9,000,000 dwellings 
in this category which includes 
dwellings in communities of less 
than 2,500 population and neigh- 
boring dwellings just outside cor- 
porate town limits. Of the 6,800,- 
000 farm dwellings making up 
the remainder of the 15,800,000 
rural dwellings, 5,700,000 or 84 
per cent were wired for electricity 
near enough to rural 
power lines to take service. 
Slightly more than 100,000 iso- 
lated farms are now served by 
home electric lighting plants.” 


Virtually all of the 15,800,000 
occupied rural dwellings in the 
nation, except for approximately 
400,000 dwellings so isolated as | 
to be beyond feasible reach of 
power lines, will be enjoying elec- 
tric service or will have it avail- 
able near at hand within the next 
four years, according to Mr. 
Oakes. 

“The speed shown in the elec- 
trification of the nation’s rural 
areas is a striking example of 


or were 





American progress. In 1940 only 





YOU Can Recommend 
CABOT’S 


BRUSH CLEANER 


with confidence 
BECAUSE: 





1. IT DOES THE JOB 


Keeps new paint brushes new — 
makes old paint brushes like new. 
Smacks out hardened paint right 
down to the heel. 


2. IT’S SAFE TO USE 


Non-inflammable — harmless to 


bristles and setting. 


3. IT’S ECONOMICAL 


Comes ready to use—non-evaporat- 
ing—can be used over and over. 


Try a Free Sample... 
Soak an old paint-caked 
brush inCabot’s Brush Clean- 
er... rinse with water ...see 
bristles come out clean, soft, 
lustrous! Write today to— 
Samuel Cabot, Inc. 
2316 Oliver Bldg. 


Boston 9, Mass or 4 
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Changes 


New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 

a» 

Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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Enter the tie 
WINDOW DISPLAY CONTEST 


April Ist 1st Prize $500.00—2nd Prize $300.00 


May 3ist 10 Prizes of $50.00 each 


NOTHING COMPLICATED — NO ENTRY 
BLANKS TO FILL OUT— NOTHING TO WRITE 


HERE'S ALL YOU DO 
Trim your window around these atten- 
tion-getting, sales-producing H-I Dis- 
play Cards, between April 1st and May 
31st. 


—3rd Prize $200.00 


THEN 


Have your window photographed (or 
do it yourself) and mail to H-I, Utica, 
N. Y., with your name and address. Get 
your Display Cards from your H-I sales- 
man, distributor or write Dept. 3. 


— CONTEST RULES — 


Mail one photograph of your show window, designed around 
the H-I Display Cards, to Dept. 3, Horrocks Ibbotson Co., 
Urica, N. Y. Entries must be postmarked not later than 
May 31st, 1948. Displays will be judged for their originality, 
attractiveness and attention-getting value, rather than photo- 
graph excellence. The decisions of the judges will be final 
. . « Im case of ties, duplicate awards will be made. All 
photographs become the property of Horrocks Ibbotson Co., 
Utica, N. Y., and will not be returned. 


HORROCKS IBBOTSON CO. 


UTICA, N.Y. 
Manufacturers of the Largest Line of Fishing Tackle 
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Fal the Doeoning 


with this great sales story ! 
s% 34,000,000 readers will see 
( Lumite’s great Spring campaign ! 


Good Io. 
“3 Ooks ore just o port 
9 mew screen material 8 
obsolutely rustproof . 
LUMIT! 
7 E can never stain the 
wolls of your house—never b 
“ng oF discolored 


Here's the screen you would + 
have believed possible | .*" 
always stays tout and firm! Pune” 
bump it, lean on it—it oe pase 
snaps right back when mounted a. 
Perly. Lasts as long os reg . 


nee ne. 

needs Painting oF on 
b ing I's amazing 
q con cut it with 


Different sete sen ossse. 


terial give LUMITE quo 


Y Protectiy 
ly easy to hon dle 
Ordinary sciss 


P ’ 
lools, No scratched finge 


¢. the fibres of this amaring 


lite 
For informetion and free sample 3 Mever before imo 


write Dept. 00 


Lumite 
Chicopee Momtoes Division " sun, smoke 
o 


"9 Corporor: spr 5 etieen soot 4 
” UMITE! Sold by lear 
F 9 Sepply dealers 


Screen once and for all with 
tt 





Worth Sr 
Street, New 


sseess: t 


en of saran 


Greatest campaign in screening history, it will sell 
Lumite for YOU with 27 advertisements in eight 
Get the consumer story from the ad 


great magazine 
from your hardware, build 


Tell it—sell Lumite. Order 
ing supply or woodwork wholesaler ’r write for 
to Dept 3 LUMITE DIVISION, Chicopee 
47 St. New Y 


sample 


A 
Worth 


Mfg. Corp 





















The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 









¢ METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
¢ OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 





For use in factories, cotton 
fields, farms, warehouses 
or wherever a rugged, 
heavy duty balance of re- 
liable accuracy is required. 
Dial is recessed for protec- 
tion, graduations deep 
etched for durability and 
readability, Adjustment 
allows indicator to be set 
at zero to balance scoop or 
pan attached to hook. 















CAPACITIES 


25 Ibs. by 1/2 Ib. 
50 Ibs. by 1 Ib. 
100 Ibs. by 1 Ib. 
160 Ibs. by 1 Ib. 
200 Ibs. by 2 Ibs. 





F SEE YOUR JOBBER 
HANSON SCALE CO. 


e. 525 N. Ada Street, 
Chicago 22, ill. 


6514 per cent of the occupied 
rural dwellings were served or 
reached by power lines. By 1951, 
except for the most isolated dwell- 
ings, we should be comfortably | 
close to 100 per cent. To achieve | 
this goal of almost complete rural | 
electrification, more than 452,000 | 
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miles of power lines will be con- 
structed during the next four 


years — enough to circle the | 


globe about 18 times.” 


Coming Conventions 


And Events 
Correlated Each Issue According 
To Lates Data 
American Hardware 
turers’ Assn., 95th semi-annual con- 
vention to be held jointly with the 54th 
annual convention of the National 


Wholesale Hardware Assn., Oct. 18-21, | 
Marlborough-Blenheim | 
Hotel, Atlantic City, N. J. Charles F. | 


1948 at the 


Rockwell is secretary of the manufac- 
turers’ association with headquarters at 


| 342 Madison Ave., New York City 17. 


Thomas A. Fernley, Jr. is executive 
secretary of the wholesalers’ group with 
headquarters at 505 Arch St., Phila- 
delphia, Pa. 

Hardware Golf Association, 22nd 
annual tournament, Sept. 9-11, 1948, at 
the French Lick Springs Hotel, French 
Lick, Ind. Dietz Lusk, Henry Disston & 
Sons, Inc., Kansas City, Mo., secretary- 
treasurer. 

National Hardware Show, Oct. 
12-16, 1948 at Grand Central Palace, 
New York City. Frank M. Yeager, 
managing director. 

National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948. Chalfonte-Haddon Hall 


| Hotel, Atlantic City, N. J. Sessions at 
| Haddon Hall, Rivers Peterson, 333 No. 


| Pennsylvania St., Indianapolis, Ind., 
managing director. 
National Wholesale Hardware | 





Assn., 54th annual convention to be 
held jointly with the 95th semi-annual 
convention of the American Hardware 
Manufacturers’ Assn., Oct. 18-21, 1948 
at the Marlborough-Blenheim Hotel, 
Atlantic City, N. J. Thomas A. Fenley, 


Jr., is executive secretary of the whole- | 


salers’ association with headquarters at 


505 Arch St., Philadelphia, Pa. Charles | 


F, Rockwell is secretary of the manu- 
facturers’ group with headquarters at 
342 Madison Ave., New York City 17. 


New York State Retail Hardware | 


Association, annual convention and ex- 
hibit, Feb. 15-17, 1949, at Buffalo, N. Y. 
N. H. Kiley, 508 Hills Building, Syra- 
cuse, N. Y., secretary. 

Texas Hardware and Implement 
Assn., annual convention and exhibit, 
Feb. 7-9, 1949 at Dallas, Texas. Facili- 
ties of the Baker and Adolphus Hotel 
will be used. Ray M. Souder, 814-15 
Texas Bank Bldg., Dallas, secretary- 
manager. 


Manufac- | 


As Advertised in JAR OPENER 


SATURDAY EVENING POST 

One of the most popu- 
lar of Zim's efficient 
household helps 
Opens anything 
that wears a cap 
—glass, bottle, can, 
Mason jar. Strong, 
all-steel construc- 
. tion. White enamel 
or chrome finish. 







ee es 


CAN OPENER 


| 


There isn't a housewife in 
the U. S. who wouldn't 
go for one of these. Neatly 
opens any shaped can 
Constructed for long ser- 
vice. Folds out of the way 
when not in use. 





FLATIRON RES& 


An important addition 
to any ironing board 
Leaves entire board 
free for ironing, Folds 
back when not used. 






ZIM MANUFACTURING CO. 


WRITE FOR Headquarters for 
LITERATURE Labor Saving Home Appliances 
AND PRICES 


3047 Carroll Ave., Chicago 12, Ill. 
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Here's a 
| Hot lip— 
DRAKE 
700 


SERIES 












Solder wise, 
Profit wise. These 
all purpose irens 
¥ provide complete 

job coverage. Con- 
“ sumer confidence helps 
‘sell these irons for you. 


DRAKE ELECTRIC 
INC. 


Chicago 13, 'I! 
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[1948 
Si.” Merchants Do Their Buying” 





BSE 


| PLAN 
TO 
® ATTEND 


THE 


ST. LOUIS 


MERCHANDISE FAIR 





"A National Merchandising 
Event Where Thousands Of 








e Featuring Hardware, House- 
wares, Sporting Goods, Toys, 
and Electrical Supplies by 
Manufacturers, Importers, 
and Distributors from Every 
Section of the Country 








STAGED IN ST. LOUIS’ MODERN 
$7,000,000 AUDITORIUM 
100% AIR-CONDITIONED 

















MANUFACTURERS and DISTRIBUTORS 
Are Your Products On Display At This 
Huge Exposition of Popular Price Merchandise ? 


WIRE OR WRITE 


A. J. CORY, Managing Director 
ST. LOUIS MERCHANDISE FAIR, INC. 


KIEL AUDITORIUM ° ST. LOUIS, MO. 
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AlMaAlies NEW! 


FORGED SQUARE eéo'uno ‘sack 
SCREWDRIVER ASSORTMENT 


Extra Heavy Duty Handles Unbreakable—Shockproof 


Highly Polished Forged Square Blades of 
Correctly Hardened and Tempered Too! Steel TRAN 


IMMEDIATE 
SHIPMENT 


a 





on Dayton 
shallow well 
systems, jet 

pump systems, 
water softeners 
orale Mea -Vitolamel cell alstes 
(sump pumps). 
Why not place 
your orders 


RIGHT NOW? 





Ue: Sysloms 
Z 


SEND FOR IT TODAY! 


THE DAYTON PUMP & MFG. CO. 
DAYTON 1, OHIO 


Please send me new Dayton Catalog No. 48 and Price List W-48 


NAME a 


ADDRESS 


yton 


A NEW 
DEPENDABLE TOOL 
WITH A SURE GRIP 


z 


ON EXTRA PROFITS | SUPER Zire SCREW DRIVERS 


FOR YOU 
Attractive Three-Color 
COUNTER DISPLAY 

CARD 
with easel... 

ITS OWN BEST 
SALESMAN 
eee 
STOCK NO. S-500 
consisting of 
4 each S-3164, S-4166 
2 each S-4165, S-5166 
PACKED | DOZEN TO BOX 
WITH & DISPLAY CARD 
WEIGHT PER ASSORT- 
MENT—3',_ Ibs. 
eee 
OPEN STOCK ALSO 
AVAILABLE 


PACKED | DOZEN TO BOX | 1 = 


Sold by leading jobbers Am 


AMALITE, INC. | 


RED <« SLACK GMBREAKABLE AANOLES 


f ( q 
¥ 
4 








Vewwe @ 


eee ere ae "TEMPERED TOOL STEEL BLADES 
Brooklyn 12, N. Y. 





It’s Elastic—-never cers 
ROCK-HARD IN THE CAN OR ON THE JOB 


Contractors and home 
handy-men go for this idea 
in a big way... 

They can apply our ‘33” 
faster. It’s smooth as silk — 
never lumpy. They can use 
part of a can today, the rest 
a year later, and still 33” is 
in perfectly good condition 
— not dried out. 

Jobs last longer than with 
putty. Remember “33” is 
always elastic. It won’t crack, 
crumble or deteriorate for 
years after application. It’s 


absolutely O.K. for sealing 
glass in either wood or metal 


sash, 
x WHAT A SALES STORY! 
Stock up on **33” now 


. then advertise and coun- 
ter-display it. Surprising how 
much you can sell — how 
many other items can be 
moved along with it. Order 
from your jobber in 1, 5 and 
10-Ib. cans, or larger drums, 
or write us. 


The ARMSTRONG COMPANY 


BeenQOtt.17..s 


CHICAGO 9 + 


DALLAS 1 


HARDWARE AGE 


WAS 
NON- 


Protect 

nursery 

soap and 
plastic c 
paper or 
30x40” s 
tails at $ 
size—one 
to the ca 


: Y f 
: NM 
E a re) 


+ 


yO. 


CHICAGO 





JE LUXE 
) BLACK 


\T 


ckproof 


= 








ealing 
metal 


TORY! 


” now 
coun- 
g how 

how 
n be 
Irder 
5 and 
rums, 





AGE 


test wal 
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PROTECTORS 


TRANSPARENT 
WASHABLE 
NON-INFLAMMABLE 











Protect kitchen, bath and 
nursery walls from grease, 
soap and dirt but the clear 
plastic doesn’t hide wall- 
paper or painted walls. Two 
30x40” sheets in a tube, re- 








tails at $1.00. Extra large . 
size—one 40x48” sheet, retails for 89¢. 36 
to the case with display card in every case. 


£ 


: your 
p FeO | waite 


Write for samples and prices 
on PRO-TEX-MOR transparent 


plastic furniture covers. 


~"° CENTRAL STATES PAPER & BAG CO. 


5221 NATURAL BRIDGE «+ ST. LOUIS 15, MISSOURI 
CHICAGO @ LOS ANGELES @ NEW YORK @ PHILADELPHIA @. DETROIT 


2 











STAR HEEL PLATES 


GET YOUR SHARE OF THE DEMAND 

BY ORDERING IN A STOCK TODAY 

AND BE READY TO SUPPLY YOUR 
CUSTOMERS 


THE 
PIONEER 
BRAND 





MADE IN SIZES 000 TO 6 


WRITE FOR PRICES 


STAR HEEL PLATE CO. 


357 Wilson Ave., Newark 5, N. J. 
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LATEX PRODUCTS CO. 


AKRON 9, OHIO 
200 Fifth Ave. Bldg., New York 
Merchandise Mart, Chicago 
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IT PAYS TO FEATURE 
THESE LEADING VALUES 


. In Bristol Precision-Made 
Fishing Tackle 


Through the years, the name BrisToL has deservedly 
come to represent the finest in fishing tackle values. | 
This year, BRISTOL’s wide offerings in light, preci- | 
sion-balanced, extra-strong fishing rods and | 
BRISTOL’s superfine reels and lines again re-empha- 
size BRISTOL’s wide leadership in its field. That’s 
why in 1948, more than ever, it pays to feature this 
superb tackle in your store and recommend it to 
your customers. BRISTOL originated and is today’s 
largest producer of high grade steel rods. Every item 
of BrisTou tackle is Bristot-Made. Thus you sell | 
BrisTou tackle with the reassuring knowledge that | 
you are supplying your trade with the best in ultra- 
modern values. 


Popular BRISTOL Nylon Casting Line, = 


Build customer-satisfac- 
tion by displaying and 
recommending this dur- 
able Brisrou favorite. 
It’s a core-deep, water- 
proofed line fashioned of 
du Pont Nylon. It comes 
in either jet black or 
light green. It’s impervi- 
ous to foreign substances 
sometimes found in salt 
and fresh water. It comes in 50-yard spools, two connected 
spools to the box. This exceptionally good line is a real 
pleasure to cast. 












@ristor., COnmmEeCcTICUT 


FISHING RODS 
REELS - LINES 


Also Makers of 
BRISTOL 
Golf Clubs 
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SELL THE CAPS THE 





Kilgore Perforated Repeating Roll Caps, in the familiar 
red box with red, white and blue corner striping, have 
long been recognized as the finest toy paper caps avail- 
able. Let this recognition work for you. Give the kids 
Kilgore caps ... the caps they ask for by name. Kilgore 
can supply every type cap you need. Write for name of 





your nearest jobber. 


!,  — 6-shot Disc Cap | 
cAP Single-shot Caps for Kilgore’s ex- oO, Le 
Le enone — 72 cops per clusive 6-shot 

a F nt for box. For all models. 


single shot pis- 
tols ‘and rifles. 








OUTSTANDING 





GUN BRUSH FEATURES 


1. DESIGNED by brush experts 
2. PRECISION-MADE for performance 
3. EXACT TYPE for every bore 
4. PROVED in war and peace 

9. CHOICE of world champions 
6. ADVERTISED to millions 

7. PROFITABLE to hardware dealers 


Free Display Sign—Get Profitable Mill-Rose Proposition 
from Your Jobber Today! 


THE MILL-ROSE COMPANY, Dept. HA 


1985 East 59th Street CLEVELAND 3, OHIO 


HARDWARE AGE 














ymiliar 

have 
avail- 
> kids 
‘ilgore 


me of 


Ae) 


balers 


oposition 


3, OHIO 


AGE 











Role) Ga fe) L 
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— BUT STILL UNIQUE! 
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XCELITE 
“Combination Detachable’ Screwdriver 


We first introduced this practical, popular tool 
to the trade in 1939. It's still "tops" in ad- 
vanced design. Has regular screwdriver bit on 
one end, Phillips on the other—a reversible 
type. Three regular sizes. Prices range from 
$1.30 for the Stubby to $1.60 on the Regular. 

IT SELLS ON SIGHT. Write us for the facts! 


*ORIGINATORS—NOT IMITATORS 


PARK METALWARE CO., INC. 


Dept. G Orchard Park, N. Y. 


(QZZZZ77 Tools PREFERRED BY EXPERTS 


*First to use plastic for screwdriver handles 


a. 









@ High grade bronze burner, for 
gasoline. 


@ Quart size, polished heavy 
gauge cartridge brass tank. 


@ Top filler, quick acting auto- 
matic pump. 

@ Interlocking safety fittings at 
all openings. 


No. 800 e Competitive price, with full 


bor the oce quality and safety. 
casior al user 


Sold through leading jobbers 


CLAYTON & LAMBERT MFG. CO. 


1718 DIXIE HIGHWAY «© LOUISVILLE 10, KENTUCKY 





MAY 20, 1948 












x*xn«« 











GRITTIN 
HINGES 


* 





( SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS 
NEW YORE: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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NOW is the time to | | 
MODERNIZE for the | ¢? + 
Busy Days Ahead! | 


RU-SOM be-1are as reconv-nirs 


| 
Spark Sales in your Venetian Blind Department 
| 











: ay 


Store traffic does not by-pass your Venetian blind section 
when you display RU-SON Kits prominently. Their color 
and low cost make them an easy over-the-counter sales 
































0 leader. 

) . , Attractively packed in neat cellophane wrapper complete 
with instructions. Sell them on do-it-yourself basis. One 
dozen solid woven iadder Re-Tape Kits, one dozen Re- 

Oy J 2 Cord Kits in display box. Sixteen harmonizing 
N colors to match any style of decoration. 
0 GAY . 
Write now for 
full information. 
RD JOBBERS.... 
a DISTRIBUTORS 
3 Ask us about the fast 
F moving RU-SON line. 
és | 
Me | J. RUBENSTEIN & SONS 
: Pd Neptune Avenue, Jersey City, N. J. 
; ° ; . = 
: lighten the job — 
tt = EOE 
| " : + \ ~ ; 
ve = 
Ye a ae Ho: 
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Don't remodel until ¢ PROFIT: 
ou investigate first! ° r Hen jet 
Write for illustrated literature Wit. A 4 | . “a 


Hirsh Standard Steel Uprights will do for you. Your | : 
Hardware Jobber can get them for you, or write to | Magnest 


pertaining to these outstanding uprights! See what am Plaster er’ S Hawk ! emoan 


e plasteret $ 








: ons th 
-eally lightens Or lightest This f 
hawk that real world’s lig is for 
5. A. HIRSH MFG. CO, 3119 W. LAKE ST., CHICAGO | | sicceisihenawe ree Siam, the WoT, cchenes for har 
| . ade ¢ " . ced 2 
2S eS Se ee ee Oe ee ee: job. ne tal it is reinforces - ractical use. Its aii: 
. 7 ' structural me i service in every F ‘sponge rubber SP 
° , are > th g 
gS. A. Hirsh Mfg. Co., 3119 W. Lake St., Chicago 12, Ill. . to hen wooden handle W* handling. —. Figures 
& Please send illustrated and descriptive literature of Standard 8 | comfor ‘shion makes for an, alkaline conten™ that yo 
‘ fn and cu -cted bY 
a Steel Uprights. H | han , is not affected , everegs 
; nesium 50. sors are invite “tae 
of Sate ot ER ae a er aS AC Ree ee Oe : Retail, $3.- ibutors and contractor information. Speed- 
$ Add es 1 | Dealers, a0 yunts and complete 
NN 2 atiatorlcp tas ardor He hasta Pessd co hs pcd lax cpt atalino alo Racolwine a | rrite for aise 
, ? to write Ow 
BS oc een er et ae en : | geen nhimentenipagyt 
Seeesesessesnesseueeseeraussacsecanenanaas _ — Cees Comma 
| First and Water Streets, Bay City, Michigan 
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PAINT PAIL HOLDER 


Here is a time effort and ma: 
terial saving device for 
both the Professional and 
Amateur Painter. It gives 
freedom of movement. It 
is strong, light, easy to 
use and inexpensive. 
These features combine 
to make it a fast moving, 
profitable sales item. 


| ip FOR FULL PARTICULARS 
= WRITE TO 


THE LEDYARD INDUSTRIES. INC 


THE ARCADE + CLEVELAND 14, OHIO 









% Hardware dealers can create new EXTRA 
PROFITS from ready and waiting home moderniza- 
tion jobs by owning and renting out this Lincoin 
Speed-O-Lite. sander, People gladly pay up to 
$5 per day in rentals alone. Besides you sell large 
amounts of supplies that are needed in any floor 
finishing or building modernization program. 


THE LINCOLN SPEED-O-LITE 


This famous rental sander has earned thousands upon thousands of dollars 
for hardware and paint dealers from coast to coast. The rental income 
that ranges up to $5 per day is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 


Figures compiled by a number of your fellow dealers clearly indicate 
that you can ADD SALES of sandpaper, paints, varnishes, seal, tools, etc., 
averaging up to $10 per day to each and every Lincoln Speed-O-Lite 
rental customer. We urge you — write today for full details about the 
Speed-O-Lite Sander Rental business. 


World's manufacturer of the most complete line 
of floor maintenance equipment 


FLOOR MACHINERY COMPANY, Inc 
1252 WEST VAN BUREN ST., CHICAGO 7, ILLINOIS 
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HOPPE GUN CLEANING PACK 
YOUR Fathers’ Day Special 


Deal yourself in on the added profits that Fathers’ 
Day — and our Special Fathers’ Day advertising — 
provides. Feature — and PUSH — the Hoppe Gun 
Cleaning Pack. The gift that every gun-owning father 
will deeply appreciate—at a price within the range 
of every pocketbook—young or old. Display this handy 
Pack in your store and windows. If your supply is low 
give your order to your Jobber—NOW. 


FRANK A. HOPPE, Inc. 


2314A North 8th Street @ Philadelphia 33, Pa. 

















NAR 
CASTER “HI-JAK™ 
Stops Broken-Rung Accidents 


Painters, Repairmen, Electrical Workers — j 
ALL ladder-scaffold workers are interested in 
the greater SAFETY of the Caster HI-JAK. 








Caster HI-JAK attaches 

to ladder RAILS—rather 
than on weak rungs, as 
most other jacks are at- 
tached. At NO POINT does 

the HI-JAK contact rungs. 
The Bracer Bar provides solid 
rest, absorbs all strain. Assem- 
bled by 4 machine bolts, easily 
replaced. 12 notch Adjustment 
Bar permits the Caster HI-JAK 
to be used over or under ladder. 
Constructed with heavy gauge 
steel, yet weighs only 12 Ibs. 
HI-JAK folds for easy carrying, 
storage. Red lacquer 


finish. 
Packed 3 prs. to carton. . 


Jobbers, Dealers write Today 4 
for complete information. 








“~MOLD AND 
MACHINE CO. 


1171 WOOSTER ROAD 
BARBERTON, OHIO 
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THE 


PREMIER 
P-20 


ELECTRIC WATER 
HEATER 


SALES GUARANTEE 
Order a sample... 
if not pomaneney 
satisfied with qual- 
ity and sales value, 
send it back! 
Money refunded. 
















® High Profit | 

®@ Popular Selling Price 
© Hot Water by the Pailful | 
| 







@ Underwriters’ Laboratories 
Approved 


A revolutionary, new immersion-type water | 
heater! Not a gadget . . . finest quality unit. 
Top housing cadmium plated and ssinned | 
red. Heating unit solid copper with her- | 
metically sealed brass tube. Automatic con- 
tact switch operates only when pail is hung | 
on switch arm, Retails at $17.95. Full dealer 
discount allowed. Order from your distri- 
butor or direct from this ad. Dept. HA 52. 


THE NATIONAL IDEAL ee 


TOLEDO 4, OHIO 


DOUBLE STRENGTH STRENGTH 








































REPAIR SCREENS 
loosening screen wire 

. Make New Screens . . . 
Brace light frames of all kinds 
QUICKLY and Easily! 
Strengthen in all directions. . . . True right-argle fit | 
without miter or mortise . . . with the most rigid of all 
repair braces. 


KEES CORNER BRACES 5.3, somber 


from 7% inch to 114% inches thick . . . Beveled, 
corner keeps out dirt . . . Made of fimest quality pressed 
steel . . . baked enamel finish! Try KEES corner Braces— 

for double frame strength. | 


Write for complete information 
and lou forices. 
F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 
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@ A complete de- 
pendable line of 


builder's hardware 












backed by 70 years Ca 
of manufacturing utilit) 
‘ BLAD 
experience. - 
trea 

Write for name of au 
your nearest ‘ 
dealer. 7. 
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SKILLMAN ‘sexe: | | = 





























MFG. COMPANY 
) Supply your customers with one level line 
; | for lower inventory... 
eo} faster turnover... 
greater profits... 


. For 30 years the name "Stevens" has stood 
for top quality levels . . precision made, 

'@) accurately set, long lasting. 
Pert Stevens manufactures a complete level line. 


This affords you one dependable source of 
supply. Line and surface levels, pocket levels, 





machinists’ levels, torpedo levels, aluminum 
© levels, general purpose levels, masons’ wood 
"onal levels, carpenters’ wood levels . . . levels for 


your every customer need. 








No. 424 Carpenters’ Level (Carpenters' wood 


levels are avail: ble in 12" and 18" length 
with 1 plumb, 1 level; 24" and 30" with 
2 plumbs, 2 levels; 24° and 30" with 4 





plumbs, 2 levels.) 





No. 648 Masons’ Level (Masons’ wood levels are 
available in 42" and 48' lengths with 2 plumbs, 


2 levels; also with 4 plumbs, 2 levels.) 








P&P-5006 


wwe ea STEVENS LEVEL conan 


NEWTON FALLS, OHIO 
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Available for 
IMMEDIATE 
DELIVERY 


The Lite CHANT 


Line of CORN HANDLE = 18 In. tong, 
HOOKS and fin narod. — 
KNIVES SHIPPING WEIGHT —_ Of i 


Cc. C. Brooks 
CORN KNIFE 


Our original and Amer- 
ica's — selling 
CORN TOO 

BLADE—High Quality Cer- 





PACKED—Folded, { doz. 
1 
ibs. p 








The “Little GIANT” line of CORN TOOLS is the most || 
complete line offered the hardware trade today. Each | 
tool represents the finest quality at the fairest prices. 
These tools will fit all local needs and are available for 
immediate delivery. 


The All Around BLACK DIAMOND 
@ UTILITY KNIFE @ 





Can be used not only as a CORN KNIFE, but also as general 
utility knife around home, camp, farm and in the car. 
BLADE—I4 in. long, 234 in. taper- HANDLE—6 in. long by t'% In. 
ing to 2% in. wide at handle, heat wide. Varnished and attached to 
treated, ground sharp from 14 shank of blade with two tubular 


gauge steel. Enameled Black crys- welent—t Ib. each, 12 Ibs. per 
tallized finish. 


dozen packed in carton. 
Sample orders for 1/, doz. pieces or less accepted direct from 
dealers provided order includes name of preferred wholesaler. 


Teo] ais mV 4) | tele] ie ek 


OAKLAND, MAINE 








ve" Sars Taj 
BTASEYS | 
‘ OAT 


Chisels, punches, drills, nippers, screw drivers, ; 
staple pullers, and many other fine tools proudly @ 
bear the name DASCO. They are good tools... 
quality built, smoothly finished and individually 
numbered for easy re-ordering. 


Sold by Leading Jobbers 





GARDNER’S No. 1932 
SPRING CABINET 





SPRINGS — four hundred and two springs — one hun- 
dred, twenty-seven different sizes—conveniently placed 
in coded compartments in a sturdy, all-steel, four drawer 
cabinet. These features are making Gardner’s No. 1932 
Spring Cabinet a popular, fast selling unit for jobbers 
from coast to coast. 


WRITE TODAY FOR COMPLETE INFORMATION! 


GARDNER WIRE CO. 


5039 W. LAKE ST., CHICAGO 44, ILLINOIS 








FINEST HOME AND FACTORY SAWS EVER MADE 


@ Made of Finest Alloy Steel 
@ Heavy Gauge 
@ Correctly Tempered to Withstand Heavy Factory 
Use 
@ Each Blade Attractively Packaged & Labeled 
RIP CROSS CUT & COMBINATION 
6 to 24” Diameter 
Deliveries Made from Stock, Mail & Phone 


Sell These Saws at COMPETITIVE PRICES AND 
Make a GREATER PROFIT! 


LAFAYETTE SAW & KNIFE INC. 


Established 1910 


115 Banker Street Brooklyn 22, N. Y. 


Manufacturers of Circular Saws, Band Saws, H. S. Planer & 
Jointer Knives. Moulding Blanks, Beveled Edge Shaper Steel. 
Dado Sets. 




















DAMASCUS STEEL PRODUCTS CORP., ROCKFORD, ILL. 
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AMERICAN WALL SAFE 


7 CRetails 
profitably 
at only 


$39.95 


Dealer and 
Jobber 
franchises 
now being 
awarded 









A "SAFETY DEPOSIT VAULT" for 
Home, Office, Store, Gas Station, etc. 


Easily installed in 
Partitions, closets, chimney walls, 
foundation walls, floors, etc. 
INSIDE DIMENSIONS: 7" deep 10" wide, 14" long 
= FIRE RESISTANT = Combination easily 
= BURGLAR RESISTANT reset by owner 


= Genuine YALE four- = Concealed Hinges 
tumbler comb. lock @ Tamper Proof precision 


= 10,000 possible fit door 
combinations @ Special Asbestos Lining 


Write for full details and prices 


AMERICAN WALL SAFE MFG. CO. INC. 


Office: 29 Pearl St. Factory: 65A Water St. 
WORCESTER, MASS. 





























Here’s one for the book 
— the credit side, that is! 


Dealers everywhere are finding Wil-Bond 
a “natural” for tie-in sales with paint, 
varnish or enamel. This amazing liquid 
prepares any surface for refinishing at 2 
single stroke! No sanding; no messy 
washing down with soap and water. Your 
customers save time and work; and you 
pocket an extra profit. 


x WIL-BOND *« 


Simply dampen a clean cloth with Wil-Bond, and go over 
the surface. Dirt, grease, wax, etc. wipe off cleanly . . . 
all gloss is dulled . . . and a slight “tack” is set up which 
causes the new finish to bond perfectly. 

Every time you sell a finish, boost your profits by recom- 
mending Wil-Bond. 


Another proven profit maker 
IMPERIAL Rapid BRUSH CLEANER 


Imperial Rapid is the ready-to-use brush cleaner that 
dissolves hard-caked paint in jig-time. No mixing; 





no stirring; no overnight soaking. Leaves bristles 
with original spring and liveliness. 


Order from your jobber 
WILSON-IMPERIAL CO., Dept. H-58, 115 Chestnut St., Newark 5, WN. J. 
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Acme 


Ball Bearing Casters sell 
as easily as they roll 


Here's the same quick-selling, profit- 
able item that sold itself before the 
war and is ready to roll up sales for 
you again. 


"Acme" Casters won't mar rugs or 
floors. Specially designed to rol/ on 
balls, not on wheels, "Acme" Casters 
are ideal for furniture and trunks .. . 
move quickly and easily in any direc- 
tion. They're available in different 
types . . . Knee Pattern . . . Flush 
Plate . . . Counter-sunk with round 
plate or oblong plate . . . Square 
Flange and Grip Neck with socket. 





ROLLS IN Stock up now! 
ANY 
DIRECTION Call Your Distributor 


THE SCHATZ MANUFACTURING COMPANY « Poughkeepsie, N. Y. 


| ONE OF THE FASTEST SELLING, | 


FASTEST GROWING LINES OF FINE 
QUALITY RUBBER HOUSEWARES 
ITEMS AND RUBBER TOYS IN THE 
COUNTRY. 





BATH MATS e BATH SPONGES 
SEAT CUSHIONS 
KNEELING PADS 

BOWL AND PLATE SCRAPERS 
SINK STRAINERS 
DRAIN BOARD MATS 
STALL SHOWER MATS 
e 
SPONGE RUBBER 
INFANT FLOATING TOYS 
. 

RUBBER TOYS FOR PETS 
SUCTION SINK STOPPERS 
ETC. 

WRITE FOR COMPLETE CATALOG 


IDEAL RUBBER COMPANY 


200 FIFTH AVE. New York 10, N. Y. 
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marathon lines 
.. BEST in the long run! 


Marathon BAIT CASTING LINES 
(in Nylon or silk and all standard tests) are tops 


with discriminating fishermen everywhere. 
Plastic box ideal for accessories. 





NATIONALLY ADVERTISED —— UNCONDITIONALLY 
GUARANTEED Distributed thru Jobbers 


marathon 


LINE COMPANY 


HOMER, NEW YORK 











Built-in 
Flexible 
Patented 
Wire Steel 


Frame 


PETERS 
Penwapicr 
AGS 


spring back 






into shape 
when you 


step on them 


A 


Hardware merchant's joy! Can- 

vas and Leatherette, roomy, wash- 
able, waterproof .. . popular with 
all members of a family. The bags of 
1000 uses . . . and wonderful values. 


SOME WITH SOLID LEATHER HANDLES! 


WATERPROOF 
12-14" 16-18" 














also... SOLD 
Canvas and Leatherette THROUGH 
carry-alls without steel frame, 
in mony styles, for popular JOBBERS 


price selling. 















PETER’S BAG & NOV. CORP. 


3 West 18th Street, New York 11,N. Y. 


PHONE WaAtkins 9-1990 





MAY 20, 1948 








WIRE AND CORDAGE 












MEASURE THE 
MODERN WAY 


Wire Cordage « Air Hose * Cable, 
BX and other FLEXIBLE MATERIAL 


up to 1” in diameter. 





Quickly pays for itself many times over. Cuts 


losses of... time, labor, money, accuracy, 


ALL DIALS 
ROTATE CLOCKWISE 
ADDS OR SUBTRACTS 
RECORDS by 3 IN. to 

999 FT. 


efficiency, carelessness & excess allowances. 


Write for prices and pamphlet on other 


Olympic Meters and Accessories. 


A. D. HEWITT COMPANY 


2718 ELLIOTT AVENUE @ SEATTLE 1,WASHINGTON 









SUMMER PROFITS 
with FORD 
CHARCOAL BRIQUETS 






Here’s why you profit with Ford Charcoal Briquets: 


Better Product: Cleaner, smokeless, spark-free, longer 
burning, dry, even heat, easy lighting. 

Good Mark-up: Profitable mark-up for distributor and 
dealer alike means money in your pocket! 

Steady Sales: Profits in slow summer season as well as 
steady sales all year around. 

Big Market: Picnics « Barbecues * Camping + Hotels 
Restaurants « Clubs « Dining Cars « Refrigerated Rail 
and Truck Lines * Foundries + Metal Refineries + Tin- 
smiths « Packing Houses * Tobacco Growers. 


Add Ford Charcoal Briqvets to your line. Write, wire or phone: 


Charcoal Briquets 


"ORD MOTOR COMPANY 
Sales Department 
iron Mountain . Michigan 


The heat-packed charcoal 
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WALTON TOOL BOXES 


THEY SELL AND SATISFY— 
PAY GOOD PROFITS 


MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guarantees 
Walton quality. Mechanics prefer these stoutly constructed, 
compact boxes with numerous exclusive improvements. 


Special Features 


Extra length for long handled wrenches, 
24 gauge steel. Built-in 


Rounded corners. 
wrecking bars, other long tools. 
continuous hinges. 
enamel two-tone finish. 


HIP-ROOF 
CANTILEVER 


MODEL with 
4 TRAYS 


2 sizes 


Divided and 
Undivided 
Trays 


Sturdy suitcase bolts, and handles. Wrinkle 
Smooth enamel trays. 





FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAIN! 


Order from your Jobber. Write direct fo us for new Catalog Sheet 
iNustrating and listing all styles and prices. 


WALTON PRODUCTS, INC. 


218 Madison Street Dept. 65 Woodstock, Ill. 











PACKED FOR THE JOBBING TRADE 
WOODRUFF KEYS 











ki Aa 





MACHINE KEYS 


COTTER PINS 


eeaaE——E—_—e 
TAPER PINS * STRAIGHT PINS 
COMPLETE LINE "STANHO" ASSORTMENTS 


NEW STANDARD BRAND 
HORSE SHOE NAILS 














STANDARD HORSE NAIL CORP. 


SINCE 1872 
PENNSYLVANIA 


NEW BRIGHTON -: 
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SOUTHINGTON 


SCREWS 


For Wood or Metal 
Driver fits se- 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 

curely into ta- 

pered recess — 

will not slip 

out, or work to 





called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


AY Supply the in- 


creasing de- 
mand for these 
modern, time- 
saving screws. 








All standard 


ous styles of heads in the most 
one side, sizes. 


THE SOUTHINGTON 
HDWE. MFG. CO. 
SOUTHINGTON, CONN. =; 


Bat. 
1867 









Standardize on Congress V-belt, 
variable speed and step-cone 
pulleys. Also V-belts and flexible 


couplings. 


Your jobber can furnish the special 
low-inventory, high-profit assort- 
ment that covers all popular sizes 
and develops fast turnover. Hand- 
some color display comes with it, 


FREE. 
DIAMOND 


CONGRESS °*:::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 12, MICH 





HARDWARE AGE 





- 
mas! 





LIGHT, 
Tough, 1 
ings, col 
steel, br 
pelled by 
sign and 
instantly 


5-blade b 
tool steel 
gasoline 

chain tri 
clutch. Tu 
ber grips. 
x 1.75. E 
three act 
weighs o1 


MODEL 

Power Mo 
our light 
MODE! 
Hand M« 
equally fa 
Ask for pa 


MAY 


cat. 
167 


the 
a 


WE 


ss V-belt, 
jtep-cone 


d flexible 


, 


ES 
H 





E AGE 















Lawn Mowers. 


LIGHT, STRONG, MODERN a . 


Tough, light, aluminum alloy cast- 3 
ings, combined with finest special y 
steel, bronze and rubber. Self-pro- / 
pelled by reliable motor. Modern de- dif 
sign and a truly moderate price that hi} 
instantly attracts prospects. ri j 


5-blade ball bearing reel. Knives crucible / 
tool steel. 20” cut. Excellent 4-cycile 4 
gasoline motor; throttle control; Aye MOWERS 
chain transmission; friction disc f 
clutch. Tubular steel handle: rub- 
ber grips. Goodyear Tires, 10.50 
x 1.75. Easily mows two to 
three acres per day, yet 
weighs only 87 pounds. 


















the huge replacement market or new 
work. The eye appeal of this high 
grade wire cloth, its strength and du- 
rability assure customer satisfaction. 
MODEL ‘‘76"’ A full range of meshes, gauges 
Power Mower and 
our light weight 
MODEL 550 
Hand Mower are 


equally fast sellers. 
Ask for particulars. 


and finishes in Aluminum, Bronze, 


Copper, Galvanized Wire Cloth. 


Write for free catalog and 
estimating tables today. 





WRITE TODAY NEW 


INSTALLATION 






AST-FQQS 7 2222acturing Co 


HAND AND POWER LAWN MOWERS 
Springfield, Ohio 

















QUALITY THAT 
4 Depenitaht BUILDS SALES 


A\y Mee = THICKNESS 


eet TOL GAUGE STOCK 






EACH PIECE 
INDIVIDUALLY PACKAGED 
Ever popular for over-the-counter 
sales. This assortment is of 
Precision® Brand quality — tem- 
pered, polished, and edged with 
rounded ends. Each piece is 12” 
long, packed 12 to the box; 9 
boxes — 108 pieces — to the car- 

ton. All popular thicknesses. 





THICKNESS GAUGE STOCK 
VV, INCH WIDE — IN ROLLS 
Manufactured from finest 
quality Spring Stee! — tem 
: pered and polished. All pop- 
Peerless era vlar thicknesses in 10 and 25 

foot lengths, packaged in 

eg handy dispenser cartons. 


W } , ’ *Reg. U. S. Pat. Off 
+ nial = 


PACKAGE GOODS DIVISION 
PRECISION STEEL WAREHOUSE, INC. 
. 4409-25 W. Kinzie St. Chicago 24 
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BEALL 


SPRING WASHERS 


Keep bolted assemblies 
permanently TIGHT 


BEALL helical SPRING WASHERS have “live action” and exer? 
tightening pressure over a long range. 
They compensate for ALL causes of looseness 
including vibration, bolt stretch, rust and break- 
down of finish under the nut and bolt head. 
IN STOCK in all Standard Sizes; made 
of Carbon Steel, Stainless Steel, Everdur 
and Duronze. 
Available in Bulk and Packages thru 
Hardware Jobbers 


BEALL TOOL DIV. (Hubbard & Co.) 


150 Shamrock St. EAST ALTON, ILL. 


ASK YOUR JOBBER 

























IN OUR 
4TH HALF-CENTURY 


Before many of the others 
had even begun, this really old 


folc factory was supplying 


an kekes a 


which enabled your kind of 
[business to enjoy a PROFIT! 


AND WE'RE STILL GOING STRONG 
“Theres »¢ Reason’ 


[ASK OUR WHOLESALE DISTRIBUTORS 
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¢:For 77 years members of the Myers family, and 
their associates, have made manufacturing history 
by adhering to the highest standards of engineering, 
materials and workmanship. 





® Good reason why Myers 







is the name most widely 
known and most highly re- 
spected by those who know |  # $$$ jMiertnoramme 
what's best in pumps and 


water systems. 















THE F. E. MYERS & BRO. CO. 
Dept. M-46, Ashland, Ohio 





GET IN THE MONEY WIT#- 
METALOID 


BASS Housewares Specialties 


For wax-paper and paper towels. 
Easy to load and use. Top cover 
serves as cutting edge for wax paper. 
| Sturdy wood bar holds paper towels. 
| Model #120. 












NU-TOP STOVE PADS 


America’s foremost line of bright 
metal, lithographed, and chro- 
mium plated stove pads. 








Handy HOSE HANGER 
This fast-selling, inexpensive han- 
ger protects and holds garden hose 
neatly and securely. Heavy steel 
construction. 

Write for prices and delivery 


The METALOID Co. 


5815 KINSMAN RD. * CLEVELAND 4 OHIO 














HARDWARE AGE 




















Th 
Shop V 
of stee 
arc we 
welded 
steel ja 
and ha 
base is 
iron nut 
804 is 
in an ir 
your jc 





TT 7 
ily, and 
history 


leering, 





WITH#- 
.OID 


specialties 





E PADS 


ne of bright 
and chro- 
ds. 


Se 





E AGE 








acne 


4 | 

a | 
NE N 804 Steel 

Workshop Vise 


dy Removable Pipe Jaws 


Welded 
with Hon 


This new Columbian 804 Work 
Shop Vise is a rugged all-purpose vise 
of steel construction — fabricated by 


: é Jaw Width..... a" 
arc welding. Front and back jaws are Jew Opening... 5" 
welded from heavy steel. Replaceable Weight. . .20 ibs... 


Vises Per Case. .3 
Shipping Weight 


steel jaw faces are heat treated. Screw 
Per Case..70 Ibs. 


and handle are cold rolled steel. Swivel 
base is steel and standard malleable 
iron nut is replaceable. Each Columbian 
804 is finished in red enamel—packed 
in an individual carton. Order through 
your jobber. 


THE WORLD'S LARGEST MAKERS OF VISES 





















THE COLUMBIAN VISE & MFG. CO, 


9017 Bessemer Avenue ° Cleveland 4, Otto 











HERE’S PROOF 
of Vaco’s Extra 
BUY APPEAL ® 


Ae 





The Underwriters’ Laboratories, Inc., Re- 
examination Service Marker embossed on 
the end of each Vaco driver opens up new 
markets for Vaco dealers. The shock proof, 
break proof Ambery! handles are Sio- 
Burning . . . end the old nitro-cellviose 
handle fire hazard! 


Sales soar, too, when the new Vaco 
Reversible goes on display. Just pull out 
the blade, turn it around, and you have 
a@ Phillips instead of a regular screw 
driver! No change in quality . . . only 
finest chrome vanadium steel used in 
Vaco screw driver bits. 


Write for information about 
the Vaco Reversible. 












VACO COUNTER CARDS 
KEEP COMING...BOOST PROFITS 
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PRODUCTS co 


317 E. ONTARIO ST. 
CHICAGO, ILLINOIS 


MAY 20, 


1948 














It takes Oxwall to give you this qual- 
ity single gear hand-drill at a down- 
to-earth price * Polished steel shaft 
¢ Tool steel chuck closes to absolute 
zero * Hardwood handle for comfort 
and long life * Beautifully designed 
for real eye-appeal. 













We manufa 


ct 
Plete line of ure a Com. 


Screw drivers 


Padlocks han 

, d drills, } 
Scales Chisels, tool 
aa Sets, 


Catalog on 
Reques+ 


TOOL CO. ww. 
928 BROADWAY + NEW YORK 10, W. Y. 








KWIK-LITE 


The Extra Value 

ASBESTOS ag 
KINDLER WICK ( \peraa 
for Oil Burners — 







= 
51%4-ft. lengths in color- 
ful individual cartons. 12 car- 

tons in eye-catching display container. 


, The famous Kwik-Lite Asbestos Oil Burner 
Sy, Wick. Made right. Quick kindling. Long last- 
ing. Sells and satisfies. Offers extra sales ad- 
vantage for every merchandising requirement 
from attractive display packaging to quality 
at low cost. Priced to sell. Attractive discounts. 


100-ft. roll in colorful 
dispensing carton, 


Ask your Jobber or mail coupon. 


y 
f YS ==, - east 

 RSBESTOS EXTILE COMPANY. Inc. : 
wa ; r Drive, Chicago. 1 


" 167 Ww. Wacke e Oil Burner | 


discounts. | 





bea , ik-Lit 
: rature on Kwi 
- 1 Send lite ices and attractive 


; 4 Wick with pr a" 

Specially priced 100-ft. ¥ Y¥qme...--cor-cee 
rolls—not boxed, 1 unatins . 

, Address...----0---00000" et 

caine <a aeeenee ‘ 

ee CD Dist (Dealer , 


= 





















REFORM 


nae: 2 Pe Ny SQUARING & 
STEEL BRACKET ae 


LEVELING 













an 
= the new household 
word for “curtain stretcher’’ 





SLUDE-O-MATIC ; 
Enos; Tops in value—made of fine quality lumber, with heavy steel zinc- 
plated hardware attached—no loose pieces to handle. Special design 
makes it easy to set up or take down — its many features mean 


satisfaction, sales and profits. Write for $7 99 RETAIL 


descriptive literature and prices. 








EASELOK EASELS 
WITH ROUNDHEAD 







“4\o 


| ee ae 1150 BROADWAY + NEW YORK 1, N. Y. 
g ve ’ a’ There’s profit in such business... 
Sheffield’s Improved $330 
| . + © fF ee 


aid investment in 


ee [ a HOUSEWARE SALES CORPORATION 



























Venetian 
Blinds 


$760 


volume 


EhELI 


ae 
ttadad 





aeaeee 


\ \ 





yw 4 


“FIRST AID for a 
Hundred Home Uses” ! did it in 3 months| 


A light colored thick, 
paste-like material that 
handles as easily as putty. From January through | 
When dry, it hardens into March, this Oklahoma 

: ‘ Artcraft dealer wrote 17 
wood, with practically no Pee tate Sie 

‘ ys orders for Artcraft Vene- for measuring and instal- 
shrinkage. A quick way to tian Blinds with a retail volume ling that any customer can fol- 
repair cracks, holes and of $760. He made his sales from low. Choice of decorator's colors 
chipped surfaces. Availa- an Artcraft display sample that Prompt, dependable deliveries 
ble in tubes as well as cost him $3 30 Good business? You bet! For 
1/4 lb. and 1 lb. cans. No inventory to stock. No detailed information fill out cou- 

. 


a ao large display space No need to pon or pin it to your letterhead. 
y, NO-Leap,) 


«om 
PAINT CORPORATION Af Be venetian sino 0 haeabnaanten 
ome Ge en ae oe ee ee eo) 6, (om. mm?) | bela iler Velo Jh06):16) fei.) STATE 


i ae af 


uN 
- 
f 











send salesmen out to 
measure blinds. Artcraft 
supplies simple directions 











gall aaa 4 
ARTCRAFT VENETIAN BLIND MFG. CO. | 
3962 OLIVE ST. © ST.LOUIS 8, MO. 






iy 
ws 







VENETIAN BLIND 


0m a= 






| 
| 
I 
! 
| 








Enjoy the TRIPLE BENEFITS of Ma-Crepe! } 


Of Ma-Crepe’s many superior features, you will appreciate most the extra protection 
it gives your customers. When you see how much faster and easier it is to use this 
modern drop cloth, you will recommend it on every job. Com- 
pare Ma-Crepe with other types of protective 
covers. Enjoy the triple benefits it offers you. 















Dust Proof 
Liquid 
Resistant 

















Handle It 
* with Ease If your dealer or jobber doesn’t 


stock Ma-Crepe write 






Economical Ma-Crepe Is A Product OF 


3+ to use gtheD.C.MAY Co. 







HA \ \ 
Ae Ag, DURHAM, NORTH CAROLINA ats) 


ge 7 rotection thati More than QL Cav” ea 
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BE READY FOR PICNIC SHELTON 
o  BUSINESS @RYNSags 


With Amevcas Seat 















Shelton Picnic Kits and Refrigerated Baskets 


Picnic Kit, at left, is of genuine hand drawn ash splint, hardwood 
plywood cover. Plasticized fabric pocket holds service of red plastic 
plates and tumblers, stainless steel knives, forks and spoons with red 
plastic handles. Service for four or six, or sold without service. 
Refrigerator Bucket, at right, is insulated, metal lined, spacious, 
light weight. 10° diameter, 12!/.'' deep. Keeps food, drinks, cool 
and fresh. Write for circular on these and other Shelton Baskets. 














SHELTON BASKET CO., Dept. J. Shelton, Conn. 


GOLDBLATT 
TOOLS for 


All Masonary 
Craftsmen! 









A Complete 

Line of First 

Quality Tools for 

All Masonry Trades 
IMMEDIATE 
DELIVERY 
Illustrated Catalog 
Mailed on Request 
Attractive Dealer Discounts 


st Choice 


of Plasterers and 
Cement Finishers 
Nationally Advertised Since 1885 


GOLDBLATT TOOL CO. 
1622 WALNUT STREET * KANSAS CITY 8, MO. 


WRIGHT GALVANIZED WIRE STRAND 
(Clothesline) 


CONNECTED LENGTHS marked every 50 feet, four and 
six strand, No. 20 gauge. Cushion center cable, best clothes- 
line construction known ... 50’ lengths. Solid... 50’ and 
100’ lengths. WRIGHT quality wire brightly galvanized. 


GF WRIGHT wre co 


WORCESTER : MASS. 


















INSTANT, PROFITABLE-SEttE: 


Gerdes Hose Adjustab e Spraye 


ONLY ONE OF ITS KIND 


Think of it! — now you can sell one sprayer to do all garden spraying jobs. Attach the 
Arnold Sprayer to regular garden hose, insert one of 12 different insecticide cartridges (or 
Cleanswell Auto Wash Cartridge) — turn on and spray! No mixing or mess. Not only that, 
the Arnold Sprayer controls insects while watering — 2 operations in 1! Adjustable nozzle 
adjusts for 30 foot stream or mist for close range use — meets every spraying requirement.) 
Brass or chrome plated finish — quality construction throughout. The Arnold Spray is the 
practical tool home gardeners want. Stock them, sell them for extra profits! Carry replace- 
ment cartridges for profitable repeat business. 


Types available: DDT-Spray, P-R (Pyrethrum-Rote- — RETAIL PRICES 






at6 U. & PAT. OFF. 








RTRIDGES Weed-0-Spray, Pyr-O-Spray, Ret-O.soray, Funguspray. 

¥ cA ° . . 4 it a oe on °C oe we! , aus CHROME - 
Ea ARNOLD SPRA Wath err Vitamin TAIL 38e ee $4.00 dex. | FINISH — —*5 50 
WRITE ; 7 UPLAND ROAD BRASS 

Direct Garden Hose Spray Co., Inc. camsrinGe 40, mass. | FINISH — —*5.00 
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PLYMOUTH 


Cndage froducla PLYMOUTH, MASS 










A Pressure Cooker de- 
signed especially for easy 
meat cookery! 


©® Flat, triple-thick bottom 


Ce ones ‘ ® Smooth, straight sides AN ee : rs ALUMINUM LEVEL 
oe he : © Full width pan opening | q - ei — SUIRANOEADLE 
Z © 4-qt. liquid capacity " VIAL CASES 
een ® Extra tall dome cover e P 8 

Srrered BURPEE CAN SEALER CO. EMPIRE LEV 


BARRINGTON, ILLINOIS BOX 97, DEPT. 705 MILWAUKEE 13, WISCONSIN 

















DON'T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 
















| PLA 

“Lifts from 1000 te 2000 tbs. with case” HYDRO XZ JET | For oam 
ir 6. ease general + 

white in 

Ye $; — knits to © 

ELEVATOR POWER UNITS Here’s the water system that’s first choice! posner Sint 
New features — new performance — backed necessar 

by McDonald’s 92 years of experience in 13 & 


research, design, engineering, and manu- 
facturing. And McDonald Systems are 
nationally advertised. Write for full de- 
tails today. 


A.Y.MSDONALD MFG. CO. 
Davis & Newcomer Electric Elevator Co. DUBUQUE, IOWA 
Write for Information and prices. Shallow Well System. NOW IN ITS 92nd YEAR 


ELECTRIC ELEVATORS §& 





DUMB WAITERS 





























STRONG FOR 
HEAVIEST 
PRUMING 











SEE BEAUTYCAN a: the 


Housewares Show, Booth 1225 and 1227, | Scvmove Sime 
Convention Hall, Atlantic City, N. J., 


May 30th through June 4th. pep Gt’ PRUNER #4] 9 


| Coast to coast advertising during the busy prun- 
| ing season is creating a steady demand for this 
new, streamlined pruner. Your jobber is receiving 
increasingly frequent shipments and can take care 
of your requirements. 


Cee SEYMOUR SMITH & SON, INC. © 900A Main Street, Oakville, Conn. 


Brooklyn 




















Woven of saran 
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PATCHING 
| PLASTER 
| For cracks, holes, ond 

general repair. Mixes 
white in cold water — 
knits to old plaster im- 
mediately. No sizing 
necessary. Packed in 
cartons and bags from 
1 to 15 Ibs. 


General Repairing 
| a Household Use 


ro 











CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 


opring fir-up” | 
by CONSUMERS | 















Hand and Power 
Mowers — built 
for service 












and TRULY A | 
durability QUALITY 
PRODUCT 

} 


Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. . Des Moines, lowa 









There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


MINUTE MOP CO. 









ee ere es eS 
CHICAGO 16 ILL. 











OST (sitx) 
GN nino LINE 


AIRLINE (wyion) 
NEWTON \® 


CML Star 


ASTING LINE 


STREAMLIN® 
SILK FLY LINE 


AIRLINE 
NYLON FLY 


4 
INCESS PA 
PE TYHUNK ines 


TRULY GREAT LINES 


SOLD THROUGH JOBBERS ONLY 


FISHING LINES 
FOR 


ALL STAR 


pint 





Woven of saran 
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4g: Enameling Lacquering Marking ution 








Roundor Flat 






- 
racquerine ™. : 


Order from your Jobber. Write direct to us 
for new Catalog Sheet illustrating all styles 





Soft Hair or arte 








Y 





















For PINNING UP things,/ 
‘ —MOORE pusn-pins 


Designed to an- 











swer EVERY pin- 
up and hang-up 
need. Sell them to 
your customers 
with COMPLETE 
CONFIDENCE, 


For HANGING UP things / 
* MOORE 


PUSHLESS 


picture HANGERS 








Nationally adver- 
tised. 








MOORE PUSH-PIN CO. Since /900 


te BC EP-4- Be =) 23 30.9 0 2b as PHILADELPHIA 44, PA. 





Woven of saran 













“designed to 


, make the 
‘passer-buy” 








\ 


BATHROOM AND KITCHEN 





” 


THE AUTOYRE COMPANY © OAKVILLE, CONNECTICUT 






















ae 
aa 





1427 Park Street 


FINISHED TOP 
AND SHELLS 


oll ee * stove with 
body ished in 
black oa white 
enamel. Also avail- 

able in one, two and 
burner mod- 





P. ie com- 
plete unit to s car- 
ton or wo to 
a carton. 
Distributors Ia- 
quiries Invited. 
Some exclusive 
territories still 
open, 


ST-2 
BARRIDON oi: surner nese ae 


Hartford, Conn. 
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YOU'LL MISS A SALE 


atthe 


NEVER 


SCREW - HYDRAULIC 


Jacks 


LEVER 











© The Most Complete Line 


© Nationally Advertised 
IMMEDIATE SHIPMENT 





EDAL 
AWARDED THE GOLD M 
FOR THE SAFETY OF JACKS 


TITRA Ra ono oF SAFETY 


Chicapo 44, tllinois 





















mien Gardiner Brand ACID 
CORE SOLDER is scientifically al- 
loyed from the purest metals, 
resulting in a precise composition 
which will give strong, lasting 
bonds. For automotive and general 
work. Comes in 1 Ib. & 5 Ib. spools. 


METALS DIVISION 


AMERICAN SMELTING & REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 




















When You Know 
The Trade-Name — 


of a certain product and want to know "Who Makes It?” 
look in the General Directory Section of the "Who Makes [t?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 











HARDWARE AGE 





































MAY 










complete Line 
e 1899 


1 Advertised 
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FINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common black 
pipe.) 7 feet long x I'/2-Inch 
diameter. 

HOOKS: New design, strong, 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing, 
16"" long. Sets in ground or 
concrete, Black ename! 
finish. 

PACKED: Four complete posts 
wrapped In heavy waterproof 








STEEL FENCE POSTS 
"U" flanged posts with 
self-fastening lugs. 

No Staples Required 
Attractive Dealer prices and delivery dates 

furnished upon request. 
Manufactured by 








a 
SO OL EP En OND OO 





















: 
3 A ee 





























RUDOLPH POULTRY EQUIPMENT CO. |: paper. 
Vineland, N. J. < Immediate Delivery ss Ibs. per set of 
CHENEY METAL pRosucts co. ‘Sean, & 









*MARSHALLTOWN TROWE 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 









































FEATURES 
® Colors make work easier, faster. 
) ®@ Light, amazingly strong. 
peng @® Accurate to within 1/10 of 1° 
BB rio moons Piems . FRE GREEN meons Level BBP Amaen means © Pre-adjusted Vials for quick perfect repair, 
Angle Write for details 
THE MIODERN PRECISION LEVEL SCHULTES LEVEL, NC. 
WITH STOP-LIGHT CONTROL 17403 GABLE ° DETROIT 12 sederuae 


REG U S$ PAT oOFre 








KITTY CHARMER says: 


EAT-RITE BABY SET .. . that’s the 
latest Shel-Glo plastic. There’s a pusher 
side plate, 154” deep and a 6% oz. 
tumbler. The tumbler has a special 
fitted top that really makes sales. Holes 
in top permit baby to drink but an 
unset tumbler means only a few drops 
spilled. Set comes in an attractive 3- 


color box. And can you imagine! It 
retails for only 60¢. ASK YOUR JOBBER 


(, THE KILGORE MANUFACTURING CO. AMERICAN SHEARER MFG. CO. 


ShbG WESTERVILLE, OHIO NASHUA, NEW HAMPSHIRE, U.S.A. 








OVER 80 YEARS' EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, chromium finish. 
Ball bearing, easy action. 





Over 80 years’ experience. 





























THE LEADER SINCE 1872 
Red Devil Glass Cutters ond other glaziers’, 
painters’ tools and machines are designed to the 
times—there’s no substitute for quality 

Send for Catalog 19 


RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A. 


. , 
GLASS . Tec FENCER 
CUTTERS SCRAPER use 
a \ 
é 1 
y I" 
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assified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 


Positions Wanted 
(Special Rate) set solid, maximum, 
TD WOES 2 cccacvcceccovvecsesees $2.00 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES | 
$8.00 Per Column Inch | 





Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 

etc., will not be forwarded to. box number 
advertisers unless accompanied by sufficient | 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 

















[__ Welp Wanted +d 


[Sales Representatives Wanted | 





EXPERIENCED HARDWARE MAN who has 
worked for a wholesale house, knows tools, elec- 
tric and sporting goods, toys, housewares, etc., 
to do catalogue compilation work, etc. Prefer a 
man with this type experience. Excellent oppor- 
tunity with a young growing Philadelphia jobber. 
Reply with full particulars to Box M-200, care of 
Harpware AGe, 100 East 42nd St., New York 
5 Ms Se 








EXPERIENCED 
WHOLESALE HARDWARE MAN | 


TO ASSUME CHARGE OF PURCHAS- 
ING DEPARTMENT OF A GROWING 
EASTERN PENNA. JOBBER. POSITION 
REQUIRES KNOWLEDGE OF SHELF | 
HARDWARE, TOOLS, CUTLERY, 
BUILDERS HARDWARE, SPORTING 
GOODS AND KINDRED LINES. EXPECT 
ABILITY TO DIRECT THE ENERGIES || 
OF OTHERS, TO DO A VOLUME OF 
DETAIL WORK. EXCELLENT OPPOR- 
TUNITY TO GROW WITH A YOUNG 
COMPANY. EXPERIENCE IN SALES 
AN ASSET. REPLIES TREATED IN 
CONFIDENCE. REPLY TO BOX M-194, 
CARE OF HARDWARE AGE, 100 EAST 
42nd ST., NEW YORK 17, N. Y 














CYLINDER KEY BLANKS 
UNLIMITED OPPORTUNITY 


Manufacturer desires representa- 
tives to handle line of key blanks 


—FINEST QUALITY 
—COMPETITIVE PRICE 
—EXCEPTIONAL COMMISSION 


Address Box M-240, care of Hardware Age, 
100 East 42nd Street, New York 17, N. Y. 














SALES REPRESENTATIVES WANTED 


MUST HAVE FOLLOWING AMONG HARD- 
WARE TRADE TO SELL LINE OF PAINT AND 
HOUSEHOLD BRUSHES ON 10% COMMIS- 
SION. SEVERAL TERRITORIES OPEN. WRITE 
STATING EXPERIENCE. 


CRAFTSMAN BRUSH CO. 
12 WAVERLY PLACE NEW YORK 3, N. Y. 





Sales iwes Wanted | 





BUILDER'S AND CABINET HARDWARE 


Manufacturer, due to expanded production, is 
now ready to appoint additional manufac- 
turers representatives to call on Jobbers and 
Contract Builder’s Hardware Specialists, with 
its growing line of Shelf Hardware. State 
lines and products now carried, type of 
accounts called on and territory covered. 
Address Box M-283, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. 























WANTED 
DIRECT FACTORY REPRESENTATIVES 


for Established Complete Line Lawn Sprink- 
lers and Unusually Attractive Christmas Tree 
Holder. Competitive prices. No delayed ship- 
ments. Straight commission. No objection to 
non-competitive lines selling to hardware 
stores. Please send references, record of past 
activities and territory covered. Address Box 
M-299, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 








AGENTS CALLING ON DISTRIBUTORS 
AND DEPARTMENT STORES TO REPRE. 
SENT KEENCO Household Products (stools, 
carts, window exhaust ventilators, etc.). Advise 
territory covered, how often, etc. Keen Equip- 
ment Co., Inc., 402 (403) (404) Pear Street, 
Vineland, N. J. 





PLUMBING SPECIALTY FIRM IN NEW 
YORK CITY has Various Territories Open for 
Representatives to sell Plumbing Specialties to 
jobbers and hardware stores. Akron Supply 
Company, Inc., 315-317 Stanton Street, New 
York 2, N. Y. 


SALES REPRESENTATIVE WANTED 
| WITH FOLLOWING among Hardware Stores, 
Butcher and Restaurant Supply Dealers to sell a 
| popular line of cutlery. Many territories open. 
Good commissions. Address Box M-308, care of 
ee AcE, 100 East 42nd St., New York 
1 » aN. a 





REPRESENTATIVES WANTED 


calling on Hardware, Electrical and Farm 
Implement Retailers. Quality line Standard 
Reel Type Lawnmowers, (Gas & Electric & 
Hand Power) and Farm Equipment. Good 
price range, immediate delivery, top commis 
sions. Write fully. Address Box M-305, care 
of Harpware Ace, 100 East 42nd St., New 
York 17, N. ¥ 














MANUFACTURER'S AGENTS 


Opportunity for live wire salesmen who wish 
to carry Additional Line of Wiring Devices 
Those now calling on either hardware, elec- 
trical or general merchandise wholesalers 
should be very interested. Exclusive territory 
guaranteed. Give background and territory 
covered. Address Box M-303, care of Harp- 
warE AcE, 100 East 42nd St., New York 
i, i. = 
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turer ha 
calling or 
SALES OUTLETS WANTED | ["—SaLeswen wawren | | ,ISTRIBuroRS oR somnens, | J | 0" 
By manufacturer — Sensational New Belt | One of the Oldest and Largest Manufacturers of | ABSORBENT FOR OILY AND GREASY Side Li 
Sander—Handled like plane—portable—low Ostrich, Turkey and Wool Dusters and Brushes FLOORS. Almost any kind of industrial con- considere 
priced — high quality — every electric drill hat Orsning -or Salesmen calling on Hardware, |} cerns use it. All year round seller, hardware, protected 
owner a potential customer—met with imme- || | Woodenware, Paper Jobbers and Janitor Supply janitor supplies, wholesalers, jobbers, etc. Box M- 
diate acceptance wherever shown—write for Trade. Excellent Sideline. Commission basis. || Write for particfMars. All States East of 
literature on letterhead. Address |! Mississippi. 100 Eas: 
METLPLAS SUPPLY COMPANY NEW YORK FEATHER DUSTER CO. | NATIONAL SAWDUST CO. 
1420 So. 16th Ave. Maywood, Il. Factory at 216 Mercer St., New York 12, N. Y. 69 N. 6th Street Brooklyn, N. Y. 
| 
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ROPE SALESMEN, MANILA ROPE, MAN- 
UFACTURED IN PHILIPPINES WHERE 
HEMP GROWS. Long established trade neces- 
sary, sideline. Write fully giving references. 
Address Box M-222, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 


SALESMEN WANTED BY LARGE WELL 
ESTABLISHED NEW YORK WHOLESALE 
HARDWARE HOUSE to cover retail hardware 
trade in New England States, Upper New York 
State, New Jersey and Long Island on 5% 
commission basis, no objection to non-conflicting 
side lines, write Chas. Weiland, Inc., 149 Cham- 
bers St., New York 7, N. Y. 


WANTED SALESMAN TO HANDLE OUR 
LINE of Infants’ Merchandise with House Fur- 
nishing Departments of Department and Hard- 
ware Stores. Give experience, territories covered 
and lines handled. Will be held strictly confiden- 
tial. Our salesmen know of this ad. Reply Box 
M-301, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. 


WANTED SIDELINE SALESMEN calling 
on electrical contractors, retail hardware stores 
department stores, to sell electrical supplies and 
lighting fixtures. State territory desired and lines 
handled. Write for full details. Commission basis. 
Address Box M-223, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y 


SIDELINE SALESMAN WANTED BY A 
LARGE MANUFACTURER of a Full Line of 
leather dog collars, harnesses, leads, muzzles, etc., 
to call on hardware, sporting goods, house fur- 
nishings and variety dealers and jobbers. Pro- 
tected territory; liberal commission. Address Box 
M-300, care of Harpware AGE, 100 East 42nd St., 
New York 17, N. Y 


SALESMAN, SMALL TOWN 
COVERAGE. Hardware, Houseware, Appliance 
Stores. Commission 742%. Catalog includes auto- 
matic toasters, pressure cookers, gas and electric 
hot plates, stainless steel flatware, playpens, 
kitchen step-ladders, aluminum outdoor, indoor 
dryers, curtain stretchers, boudoir lamps, kitchen 
cabinets, tubular steel stools, racks, etc. Address 
Box M-304, care of Harpware Acr, 100 East 
42nd St., New York 17, N. Y. 


SIDELINE 





SALESMEN WANTED 


Prominent National Paint Brush Manufac- 
turer has open territories for men now 
calling on paint and hardware dealers, lumber 
department stores, industrials, etc. 
Side Line men or manufacturers’ 
Good Territory 
protected. Write 
Box M-190, care of 
100 East 42nd St., 


yards, 
agents 
Commissions. 
details of experience to 
HARDWARE AGE, 
New York 17, N. Y. 


considered. 











AVAILABLE 


ACTIVE, INTELLIGENT REPRESENTATION TO 
JOBBERS ONLY. MANUFACTURERS' AGENTS 
COVERING 405,165 SQ. MILES WITH GUAR- 
ANTEED RESULTS. 


THE JOHN CARDER JR. COMPANY 
1624 N. First St., Albuquerque, New Mexico 














NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 


ANCO CORPORATION _ Pittsburgh 22, Pa. 
Br: 7g ch Offices 


New vo % ei Philadelphia bd Detroit 
id @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references, 











TIME AVAILABLE FOR 
REPRESENTATION OF A MAJOR LINE 
IN THE STATE OF CALIFORNIA 
COVERAGE TO CHAINS AND WHOLESALERS 
IN THE HARDWARE, PAINT, AND ALLIED 
TRADES. STORAGE FACILITIES AVAILABLE. 
WALLIN BROTHERS 
621 E. Third St. Los Angeles 13, Calif. 

















ESTABLISHED MANUFACTURER'S REPRESENTA- 
TIVE CALLING ON HARDWARE AND ALLIED 
JOBBERS WITHIN A 500 MILE RADIUS OF 
CHICAGO IS _ INTERESTED IN ADDING TOP 
QUALITY LINES TO THOSE NOW CARRIED. 
TERRITORY COVERED BY CAR: GIVING PER- 
SONAL ATTENTION TO LINES REPRESENTED. 


ADDRESS 
R. E. NEREIM 
709 S$. CICERO AVE., CHICAGO 44, ILLINOIS 











SOUTHEASTERN STATES 


Agents. Established 1926. 
Cover trade 4 times yearly. 
Inquiries invited. 


Manufacturer’s 
Staff of 5 men. 
Commission basis. 
McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 

















CUBAN MARKET'S OPPORTUNITIES 
PERMANENT BUSINESS WITH ONE OF U. S. 
NATURAL MARKETS THROUGH MANUFAC- 
TURER'S REPRESENTATIVE WITH FOLLOWING 
AMONG IMPORTERS OF BUILDING AND 
GENERAL HARDWARE, HOUSEWARE AND 
SIMILAR PRODUCTS. INTERESTED ONLY IN 
REPRESENTING MANUFACTURERS. ADDRESS: 
J.F.C., BOX 2881, HAVANA, CUBA. 











SPECIALIZED, EXPERIENCED 
EXPORT MERCHANTS OFFER 
EXPORT DISTRIBUTION 
We develop and push the foreign sales of your 
product, handle all difficult paper-work, pay you 
cash, relieve you of expense and headaches. Annus] 
turnover $1,500,000. References and details on inquiry. 
KURT ORBAN CO., INC, 
Exporters Purchasing Agents 
17 Battery Place New York 4, N. Y. 

















MANUFACTURERS’ AGENT COVERING THE 
STATES OF ALABAMA, ARKANSAS, LOUISI- 
ANA, MISSISSIPPI, AND TENNESSEE INTENSE- 
LY EVERY 10 WEEKS, DESIRES ADDITIONAL 
PLUMBING AND HEATING LINES. SALES 
CONTACTS ARE EXCLUSIVELY WITH JOBBERS. 


COMMONWEALTH SALES COMPANY 
P.O. BOX 2024 JACKSON, MISSISSIPPI 











MR. MANUFACTURER 


An Established Manufacturer’s Agency with 
office in Railway Exchange Building and a 
clientele of railroads and large steel consuming 
industrials in and around Chicago is inter- 
ested in adding one or more profitable, non- 
conflicting lines to present set-up of main 
tenance items and paints. 


ROSCO INDUSTRIES 


80 East Jackson Boulevard Chicago, Illinois 

















YOU NEED RESULTS 


Get results. Regular, aggressive, trustworthy 


coverage of hardware jobbers, automotive 
jobbers and chains, electrical jobbers and 
other large volume buyers. Southeastern 


States. Consider manuiacturers only. Well 
established, Excellent references. 

R. B. PILKINGTON 
231 Healey Bldg. Atlanta, Georgia 











HOW 10 MAKE MORE 
MONEY—ON EXPORTS 


We can develop sales of your products 
in foreign markets. 

We act as your Export Manager. 

We do all your sales promotion work, 
we advertise your products, we sell 
and ship them at no cost to you. 

You take no credit risks. We pay you 
spot cash for your merchandise. 


INTERNATIONAL DISTRIBUTING CO. 


1170 Broadway New York 1, N. Y. 
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ATTENTION MANUFACTURERS — Seek 
iditional lines for northeast Ohio and western 
Pe nnsy lia market. Thorough coverage. Reli- 
able and dependable merchandiser. Well and | 
favorably known to the trade. Your inquiry 
solicited. L. Robert Wittrock, 8510 Linwood Ave., 


Cleveland 6, Ohio. 





MANUFACTURERS' AGENTS 
INTENSIFIED COVERAGE BY 4 MEN COVERING 


ILL., IND., & WISCONSIN. SELLING HDWE. 
JOBBERS & HDWE. CHAINS, AUTOMOTIVE 
JOBBERS, & RETAIL CHAINS, ELECTRICAL 
JOBBERS, MILL SUPPLIERS, MAIL ORDER 
HOUSES, DEPT. STORE CHAINS—MANUFAC.- 
TURERS WHO SELL OUTSIDE pneeucts. desta 


THEIR RETAIL DEALER po aa 
LEE E. LANE COMPANY 

















624 So. Michigan Ave. Chicago, IIlinois 

ADDITIONAL HARDW — AND SPORT- 
ING GOODS LINES WANTED by an experi- 
enced Sales Organization, covering the Jobber, 
Chain and Department Store Accounts, as well 
as the larger Retailers in Eastern Penna., 
Southern New Jersey, Maryland and the District 
of Columbia. We invite correspondence from 
reliable manufacturers only. Harry S. Rheiner 
& Associates, 3018 Rawle Street, Philadelphia 
24, Pa. 





Prsition 5 Wan ted 











SALES MANAGER SEEKS CONNECTION 
MANUFACTURER. Heavy National background 
distribution hardware and tools to jobbers, chains, 
mill supply and department stores. Appointment 
to explore possibilities carries no obligation. 
Address Box M-259, 


100 East 42nd St., New York 17, N. Y. 


MANUFACTURERS AGENT DESIRES 
LINE FOR NEW JERSEY contacting lumber 
yards, hardware dealers, mill supply houses. 12 
years in territory. Aggressive coverage. Com- 
mission basis. Will carry stock. Address Box 
M-253, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


HARDWARE EXECUTIVE 
EMPLOYED AS GENERAL 
moderate sized wholesale and 
concern. Married, age 40, college graduate, 
eighteen years experience. Primary interest is 
retail. Seeking change for purely personal rea- 
sons. High quality references available as to 
business and executive ability, financial stability, 
trade and social reputation. Address Box M-295, 
care of Harpware Ace, 100 East 42nd St., 
York 17, . # 


PRESENTLY 
MANAGER of 
retail hardware 


mm 


SALESMAN — 11 YEA 
CALLING ON HARDWARE 
Electrical and Appliance 
Equipment Firms, Chains and Syndicates on 
West Coast. Age 31, married, new car. Has 
qualified knowledge of distribution and merchan- 
dising. Currently representing AAAI Manufac- 


RS EXPERIENCE 
DISTRIBUTORS, 
Distributors, Home 





care of Harpware AGE, | 


| $10,000; 


New | 


turer who has been advised of desire to make a | 


change. Seeks permanent connection with manu- 
facturer having quarter million dollar sales 
potential in this territory. Method of renumera- 
tion secondary—the product and manufacturer 
are of first importance. Hal Halperin, 6550 Col- 
gate Avenue, Los Angeles 36, Calif. 
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SALES MANAGER, 10 YEARS EXPERI 
ENCE IN WHOLESALE HARDW: ARE FIELD, 
presently employed as sales manager of estab 
lished wholesale hardware firm in the East 


Formerly top salesman. Excellent record of build- 

















ing sales and training salesmen. Will consider 
sales position leading to sales management for 
manufacturer or wholesaler. Address Box M-309, 
care of Harpware AGE, 100 East 42nd St., New 
York 17, N. Y 
a ere 
Susiness pportunities 
FOR SALE: 100 QUEEN POT STYLE 
RANGE BURNERS complete in Original Car- 
tons $19.50 each, Close Out Special. Mail check 
with order. Baker’s, Malone, N. Y 
FOR SALE—LUMBER BUSINESSES—Lo- 


cated at Colony, Grenola and Wellington, Kansas, 
and at Billings, Missouri. Also hardware Imple- 

ments and Plumbi ng Business at Axtell, Nebraska. 

Inquire for details. Alley Listing & Sales Agency, 

es Central Building, Wichita, Kansas. Phone 
6391. 


MFG.-HOUSEHOLD ITEM. 
year: can increase; approved by Good House- 
keeping; over 600 accounts adv. in many top 
magazines; patented plastic household necessity; 
product assembled, no machinery required. Sell 
all corporation assets for $45,000, actual value. 
Can move anywhere. The Apple Co., Brokers, 
1836 Euclid Ave., Cleveland 15, Ohio. Est. 1905. 


SALES $125,000 


STORE: 25,000 TRADING 
LOCATION, go good with 
hardware and furniture, stock $25,000; fixtures 
Have Westinghouse, Hoover, Magic 
Franchise; Present owner busy with Real 
Estate and Insurance. 5 yr. lease obtainable; 
rent about $325. monthly. Offering sales and 

sale price $45,000. 


service for 12 years. Total 
of Harpware AGE, 
2 


APPLIANCE 
AREA: CHOICE 


Chef 


Address Box M-306, care 
100 East 42nd St., New York 17, N. 





FIRESTONE HOME AND AUTO SUPPLY 
STORE AND AUTOMOBILE REPAIR. SHOP 
OFFICIAL INSPECTION STATION, in heart 
of shopping center on main street of busy subur- 


ban Philadelphia community. Ground 50x168 
feet. Store 30x70, shop 30x40. Building 1 year 
old, 2 large apartments, 5 rooms and bath and 
laundryroom. Sun deck 30x40. Apartments can 


be rented for $125.00 per month, includes Fire- 
stone Wholesale and Retail Franchise, G.E, and 
Admiral Franchises. Official Keystone towing 
service, fully equipped tow truck and ¥ ton pick 
up. Shop is fully equipped with brake drum, lathe, 
Riveting machine, air compressor, Front end ma- 


chine, wheel balancer, Headlite tester, degreaser, 
Armature, lathe and growler, 2 battery chargers, 


Spark plug tester, Ignition tester, Bench grinder, 
Floor jacks, hoists and many other tools. Store, 
most modern in East. Fixtures in store $4,000. 
Stock around $20,000. Did $70,000. business in 
10 months. Building business and good will com- 
lete. Cash only. $95,000. No triflers. Write 
30x M-307, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 








| WANTED RETAIL HARDWARE STORE. 


A Small Well Established Business. Address 
| Box M-293, care of Harpware Ace, 100 East 
| 42nd St., New York i; m5 ee 

WANTED: AGGRESSIVE, EXPERIENCED 


HARDWARE MAN TO BUY INTEREST and 


take over management of modern retail hardware 


and furniture business. Located in a Southeast 
Louisiana town of 10,000. Farming and Dairy 
Center. Owners deceased. A money making busi- 
ness for 28 years. Address Box M-302, care of 

AGE, ) East 42nd St., New York 


HARDWARE 
7, Be Se 





HARDWARE AND 
APPLIANCE BUSINESS 
County Seat Town in Heart of the Western 
Kansas Wheat and Cattle Country. Buildings, 
fixtures and stock. A long established and 
prosperous business. Full information to quali- 
fied buyers. 


F. E. WREERTSS. REALTOR, 
P.O. BOX 5 DODGE CITY, KANSAS 














PLASTIC WIRE SCREENING 


29 in. wide, in 60 foot rolls 2c a sq. foot f.o.b. 
West Coast. Immediate delivery. Limited 
Supply. 


M. HIRSCHMANNS EXPORT TRADING CO 











| International 





| 
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431 Southern Boulevard Bronx 55, N. Y. 
SH 
= 78 types to 
avaliable. | 
NAILS FOR SALE factory disc: 
JOBBERS- 
Depleting Stock 

BRIGHT COMMON WIRE NAILS THE SAVE 
4-6-8-10-16-20-30-40-60 .....2 $12.50 CWT ———_—_ 


FINISHING NAILS—C ASING NAILS— 
BOX oe pigtailed acne at $13.75 CWT 
ROOFING NAILS—GALVANIZED 
oy HEAD at $15.90 CWT } 
O.B. New York City. Small orders accepted. 


BLOCK CO. 
15 Baruch Place, New York 2, N. Y. - OR 3-3347 














HARD-T0-GET ITEMS 
FOR IMMEDIATE DELIVERY 


6 FT. WOOD FOLDING RULERS 
AUGER BITS 
AUTOMATIC POP-UP TOASTERS 
BRASS PULL CHAIN SOCKETS 
+ 4" PORC. PULL RECEPTACLES 
BAKELITE PULL CURRENT TAPS 
ALARM CLOCKS 


Send for Our Catalogue Containing Hundreds 
of Scarce Items of Attractive Prices. 


SUPPLY SALES CO. 


190-196 EAST 4th ST., NEW YORK 9, N. Y. 


3” 
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STEEL WOOL 


Preferred by master craftsmen for its 
keener bite and longer life. . . long, 
uniform, resilient strands of finer qual- 
ity steel. Big 16 unit pkg. or f Ib. 
tube. Order from your jobber or direct. 









| international Steel Woo! Corp., Springfield, Ohio ‘| 








If you use a Chalk Line 
Reel, of course you need 
our specially - processed 


BLUE 
POWDERED 








Gp SH ey 
\ 


-& 
fi 
® | 


Hdd 


ALAA 


\ 


“meres OF v 
arma CHALK comPa” 


NATIONAL CHALK COMPANY 
Packed 144 cans to the carton 
2025 W. Fulton Street, Chicago 12, Ill. 


A ailabl 





Yow 


WOOD JOINERS 


Order from your Jobber or write for details 


SUPERIOR FASTENER CORP., 


2949 ELSTON AVE., CHICAGO 168, ILL. 











78 types to cover all price ranges—all parts 

avaliable. Complete line of “AMERICAN” 

lacandescent lamps—our own product ot best 
discounts. 


factory 
JOBBERS—szend for catalog and prices. 


THE SAVE LAMP CO.,Baltimore 11, MD. 








TROY 
BEST 





FILE HANDLE. Assures better workmanship snd 
safety to user. Ht can’t split. 






FILE CARD—<leans files, taps and dies quickly and 
thoroughly. 
HOG SCRAPERS—{ ingle or double end 
























TEMS | | [te Peau YOM Ny. 
LIVERY 

JLERS FOLDING CHAIRS 
KETS. Mery, style, Untolatered.& lst. 

y 

TAPS crower, 

, Stnetiveite ADIRONDACK 

Prices. CHAIR CO. 

Ke) 1142-A BROADWAY 

C9, N.Y. A ew yore wy. [fitamee 
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FASTEST SELLERS 
ON THE MARKET 


“TEDDY’’ WAX APPLICATORS 


Brand New Item 
A-8 — 6 x 2 Block 
The Lowest Priced Applicator 
with removable pad— 
Retails for 69¢ 
\ Packed 2 doz. to a 
\ carton—18 Ibs. 
Other Applicators 
from 59¢ to $1.50 


<4 







y 


<- Order 
s A= from Your 
> Jobber or Write 


FRED V. FOWLER CO. 
137 Federal St. Boston 10, Mass. 











TOOKT NAIL 
Gem Jr. cuece 
a 
2 


i 








Gem Jr. e— 


NOW 







Fingernail Clipper 
Streamlines. 


quality thruout. 
Retail price aow 29¢ 


ANSONIA, CONN. 








Stock and Display 
NEW Gem Jr. 


New tapered jaws. 
““Gem”’ 


THE H. C. COOK CO. 





on the versatile 
KENNADRILL 
, | 





Sell to building contractors, 
plumbers, electricians, sign 
hangers, masons, etc. 


AKennadrill zips through cement, 
brick, slate, stone, asbestos, etc. 
free, fast, and easy. Sapphire-hard 
Kennametal enables it to drill up 
to 10 times faster and last up to 
100 times longer than the ordinary 




















For Your 
BENDIX AUTOMATIC WASHER 
Buy 
Mechanical Coin-meters 10 - 20 - 25¢ 
for Apartment Houses — Developments — 
Tourist Camps — No repair — No service — 


Operators make big profits. Thousands of 
satisfied users. Ask for folder! 


BAESSLER METERS 


38 Sunrise Terrace Yonkers 3, N. Y. 








[Lawn MOWER 





REPAIR PARTS 





PREPARE TO REPAIR ALL MAKES, 
ORDER COLLOT ASSORTMENTS AS 
THEY HAVE WHAT IT TAKES... 
AND YOU SAVE MORE 
PINIONS, PAWLS, SCREWS, ETC. 
Order Catalog No. 3 


A. M. COLLOT SUPPLIES 


221 N. W. 8th AVE. @ MIAMI 36. FLA. 





bit. Turbine action ejects the cut- 
tings—prevents binding, sticking, 
stalling. Holes are true to size, 
clean, and can be drilled close to- 
gether without breaking through. 
Diameter !{'' to 1!.", hole depth 
to 8'' in large sizes. Used on rotary 
drill, drill presses, hand braces. 
Sell Kennadrills in your store. 
Write for Bulletin KH—today. 

To help you sell we advertise in trade papers, 
Popular Mechanics; and supply dealer helps. 
Dealers wanted! 


KENNAMETAL Arc. catrose, Pa. 















Gripper Clips 


Registered U. S. Pat. Ofies 





a oy 


@ GIBSON GooD 
Box 268 














LEATHER 
AND 
SADDLE SOAP 

yy 





Maker for You | 


For use on all leather except 
suede. 
CLEANS POLISHES 
SOFTENS PRESERVES 
Packed in 6-0z., 12-0z. & 5-lb. Cans 


ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn 21, N. Y. 
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PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 










BOOSTS 








WASHER assured. The floating washer stops 

sToPs PROFITS faucet drip...ends water waste. 

WASHER Available in %4", %” and 2” 

TROUBLES 10 sizes. Order through wholesale 
C hardware jobbers. 





AUTOMATIC 
MACHINE 


PERFECTION 


2558 Eost 93rd Street 


C0. 


Cleveland 4, Ohio 


EASY TO USE 


LE XGSEAW 


There are a hundred uses for quick selling — quick loading Flexiseal 
Caulking Compound cartridges, the most economical way of caulking. 
Flexiseal lasts sos seals cracks, cuts fuel wasteage, preserves and 
protects. Waterproof, non-staining with amazing plasticity, adhesive 
and color retention qualities. Dries firm but remains pliable under- 
neath. Also in bulk. Write for helpful sales aids and data. 


LYA\N DIE IN PIU bi aT ay 


___45 IRVING STREET 


WY OUR UCES} 





MALDEN, MASS. | 






sells On Sléy>, 











DEAD EYE DICK says: 





When the kids ask for a “real west- 
ern” with that 
breaks open to load, it will have to 
be a Kilgore. Only Kilgore makes a 
cap pistol with these features—the 


revolving cylinder 


famous six shooter models that use 
a 6-shot dise cap. Mothers and Dads 
tell their 
these models above all 
Kilgore ad on pages 260, 277. 


me youngsters treasure 


others. See 


va 
fp THE KILGORE MANUFACTURING C0. 


WESTERVILLE, OHIO 














Genui"° DOMES of SILENCE 
oa BE A bed a ao ree Witte tet Serre hy 
SOc SET-15< SET-10¢ SET SAVE FURNITURE 


& FLOORS-CREATE QUIET 
j Nome “‘Oomes of Silence 
on each genuine Glide 
Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors 
Noiseless, Sizes for metal tods, wrod beds. large 
chairs and all furniture 


Ash yewr Jobber. if he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
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Easy TO SELL 
Sure 













Marble’s Woodcraft No. 49 
A top favorite with sportsmen and 
140 scouts. Has beautiful handle made 
241 with sole leather, fibre and brass 
177 washers. Blade 444 inches long, forged 
from high grade cutlery stee "especi- 
266 ally tempered 


. polished and sha 
50 to a keen edge. No. 49 igecpenes 


183 list $3.00. 











Marble’s ideal No. 45 
Popular all-purpose knife for field, 


192 | 
forest, and camp use. Extra sturdy 
thick forged blade, hollow ground. 
KAN VES Handle of sole leather washers, fibre 
3 | and brass; plastic tip. Complete with 






leather sheath. No. 45-5” blade, $3.50. 


"7 for s PO RTS M E N No. 45-6” blade, $4.00. 
Marble Arms & Mfg. | Co. 240,Delte Avenue 


256 | GLADSTONE, MICH. _‘A.225) 
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EASY EXTRA PROFITS 
s$$$s 

Sell MISENER HOLE SAWS 

with EVERY ELECTRIC DRILL 


(and Bit Brace, too) 

EVERY SALE YOU MAKE of a PORTABLE ELECTRIC DRILL (also, 
drill press or lathe) ig an opportunity to sell MISENER Single or Multiple- 
Blade Hole Saws. The MISENER Hole Saw ‘Line increases the hole-cutting 
range of a %” drill to 3%”, and a %” drill to 7”. The MISENER Line of 
Hole Saws (from %” to 15” in graduated fractional diameters) enables you to 
meet ALL hole-cutting needs for electricians, plumbers, steamfitters, home in 
sulation applicators, for factory maintenance and machine production; for home 
workshops. Every MISENER Tool you sell starts a continuous profitable demand 
for Replacement Blades. 


Display materials and advertising literature supplied FREE 
"The World's Headquarters for HOLE SAWS" 


anda eae. MASENER (itis tr 


CATALOG PAGES 
202-8 WALTON ST MANUFACTURING COMPANY SYRACUSE, WN. Y. 





CUTS CLEAN, FINISHED, ROUND HOLES IN STE sweer meracs 


WOOL PLASTER MARI 


























UTILITY TONGS 


Ideal for handling ice cubes, 
hot foods, sterilized bottles, 
etc. Positive grip on smallest 
objects. All steel with heavy 

nickel plate. 









































No. 20 


“GAS-TITE” 
EXPANSION 
STOPPER 

Durable and posi- 
tive. Double 
shoulder seal pre- 
vents gasleakage. 


“GAS-TITE” DISPLAY CARD 
Fits over bottle neck, holds 12 stoppers. 
Free with box of two dozen stoppers. 


NOVELTY 
MFG. CO. 


CARROLL AVENUE 
fLLINOIS 


3211 
CHICAGO 24, 
World's Largest Manufacturers of Bottle Openers and Can Openers 











FOR SAFETY’S SAKE - - SAY 


Ge Old Favorite with, a MW Leck! 


WITH THE BEAUTY 
APPEAL YOU'VE 
AlWAYS WANTED! 


@ An excellent utility lock 
with expensive lock details: 
Black wrinkle enamel Case 
and Keeper, Dull finish 

\\, brass-plated Knobs, Rosette 

\\ and Key Plate. 

i} @ Zamak die cast alloy, 
rustproof throughout. Extra 
strong! Inside !ocking 
lever. Standard size for 
the most satisfactory re- 
placement work. 


Your Hardware Wholesaler Has A Complete 
Line of Taylor-Made Quality Products — Pad- 
locks, Night Latches, Inside Lock sets and Key 
Blanks. 





UPRIGHT |,.! 
No. 3000 — 


TAYLOR LOCK COMPANY 


Since 1919 Philadelphia 32, Pennsylvania 
Casadian Representatives: DORKEN BRUOS., Montreal 











NO OTHER JUICER 


Ki cky HAS ALL THESE y 


SINTaTa aay ADVANTAGES « 





KWICKY’S PIVOT BASE 
Rubber pivot base grip the aluminum juicer to the table— 
makes sure it rotates and juices without effort—without 
marring table. 
e Gets ALL the juice—no bitter peel ci! or seeds. 
e Rinses in a jiffy—no detachable parts to clean. 
e Pours freely—no holes to clog. priced to sell 
e Races through fruit juicing—3 easy strokes 

of the handle usually gets all the juice. 


A unique, all-in-one juicer. 
Priced for volume sales. 


Write for Complete Information 


QUAM-NICHOLS COMPANY 33rd Place and Cottage Grove 


Chicago 16, Illinois 
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